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6 hy ope is great enthusiasm 
for 1961 models among 
auto dealers, but also a wide- 
spread feeling that dealers 
will have to work hard for 
sales in 1961 and harder still 
for -profits. 

A survey of dealer reac- 
tions by Automotive News 
correspondents also noted a 
eontinuing economy trend 
among buyers, a belief that 
plenty of sales promotion 
will be needed, praise for 
the cars with cleaner lines, 
trimmer looks and greater 
comfort, and a strong be- 
lief that competition will be 
fierce in 1961. 

In many areas, dealers ex- 
pressed concern that a down- 
turn in the economy might 


£50,000 Persons Expected . . . 
Big Show Opens Saturday 


By John E, Walsh 
Staff Writer 


yes 43rd National Automobile 
Show, 


the industry’s largest and 
costliest, wil] open in Detroit's new 
Cobo Hall Saturday (Oct. 15), and 
“persons are expected to at- 

“tend during its nine-day run, 
Sponsored for the auto makers 
by the Automobile Manufacturers 


' Assn,, the show is the first since 


1956 and the first ever held in De- 
troit. New York was the scene of 
all previous displays, 

The AMA would not estimate the 
cost of the show, but it is a far 
larger production than the 1960 
Chicago Automobile Show, whose 
cost wag placed at $20 million, 

+ a ok 


LL of the ’61 domestic cars and 
most of the new truck models models 


| Spurt by Compacts 
- Lifts Car Output 


To 5-Month High 


By Martin L. Whitmyer 
Staff Writer 

RECORD-BREAKING achieve- 
ment by the compact group, 
in output at 
i Chtevr enabled the 
; yuild —- estimated 
the highest 


AS 


previous week and 
pent ve the 118,959 cars 
@ out during the week ended 
pines yéar. 
sr highlight of last week's 
ide einem operations was the 
uction of the five millionth car 
milestone that wag not 
til oev, 18 Jast year, 


PACT-CAR. ata last week 

4 rose to an estimated 44,996 units 

top the previous high of 44,482 
assembled a week earlier. 

pacts turned out last 

represented a 108.9 per- 
(Continued on Page 185, Col. 1) 


will be on display together for the 
first time. 

More than 300 vehicles will be ex- 
hibited in elaborate settings that 
will cover 300,000 square feet of 
space in the giant hall’s 6%-acre 
main floor. 

Other features will be the tradi- 
tional Industry Banquet; Auto 
Wonderland, a “show within a 
show” which tells what it takes to 
produce a car; a musical revue fea- 


turing top Broadway stars, and a, 


daily fashion show. 
a a cd 

RESIDENT Hisenhower will be 

the principal speaker and guest 
of honor at the Industry Banquet 
at 7:30.-p.m. Monday (Oct. 17) in 
the Cobo Hall Ballroom. 

About 2,200 automotive execu- 
tives, other business and. civic 
leaders, government’ officials, ed- 
ucators and press, radio and TV 
representatives are expected at 
the black-tie, stag dinner, 

The President, who is expected 
to deliver a major address on the 
world crisis, is the second Chief 
Executive to address such a din- 
ner. Herbert Hoover addressed the 
Industry Banquet in 1931. 

Leaders in the auto industry will 
take part in ceremonies officially 
opening the show at a special pre- 
view at 7:30 p.m, Friday (Oct. 14). 
They include: 

Frederic G, Donner, chairman, 
General Motors; Ernest R, Breech, 
Finance Committee chairman, and 
Robert S, McNamara, car and 
truck group Vice-president, Ford 
Motor Co.; L, L. Colbert, chairman 
and president, Chrysler Corp.; 
George Romney, president, Ameri- 
can Motors; Harold E, Churchill, 
president, Studebaker-Packard, and 
J. N, Bauman, president, White 
Motor Co., who will represent in- 
dependent truck makers. 

of og a 
At A special signal during cere- 
monieg on the’ hall’s huge stage, 
these executives will pull switches 
which will the, dimly-lit ex- 
e| hibit area light 

The 


whose theme is 
“Wheels of m,” will be the 


(Continued on Page 183, Col, 1) 
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cool off prospective sire 
Some dealers feared that buy- 
ers would be confused by the 
multiplicity of contenders in 
the ree field; = ‘ 


— economy buying Yrona 
had some. interesting 
overtones. In some*ca a 8, 
dealers reported ers 
choosing a compact for éeon- 
omy, and once having-satisfi- 
ed their economy inclinations, 
loading the compact with ex- 
tras because they believed 
they had saved enough to do 
SO. 

Other dealers see’ a- Pe 
surgence of de mand for 
standard-sized cars, and. ex- 
pressed plans for promot. 
ing them. 

Here are the area by area 
reports: * 
Carolinas 


Bs has is going to be a good a 

But it is going to be a rough 
year with plenty of competition be- 
cause all prices are about the séme, 
and because of the Various new 
models brought out by everyone.” 
That's the view of H. P. Simmons, 
of the Simmons Motor Co., Chadles- 
ton, S. C., a company that has seen 
a lot of model changes since the 
year 1924. It was show day ‘With 
Simmons, and there was a ste 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


stream of visitors to look ove Ps 
new Chrysler products. 

His comment was typicalga 
Automotive News made a tour o 
dealers on show days between 
Charleston, S. C., end Atlanta, a 
distance of 300 miles. Most of those 
interviewed were small-town deal- 
ers. 

Generally all dealers were opti- 
mistically hopeful of a good year 


Auto Show Issue—75 Cents 


MO the small towns and that 
was the attendance at the showings, 
In one town, Williston, S: C., the 
Whittle Motor Co. had its. park- 
ing lot full of visiting cars. Most 
of his new models were parked in 
a lot in front of his showroom. 
(Continued on Page 8, Col, 1) 


August Car Sales Trail ’59; 


Ford-Share Rises-Again 


By Maynard M. Gordon 
_ News Editor 
OOMENG sales of Falcon and 
Comet continued to inflate Ford 
Motor Co.’s share of the hew-car 
market. in August. The company 
picked off 26.55 percent of August 
registrations, adding a tidy 1.86 
points te its July penetration, 
Ford’s comeback, after a sag- 
ging first half, was significant in 
that it came at the expense of all 
corporate competitors and all but 
two non-Ford individual makes. 
According to. registrations data 
from R. L.- Polk & Co., Chrysler 
Corp, suffered the biggest July-to- 
August loss — 1.62 points, Only 
makes on the upside from July 
weré Ford, Comet, Cadillac, Olds- 
mobile and Lincoln, i 
* 


OR the second month in a row, 
new-car registrations fell below 


ylithe year-ago month, but not by 


Debuts ‘Near End 


Chevrolet and Corvair . . . Page 32-A, 113 


+ Page 32-D 


ae 


much. August totals were 525,400 
this year and 583,636 last year, 

However, August reflected a 
slightly larger deficit in overall vol- 
ume from July’s 546,535 new-car 
sales. July was the first time this 
year when the comparable 1959 
month was not surpassed. 


The dip in August dropped the 


Probers Report 
Chrysler Brass 
Are Clean 


By Kenneth C. Kelley Jr, 
Staff Writer 
THe gigantic investigation of 
Chrysler Corp. executives reach- 
ed an end last week with reports 


which said that not one impropriety | 


had been uncovered. 


ment that was deemed 
able. 

The probers also looked into a 
number of the charges made 
against Chrysler management and 
said they found no evidence to sup- 
port any one of the charges. 

The report on the probe. was re- 
leased four days after the second 
high Chrysler official was ousted 

(Continued on Page 184, Col, 1) 


Top Cars 


New-car. registrations for eight 
months: 


Pos. 


1—1,175,554 
944,556 
3— » $12,367 
296,005 
271,515 


256,857 
229,827 


1,034,910— 1 


Make 
Chev. 


173.274— 7 
Mercury 103,263— 8 
Cadillac 98,282—1 


Further details on Page 144. 
ees 
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Hv can the auto industry ele- 
vate the stature of retail sell- 


Tiles ts a aiaeten tian bos te 
plagued auto dealers and makers 
alike, for the industry has seen 
two images in the auto market- 


On the one hand, there is the 
image of a hard-working merchant, 
putting in long hours to serve the 
ity portation needs of his commu- 
n 

He is a man known to many — a 
man to whom his community turns 


~~Eerly Arrival— 


A group of Washington dealers planned 
to give Birkett L. Williams, president, Na- 
tional Automobile Dealers Assn., a special 
welcome when he came to Washington to 
address the Automotive Trade Assn. of 
the National Capital Area. The dealers 
planned to drive Williams from the airport 
to his downtown hotel in this 1915 Model 
T Ford. Williams’ plane arrived early, how- 
ever, and, unaware of the reception, he 
took a cab to the hotel, missing the ride 
in the Tin Lizzie. From left are A. Lefft- 
wich Sinclair, J. M. Sanders, Stewardess 
Marty Henley and Joseph B. Pavl, ATANCA 
president. 











AUTOMOTIVE NEWS, OCTOBER 10, 1960 


Symposium of Auto Sales Leaders... 


How to Elevate Selling 





for advice on many phases of the 
transportation business. His word 
can be trusted, whether he is ad- 
vising a customer on service, used 
cars, new cars, trucks or financing. 
- cd + 
ee in spite of the long 
hours of the retail auto busi- 
ness, he finds time to serve his 
community. The drive that makes 
him a successful auto dealer may 
also make him the sparkplug of the 
local Boys Club. 

But there is another image 
prevalent. It is the image of a 
razzle-dazzle clown who claims to 
be giving his merchandise away 
but who is actually putting gulli- 
ble prospects through the wring- 
er of a confidence game, 

Many dealers claim that the deal- 
ers who create this image spend as 
many millions on advertising to 
tear down the reputation of dealers 
as the reputable dealers spend to 
build it up. 

In an effort to shed light on this 
problem, Automotive News asked 
various leaders in selling among 
makers, dealers and sales-training 
men how the industry could best 
elevate the stature of retail auto 
selling. Their Snswers follow: 


Call det Codes 


buy a book on farming because he 
Said he wasn’t farming as well as 
he already knew 
how anyway. 

In 1947 I wrote 
an ad which 
quoted the United 
States Supreme 
Court’s definition 
of goodwill as the 
desire of the cus- 
tomer to return 
to where he has 
been well treated. 
I don’t know of 
any better advice 
to give the dealers and the manu- 
facturers today. 

There is Sellichea now that the 





W. H. Mitchell 


ical Saliiters to Hurt 
‘61 Sales, Williams Says 


QVASHINGTON. — Record carry- 
over stockpiles of ’60 cars will 
cut into sales of '61 models, Birkett 
L. Williams, president, National 
Automobile Deal- 
ers Assn., predict- 
ed last week, 

Williams made 
the prediction at 
a meeting of the 
Automotive Trade 
Assn, of the Na- 
tional Capital 
Area. 

“It looks like 
we're all going to 
lose some money 
this year,” Wil- 
liams said. He attributed the back- 
log of unsold cars to overproduc- 
tion by the manufacturers based 
on an overestimate of how many 
vehicles the public would buy. 

Williams said the overproduction 
has forced dealers to sell '60 cars 
“at a distress price” to make room 
for ’61 models. 

“But the public will not be in- 
terested in buying the new ’61 at 
a dealer’s profit when they can 
get a factory-fresh ’60 for a deal- 
er’s loss. 

“The dealers have already paid 
for the cars,’ Williams noted. 
“They have to sell them for what 
they can get for them. 

“I don’t think this problem will 
be solved by either the factory or 
an act of Congress,” Williams 
added. “It’s going to be up to the 
individual dealer.” 

In addition to the problem of get- 
ting rid of '60 cars, Williams said 
that in 1961 the dealers will have 
the problem of keener competition. 

“For the first time in the history 
of the industry, we'll all be selling 
in the same price range,” Williams 
said. one 

* 


E.WARNED that with all the 
major manufacturers produc- 





B, L, Williams 





ing compact cars, the buying public 
will have more latitude in the price 
they must pay for a given make, 
Williams predicted that 5.8 
million 1961 cars would be pro- 
duced, about 200,000 fewer than 

1960 model production. He said 

“general economic factors” will 

play a key role in auto sales, 

He foresaw compact auto sales 
rising from the 20 percent of 1960 
to about 50 percent by the end of 
the 1961 model year, 








T= auto industry today is like|” 
the old farmer who wouldn’t| © 


























manufacturers are returning to 
quality in manufacturing and 
that they are making attempts 
toward quality distribution. The 
third step, quality dealers, is also 
unreservedly desirable, Codes of 
conduct must be adopted and 
rigidly adhered to if the present 
franchise system is worth pre- 
oe Rambler Classic . . . Page 32-D 

The manufacturers cannot expect eee i tesa 
their quality retailers to remain in 
business competing with dealers 
who have never heard of integrity. 
Neither can they expect young men 
with character to enter the business 
as retail salesmen unless they first 
prove that the business is worth en- 
tering not only from a monitary 
motive but from a standard of liv- 
ing motive—Wiu.aAm H. MrrcHeELL, 
national chairman, Advertising 
Ethics Committee, National Auto- 
mobile Dealers Assn. 

* + + 


Personalized Selling 


ae distributors and deal- 
ers for many years have been 
singularly successful in establishing 
a high level of service to their cus- 
tomers by placing 
Particular 
emphasis on per- 
sonalized selling. 
This has been 
accomplish- 
ed in large part 
by attracting to 





Rambler Ambassador . . . Page 32-D 









Heavier September Sales 
Than Year Ago Claimed 








Business Barometer 


Automotive News Economic Index — 


101.8 Percent of Last Week 
123.0 Percent of Like Week Last Year 


Auto Production ............... 134,271 111.9 126.8 
Truck Production .............. 21,588 108.7 98.7 
Auto Registrations—yYear to date.. 4,483,104 ee 107.0 
Truck Registrations—Year to date. 616,980 a 101.7 
Steel Production—Tons ......... 1,558,000 100.7 430.4 
Lumber Production—Board feet... 240,321,000 102.6 92.3 
Paperboard Production—tTons.... 324,667 100.9 97.8 
Soft Coal Output—tons ........ 8,100,000 99.6 103.7 
Oil Refinery Output—Barrels ..... 49,776,000 97.9 102.6 
Electric Output—Kilowatt hours.... | 13,779,000,000 97.3 104.1 
Barometer Freight Car Loadings 350,451 105.2 97.1 
Department Store Sales Index .. 148 98.7 102.1 
Stock Market Price Index....... 380.8 99.3 91.4 
U.S. Government Spending 

—Fiscal year to date ......4... +» $23,619,701,000 male 99.9 
Commercial and Industrial Loans $31,572,000,000 100.8 107.5 
Savings Deposits ................ $32,110,000,000 100.1 104.5 
Used-Car Prices-—Average........ $865 94.3 88.7 
Business Failures ............ 304 94.7 135.7 
Common Common 
Stocks Oct.5 Sept. 28 1960 Ringe Stocks Oct.5 Sept. 28 1960 Range 
AMG... 6... 20% 20%, 29%-P% WA ivssee es. 40, 38% 50%-38% 
Chrysler - 42% 41 71% -4 Mack...... 30% 30% 52%-30 
Ford....... 64 63 92% -60% SP cw ccvlae 10% 11% 24%- 8% 
GM........ 42 42Y%_ 55% -41 1% White...... 40% 40%, 67%-39% 


(Oct. 10, 1960) 


their business ex- 
ceptionally quali- 
fied salesmen, 
most of whom 
are college grad- 
uates, and by en- 
hancing their individual abilities 
through a program of well directed 
sales management. 

Retail automobile selling today 
offers the greatest opportunity in 
the exercise of individual effort and 
initiative. These attributes combin- 
ed with hard work and the willing- 
ness to serve customers are import- 
ant steps in maintaining customer 
good will and earning recognition 
for high quality sales performance. 
—F. H. Murray, general sales man- 
ager, Cadillac. 

* * o, 


Selling Atmosphere 


CRE: Create pulling atmosphere 
of good service and money 
values as background—q uick in- 
and-out service that is better and 
tmouch faster. 

2. Trained salesmen in quick 
service stalls first selling small 
merchandise and rebuilt quick re- 
placement components. 

3. Up to two years academic 
training in local schools sponsored 
by NADA and industry. 

4. Then advance to professional 

(Continued on Page 113, Col, 1) 
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Percent of Like Week 
Last Week Last Year 




























Ford 


ALES of new Ford cars in the 

first two days following intro- 
duction of the ’61 models were up 
30 percent over the comparable pe- 
riod for 1960 models, said M, S. Mc- 
Laughlin, general sales manager, 
Ford Division. 

He said that Ford dealers de- 
livered almost 12,500 Ford cars dur- 
ing the two-day period. In addition, 
he stated, dealers took orders for 
almost 16,000 more cars on intro- 
duction day alone—a 25 percent in- 
crease over orders taken on 1960- 
model introduction day. 

Based on a spot check of major 
dealerships in each of the divi- 
sion’s 36 sales districts through- 
out the country, the Ford sales 
executive estimated that almost 
3% million persons visited Ford 
dealerships when the ’61 models 
were introduced Sept, 29. 

He also said a survey conducted 
by an independent research agency 
showed that almost 60 percent of 
the persons visiting Ford dealer- 
ships indicated they “possibly or 
definitely will buy” a new car in 
1961. 

* . cg 


Chrysler Corp. 


pRetan. sales of Chrysler Corp. 
cars for September totalled 
65,488 units, a 35 percent gain over 
September, 1959, reports Byron 
Nichols, group vice-president. 
September retail sales increased 
the corporation’s year-to-date re- 
tail sales to 720,671 passenger cars. 





2 New Directors 


Elected by AMA 


DETROIT.—Clarence Francis, 
chairman of Studebaker-Packard, 
and Robert S. McNamara, vice- 
president—car and truck group, 
Ford Motor Co., have been elected 





Clarence Francis R. 8S. McNamara 


directors of the Automobile Manu- 
facturers Assn. 

Francis was elected to fill the 
vacancy on the board of directors 
created by the departure of William 
C. Newberg as Chrysler Corp. presi- 
dent. McNamara fills a vacancy 
created by the resignation of Ernest 
R. Breech, recently retired chair- 
man of Ford. 








This exceeds the total] 1959 calendar 
year retail sales of 701,566 by more 
than 19,000 units. It also represents 
a 38 percent gain over nine months’ 
retail sales last year of 520, 798 pas- 
senger cars. 
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Chevrolet 
HEVROLET passenger-ca 












for September were 34 pe 
ahead of the corresponding 
month, and sales for the first ni 














months of 1960 were 13.4 percent % 


above those of year-ago period, 
according to Edward N. Cole, Chev- 
rolet general manager. 

Cole said Chevrolet dealers deliv- 
ered 112,900 cars, including 16,929 
Corvairs, in September, 1960. The 


September, 1959, total was 84,465. 
+ * o* 


Rambler 


EAK Rambler retail sales in 
September brought deliveries in 
the just-completed fiscal year of 
American Motors to an alltime rec- 
ord of 423,127 cars, Roy Abernethy, 
vice-president of automotive distri- 
bution and marketing, said. 
Dealers delivered 26,737 new 
Ramblers in the month to top by 
23 percent the previous high Sep- 
tember level set in 1959, when sales 
totaled 21,693, he said. 


2 Triumph Outlets 
Sold to Importer; 
Kent Quits Renault 


LOS ANGELES.—tThe sale of two 
independent Triumph distributor- 
ships to the British maker’s New 
York importer and the resignation 
of the general sales manager of 
Renault, Inc., highlighted import- 
car news last week. 

Purchase of Cal Sales, Inc., Los 
Angeles, and Southeast Triumph 
Sales, Inc., Pensacola, Fla., was an- 
nounced by Alan F. Bethell, presi- 
dent, Standard-Triumph Motor Co., 
Inc., the importer. 

Maurice Bosquet, president and 
general manager, Renault, Inc., re- 
ported he has assumed direction of 
sales policy following the resigna- 
tion of Jack C. Kent as general 
sales manager. 

“With imported cars and the 
United States compacts entering a 
period of sharp competition, Re- 
nault, Inc., will be concentrating 
authority for sales, distribution and 
advertising in one office,” he said. 

Commenting on the sale of Cal 
Sales and the purchase of John 
Green Corp. by Renault, Inc., Gun- 
nar Engellau, managing director, 
Aktiebolaget Volvo, said “Volvo be- 
lieves that imported cars are best 
sold in the United States by Ameri- 
cans.” 
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OUGHT starters from the 
morning mail: 

Russ Bailey, sales consultant, ob- 
serves that often dealers do not 
rate their salesmen high enough, 
nor ask enough of them. He tells 
of asking a dealer if his salesmen 
went through various steps each 
day. 

“Heck, no,” said the dealer, 
“you can’t get salesmen to do 
those things.” 

Bailey, who was a car salesman 
not so long ago himself, observed 
that any salesman worth keeping is 
willing to improve himself and is 
anxious for direction and inspira- 
tion from the dealer. 

Can it be that dealers expect too 
little and get too little? 

* * * 


Meat of the Story 
OB THOMPSON, who has in- 
spired thousands of salesmen, 
writes that most of the sales book 
can be epitomized this way: 
1. Less complaining, more 
training. 
2. Less canning, more planning. 
3. Less modifying, more qual- 
ifying. 
4. Less stalling, more calling. 
5. Less dishonesty, more hon- 
esty. 
6. Less crying, more trying. 
7. Less frowning, more clown- 
ing. 
8. Less griping, more fighting. 
9. Less shirking, more working. 
10. Less grasping, more asking, 
11. Less posing, more closing. 
12. Less closed-minded, more 
open-minded. 
* Bg * 


The Saviour 
D CLARK, of Whittaker Wilson, 
Long Beach, Calif., writes of a 
Lincoln-Mercury dealer who says 
that judging by his books for 1960 
the Comet should have been named 
the Saviour. 
* * * 
The Greatest Tool 


A WOMAN I know keeps telling 
me that women give men a 
blueprint of how to handle them, 
but men ignore it. They’d rather 
slug it out. A letter from Jim Mor- 
gan, of Westfield, Mass., reminded 
me of this. He said: 

“The problem of dealers going 
down the well-known drain is no 
accident. It starts and ends with 


Show Revival Set 


For New Orleans 


NEW ORLEANS.—The first auto 
show here since 1936 will be held 
Dec. 7-11 at the Municipal Audi- 
torium. 

The show will be promoted by 
Gordon Novel, president of Inter- 
national Auto-Rama, Inc., and will 
be known as the International 
Auto-Rama. Novel said the entire 
lower floor of the auditorium, in- 
cluding the annex, will be used to 
display American, imported and 
sports cars, 
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the greatest selling tool in the 
world—the salesman, 

“To think that this valuable tool, 
the salesman, is right in the grasp 
of any dealer in the country, and 
is so foolishly ignored.” 

Morgan, you may remember, is 
the bright young man who sought 
a future in auto selling shortly 
after the last war, who rose to 
dealer management, and then 
wrote so eloquently of the ruinous 
practices in the industry. 

Finally, he said a couple of 
years ago, he could stand the rat 

race no longer, and sought the 
sanity of the interior decorating 
business. 

After being “bored and hounded 
by women who had tastes larger 
than their pocketbooks,” he longed 

once again for the crazy auto busi- 
ness, 

There is something fascinating 
about it. 

Yet it could use a lot more 
sanity in attracting salesmen 
with an unchanging policy of fair 
compensation, opportunity and 
inspirational] leadership. 

Too often dealers are misled by 
reading the competition’s deceptive 
advertising and concluding they'll 
have to torpedo their own compen- 
sation plans in order to match 
deals that do not exist. 


Fla. Legislators, 
Moore to Speak 


On Carib Cruise 


MIAMI.—Walter C. Mallory, gen- 
eral manager of the Florida Auto- 
mobile Dealers Assn., announces 
the list of speakers for the associa- 
tion’s annual convention to be held 
aboard the cruise ship S.S. Hansea- 
tic while on a five-day trip starting 
Oct. 28 to Montego Bay, Jamaica, 
and Port Au Prince, Haiti. 

Principal speaker will be W. Ran- 
dolph Hodges, president-designate, 
Florida Senate. Others will be Wil- 
liam V. Chappell jr., speaker-elect, 
Florida House of Representatives; 
Charley E. Johns, of Starke, and 
G. T. Melton, of Lake City, both 
State Senators; W. A. Shands, for- 
mer senator from Gainesville, 
James C. Moore, executive vice- 
president, National Automobile 
Dealers Assn.; Frank B. Marsh- 
burn, State Representative from 
Bronson, and C. C. Farnsworth, 
manager of the Miami Automobile 
Dealers Assn. 

James W..Gavagan, of the Satur- 
day Evening Post, will present an 
award to J. Saxton Lloyd, of Day- 
tona Motor Co., who was one of 
the finalists in the Benjamin Frank- 
lin quality dealer awards spon- 
sored by the Post. 

General Motors Acceptance will 
host a luncheon for the entire 
group in Miami on the day of de- 
parture, 


Ore. Parley Set 
On Compact Cars 


PORTLAND, Ore. — The Oregon 
Automobile Dealers Assn. an- 
nounces plans for a special] busi- 
ness Management conference on 
compact cars at the Multnomah 
Hotel in Portland Oct, 31, 

Subjects for discussion include: 
1, What is the value of a used com- 
pact car? 2. Ig a different pay plan 
for compact salesmen necessary? 
3. Will more compacts be substitute 
business or plus business? 4. What 
will added compacts do to late- 
model used-car prices? 5, With a 
lower discount, igs fixed and sales 
expense greater in proportion for 
compacts? 6. Can big-car-trained 
salesmen sel] compacts successful- 
ly? 

There will be a $15 registration 
fee for the first registrant from a 
dealership, plus a $10 registration 
fee for each additional registration. 
The fee includes lunch and work- 
books. 












Lot Advertises ’61s; 


Auctions Sell First 


ST. LOUIS.—Curley Auto Sales, 
7373 Page Ave., a used-car dealer, 
advertised last week that it now 
is taking orders for ’61 automo- 
biles, all makes, and that it has 
on display a ’61 Ford, Plymouth, 
DeSoto, Dodge and Dodge Dart. 
The advertisement stated that all 
’61 cars are being sold at $50 over 
cost. 

Meanwhile, a ’61 Plymouth 
Fury V-8 convertible brought $2,- 
950 at the St. Louis Auto Auction. 
The car was equipped with auto- 
matic transmission and power 
steering. A ’61 Volkswagen (sun- 
roof sedan) sold for $1,750 at the 
West Palm Beach (Fla.) auction. 


By John K, Teahen 
Associate Editor 


are strong indications that the auto 
industry will be able to point to a 
decrease in its overall price level 
for 1961. 

The decrease won’t be great. 
On an industrywide basis, the ’61 
prices probably will average 
about three-tenths of one percent 








Auto Show Opens in Detroit's Cobo Halil— 


The 43rd National Automobile Show will open Saturday (Oct. 15) in Detroit's new, 
$54 million Cobo Hall. Sponsored by the Automobile Manufacturers Assn., this initial 
showing of 1961 American cars and trucks will raise the curtain on the new-model year. 
Cars and trucks will be displayed on the 300,000-square-foot main exhibit floor of 
Cobo Hall, while a special integrated institutional exhibit will be created on the 
100,000-square-foot river level. The architect's model of the 10-acre, three-story exhibit 
hall shows the circular Convention Arena in the foreground. The 1,150-car roof parking 
deck of the exhibit hall is reached by the spiral ramp at left. Parking for an additional 
5,200 cars is provided by indoor, underground and surface areas. The national show 
is the first for Detroit, traditional symbol of United States auto production. 





Withie Views. ..- 
The Grand Incentive 


Madison Square Garden Nov. 
3-10, 1900, That was nearly three 
years before the birth of Ford 
Motor Co.; about eight years be- 
fore William C, Durant, a one- 
time buggy-maker become finan- 
cial wizard, grouped several 
independent companies into Gen- 
eral Motors, and about a quarter 
century before Walter Percy 
Chrysler, erstwhile locomotive 
roundhouse worker, started 
Chrysler Corp, with the old Max- 
well Motor Co. as its nucleus. 


By DAVID J. WILKIE 


CREATE in the motorist an 

urge to trade in his present car 

and buy a new one, even if the 

present car is only a year old, is 

the primary purpose of automobile 
shows the world over. 

The multimillion-dollar Nation- 
al Automobile Show opening in 
Detroit Saturday (Oct. 15) will do 
exactly that to many of the hun- 
dreds of thousands of visitors ex- 
pected during its nine-day run. 

Most of the 1961 models will have 


we the new-model pricing 
cycle nearly completed, there 





had public presentations in dealer 
showrooms before the show gets 
under way. Visitors to the show 
will come to make closer compari- 
sons. In that setting most visitors 
will agree the temptation to buy 
seldom, if ever, has been greater. 
Design, color and equipment never 
have been more attractive. 

With the big show in the indus- 

try’s “hometown” for the first time, 
the automakers have been able to 
go all out to make it the biggest 
spectacle of its kind in industry 
history. 
Up until 1940, the National Auto- 
mobile Show was an annual tradi- 
tion. Its continuity, however, was 
interrupted following the 1940 pres- 
entation by the outbreak of World 
War II and the demands upon the 
industry for its production know- 
how in the building of weapons of 
defense. 

The “Arsenal of Democracy,” as 
the industry was designated during 
the war, produced $29 billion worth 
of armament before hostilities 
ceased in 1945. 

* = . 

y= the resumption of peace- 

time pursuits, the auto indus- 
try found difficulty obtaining ade- 
quate show space at the time it 
wanted it and managed to hold 
only the 1956 show until the new 
Cobo Hall became available, 

The first National Automobile 
Show was held in New York's old 





It was also several years before 
anybody was bold enough to fore- 
cast an era of mass production of 
automobiles, or a time when the 
wage-earner might hope to own a 
car. But if there was uncertainty 

(Continued on Page 185, Col. 3) 


Overall Price Level 
Dips on ’61 Models 


less than those of comparable ’60 
models. 

It’s the second year in a row that 
the industry has held the line on 
prices. That achievement takes on 
added significance when viewed in 
the light of the manufacturers’ 
pricing policies during the late 


* * * 


jyew-cee prices jumped an 
average of 7.17 percent when 
the 57 models were introduced. 
They climbed another 3.35 percent 
when the ’58s appeared and 2.65 
percent when the ’59s went on dis- 
play. 

For ’61, General Motors held 
the line on its big cars and cut 
Corvair $37 per model, Ford Divi- 
sion announced increases and de- 
creases, with the average remain- 
ing at the ’60 level. 

Plymouth and Dart prices are 
unchanged from last year. Valiant 
dipped $20 to $39; Dodge Polara 
dropped $164 to $212, and Chrysler 
New Yorker went down about $125 
per model. 

> * 


AST week’s price news involved 
Falcon, Comet, Lark, Mercury 
and Chrysler. 

Falcon and Comet reduced their 
four-door wagons $19 and $12, re- 
spectively, and left other sticker 
prices unchanged, 

Comet, however, removed about 
$28.50 worth of standard equip- 
ment from the ’60 model and 
made it part of an extra-cost 
trim package for ’61. Items strip- 
ped from the car were rear-seat 

arm rests and ash tray, deluxe 
steering wheel, cigar lighter and 

door-operated t. 

Studebaker cut the price of every 
Lark model. The reductions ranged 
from about $40 to $75 on six-cylin- 
der units. The Lark Deluxe Six 
two-door sedan now is $1,935, down 
$41 from last year. 

Corvair price cuts have placed 
the Chevrolet compact on a par 
with Falcon for ’61, The Falcon 
two-door sedan ($1,912 with feder- 
al tax and dealer prep) has an $8 
edge on Corvair, while both offer 
four-door sedans at $1,974. 

Corvair’s new four-door station 
wagon is $2,266, compared with 
$2,268 for Falcon. The Falcon two- 
door wagon ($2,225) has no Cor- 
vair counterpart. 


)ygaecure and Chrysler moved 
into lower price fields for '61. 
Mercury’s new Meteor 600 and Me- 
teor 800 six-cylinder models will 
compete with the middle and top 
series of Chevrolet, Ford, Plym- 
outh and Dart. 

The Chrysler Newport, a new 
series, is $54 to $70 above Oldsmo- 
bile 88 and Pontiac Ventura mod- 
els and enjoys a $2 to $7 price ad- 
vantage over some Dodge Polaras. 

Meteor 600 models are $41 more 
than Ford Fairlane 500s, and 
Meteor 800s are $59 more than 
Galaxies, The price spread is 

(Continued on Page 182, Col, 3) 


On the House... 


too) .. 





anybody”... 
Bud Summerfield, Michigan’s NADA director, 
reports his Flint Chevrolet dealership has purchased a GMC deal 


Wemhoft 


near Gary, Ind. 


to “Add One in ’61”; 
gross on every new-car sale.” To which the North 
Dakota association adds: 
giving. Remember, you can’t give enough to satisfy 


Most-Sought-After Tickets in a Decade: Ducats 
for the traditional auto industry banquet, Oct. 17, 
at the National Auto Show when President Eisen- 
hower will speak. Although Detroit’s new Cobo Hall 
banquet room will seat about 2,200, A. M. A. sources 
say twice that many want to attend (in black tie, 
. Missouri association is urging its members 


that is, “go for another $100 
“Start selling, instead of 


. Harry Klingler, Pontiac’s ex-general manager, 


has become a director of Standard Products Co., Cleveland . 
John Earnshaw (Ford, Greencastle), former Indiana dealer associ- 
ction president, and Leo Hobbe (Chevrolet- Olds, Batesville), are 


Candidates for Indiana House ... 


‘Dealer Frank Casuscelli is chairman’ of a new Honor Club for 
teenage drivers, sponsored by Kiwanis Club in North Adams, Mass. 
. . » No Man Ever Knows What America Is, Unless He Has Been 
Where America Is Not; so be sure to register and vote this fall. 





—Perte Wemuorr, Editor, 
Automotive News 
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Aug. Sales 


Trail 59; 


Ford Boosts Share 


(Continued from Page 1) 


first eight months was 4,483,104, 
compared to 4,187,899 in the two- 
thirds period of 1959, 

Ford’s gain in penetration was 
made on only a limited upturn in 
numerical volume. The Ford total, 
including Falcon and Thunderbird, 
rose to 110,522 in August from 
July’s 108,339. Ford registrations in 
August a year ago totalled 128,665. 

+ * * 


HEVROLET declined 0.19 points 

in penetration as sales fell from 

147,288 in July to 140,595 in Au- 

gust, with totals including Corvair 

and Corvette. However, Chevy man- 

aged to improve on its August total 
of a year ago by 2,395 cars. 

Comet was a standout. The 
Lincoln-Mercury compact nearly 
displaced Buick from eighth 
place, losing to the General Mo- 
tors medium by but 129 units in 
August. Comet spurted 0.76 points 

from its July showing to 3.37 per- 
cent of August sales. 
Chrysler Corp.’s downturn was 
felt the most by Dodge, which 





Former Dealers 
Sentenced in Ohio 
For Altering Titles 


HAMILTON, O.—Edward A, Rup- 
pert, 35, former Franklin (O.), auto 
dealer, ‘has been sentenced to two 
consecutive intermediate terms in 
the Ohio Penitentiary on charges 
of altering auto manufacturers’ cer- 
tificates. 

Butler County Common Pleas 
Judge Fred B. Cramer handed down 
two other intermediate terms to 
run concurrently on two other 
charges to which Ruppert pleaded 


Mare than $11,700 was involved 
in Ruppert’s transactions in which 
he sold four mortgaged cars to un- 

ng customers who, in turn, 
mortgaged them again, police said. 

Ruppert, who has filed a petition 
in bankruptcy listing debts totalling 
$86,000, told the court he got into 
financial difficulties in June, 1957. 
The next spring, when one auto 
title was paid off, he would alter 
it to fit the next car, Ruppert said. 

Ruppert said he obtained manu- 
facturers’ certificates by writing the 
ow and saying he lost the 

. Commercial Credit Corp., 
Cincinnati, held the original cer- 
tificates, and still does. 

Ruppert admitted to the court 
that he knew what he was doing 
was illegal, “but I thought I could 
make my way out of it.” 


Compact Trend 
Was No Surprise, 
Says GM Officer 


DAYTON.—The trend to smaller 
cars in the United States did not 
catch manufacturers by surprise, 
Nelson C. Dezendorf, a General 
Motors vice-presi- 
dent, said here at 
a press luncheon. 

Dezendorf, vice- 
president in 
charge of the 
Dayton, House- 
hold Appliance 
and Electro- 
motive Group, 
said the manufac- 
turers recognized 

‘ that they would 
N. ©. Desendorf have to get back 
to smaller cars some day but that 
they decided to promote the larger 
cars as long as they were preferred 
by the public. 

Dezendorf took exception to the 
term “compact,” contending smaller 
was a better word. 

“Compact was taken to mean @ 
car that was downgraded in just 
about everything—price, size, pow- 
er, performance,” he said. “The 
new cars being introduced by 
Buick-Oldsmobile-Pontiac may be 
smaller, but they will outperform 
many larger models.” 





slumped nearly a full point in Au- 
gust, Dodge still was more than 
three points up on its comparable 
1959 record, though, thanks to the 
success of Dart. . 
* * * 

HE miscellaneous total, consist- 

ing largely of imports, edged 
up in August to 8.22 percent. The 
month’s penetration exceeded the 
eight-month level of 8.10 percent, 
which contrasted with 9.69 percent 
in the January-August cycle of 
1959. 

Aside from Oldsmobile, medium 
makes all slipped in August shares 
of sales. Pontiac fell 0.20 points to 
5.84 percent; Buick, 0.13 points to 
3.39 percent, its lowest of the year; 
Mercury, 0.15 points to 1.87 per- 
cent, also a 1960 low; Chrysler, 0.04 
Points to 1.07 percent, and DeSoto, 
0.05 points to 0.30 percent. 

Plymouth-Valiant was second to 
Dodge in losses among the stand- 
ards, ebbing 0.55 points to 6.57 per- 
cent. Rambler was pared 0.06 points 
to 7.13 percent and Studebaker, 0.02 
points to 1.60 percent. 

+ * « 


Corvair Tops Compacts 


In L. A. County Sales 


LOS ANGELES.—F or the first 
time in a major market this year, 
Corvair outsold Falcon and each of 
the other compacts during August 
in Los Angeles County. 

The Chevrolet compact’s 1,776 
registrations were ahead of Falcon 
by 36 units. Rambler was _ third 
with 1,313, including 418 Americans, 
and Dodge fourth with 1,081. 

Valiant sales totalled 883, good 
for fifth place among all makes in 
the county, Comet sold 627 and 
Studebaker, 368. 

The six compacts accounted for 
6,707 county registrations, or 34.2 
percent of the August total of 19,- 
624. Forty-eight imported makes, 
paced by Volkswagen with 765, 
claimed 13.9 percent of the overall 


volume. 
* * 


Dodge Says Sales of ’61s 
Up 73 Pct. on First Day 


DETROIT.—A survey of reports 
from Dodge dealers throughout the 
country revealed a greater public 
enthusiasm for the ’61 car and 
truck models than on any other an- 
nouncement day in the firm’s his- 
tory, Dodge said. 

“Sales and deliveries were 73 per- 
cent greater than last year’s an- 
nouncement day, and 1960 was the 
best year that Dodge ever had,” 
said M. C. Patterson, general man- 
ager. “Floor traffic at the dealer- 
ships was conservatively estimated 
at twice that of last year.” 


Campbell Distributes Datsun 

VANCOUVER, B. C.— Campbell 
Motors, Ltd., 1234 Kingsway, has 
been named the distributor in Brit- 
ish Columbia for the Japanese Dat- 
sun car, newly introduced on the 
Canadian market. 





Sales Score 
For August 


New-car registrations for Au- 
gust: 


1960 1959 
Pos. Make Pos. 
1— 140,595 Chev. 138,200— 1 
2— 110,522 Ford 128,665— 2 
3— 37482 Rambler 33,237— 5 
4— 34,498 Plym. $4,407— 4 
5— 30,654 Pontiac 34,494— 3 
6— 28,547 Dodge 12,486— 9 
I— 25,359 Olds. 29,078— 6 
8— 17,837 Buick 17,702— 7 

9— 17,708 Comet ......... 
10— 11,135 Cadillac 10,603—10 
ll— 9,822 Mercury 12,691— 8 
12— 8426 Stude. 10,416—11 
13— 5,629 Chrysler 5,192-—12 
14— £1,557 DeSoto 3,665-—13 
15— 1,396 Lincoln 1,794—14 
16— 1,039 Imperial 1,194—15 

43,194 Misc. 59,812 

Total All Makes 
525,400 533,636 


Further details on Page 144. 





Each Maker's Share... 


New-Car Sales Analysis 
By Month and Year to Date 


MONTHLY COMPARISON 


Pet. of 
Regis., 
AUGUST 


Pet. of 
Regis., 
JULY 
26.95 


19.82 
7.19 


*—Miscellaneous figures include imports. 


FIRST EIGHT MONTHS 


Pet. Pt. Pet. of 
Change 
During 
Month 
— 19 
+1.22 
— .06 


PSE Peete et bi 





Montana Dealers Hear 
Views of Industry Chiefs 


By Mike Mulvihill 
Staff Correspondent 


GREAT FALLS, Mont.—A good 
year, but no boom, is in store for 
auto dealers in 1961, Birkett A. 
Williams, National Automobile 
Dealers Assn. president, told Mon- 
tana dealers here, 

At least six million ’61 models 
will be sold despite a record car- 
ryover of ’60 cars, he predicted 
at the 45th annual convention of 

the Montana Auto Dealers Assn. 

The carryover was far greater 
than normal, he added, and “natur- 
ally will cut the sale of new autos 
by that number.” 

Asserting that “we overbought 
and we overstocked” ’60 models, 
Williams estimated that inventories 
cost the nation’s dealers about $56 
million this year in handling 
charges, insurance, financing and 
taxes. 

Cc. E. Briggs, general manager, 
Chrysler-Imperial Division, said 
dealers successful in creating good 
customer relations will reap the 
greatest rewards in the big volume 
years that lie ahead. 

“We are going to have a seven- 
million-car year before long,” 
said Briggs. “It may be in 1961— 
it may be later—but it is on the 
way. It is assured, in my opinion, 

by population growth and by the 
fact every sign points to the need 
for more cars per family, not 
fewer cars. 

“The principal problem we man- 
ufacturergs and dealers are facing 
is to win and maintain customer 
confidence and public goodwill,” he 

said. 
“I do not believe any industry or 


any business can prosper without] ’ 


public goodwill, Without it, we 
have nothing to fall back upon ex- 
cept severe price competition and 
a discount-store type of opera- 
tion.” 

Similar sentiments were express- 
ed by Joseph Bayne, a member of 
the Ford Motor Co, Dealer Policy 
Board. 

If the auto business is to con- 
tinue to grow, he said, manufactur- 
er and dealer will have to concen- 
trate on serving the customer bet- 
ter, 

Manufacturers must offer high- 
quality, durable products in the 
size and shape that the customer 
wants and at the price he can 
afford. 


law that would require an appli- 
cant for a drivers license to sur- 
render his license, or agree to an 
alcohol test, if accused of driving 
while under the influence of in- 
toxicating beverages. 

S. J. Parkinson, Calgary, Alta., 
former president of the Federation 
of Automobile Dealers Assns. of 
Canada, said Canadian and United 
States ‘dealers face similar prob- 
lems, and proposed joint meetings 
of the NADA and FADA to facili- 
tate an exchange of ideas. 





British Report 
2nd Best Year 


NEW YORK.— Based on latest 
available sales figures, British car 
imports in 1960 will have their sec- 
ond-best sales year since they en- 
tered the U. S. market, according 
to the British Automobile Manu- 
facturers Assn. 


Present estimates place the total 
1960 sales of British carg in the 
U. S. in excess of 150,000 units, 
with about 90,000 sold during the 
first seven months of the year, said 
R. A. B. Learoyd, BAMA president. 


“Although economy cars are 
meeting with stiff competition from 
Detroit, British sports and luxury 
cars continue to show sales gains 
over 1959,” he said. 


Walter Lunsford, San Mateo,| 


Calif., a regional director of the 
Auto Industry Highway Safety 
Committee, urged the group to 
press for state legislation calling 
for driver education before young 
people are considered for operator’s 
licenses. 

He also said the dealers should 
seek compulsory motor-vehicle in- 
spection and an implied-consent 








Taunus Is First 


To Quit Market 


L-M Import Faced 
With 6-Month Stock 


ST. CLAIR, Mich. — Taunus has 
become the first of the “captive” 
imports withdrawn from the Ameri- 
can market. 


Lincoln-Mercury Division does 
“not now have plans” to import the 
’61 Taunus, Ben Mills, L-M general 
manager, revealed at a press con- 
ference here. 

Mills added that there are cur- 
rently a “little over 1,000” Taunuses 
now warehoused in the United 
States or held by dealers. 

At present selling rates, he said, 
it would take about six months to 
clean up the U. S. inventory. 

Recently established sales incen- 
tives on Taunus, ranging up to $500, 
have “substantially” improved the 
sales rate, Mills said. 

Taunus, a German Ford product 
brought into the U. S. market in 
the spring of 1958, had its peak 
year in 1959 when 6,570 cars were 
registered. In the first half of 1960, 
Taunus registrations numbered 
2,048. 

Mills said the decision to stop 
importing was prompted by a com- 
parison of the selling rate against 
inventory. 

He noted that only Volkswagen 
has so far managed to escape a 
sharp downward trend in sales 
among imported economy cars. 

—Rosert M. Lienert 


Teens to Preview 


761 Thunderbird 


DEARBORN —More than 150 
high school students will represent 
major newspapers and state press 
associations of the United States 
and three other countries at the 
fourth Ford Division national teen- 
age press conference here this week. 

The young writers will preview 
the ’61 Thunderbird and Ford diesel 
and standard trucks, and will com- 
pete for five scholarships ranging 
in worth from $800 to $8,000 

Top executives of Ford Division 
will answer the teens’ questions at 
a special press conference. The 
teen-age representatives also will 
attend the press preview of the Na- 
tional Automobile Show in Detroit’s 
Cobo Hall. 


White to Purchase 


Oliver Division 


CLEVELAND.—The purchase of 
the Farm Equipment Division, 
Oliver Corp., by White Motor Co. 
has been approved by White direc- 
tors. No price was revealed. 

A White spokesman said the 
farm-equipment business of the 
Chicago firm amounted to $83 mil- 
lion of Oliver’s $114 million in sales 
a year ago. 





Motel Previews New Models— 


The new O'Hare Inn, adjacent to Chicago's jet airport, scored a first when it became 
the first motel to feature a preview showing of new-car models for Chicago dealers. 


The motel's 


exhibition hall served as the site for an advance showing of ‘61 Lincoins, 


Mercurys, Comets and Anglias. Thirty-five models were on display. The showing was 
viewed by more than 2,000 dealers, salesmen, fleet buyers and Chicago executives 
invited to attend the preview. About 800 dealers and salesmen were served luncheon 


in the dining facilities at the O'Hare Inn. 
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These great products put auto dealers 
in the driver’s seat of the October 16th 


issue of THIS WEEK Magazine 





Be sure to get your copy of this issue of THIS WEEK in one of 
the 42 great newspapers listed below* See the special 20-page 
Automotive section, presented to 13,000,000 families through... 


CIRCULATION MORE THAN 


13,000,000 


>The Baltimore Sunday Sun...The Birmingham News...Boston Sunday Herald...Buffalo Evening News...The Charlotte Observer...Chicago Daily News...The Cincinnati Enquirer... Cleveland Plain Dealer...The Dallas Morning 
News...The Denver Post...Des Moines Sunday Register...The Detroit News...The Grand Rapids Press...The Houston Post...The Indianapolis Star...The Jacksonville Florida Times-Union...The Kansas City Star...Los Angeles 
Times...The Memphis Commercial Appeal...The Miami News...The Milwaukee Journal...Minneapolis Sunday Tribune...New Orleans Times-Picayune...New York Herald Tribune...Norfolk Virginian-Pilot and Portsmouth 
Star... Omaha World-Herald...The Philadelphia Sunday Bulletin...The Phoenix Arizona Republic...The Pittsburgh Press...Portland Oregon Sunday Journal...Providence Sunday Journal...Richmond Times-Dispatch ...Rochester 
Democrat and Chronicle ...St. Louis Globe-Democrat...The Salt Lake Tribune...San Antonio Sunday Express and News...San Francisco Chronicle...The Spokane Spokesman-Review...The Syracuse Post-Standard...The Tampa 
Tribune ...The Washington Sunday Star ...The Wichita Sunday Eagle 


THE BIGGEST 
SHOW WINDOW 
IN THE WORLD 














Razzle-Dazzle Played Down . . . 


61 Promotions Stress Product 


cases on private showings several 
days before public introduction. 
* * * 


N ADDITION, the usual new- 
model posters and literature 
were on display. 

“We are not planning any elab- 
orate promotion plans,” said a 
Denver dealer in a spot check 
by Automotive News. “In fact, 


HE usual razzle dazzle which ac- 
companies new-model introduc- 
tions was missing in many show- 
rooms this year as dealers concen- 
trated on promotions that “cost 
less and bring in just as many pros- 


One New York City dealer, who 
once announced his new models at 
gala parties, summed up the situa- 


tion this way: none is needed to get the ’61 
“With the increased cost of do- | model-car sales under way. 

ing business and decreasing prof- “People in our selling territory 

its, these parties and other special | are interested in the 1961 models,” 


he added. “A lot of them know as 
much about the new models as 
we do. All we’ll have to do is put 


events no longer are possible. 
They are being replaced by far 
more sober showings.” 
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a banner sales year for the Ram- 
bler.” 

Another Atlanta dealer, Ernest 
G. Beaudry, Inc. (Ford), reported 
a “typical” promotion: Door prizes, 
special radio and TV spots and 
salesmen’s letters to regular cus- 
tomers. 


“Such methods have always at- 
tracted buyers,” said C. M. Daniel, 
president. 

Elwyn W. Tomlinson, president, 
Capital Automobile Co., Cadillac 
dealer in Atlanta and distributor 
for North Georgia, said preview in- 
vitations were mailed to an esti- 
mated 9,000 Cadillac owners in At- 
lanta. 


the gun” on new-model announce- 
ments, taking the edge off formal 
showings on official introduction 
dates. 

“In some instances small bottles 
of perfume and flowers for the 
ladies will be provided, but the 
days of big giveaways, bands and 
pretty models are a thing of the 
past, at least in Miami,” he said. 

* * ok 


HERE was a little more action 

in Atlanta, however. 

Army surplus balloons carrying 
the name of Bob’s Rambler, Inc., 
hovered over the showrooms at a 
special preview of ’61 models last 


7 * +” 
N? SPECIAL promotions were re- 
ported by dealer associations in 
Des Moines and the San Francisco 
area. 
“Most of the sentiment seems 


inquiries about special promotions. 
“We're waiting to see what devel- 
ops,” they said. 

Roy Winfrey, sales manager, 
Hancock-Old, Inc. (Chrysler), said 
he felt there is less interest this 
year in new models than there has 
been in 20 years. 

Ned Wood (Chevrolet) held a pep 
talk for all his employes at a swank 
motel, and followed up with preview 
showings of the new cars for me- 
chanics and service-station opera- 
tors. 

Tom Cherry (Cadillac-Oldsmo- 
bile-Rambler), president of the 
Santa Fe Auto Dealers Assn., said 
there is “a kind of lethargy this 
year, probably a hangover from the 
slackening interest which prevailed 
during the normally lush summer 
months.” 

* * * 


TWIN FALLS (Id.) dealer said 





Furthermore, he added, New 
York dealers apparently consider 
their customers “too sophisticated 
to be much impressed by any spec- 
tacular promotion plans.” 

Under the conservative programs, 
the emphasis generally was on the 
usual mailings to regular custom- 
ers, special radio, television and 

- newspaper advertising, and in some 


them on the showroom floor where 
the people can get a good look at 
them.” 

Lou Cohan, operator of Denver 
Buick, Inc., opened his promotion 
with a newspaper story announcing 
that he had placed a $1 million 
order for ’61 Buicks. 

A Miami observer reported that 
a number of dealers had “jumped 


week for regular customers. The of- 
ficial announcement date is Wed- 
nesday (Oct. 12). 

“We'll have favors for the kids 
with coffee, doughnuts and sand- 
wiches for everyone,” said Bob 
Freese, president. “Searchlights 
will illuminate the entire build- 
ing. Our sales force of 10 men is 
ready for what we expect to be 







to be to cash in now on the 
big national advertising,” said a 
San Francisco observer. “How- 
ever, some dealers served refresh- 
ments to party it up a little.” 

In Santa Fe, N. M., dealers ad- 
mitted a “slackening of interest” 
in new models. “Open house as usu- 
al” was the most frequent reply to 


retailers in his area “are plan- 
ning to play promotions of 1961 
cars pretty close to their chests, 
thus cutting down on expenses from 
the very beginning.” 

Typical of all dealers was Enos 
Schiffler, co-owner of Union Mo- 
tors (Ford), who said: “We’re 
spending more on advertising on 
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1 SALE = Profit onl3 A new Chevrolets* 


1 Get ready ... 1 commission... ONLY 1 variable charge 


NO INCREASE IN FIXED OVERHEAD 


Several Auto Dealers Will Be Franchised to Handle the Cadillac of the Cruisers 


Standard Equipment on ALL Models 
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3 MODELS 
Sracriiwer STRAW 25 


# 1 in sales in Los Angeles, California first 8 months of this year . . 


Pleasure 


Craft 


Gray Marine V8s 

Morse Single Lever Controls 

Borg Hydraulic Transmissions 

Plush Carpeting 

Full Dinette 

Reverse Lapstrake Hulls (3-yr. Guarantee) 

Styling and Performance unequalled by competition 


Soon in production .... . 23’ at $4995.00 
& 30° twin screw-fly bridge-top side controls 


No Factory Package or Special Equipment to Buy. 


. We at Marine Corporation 


of America, being automobile men, know what can be done. If you are one of the most successful and financially stable dealers 
in your community, YOU can have your franchise and be making more money than you ever thought possible within 60 days. 
AND, contrary to popular belief, the Cruiser business (outboards nol) is a 12 month a year business in most areas. 









Means bigger profits for you! 
For te details, wi 
no obligation, write to, call, 
OP sos 







* Based on average gross profit from Fairliner 
Sale and using $219.80 as average gross on new 
Chevrolet. 


FAIRLINER FRANCHISE 


Marine Corp. of America 
16033 Ventura Blvd... . Suite 216 
Los Angeles, Calif. 
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ADDRESS _ 
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’61 announcements than last year, 
but it costs quite a bit to go all 
out with dancing beauties and 
such.” 


One reason for the conservative 
approach, said one dealer employe, 
is that “year-end inventories are 
in good shape and local dealers 
have not had trouble moving cars 
during the year. 

“Dealers do not feel it is neces- 
sary ‘to blow out for the new ones’ 
because the money spent is difficult 
to recover during a normal-year 
turnover,” he added. 

In Dayton, Shannon Buick under- 
went a “facial” in preparation for 
introduction of the ’61s. 

“We spent $3,000 blacktopping our 
lot,” said Marvin Smith, new-car 
manager. “We've also been work- 
ing Over our salesroom, putting up 
new drapes and doing a general 
job of redecorating.” 

* * * 

TE-ALLEN CHEVROLET 
and Ray Bryant Chevrolet held 
special previews for fleet owners, 
garage owners, service-station op- 
erators and parts dealers. A “Fam- 
ily Night” showing was held by 

Davis Buick. 

A number of Philadelphia deal- 
ers staged special parties with 
entertainment, in addition to 
stepped-up mailings and adver- 
tising. 

Iggie Wolfington, star of the 
Broadway musical, “The Music 
Man,” was on hand for the intro- 
duction of the Plymouth and Val- 
iant at Wolfington Motors. 

Swirsding Ford sent out “thou- 
sands of invitations” to a special 
party which included a band, jug- 
gling act and gifts for those who 
attended. 

In Rochester, N. Y., Archer Ford 
gave away a 21-inch color television 
set during its introduction of the 
’6ls. Ralph Pontiac and Ralph 
Rambler got ready for the new 
models by staging “shirt-off-our- 


backs” sales to clean up ’60 mod- 
(Continued = Page 181, Col. 1) 
* 





At Open House— 


R. E. Dungan, left, of Lindsborg, Kans., 
takes time out from examining new cars 
to have a cup of coffee, courtesy of Shaf- 
fer's (Chrysler-Plymouth), Lindsborg. Talk- 
ing with him is Clarence Jackson, Shaf- 
fer's manager. The occasion was an open 
house to show the '61 Plymouth models. 
Jackson said the crowd, estimated at be- 
tween 300 and 400, ‘‘was the largest by 
far” in the history of the dealership. “And 
the best part of it was that a good many 
of the people who were in were buyers, 
not just shoppers,"” Jackson said. 








Someday 
other cars will probably 


offer these features pout in 1961 onty deaters 


selling Chrysler Corporation cars will have them all to talk about 






20% more go— 
135% less guip 


Chrysler Corporation’s New 
Economy Slant Six engine gets 
20% more power from 15% 
less gas than previous sixes. 
30° slant allows for a larger, 
more efficient manifold. 





Goodbye squeaks 
and rattles 


Unibody Construction makes body and frame 
a solid, welded unit, eliminates joints that 
might loosen and get noisy. 











Amazing New Alternator 


replaces old-fashioned generator, keeps your 
battery charging even when your motor’s idling, 
with radio and heater going. This system is 
similar to the type found in jet aircraft—it’s 
standard at no extra cost in all 1961 Chrysler 
Corporation cars. 
















New ease of entry and 
comfort inside 


Big, wide doors make it easy to get 
in and out. And because these cars 
are built the Unibody way, a solid 
unit rather than a body on top of a 
frame, inches of space are added 
to the inside. 














7-soak rust protection 


helps your car keep its good looks 
—and its high resale value. Car | No dip, no squat, no sway 
bodes 7" soaked oo premetven ... that's the story with exclusive Torsion-Aire 
gets to inside metal surfaces = Ride. It’ ; ll these “th 
where most rust problems start. ide. It's the big reason experts call these “the 
; best road cars ever built in America, bar none.” 





yy Chrysler Corporation 


Serving America’s new quest for quality 
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Dealers Brace for Struggle . . . 





61s Please Public; 
Hard Selling Looms 


(Continued from Page 1) 


People were on hand in good num- 
bers. 

Several dealers in Georgia and 
South Carolina were critical of 
the show dates this year. Chrysler 
and Ford showings were on 
Thursdays. 

“Thursday is always a bad day 
for new model showings in small 
towns,” said one dealer, pointing 
out that his town closes for a half 
holiday on this day and the town 
was deserted. 

During the mornings this dealer 
said people streamed into the show- 
room, but as the stores closed for 
the weekly half holiday, the traffic 
slowed down. 

In towns where Thursday was 
a half holiday, the dealers remained 
open, however. 

In Aiken, S. C., in spite of rain 
most of the day, a Ford dealer, 
J. H. Satcher, of the Holly Motor 
Co., said they had been swamped 
with visitors. By 4:30 p.m. he said 
they had given away 800 cups of 
punch along with corsages and 
other gifts. 

Satcher said they kept the show- 
rooms open until 9 p.m. and at- 

tendance was good up until that 
time in spite of the rainy weather. 
He estimated at least a thousand 
persons were in his place on open- 
ing day. 

Satcher also said customer re- 
action to new Fords has been good 
and that the public was comment- 
ing how pleased they were that 
Ford has, generally speaking, styled 
the '61s after the '59s. 

“I really believe this is a car 
this year that salesmen who want 
to can get rich on,” he remarked. 


Almost universally, dealers in 
large and small towns said they 
believe the public is more new- 
model conscious than any year in 
the last several. 

“We've heard more talk about 
the new cars already than we 
heard all of last year,” said one. 

While the compacts were getting 
a goodly share of attention, dealers 
could not help but notice the larger 
jobs were. attracting more interest. 

One Georgia dealer, who asked 
not to be quoted, ventured the opin- 
ion that there would be a trend 
back to the larger car within the 
next two years. 

* * * 
Clearwater, Fla. 


“ZT LOOKS like it’s going to be 

Ford's year.” So say Clearwater, 
St. Petersburg and Tampa dealers, 
following initial showing of the '61 
Fords and Falcons. 

Ford dealers say, “this is the best 
showing we've had in years, the 
public is showing more interest, 
and we're selling more cars.’”’ The 
standard Ford is receiving better 
reception than the '60 models, and, 
surprisingly, the trend so far in 
sales seems to be back toward the 
standard and away from the com- 
pact. 

Buyers like the new Ford long- 
term warranty, and new features 

7 
Sellgren Quits 
> 
As Active Dealer 

DETROIT. — Sellgren Buick has 
informed customers that Art Sell- 
gren has relieved himself of the 
pressures of operating the dealer- 
ship because hig health “hag in- 
terfered with 
total participa- 
tion in running 
the establish- 
ment.” 

The dealership 
has been renamed 
Denton Buick Co. 
A letter to cus- 
tomers said the 
business had 
been turned over 

’ to R, W. Denton. 
A. ©, Seligren Sellgren has 
stepped down as president of the 
Detroit Auto Dealers Assn. F. O. 
Ratigan, a Plymouth-DeSoto-Val- 
jiant dealer, moved up from vice- 
president to serve out the re- 
mainder of Sellgren’s term, 














like extra heavy chrome and longer 


lasting muffler, but are skeptical 
of the claims on oil mileage. 

Plymouth dealers report buyers 
are happy about the loss of the 
tail fins, and are expecting a good 
year. The early trend is to more 
six-cylinder cars. 

Customers who are buying the 
new Lancer are said to like its 
quality. Some lookers frankly say 
the car is too much like the Valiant, 
see no reason to pay more for it, 
and wish it had more individuality. 

“Too many new Cars are coming 
into the field within the next 30 
days for anyone to guess the place 
the Lancer will have in the sales 
picture,” a dealer said. 

Dart dealers see a swing back 
to the larger models, and look for 
the economy trend to taper off. 

People who have seen the new 
Chevrolet and Corvair at preview 
showings are said to be “inter- 
ested,” but some salesmen have in- 
dicated privately they are “dis- 
appointed” in the appearance of the 
standard car. Nevertheless, they ex- 
pect a good year, “better than last.” 

One competitor stated, “You can 
put the Chevrolet name on a wheel- 
barrow and it will sell.” 

Dealers frankly admit they are 
not selling new models at list price. 
“We are making a profit, we’re not 
giving them away, but we have to 
discount some. We're here to sell 
cars, and we'll do anything within 
reason to make the sale.” 

Some Peugeot and Renault deal- 
ers are advertising $200 discount on 
61 models. 

—E. C. Basu 
+ * cd 
Miami 
Bot# dealers and prospects seem 
enthralled with the '61 models. 
As this is written, none of the GM. 
cars has been officially shown, but 
all have had a “sneak preview” and 
judging from comments this should 
be a banner year. 

John Sheehan, president of Miami 
Auto Dealers Assn., said: 

“I have never seen the public so 
enthusiastic about a new car as 
they have this year. Even the rental 
people, who seldom order too early, 
have placed orders for over a hun- 
dred of the new Buick Specials. I 
look for this year to be a ‘gasser,’ 
ag the beatniks say.” 

Clark Beecher, of Abraham 
Ford, remarked: “If ever Ford 
is to come out on top, this will be 
the year, with the remarkable 
line we have. I honestly believe 
we have the compact line sewed 
up. Maybe we'll sell 50 percent 
of this field.” 

Charles Bradshaw, of Tropical 
Chevrolet, thinks the new styling 
and shorter wheelbase will again 
make Chevy the leader while the 
side loading on one truck model 
will be an outstanding feature. 

Dealer Munroe, Munroe-Zeder, 
says “Buyers are going for the new 
Plymouth and in my opinion we'll 
show big gains with this car.” 
Olds has been shown only privately, 
but Jim Nankeviel, at Dick Finch- 
er’s says the new compact has been 
sensational. Burt Kahn of Colonial 
Pontiac, claims a dozen orders for 
the Tempest at the preview, even 
though the price is not known. 
Frank LaPoint, at Don Allen Chev- 
rolet, says motorists certainly are 
economy minded and the Corvairs 
appeal to a certain percentage, but 
with a slightly smaller car in the 
regular lines, Chevy should do even 
better this coming year.—Trescor 
Goope. 

+ * * 


San Francisco 


ARLY showings of 1961 models 

4 have left customers and dealers 
full of optimism. Body styling and 
interiors seem to have hit the bull’s- 
eye in all cases. 

One Ford dealer summed it up 
by saying: “Anyone who can’t sell 
cars this year had better go into 
another business.” 

“But,” he added, “I don’t know 
whether we'll make money.” 

The invasion of new compacts 
and new low priced models gives 

(Continued on Page 114, Col, 1) 
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Savannah (Ga.) Dealers Elect Officers— 


Newly elected officers of the Savannah Automobile Dealers Assn. are, from left, 
George Williams, director; George Backus, outgoing president and director; H. L. 
Bowyer, director; Dale Critz jr., president, and Charles Henderson, vice-president. John 


Walsh, secretary-treasurer, is not pictured. 


°61 Models Slow Decline 
In Import Stockpile 


By Maynard M, Gordon 
News Editor 
a shipments of ’61 
models have halted the decline 
in dealer inventories of imported 


cars at an estimated 125,000 units) 


as of Oct. 1, according to AuToMo- 
Tive News tabulations. 

The stockpile, though 4,000 units 
below the Aug. 1 level, represented 
more of a days’ supply because im- 
port sales slipped again last month. 
October’s 90-day supply compared 
with an 88-day load Sept. 1. 

Seeking to restore the zippy 
sales pace of 1959, importers are 
running the gamut of incentives 
and price reductions. But the for- 
eign 61 economy models are 
showing little benefit, and the 
word among competitive dealers 
now is that Volkswagen soon 
may run into trouble. 

Through the ’60 model year, VW 
inventories were running below 
30-day levels everywhere but Cali- 
fornia. Growth of the domestic 
compact field, however, has led to 
fears (or hopes) that the import 
champion would be harder-pressed 
to sustain its long-running momen- 
tum, 

* * * 

T 125,000 cars, the import in- 

ventory is not as formidable 

numerically as the alltime record 
of 140,000 established Aug. 1. But 
to dealers, days’ supply is the cru- 
cial index and daily sales have got- 
ten weaker as penetration by the 
compacts has strengthened. 

Indicative of the autumn over- 
supply among the invaders were 


histo Credit Total 
Tops $18 Billion 


For First Time 


WASHINGTON.—The volume of 
auto credit outstanding went over 
the $18-billion mark for the first 
time in August, the Federal Re- 
serve Board reported. 

The credit total stood at $18,078 
million at the end of the month, 
up $132 million during August 
and a gain of $1,790 million in 

the last year. 

The August increase was on the 
weak side. The credit total went up 
by $365 million in August of last 
year, This year’s August increase 
was the smallest since auto credit 
expanded by $109 million during 
last February. 

Total installment debt of con- 
sumers went up by $308 million 
during August to reach $41,995 mil- 
lion at the end of the month. 

The volume of auto credit ex- 
tended during August wags $1,576 
million, compared to $1,477 million 
in July and $1,627 million in Au- 
gust of last year. 

Auto debt repaid in August 
amounted to $1,444 million, com- 
pared to $1,338 million in July 
and $1,318 million in August, 1959. 

Of the auto credit outstanding on 
Aug. 31, banks had extended $8,048 
million, up $66 million during Au- 
gust and a gain of $871 million in 
the preceding 12 months. 





| Renault’s price cuts on Dauphines 
|and Caravelle coupes and Lincoln- 
| Mercury’s cessation of Taunus im- 
porting. Taunus traffic was halted 
with more than 1,000 of the West 
German cars still on hand in this 
country — conservatively estimated 
at a six-month supply. 

There is small doubt in import 
circles that further price reduc- 
tions are ahead—and soon. Oth- 
ers to join Renault in autumn 
price cuts were DAF and Lancia. 


Whether withdrawals from the 
United States market will spread 
among other captives is question- 
able. Buick and Pontiac executives 
earlier had promised to continue 
bringing Opel and Vauxhall into 
this country, and commitments 
from other domestic producers to 
their captive imports are believed 
to be equally secure. 

cg * * 

SOwsvan, quiet pullouts are 

probable for some noncaptive 
importers suffering from diminish- 
ed volume, This would chiefly af- 
fect foreign makes below the top 
25 in U. S. sales, though Taunus 
ranked 22nd in the first half of 
1960. 

One member of imports’ top 10 
with every intention of remaining 
a U. S. seller is Peugeot. A report 
that Peugeot’s new 404 saloon 
would be hurried over to the U. S. 
has been denied by a spokesman, 
who said that the Farina-designed 
four-door sedan would go on sale 
as scheduled next April 1. 

In July, imported-car shipments 
to the U. S. descended to another 
three-year low. Only 29,356 new 
cars entered the country from 
abroad, sharply below the alltime 
high of 65,241 counted in July, 1959. 











Progress Noted 
In Ad Cleanup 


Auto and Media Men 
Pledge Cooperation 


NEW YORK.—A meeting at 
which spokesmen for auto dealers 
and daily newspapers discussed 
methods of eliminating unethical 
advertising was fruitful for both 
parties, according to the Bureau of 
Advertising of the American News- 
paper Publishers Assn. 

Last week’s meeting followed a 
charge at the Automotive Trade 
Assn. Managers’ convention last 
July that classified ad solicitors 
helped inspire wild advertising 
and rivalry among dealers. 

Attending last week’s session 
were representatives of the ANPA 
ad bureau, the Newspaper Adver- 
tising Executives Assn., the Assn. 
of Newspaper Classified Advertis- 
ing Managers, the ATAM and the 
National Automobile Dealers Assn. 

Both sides expressed their will- 
ingness to do whatever is necessary 
to improve poor advertising and to 
make good advertising more effec- 
tive. 

Edward A. Falasca, creative vice- 
president of the ANPA group, pre- 
sented a preliminary program. It 
was agreed that solution of the 
problem depended in part on es- 
tablishment of an effective Better 
Business Bureau relationship. 

The newspaper people indicated 
a willingness to meet soon with 
an executive committee being set 


up by the automotive group. 
* * * 


BBB Maps 3-Way Drive 


Against Deceptive Ads 

CINCINNATI.—A three-level at- 
tack on false and deceptive adver- 
tising has been announced by Vic- 
tor H. Nyborg, president, American 
Assn. of Better Business Bureaus. 
He said the program will be under- 
taken later this fall. 

It calls for unified procedures for 
implementing the BBB “Declara- 
tion of Responsibilities” at the local 
level. Local industry and trade 
groups will be asked to work with 
the BBB to improve advertising 
truthfulness and accuracy. 

Secondly, the BBB will ask all 
trade and industry groups in the 
nation to accept and implement the 
“Declaration of Responsibilities” 
within their own membership. 

Finally, a national Committee to 
Preserve Business Self-Regulation 
will be established. It will be advis- 
ory in nature and will be composed 
of leaders in all lines of business. 


Ex-VW Dealer Fined 
$150 in Sticker Switch 


DENVER. — Carl E, Oberholt- 
zer, terminated Grand Junction 
(Colo.) Volkswagen dealer, has 
been fined $150 in United States 
District Court for illegally re- 
moving a label showing the 
transportation cost of a new car 
he sold, 











Preview with Assist from Nature— 


A mountain resort was the scene of a special Cadillac preview by Coulter Cadillac, 
Phoenix. Over 3,000 Coulter guests presented their special invitations and inspected 
‘61 Cadillacs in a festive atmosphere. Impressive lighting showed the new cars to 
advantage. Formally dressed Coulter representatives were on hand to greet the 
guests and answer all questions. The private showing was sponsored by C. W. Coulter, 


dealership owner,.and Dean Coulter, general manager. 











STHE AUTOMOBILE SALESMAN WHO HELPS CUSTOMERS 
STAY OUT OF TROUBLE. AVD THEREBY KEEPSEM SOLD: 













* (LL HAVE YOU OUT OFHERE IN THIRTY SECONDS 
* STOP IN TOMORROW AND ILL SHOW You ,, 
O\\_HOW TO KEEP OUT OF THIS TROUBLE - 


“OH,MV! I'M STUCK..AND SCHOOL 
' 7 


STARTS IN FIVE MINUTES..: 
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“ICE OR MUD IN THE GUTTER WONT BOTHER YOU 
YOU PULL RIGHT OUT OF SNOW OR MUD. IF YoU HAVE A LIWTED SLIP OYFFERENTIAL «+ 
SAVES TIME AND MONEY / 1s EVEN ON AHILL 








STUCK ANYMORE ...NOW WE HAVE A 
LIMITED SLIP OFFERENTIAL!S 






EQUIPPED WITH A LIMITED SLIP DIFFERENTIAL “a 
. NO MORE GETTING STUCK FOR UuS..! 






VAN . DIFFERENTIALS OW ALL LX 2 riy | A CORPORATION 
SST I Your 6/ DEMONSTRATORS ae Spice 
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New From AMERICAN MOTORS, the 1961 American’ Beauty 


the Comple 
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ALL-NEW STYLING 
—A Great New Opportunity 
For Rambler Dealers! 


Now America’s leading economy compact 
steps out in a brand new style that will 
bring millions of prospects thronging to 
Rambler dealerships to see and drive this 
new 6-passenger American beauty. 

But the smart, modern new design does 
more than just look beautiful. It increases 
luggage space 50%, increases glass area, yet 
the new Rambler American is even more 
compact outside for the easier parking and 
handling every buyer wants today. 

The 1961 Rambler American, like all 1961 
Ramblers, has the new Ceramic-Armored 
muffler and tail-pipe that are warranted 
against defect as long as the original pur- 
chaser owns his Rambler. 

But that’s not all! The warranty to the 
original owner on all’61 Ramblers has been 
extended to cover 12 months or 12,000 
miles, whichever occurs first. 

More news for 1961! Among 46 great new 
improvements, the Rambler American now 
offers the most-wanted comfort features 








50% MORE TRUNK ROOM. Another 
benefit of the 1961 Rambler American’s 
modern, functional styling—more usable 
luggage space. 


’ 





ALL NEW! The beautiful new instrument 
panel, new appointments and new interiors 
complement the most tasteful color schemes 





ever in an economy car. 


formerly available only on the Rambler 
Classic and Ambassador V-8—sectional 
sofa front seats that glide back and forth 
individually . . . seat backs that recline fully 
to make Twin Travel Beds. Completely new 
Weather Eye Heating and All-Season Air 
Conditioning systems. 

For information about profitable open 
points, write Director of Dealer Develop- 
ment, American Motors, Detroit 32, Mich. 





AIRLINER RECLINING SEATS*. Both 
front seat backs now adjust to five positions, 
make Travel Beds. Individually adjustable 
sectional sofa front seats*, too. 


3 tely New Rambler American ! 


NEW THIS YEAR! Rambler American Four-Door 
Station Wagons. See the New Two-Door Wagon, too. 


NEW RAMBLER AMERICAN Custom Two-Door Sedan, 
125 horsepower. See the New Four-Door Sedan, too. 





COMING SOON ! Watch for the Rambler American Convertible . . . most agile of them all . . . and 
—$——ees the quietest ! Only compact convertible with rattleproof Single-Unitf construction. 


Only Rambler Dealers Offer 3 Distinct Sizes Of Compact Cars 


Gay waa ssa 


RAMBLER AMERICAN— RAMBLER CLASSIC 6 and V-8— AMBASSADOR V-8 

The Leading Economy Compact Car. The All-Purpose Compact Car. 189.8” by RAMBLER—The High-Per- 
173.1" long. Top quality, top econ- long. 127 or 138 HP Six. 200 or 215 formance Luxury Compact. 199” 
omy. 90 or 125 HP Six. HP V-8. Room for six 6-footers. long. 250 or 270 HP V-8. 


Warranted an 12 Meee 6/ Kembler 


ay "Optional at extra cost | Pioneered by American Motors 


THE NEW WORLD STANDARD OF BASIC EXCELLENCE 
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ew Survey Series Finds. . . 





Public’s Car-Buying Plans Dip 


WASHINGTON.—A third-quarter 
survey of consumers showed plans 
to buy both new and used cars 
were running below the second- 
quarter rate and last year’s third- 
quarter level, the Federal Reserve 
Board reported. 

The survey program is still in 
the experimental stage and con- 
clusions must be made with some 
reservations at the present time. 
However, the program promises 
to be a major h in 
estimating the future course of 
auto sales. 

The drop in buying plang be- 
tween the second and third quar- 

ters may be a purely seasonal and 
normal change—consumers are 
more interested in thinking about 
buying a car in the spring than 
they are in the summer. Additional 
surveys will be needed to determine 
just what this seasonal factor 
amounts to. 

Consumers were asked in July if 
they planned to buy a new car in 
the next six months and 3.0 per- 
cent of families said they did. In 
April, 3.2 percent had plans to buy 


in the following six months, In 
July of last year, 3.1 percent had 
plans to buy new cars within six 
months. 

In the used-car field, 3.7 percent 
said in July that they were plan- 
ning to buy a used unit within six 
months. In April, it was 3.8 percent. 


Rambler Sights 
30 Pct. Export Hike 


PARIS.—At a showing here of the 
’61 Ramblers last week, plans to 
boost Rambler export sales 30 per- 
cent next year were announced by 
William S. Pickett, director of auto- 
motive export of American Motors. 

Pickett and Edmund E. Ander- 
son, director of automotive styling, 
showed the new models to Rambler 
distributors from Europe, Africa 
and the Middle East, Pickett later 
will attend the London Auto Show, 
which opens Oct. 19, where the new 
Ramblers also will be shown. 

Pickett said American Motors ex- 


In July of last year, the group 
amounted to 4.1 percent of total 
families. 

The FRB also asked about 
plans to buy new and used cars 
in the next 12 months, Answers 
were found to be a little less cer- 
tain—12 months is a long time in 
the future for many consumers. 
In July, 6.8 percent of families 

had plans to buy new cars in the 
next 12 months, In April, it was 6.9 
percent. In July of last year, it 
was also 6.9 percent. 

In July, 7.1 percent had plans to 
buy used cars in the year ahead. In 
April, it was also 7.1 percent. In 
July of last year, it was 7.7 per- 
cent. 

To sum up, plans expressed in 
July to buy new and used cars in 
the next six and the next 12 months 
were lower than they were a year 
earlier. With one exception, July 
plans to buy new and used cars 
were lower than they were in April. 
The exception: Plans to buy used 
cars in the next year held steady 
in July at the April rate. 


port volume rose 27 percent in 1960. When the survey program is 





Dealer Holds Preview— 


Lou Davis, left, Dodge Cincinnati city 
manager, congratulates D. G. Tenney, cen- 
ter, president, of Goodwin Brothers, Inc., 
Cincinnati, as Floyd J. Dugan, right, gen- 
eral manager, beams over the success of 
the fleet buyers’ preview of 1961 Dodge 
cars and trucks at the newly built dealer- 
ship. 


refined, it may well be possible 
to estimate roughly how many 
new cars will be purchased in the 
year ahead, based on the current 
level of plans to buy. 

Actual sales tend to run ahead of 
expressed plans to buy. The FRB 
noted that 3.4 percent of families 
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PRODUCT DESIGN —Here each part is de- 
signed for maximum reliability and economy 


ALES 
4185 W MIL 


ie aele 


AT 


[\N IDEA TAKES SHAPE 
ERNSTEDT 


HARDWARE STYLING—Where many of 
the production problems are eliminated. 


ASH TRAYS 


Ternstedt styling, 


BODY MOULDINGS 

DOOR LOCK MECHANISMS 
DOOR HINGES 

WINDOW REGULATORS 
CONTROL VENTILATORS 
ORNAMENTS AND LETTERS 
INSTRUMENT PANELS 
DOME LAMPS 


SEAT ADJUSTERS 
DOOR HANDLES 
SWITCHES AND ESCUTCHEONS 


engineering and 


volume manufacturing of these vital 
parts have set the pace for Progress. 


ome | ERNSTEDT 





expressed a plan to buy a new car 
in the period from January through 
June of this year. Actually, sales 
were made to 5.9 percent of fam- 
ilies. 

A further complication is added 
by the fact that some of those who 
express plans to buy do not, Their 
purchases are actually made by 
some of those who did not express 
a plan to buy. 

After studying these relation- 
ships, the FRB worked out this 
rule of thumb: The group which 
buys is about 50 percent larger 
than the group which expressed 
plans to buy. 

The survey has explored two 
other areas of auto ownership to 
check on their relationship to ac- 
tual car buying. Those surveyed 
were asked if they had been 
shopping for a car. Those who 
said they had been shopping were 
found to be no more likely to 
buy a car than those who merely 
said they planned to buy. 

Those surveyed were also asked 
what they thought about their 
present car. Those who were un- 
happy with the present car proved 
more likely to buy another than 
those who merely said they planned 
to buy a car. 

These findings could be taken to 
mean that the customer who is un- 
happy with his car is a better pros- 
pect than the average showroom 
shopper. 

The FRB survey also produced 

a wealth of statistical informa- 
tion on other questions related to 
the consumer. Buying plans for 
major household appliances were 
checked. 

Consumers were also questioned 
on how their income had changed 
in the last year. In July, 20.8 per- 
cent reported they had received 
raises in the last year, 60.0 percent 
were at the same income level and 
15.2 percent were making less 
money. Another 3.9 percent didn’t 
know what happened to their in- 
come in the last year, 

Much of the information on the 
auto industry was statistical proof 
of common sense observations: The 
man who has received a raise in 
the last year is a better prospect 
for a new car than the man who 
took a pay cut. Young families buy 
more used cars than new cars. 
Persons with above-average in- 
comes buy more than their share 
of new cars. 

The survey program is an out- 
growth of surveys of consumers 
conducted for the FRB by the 
Survey Research Center of the 
University of Michigan. 

The FRB launched its own series 
of surveys in January, 1959, in co- 
operation with the Department of 
Commerce, in order to check a 
wider cross-section of consumers 
On a more frequent basis. 


Rootes to Build 
New Small Car 
At Scottish Plant 


NEW YORK.—England’s Rootes 
Motors announces it will build a 
new ultra-compact car in a new 
$62 million facility in Scotland. Con- 
struction of the Rootes factory will 
start immediately. 

The announcement was made 
jointly in England by Lord Rootes, 
Rootes Group chairman and in New 
York by John T. Panks, manag- 
ing director of Rootes Motors, Inc. 


The new car will be smaller than 
the present Hillman Minx (96-inch 
wheelbase) and smaller than any 
existing United States compact. It 
will be produced in addition to the 
present Rootes line of Hillman, Sun- 
beam, Singer and Humber cars. 


The new plant will be located at 
Linwood, near Glasgow. 

Initial production at the new 
plant will be 3,000 cars per week. 
Fifty percent of these cars will 
be scheduled for sale outside Great 
Britain, Rootes said. 


Six More Distributors 
In 5 States Added by Mack 

PLAINFIELD, N. J.—Mack 
Trucks has announced the appoint- 
ment of six more distributors in 
five states. They are: 

Basil Whitman Motors, Elba, 
Ala.; Muscle Shoals Mack Sales, 
Tuscumbia, Ala.; Southwestern 
Truck Sales, North Little Rock, 
Ark.; Heuer Equipment Co., Mar- 
shalltown, Ia.; Mack Truck Sales of 
Joplin, Joplin, Mo., and Rice Mo- 
tors, Billings, Mont, 
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WIDENING THE HORIZONS OF THE 
INDUSTRY IT HELPED TO BUILD 


For nearly 60 years, Continental Motors has 
been famous for dependable internal combustion 
power. Today, the company whose product once 
gave life to more than half of all cars on the road 
not only continues to serve the great industry it 
helped to establish, but serves it in ways equally 
vital to that industry’s well-being and growth. 
More and more of the specialized machines 
speeding the nation’s mammoth highway-build- 


ing program are Continental-powered. Upwards 
of 100 basic models—gasoline, diesel, lpg—built 
to some 2,000 specifications, each engineered 
precisely to the requirements of its job, are 
building satisfaction and profit for their users 
and for the equipment manufacturers. Road 
contractors, construction companies, off-high- 
way machinery users of all kinds, are finding it 
truer than ever: 


e ALL EQUIPMENT IS BETTER WITH CONTINENTAL RED SEAL POWER e 


*€ 
TODAY'S EXPANDED CONTINENTAL FAMILY 


Continental Motors Corporation e Continental Aviation and Engineering Corporation 
Gray Marine Motor Company e Wisconsin Motor Corporation e Novi Governor Division 


Build Dependable Power for These and Other Applications, on Land, at Sea, and in the Air: 


Air Compressors « Air Conditioners « Airport Ground Support Equipment « Aircraft Starting Units « Air- 
planes « Automobiles « Backfillers « Balers « Ballast Packers « Batching Plants « Binders « Blowers « Brush 
Disposal Units « Bulldozers « Buses « Cement Cutters e Choppers» Combines e Commercial Boats, Racers 
and Cruisers e Concrete Mixers and Finishers « Construction Pumps « Conveyors « Cotton Pickers « Cranes 
e Crash Trucks « Crop Dusters « Cultivators « Derricks « Ditchers « Drag Lines « Drill Rigs e Dump Trucks 
and Tractors « Earth Borers and Movers « Electric Welders « Elevators « Ensilage Cutters « Excavators « 
Farm Tractors « Fire Trucks « Fog Generators « Front End Loaders « Garden Tractors « Gathering Pumps 
¢ Graders « Grain Unioaders « Harvesters « Hay Loaders « Heavy Engine Starters « Helicopters « Hi-Lifts « 
Hoists « ice Machinery ¢ Industrial Tractors « Irrigation Puntps e Lawnmowers « Leaf Sweepers « Liaison 
Aircraft ¢ Lift Trucks « Loaders « Locomotives « Lumber Carriers « Materials Handlers « Midget Racers « 
Mining Equipment + Mud Pumps « Oil Field Machinery « Oil Pipe Line Coaters « Orchard Heaters « Parcel 
Delivery Trucks « Pickup Cutters « Pile Drivers « Pipe Benders « Piant Switchers'« Portable Generators « 
Potato Harvesters « Rail Cars « Rail Grinders « Railway Track Brooms e« Refrigeration Machines « Rice 
Harvesters « Rock Crushers e Road Pavers, Rollers and Wideners « Sawmills « Scooters « Self-Propelled 
Combines « Separators ¢ Shovels e Snowmobiles « Snow Plows « Soil Sterilizers e Sprayers « Starters for 
Jet Aircraft « Street Flushers and Sweepers « Surfacers e Swamp Buggies « Tanks ¢ Tank Car Heaters « 
Target Missiles « Taxicabs « Threshers « Tie Replacers « Track Maintainers « Trainer Aircraft ¢ Transit 
Mixers « Trenchers ¢ Truck Tractors ¢e Undercutters « Warehouse Trucks « Well Drilling Rigs « Winches 
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Coming 
Events 





time they are used. 


Dealer Conventions 


Oct, 15-17—Texas Independent Automo- 
bile Dealers Assn., Sheraton-Dallas 
Hotel, Dallas. 

Oct. 22-24—Arkansas Automobile Dealers 
Assn., Hotel Marion, Little Rock. 

Oct. 23-25—Automotive Trade Assn. of Vir- 
ginia, Hotel Roanoke, Roanoke. 

Oct. 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 6-7—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. nnecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Nov. 16—Rally Day for Profits, Automo- 
bile Dealers Assn. of Alabama, Birming- 

am. 

Dec. 5—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotei, 
Miami. 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ore Assn., Roosevelt Hotel, New Or- 
eans. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 


vannah. 

May 14-16—| daho Automobile Dealers 
Assn., Idaho Falls. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


Auto Shows 


Oct, 6-16—Paris Automobile, Bicycle, Mo- 
torcycle and Sports International Ex- 
position, Grand Palais, Paris. 

Oct, 8-23—Dallas Auto Show, Texas State 
Fairgrounds, Dallas, 

Oct. 14-16 — Empire Motor Show, Denver 
Coliseum, Denver, 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23 — Autorama, Industrial Arts 
Bidg., Exposition Park, West Springfield, 


Mass. 

Oct. 19-23—International Foreign and 
Sports Car Show, Commonwealth Ar- 
mory, Boston. 

Oct. 19-29— International Motor Show, 
Earl's Court, London. 

Oct. 25-29—West Orange Auto Show, West 
Orange Armory, West Orange, N. J. 

Oct. 26-29—Elmira Auto Show, Elmira, 


N. Y. 

Oct. 28-Nov. 8—Turin Auto Show, Turin, 
Italy. 

Nov. "3-13 — International 
Show, Turin, vr 

Nov. 4-13 — Seattle Auto Show, Armory, 
Seattle. 

Nov. 5-12—Philadelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Center, Philadelphia. 

Nov. 5-13— World Car Show, Roosevelt 
Raceway, Westbury, L. |., N. Y. 

Nov. 9-12—Denver Auto Show, Coliseum, 
Denver. 

Nov. 10-13 — Lincoln Automobile Show, 
Pershing Municipal Auditorium, Lincoln, 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 


¥ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
§ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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NEWS Nek. ; 
Nov. 12-19—Albany Auto Show, Washing- 
ton Ave. Armory, Albany, N.Y. 
Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. . 
Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 
Nov. 25-Dec, 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 
Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 
Jan. 8-10— Fort Worth Auto Show, Fort 





Period of Big Promotion 
Recalls a Big Task 


Worth. 
; ; : : ; , . ne 
[HE new models in all their glamour will get a terrific 5 National Guard Armory, Wash. 
. sendoff next week at the revival of the industry 5 tradi- Jon Tika Brosieli Auto Show, Brussels, 
tion of national auto shows. The tremendous importance of| | Belgium. 
Jan. 14-2I—Syracuse Auto Show, Syracuse 


the industry is indicated by the fact that President Eisen- 
hower, a president who does not take such things lightly, 
will speak at the industry dinner in connection with the 
show. Auto men will come from all over the nation to attend 
the dinner. It is strictly black tie. 


The auto industry reflects a high level of integrity, in 
keeping with a business that touches significantly on the 
lives of all U. S. residents. 


By and large, this high level of integrity is reflected in 
depth throughout the retail phase. In big towns and small 
throughout the land, there are merchants of autos who have 
ee the respect of their community. We are ever mindful 
of this. 


Yet, at the same time, there are some misguided dealers 
(at times through misguided factory programs) who have 
besmirched the retail auto trade. They have cheated custom- 
ers. Some, with outright confidence schemes, have ruined the 
financial lives of Americans by saddling them with debts 
they could not afford. 


These same ruinous sales tactics are chasing auto sales- 
men, who should represent dealer management, into the 
arms of unions of dubious repute. 


And so, in this period when the auto industry’s big guns 
of promotion are firing at peak capacity, we would like to 
suggest that they be trained on the goal of raising the 
stature of the industry at the point where it meets the public 
—the level of retail selling. 


War Memorial, Syracuse. : 
Jan, 1422— Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. : 
Jan. 26-29—Birmingham Auto Show, Munic- 

ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-11—Amsterdam Auto Show, Am- 

sterdam The Netherlands, 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicaao Auto Show, Chi- 
caao Exposition Center, Chicago. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 


vehicles. 


total of 2,212,943 units. 


%& Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 






















The Big Stories 


35 Years Ago—1925 


Motor vehicles registered in the United States during the first six 
months of 1925 totalled 17,716,709, according to the Bureau of Public 
Roads, Department of Agriculture. Five states, California, Illinois, 
New York, Ohio and Pennsylvania, listed more than one million 


20 Years Ago—1940 
More than 82 percent of the average of all new cars are sold to 
persons with incomes under $5,000, it was revealed in a survey of 
new-car buyers by Hooper-Holmes Research Bureau. 


10 Years Ago—1950 
Dealers posted an alltime monthly new-car sales record of 683,995 
units in August. The 1959 “summer selling season” of June, July and 
August saw dealers deliver 1,877,858 cars, plus 335,085 trucks for a 
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Themselves to Blame 


I have just read your article in 
the Sept. 19 issue of the News re- 
garding “discounts.” : 

A dealer is entitled to a proper 
profit in the operation of his busi- 
ness. I have long wondered why 
cars were priced as high as they 
are with no one paying “list” save 
the naive buyer. It is a fact that 
many people hesitate to buy, not 
knowing what the cost should be. 

Today’s paper offers “$800 off” 
“$1,000 discount” and that sort of 
thing . . . the alleged discounts 
being more than the full price of 
a car a few years ago. 

When two neighbors buy and 
then find out that one paid several 
hundred doltars more than the 
other, the one who was “taken” is 
unhappy. 

Dealer advertising rarely men- 
tions the merits of a car ... most 
of it is merely a “we will give away 
more than any competitor” and yet 
dealer publications complain of in- 
adequate earnings of their dealer- 
ships. 

A “fictitious price” on a new car 
.. . coupled with a “fictitious” 
tradein allowance, inflates the re- 
sale price of used cars and makes 
them harder to move. 

Tire manufacturers do not fea- 
ture prices on the billboards as 
they once did. No one knows 
what a new car should sell for 
and many people do not like the 
“punishment” of having to 
“chisel” . . . they would rather 
be quoted a realistic price and 
buy. 

A pair of shoes priced at $50 with 
a $38 discount would sell for $12 






































Automotive Cartoon 


“He's secretary of our bowling league, but | still think 
it's a funny place to hold a meeting." 


‘Giveaway Dealers .... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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and putting the $50 price on them 
in the first place either to “take” 
the rare unsuspecting buyer or to 
be able to allow $38 in tradein on 
the wornout pair... this would be 
silly. But some “car pricing” ap- 
proaches this .. : at least from the 
viewpoint of the buyer.—G. F. 
AtcortT, 301 E. Grove St., Blooming- 


ton, Ill. 
of ~ 


Of 
Display at Fair 

Our dealership has displayed 
Volkswagens for the seventh con- 
secutive year at the Los Angeles 
County Fair in Pomona. This is the 
largest county fair in the world 
and, according to official fair fig- 
ures, we have shown the Volks- 
wagen approximately seven million 
people at our exhibit. 

This year, Sept. 16-Oct. 2, we 
showed the complete new line of 
1961 Volkswagens, including the 
passenger car, the station wagons 
and the transporters. — JoHN H. 
Catron, president, Catron Motors, 
Inc. (Volkswagen), Pomona, Calif. 

a” * * 


Spitzer Counsel Objects 

In your Sept. 5, 1960 issue of 
Automotive News, under Court De- 
cisions on Page 11, there appear 

some erroneous statements con- 
cerning the case of Craig vs, Spit- 
zer Motors, in which case we were 
counsel for Spitzer Motors. In the 
reported case, the reversal of the 
lower court by the higher court 
was solely on a question of plead- 
ings and not on the merits of the 
case and the reversal at the plead- 
ing stage occurred prior to the trial 
of the case. 

By way of explanation, the 
lower court had ordered the 
plaintiff to strike from his peti- 
tion his claim for punitive dam- 
ages and the higher court held 
in substance that the plaintiff 
could claim punitive damages. 
The higher court remanded the 
case to the lower court for trial 
on the merits before a jury and 
this resulted in verdict and final 
judgment against the plaintiff 
and in favor of Spitzer Motors. 
The Court of Appeals’ decision 
related solely to the form of the 
claim made by the plaintiff in his 
petition, but when the claim 
came on for trial it was rejected 
and final judgment was in favor 
of Spitzer Motors. 

The statement in your article 
that “the testimony showed these 

facts” ig erroneous because there 
(Continued on Page 176, Col, 1) 
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Distinguished... distinctive: decidedly 
new! Big-car roominess for driving 
luxury—more headroom, kneeroom, 
legroom—plus new ease of entry and 
the exhilarating performance of the 
SKYROCKET Engine! 


CLASS 


sunt 883 


Glamor, comfort, prestige...and the util- 
ity ofa full-size car! Exciting SK YROCKET 
Engine performance! Easy to get in with 
higher door openings... easy to sit in 
with higher seats . . . foam cushioned 
for luxurious riding comfort! 


nae 


Beauty...economy...spacious comfort! 
Livelier-than-ever Rocket Engine runs 
on lower-cost, regular gas... saves 
money on every fill. Your customers 
enjoy the handling ease they expect 
from a quality-built, full-size car! 


OLDSMOBILE;6!1 


exciting new style /eaders 
with a new performance punch 


and full-size comfort / 


Never before has Olds combined such beauty of line with such sparkling performance in its three famous 
series! Never before anything like the exciting SKYROCKET Engine... the smoothness of all-new Hydra- 
Matic* with Accel-A-Rotor action . . . the comfort of Vibra-Tuned Ride with new Twin-Triangle Stability. 
And just wait till ’61 prospects see all the room—headroom, legroom, entry room—they’ll find when they 


OLDSMOBILE DIVISION ¢e GENERAL MOTORS CORPORATION « LANSING, MICHIGAN 


try the 1961 Oldsmobiles! 


Tune in “Michael Shayne” every week on NBC-TV... 


Turn the page...for news about Oldsmobile’s Hot New Business Builder! 


“Hawaiian Eye” every week on ABC-TV. 
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 BORROUGHS BINS 


Borroughs Bins are designed to give the greatest accessibility, the quickest adjustability and the 
fastest stockroom service. They make change-over and inventory-taking easy. Flexibility, depend- 


ability and efficiency are built into every unit. 


Borroughs sliding shelves 


18 gauge steel. 35%” long with 7%” 
front and rear flange. Front flange 
has a %” return flange, and is 
pierced at each end to receive 3” 
label holders. 


Borroughs sliding dividers 


20 gauge, in 1%”, 3%”, 4%” and 
6%” heights. 3” base flange. 
Dividers snap over front and rear 
shelf flanges and hold by spring 
tension. Label holder attached. 


Sliding label holders 


Travel with dividers. 20 gauge steel. 
Holders snap over shelf at any point, 
utilizing spring tension. 3” black 
oxide label holder attached. 








send for Borroughs Bin Catalog TODAY! 


holder 


Choice of green, gray, buff, white or cas- 
cade, electrostatically baked-on enamel. 
et no extra cost 





Borroughs standard trays 


22 gauge one-piece flanged and 
hemmed body, for maximum 
strength. Formed pull. Lanced label 
and partition 
gauge back stop spot welded to 
back of tray. 








These Borroughs warehouse distributors are at your service.... 


Universal Equipment Co. HOUSTON: 


2420 Oakvilie St. 


ALEXANDRIA, VA.: 


ATLANTA: Bins & Equipment Co., Inc. INDIANAPOLIS: 
1918 Buford Highway, N.E. 
BROOMALL, PA.: East Coast Distributing Co. JACKSONVILLE: 


2010 Boxwood Dr. 


Automotive Bin Service Co., Inc. KANSAS CITY, MO.: 
20 East North St. 


BUFFALO: 


CHICAGO: felix F. Loeb., Inc. LOS ANGELES: 
8810 S. Vincennes Ave. 
CINCINNATI: Automotive Bin Service Co., Inc. 
1220 Richmond St. Lemus 
CLEVELAND: Automotive Bin Service Co., Inc. 
8905 lake Ave. GABPAPHES: 
DALLAS: W. W. Cannon Co. * 
9739 Denton Dr. MILWAUKEE: 
DENVER: Sporkman-Borker Co. 
421 Santa Fe Dr. NEW ORLEANS: 
DETROIT: Automotive Bin Service Co., Inc, 
10040 Freeland Ave. NEW YORK: 
FARGO: Adoms, Inc. 
6 North 13th St. OAKLAND: 
FORT WORTH: W. W. Cannon Co, 
P, O, Box 464 OKLAHOMA CITY: 
FRESNO: Heoley & Co. 
2302 Tulare St. OMAHA: 
HONOLULU,Hewail: Hunters’ Office & Industrial 
Equipment Co. PHILADELPHIA: 


538 Reed lane 


W. W. Cannon Co. PORTLAND, Ore.: 


1901 Winter St. 


Automotive Bin Service Co., Inc. 


AMENT 
54 West 30th St SALRAES: 


Bins & Equipment Co., Inc. cary 
2610 Ligustrum Rd. SART LARS ' 
Siggins Co. 

706 Broadway ST. LOUIS: 
Green-Penny Co. ST. PAUL: 


4180 E. Noakes St. 


Automotive Bin Service Co., Inc. 
204 Builders Bidg. 


SEATTLE: 
Metal Products Co. 
359 Madison Ave. SEA : 
Felix F. Loeb, Inc 
864 E. Birch Ave. STERLING, ILL.: 
Edco Metals Inc. 

a 

73 S. Wren St. TACOMA: 
Borroughs Mfg. Corp. 
121 Varick St. 
William A, Gore Co, TOLEDO: 
1834 Adeline St. 
W. W. Cannon Co. WATERTOWN, Mass.: 
P. ©. Box 7317 
Siggins Co. PUERTO RICO: 
1236 S, 13th St. 
East Coast Distributing Co. CANADA: 
780 S. 52nd St. 


The Brower Co. 
1633 N. W 2ist Ave 


Paul W. Roeder Co. 
1721— 13th St., P.O. Box 1552 


Business Equipment Co. 
902 S. Main St 


Siggins Eauipment Co 
1410 Pierce Ave 


Borroughs Mig. Co 
Factory Branch and Warehouse 
809 Hubbard Ave 


The Brower Co 

114 Virgima St 

William A. Gore Co. 

214 3rd Ave., S. 

Felix F. Loeb, Inc. 

1708 Avenue F 

Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 

Alexander Stee! Products, Inc. 
264 N. Beacon St. 

Automotive Specialties, Inc 

252 Ponce de leon Ave., Hato Rey 


Wickware-Stackbin, lid 
P.O. Box 740, Perth, Ontario 





& °o nx ed °o is G H & MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 





3026 NORTH BURDICK ST. ali. KALAMAZOO, MICHIGAN 
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Styling Secondary... 


By Joseph M. Callahan 
Engineering Editor 


the auto companies have accomp- 
lished many superb jobs in the 15 
years since World War II, their 


have come off the production lines. 

All too often when the question 
arose “Do you want it to look 
good or do you want it to do a 
good job?” the answer has fav- 
ored the stylists. 

However, in recent years the auto 
makers have encountered a grow- 
ing demand for more functional 
transportation. This demand first 
materialized in the explosion of the 
import boom in the United States 


American Motors Corp. 
The next phase of this functional 
revolution wag the introduction last 


additional compacts. 

Now, the engineers are concen- 
trating on increasing the function- 
alism of the larger cars and much 
more frequently getting the nod 
from management in their battles 
with the designing stylists. 

The re-emergence of the engineer 
this year has not, with a few ex- 
ceptions, resulted in dramatic engi- 
neering innovations. Doubtless some 
revolutionary innovations are pos- 
sible now, but they don’t pass the 
test as being “functional,” because 
of costliness. 

* * + 
To function that has been engi- 
neered into the 1961 cars has re- 
sulted in more riding comfort, eas- 
ier entry and exit, more interior 
room, smaller transmission humps 
and drive-line tunnels, less mainte- 
nance in some cases and improved 

economy of operation. 

The above remarks are not 
meant to convey that styling has 
been forsaken on the 1961 cars. 
Indeed, most design authorities 
say that the.most elegant and 
classical styling is that which 

the functional. 

Now should it be assumed that 
the 1961 cars are drab, shapeless, 
monotonous, chromeless “boxes?” 
Sales of some 80 million domestic 
cars since the war indicate that 
Americans demand cars with cer- 
tain minimums of space, comfort 
and appearance. The engineers and 
the managements have merely con- 
cluded that more function can be 
built into a car, while maintaining 
all or most of the above standards. 

Many 1961 changes are somewhat 
subtle and will not be noticed by 
the average person until they are 
pointed out by a salesman or until 
this person drives a certain car 
for several months. 

A case in point would he the 
new slightly-wraparound wind- 
shield on all GM cars for 1961. 
While this has a negligible effect 
on visibility, it is a very real plus 





























7S 1961 model year will go down 
in automotive history books as 
“the year the engineer re-emerged.” 

While the 30,000 or more people 
in the engineering departments of 


influence often has been secondary 
to the designers on the cars that 


market and the resurgence of 


year of four new compact cars by 
the Big Three makers, followed by 
the introduction this year of four 











Engineering Moves 
To Front in ‘61 Cars 


for ease of entering because it per- 
mitted elimination of the dogleg 
at the front post. Mercury also took 
this step for 1961. Incidentally, the 
dogleg has become much more of 
a problem during the last couple 
of years as the cars became lower 
and lower. 
* * * 
N THIS connection, it’s interest- 
ing to note that the increased 
size of the passenger and luggage 
compartments has been achieved 
despite the fact that the 1961 mod- 
els are from two to 15 inches short- 
er, slightly narrower and about the 
same height. 

The fact that the average 1961 
is only a tenth of an inch lower 
than the average 1960 car is itself 
proof that the mania for lower cars 
has almost been dissipated and that 
comfort considerations are tri- 
umphing over appearance. 

Here, in alphabetical order, are 
the 1961 cars and their major engi- 
neering improvements: 

* * * 


Buick 


HE 1961 Buick has made one 

of the biggest turnabouts in the 
industry by finally abandoning its 
torque-tube drive and adopting the 
open-drive line used by all other 
autos in this country. 

Although this change results in 
a slightly harder ride, it has 
other benefits such as a lowering 
tunnel hump and improved han- 
dling ability, especially on bumpy 
roads. 

Further reduction in the height 
of the tunnel hump was achieved 
by a new two-piece propeller shaft 
which, in addition to having a uni- 
versal joint at each end, has a 
double Cardan constant-velocity 
joint in the middle. 

This year Buick also adopted the 
cruciform frame which has no side 
rails and makes it possible to re- 
duce the entrance dimensions of the 
rear sill step-over and to cut the 
car’s weight by 70 pounds. 

* * + 


Buick Special 
SSENTIALLY a conventional 
smaller car, this compact’s out- 


(Continued on Page 98, Col. 3) 
* * * 





Deeper Chevrolet Trunk— 


A deeper trunk in the 1961 Chevrolet 
is produced by moving the fuel tank be- 
tween the rear “kickup" and the spare tire. 





Ford's Improved Steering— 


New needle bearings on the 1961 Ford steering gear and a new flexible coupling 


on the steering shaft help reduce steering effort and road harshness. 
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HAVE IT! 


DEALERS Whe Ve Buginotd “Cael 


Hot new number in thee LOW-PRICE FIELD! 


-85->— 


».-every inch an 


OLDSMOBILE! 








Here’s an all-new kind of car in the low-price field—more agile to drive, more 
economical to operate! Sized to seat six in comfort! Not too big . . . not too small 
.. . just right! So sturdy and road-sure it’ll go all day without tiring! Smooth 
and quiet in the Oldsmobile tradition! A profitable package to sell! 


Se 


When your prospects come in and 


ce i // y) a Thy —_—; size up the sparkling new F-85, 
 ¢ . | i A | they can choose from Sedans or 
Sd Ss ~ — \ Wagons .. . beautiful interiors 
m in either glamorous fabrics or 
a all-Morocceens. Let them check 
st the quality, roominess, equipment 
.. . be sure they drive a new 


F-85! Once they take the wheel, 
they’ ll know this is an Oldsmobile! 


FOR 1961...THE LOW-PRICE F-85 
MAKES IT BETTER THAN EVER TO BE WITH OLDS! 


Tune in “Michael Shayne” every week on NBC-TV! See “Hawaiian Eye” every week on ABC-TV! 


? 
5 
} 
yi 
{ 


Built for the buyer 
who wants something 
better in the 
low-price field! 


The minute buyers get in and drive the 
new F-85, they’ll know this is an Olds- 
mobile through and through! They’ll be 
delighted with its quick response. And 
they’ll feel immediately that this new 
F-85 has extra heft and hustle where it 
counts . . . Olds quality inside, as well 
as out! 


FLASHING PERFORMANCE! 
All-new exclusive aluminum Rockette 
V-8 Engine is standard in every F-85 at 
no extra cost! Puts out 155 h.p. up 
front . . . has proved advantages of basic 
Rocket design, combined with light 
weight of aluminum. 


BETTER FUEL ECONOMY! The 
lively F-85 steps right out in any com- 
pany! And its favorable weight—com- 
bined with the high-efficiency Rockette 
V-8— provides the gasoline thrift buyers 
want, plus the zip they like! 





FLUID SMOOTHNESS! New 
Hydra-Matic Drive with Accel-A-Rotor 
action is optional at extra cost for auto- 
matic convenience. Proved in design and 
exclusive with Olds in the low-price field. 


FAMILY SIZE! Four big doors and 
room for six in either Sedan or Wagon. 
Wide seats, stretch-out legroom and 
ample headroom! Sedan packs over 25 
cu. ft. of luggage . . . wagon holds over 
73 cu. ft. 


FUN TO DRIVE! Alert to every 
touch! A honey to handle and a pleasure 
to park . . . with handy 188” over-all 
length! Ample 112” wheelbase and new 
Twin-Triangle Stability for a superior 
ride. Demonstrate the F-85 at every 
opportunity .. . it means plus business 
for every Oldsmobile Quality Dealer! 


OLDSMOBILE DIVISION ¢ GENERAL MOTORS CORP. © LANSING, MICH, 





WILL BUSINESS BE “OFF” OR “ON” IN ’61? | 








‘The season just 
ended should go down in history 
as the year the automobile industry tried 
price cutting —and found that it worked. For 
the first year since the war, auto makers offered 
something different from better and costlier caviar. 
Suddenly they offered beans, and beans sold very well?’ 

These words are from an outspoken article in this week’s 

Saturday Evening Post by Arthur W. Baum, Post Busi- 

ness Editor. The article, “The ‘Compacts’ Are Here to Stay,” 
| takes a long, hard look at the auto industry—tells where it went in ’60, 
where it can go in 61. The auto-minded readers of the Post will learn how 
compacts 
standard- 
Are Here 
geared to 


| os 
_ the compact boom has revolutionized the industry. Why the 


_of tomorrow may be less and less compact. And why 
| sized cars may be losing their social prestige.“The‘Compacts’ 
to Stay” is typical of the Post’s fast-moving editorial fare- 
| readers with an appetite for the new, the unusual, the interesting. 4 (Other 
_ examples in this week’s Post: John Bartlow Martin’s“To Chicago, ¢> with 
| Love”... Fred Russell’s “Can Arkansas Keep Her Coach?”.. ‘Senator 
Henry M.Jackson’s“The Case for the Democrats.”’) This is 8 
the kind of top flight writing that brings readers back 
again and again to the Post —and to your ad page! 
Don’t miss the excitement in the October 15th 
Saturday Evening Post. And don’t miss out 2 
on an exciting automobile market 
—the Influentials who read The 
Saturday Evening Post. 



















AUTOMOTIVE WASHINGTON 
Surveys Outdo Salesmen 
In Turning Up Prospects 


By William Ullman 
Washington Bureau Chief 
ao up a copy of your hometown telephone directory and 
open it at random. Count off 100 names and draw a box 
around the section. There’s a good chance, according to 


Census Bureau surveys, that 
three families in that short 
list want to buy a new car within 
the next six months. Another four 
families have told 
survey teams 
that they plan to 
buy a used car. 
That’s seven hot 
prospects out of 
100 names. 

A lot of surveys 
have been cross- 
ing our desk of 
late, including re- 
ports from the 
Census Bureau, 
Federal Reserve 








Board, and University of Michi- 


gan. Sometimes we _ wonder 
whether the average American 
doesn’t talk to more survey people 
than to salesmen. 

If a survey team can find 
seven car prospects in every 


‘random sample of 100 people, 


why can’t auto salesmen do the 
same? If the word “salesman” 
still means anything, he ought 
to turn up even more prospects. 
After all, the survey expert isn’t 
trying to sell anything. He’s just 
asking people what they plan 
to do 


Last month we received the 






first postcard from a car sales- 
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Has anybody got any money to 


man that we have received in 10| spend for new autos? 


years. It was a “would-you-take” 
type of gimmick, offering a price 
for our old car that was $600 
higher than the price quoted in 
the used-car guide, 

As usual, nobody has phoned us 
to ask us if we want to buy a 
new car. Nobody has knocked at 
the door. Nobody, with the excep- 
tion of the television hucksters, 
has told us why the car he sells 
is a better value than those sold 
by his competitors. If we want to 
buy a car, we’ll have to take the 
initiative. 


Hesitation Is Noted 


N JULY, the Census Bureau 

checked 17,000 households and 
found that 3 percent indicated an 
intention to buy a new car before 
January. Another 3.7 percent said 
they planned to purchase a used 
car, 

In an August survey, the Uni- 
versity of Michigan found the 
mood of 600 families to be one 
of “continued hesitation.” Hesi- 
tation shouldn’t bother a good 
salesman. He is trained to over- 
come hesitation. 

The important question is this: 





Last week, Assistant Secretary 
of Commerce Carl F. Oechsle told 
a group of sales forecasters that 
when all the statistics are in, “I 
expect we will find that consum- 
ers are spending at a record 
pace.” 

He noted, however, that con- 
sumers can postpone durable goods 
purchases more easily than other 
purchases. 

“We cannot, of course, now say 
for sure how new-model autos 
will sell,” Oechsle pointed out. 
“Summer sales of 1960 models 
were off a bit from earlier in the 
year, but this may only reflect 
hesitation to see what the new 
model year offers.” 

There’s that word “hesitation” 
again. 

+ * * 


One Dealer’s Solution 


Boe ROSENTHAL, president of 
two big dealerships in the Met- 
ropolitan Washington area, thinks 
he has an answer to all this talk 
about “hesitation.” His Rosenthal 
Automotive Organization of Vir- 
ginia (Chevrolet-Renault) is selling 
nearly 10,000 cars a year, with a 
gross volume of close to $15 million. 

Rosenthal believes the average 


DOUBLE MILEAGE PER DOLLAR ON ORIGINAL 
TREADS WITH THIS FIRESTONE DRIVE-WHEEL TIRE! 


Tougher-built Firestone Super Mileage Transport Cross Bar tires roll up fleet-sized dividends 
in terms of savings on drive wheels. Their 81% deeper tread gives you double mileage on 
original treads—then adds 25% more miles after regrooving. At the same time, Firestone’s 
exclusive cross bar design gives superior traction, puts more of your torque power to work. 
All-nylon Firestone Shock-Fortified cord resists impacts, heat and flexing—and you get 
Firestone Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. They’re 
powerful reasons why drive-wheels can be profit wheels with tubeless or tubed Firestone 
Super Mileage Transport Cross Bar tires. They’re the toughest truck tires built! Available 
at your Firestone Dealer or Store. ALWAYS SPECIFY FIRESTONE TIRES ON NEW TRUCKS 


Firestone 


MEMBER OF THE ATA FOUNDATION 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 











person “wants to be sold and 

needs to be sold.” He calls his 

particular formula “gentle ag- 
gressiveness — direct, informed 
and courteous salesmanship.” 

He is quick to point out that this 
is “not soft-sell, by any means,” 
and he hammers home to his sales- 
men the importance of quick qual- 
ification of prospects and careful 
appraisal of tradeins, 

i + + 


4 Reasons for Cheer 


As THE new models go on sale, 
is there going to be any excuse 
for failing to break sales records? 

In a recent address, Secretary of 
the Treasury Robert Anderson 
noted: 

1. Total output and income of 
individuals has advanced to all- 
time peaks, 

2. Civilian employment establish- 
ed a record in the month of Au- 
gust, with more than a million 
more persons employed than a year 
earlier. 

3. Consumer buying plans were 
well maintained during the sum- 
mer, and consumers increasingly 
regard their financial positions as 
favorable. 

4. There has been an easing of 
credit and a decline in interest 
rates. 

* * + 


SBA to Sponsor Courses 


OME 300 administrative-manage- 

ment courses for small business 
owners and managers will be co- 
sponsored during the 1960-61 year 
by educational institutions and the 
Small Business Administration. 

The evening courses will last 
from 8 to 10 weeks, with tuition 
fees paid to the schools by the 
businessmen, 

SBA field offices have informa- 
tion about the courses nearest you. 
During the last six years, about 
26,500 small-firm owners and man- 
agers have attended 830 SBA-spon- 
sored courses. 

os *~ + 


SBA Loans Up Sharply 


MALL Business Administration 

loans during August rose sharp- 
ly from July levels, as well as from 
levels in August a year ago. Ap- 
proved to the nation’s small busi- 
nessmen were 484 loans totalling 
nearly $22 million. 

Nine loans went to auto deal- 
ers, including a whopping $140,- 
000 to a Colorado dealership with 
40 employes. 

As usual, scores of automotive 
concerns shared in the loan ap- 
provals, including wholesale and 
retail parts stores, car wash and 
service stations, truckers and leas- 
ing companies. Every firm which 
secured a loan had been turned 
down cold by at least three local 
bankers. 

* + * 


Sales Terms Discussed 


HE latest SBA “Small Market- 

ers Aid” discusses common sale 
and payment terms used by various 
trades and industries. 

It is a particularly valuable aid 
in training employes new to the 
business world, and it is available 
free from any SBA field office. 


Big Cars ‘Safe’ 
Chayne Sees No Threat 


From Compacts 


BIRMINGHAM, Ala, — Despite 
the fact that manufacturers will 
continue to develop lighter cars 
with more gasoline mileage, the 
favorite will still be the family- 
size car. So said 
Charles A. 
Chayne, vice- 
president of engi- 
neering, Gener- 
al Motors, in ad- 
dressing the 
Southern Re- 
search Institute 
conference 
on transportation 
here, 

“While cars = 
may become C. A. Chayne 
lighter,” he said, “the favorite from 
the standpoint of size will still con- 
tinue to be the larger-size Ameri- 
can family car.” 

Chayne predicted that despite 
great changes brought about by au- 
tomotive evolution, there would be 
no “revolution” in basic automotive 
design or engineering. 

“The automobile of the future 
will undoubtedly be recognized as 
a descendant of the current mod- 
els,” he said. 
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1961 colors! 


e Now in Ditzler jobbers’ stocks everywhere. . . available in 
super-enamels, acrylics, lacquers! Formulated to give your refinishing 
work the deep richness, gleaming high gloss and rugged 

durability of the original colors. 


e Ditzler has been a leading supplier of original equipment finishes 
since 1902. During this long association with the motorcar 

industry, these materials have won high acclaim for their dependable 
performance. This reputation is your best assurance of more 

accurate color matches, easier workability and finest quality. 


e Your Ditzler jobber offers uniformly balanced materials to help 
you do complete repair jobs more efficiently, more economically, 
and with greater satisfaction to your customers. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY, DETROIT 4, MICH... . TORRANCE, CALIF. 


DITZLER 


PAINTS « GLASS « CHEMICALS « BRUSHES « PLASTICS « FIBER GLASS 


PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 








22 





By Ernest W. Fair 
Staff Correspondent 

Ames to customer questions 

must always be ready; given 
with sincerity, clarity and knowl- 
edge of the facts. Evasive answers 
destroy buying confidence every 
time. 


ities 

activity for the auto 

Tomorrow’s customers are not 

obtained by chance, but by pati- 

ent development on the part of 
salesman. 


every 

Courtesy and consideration have 
no equal for building favorable re- 
sponse from any prospect or cus- 
tomer. No matter how trying the 
situation, continued practice of 
them always will pay off. 

Daily checkups on one’s own 
sales techniques, procedures, re- 
sults being obtained, failures being 
experienced and why, are the job 
not only of the sales manager, but 
of every individual salesman. 

Enthusiasm is another absolute 
prerequisite to being a good auto 
salesman 


When one’s enthusiasm shows 
signs of faltering, it is time to do 
something about it. 

First contact with the man or 
woman in the market for a new 


IMMON sense very often han- 
dleg a tough sales situation 
where no amount of trickery or 
subterfuge will ever accomplish 


Health is one of the salesman’s 
possessions; to be 


it he hag the drive and en- 
needed for his job. 

Interest in the prospect’s or cus- 
tomer’s ideas or thoughts is al- 
ways the mark of a good salesman. 
B them aside or ignoring 
them never builds big sales records 
for any man. 

Knowing when to ease selling 
pressure and when to keep it going 
full steam is most necessary. A 
well-sold prospect can be 
through overselling. 

Knocking other makes, other 
dealers and other salesmen in con- 
versations with prospects is reach- 
ing the bottom in sales techniques. 
It may make interesting conversa- 
tion but very seldom a sale. 

Listening to the customer’s com- 
ments is often just as important as 
talking to him. By skillful guidance 
of the conversation, many a pros- 
pect can be led to talk himself into 
the decision to buy. 

Memory is most important to any 
salesman, well worth careful cul- 
tivation. Recalling a prospect met 
and talked to before can make a 
sale the second time easier. For- 
getting him or what was said can 
lose it. 

* 7 as 
WWATURAL and easy procedures 
in a sales conversation help 
put the prospect at ease, Make it 
easier for him to take part in the 
sales discussions and help him ar- 
rive at the decision to buy. 

Orders result from _ well-plan- 
ned, carefully executed sales con- 
versations and not from hit-and- 
miss procedures no matter how 
“fast on his feet” the salesman 
may be. 

Patience is a salesman’s one 
great asset. It will carry him 
through trying situations and give 
him the drive to keep on with the 
sales effort even though all may 
seem lost. 

Questions by prospects are 
nearly always expressions of sin- 
cere interest. They should never 
be treated lightly no matter how 
simple they may seem. 

Reports on the salesman’s efforts 
are not inconveniences foisted on 
him by the sales manager. Each 
offers an opportunity to self-check 
what he has been doing right as 
well as what he has been doing 
wrong. 

Statistics are impression-makers 


Conklin Buys Deal 
SCOTLAND, 8S. D.—Verne Conk- 
lin, Sioux Falls, S. D., has purchas- 
ed the interest of Chet Rima in the 
Ford dealership here. 
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Tips for Salesman in Dealing with Customers. . . 
Have Answer for Every Question 


in sales conversations, Know every 
possible one which can help make 
the sale, decide a wavering custom- 
er, drive home a point. But be sure 
of accuracy. 

Troubles come when the sales- 
man lets the conversation get out 
of hand and loses control. Results 
always are better when conversa- 
tion control is never relaxed. 

Understanding customer buying 


Interest in Leasing Firm 
Is Acquired by Autolite 


TOLEDO. — Robert H. Davies, 
president of Electric Autolite Co., 
and Joseph Boneparth, president of 
Equitable Leasing Corp., have an- 
nounced that Autolite has acquired 
a major interest in Equitable Leas- 
ing. 

Davies also said Autolite had pre- 
paid at par $3 million of its long- 
term note to the Equitable Life 
Assurance Society of the United 
States. 


trends in one’s area is always a 
big help to more sales. Taking the 
trouble to study them from week 
to week makes the selling job eas- 
ier all through the year. 
* * = 
CITY is a salesman’s best 
friend. Lack of it may make an 
occasional sale, but will lose a 
score for every one it creates 
through subterfuge. 

Weather of an adverse nature 
should never be an excuse for re- 
laxing sales activity. The custom- 
er is in the same spot—much 
more available for a sales presen- 
tation than otherwise. 

Extra attention to the little 
things igs always assurance that 
neglect of some tiny point will not 
result in a lost sale, 

Yesterday’s sales successes should 
be forgotten. new marks 
today and tomorrow is always more 
important. 





Free Engine Analysis— 
Employes of Allen B. DuMont Laboratories jammed the company's parking lot in 


Zealous digging for new pros-| Clifton, N. J., for free testing of their auto engines with the DuMont TV-type Engin- 
pects should be a 24-hour daily | Scope. The free service was performed by the firm's automotive test department. Ap- 
first activity” of every salesman | proximately one third of the employes came back to the plant on their days off for the 


in the land. 


free engine analysis. 








Chevy dealers are packing ém in with 
THE GREATEST SHOW ON WORTH 








IMPALA 4-DOOR SPORT SEDAN—one of five Impalas that ting Chevy customers a new measure of their money's worth. 


Now! Big-car comfort at small-car prices... 


* * * 61 CHEVY BISCAYNE 6» « * 
the lowest priced full-sized Chevrolet ! 


The new ‘61 Biscaynes offer a full measure of Chevy quality, 
roominess and proved performance—at prices competitive with 
cars that give a lot less. Available with 6 or V8 engines, all Bis- 








cayne models share the same smartly sensible Body by Fisher 
styling and practical new dimensions found in other Chevy sedans. 
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Economy Cars Grab 
Industry Spotlight 


By DAVID J. WILKIE 


7 auto industry’s 1961 model 
year swings into full stride with 
the presentation of its newest cars 
at the opening of the National Auto 
Show in Detroit 
and once again 
the compact and 
other smaller 
wheelbase vehi- 
cles will be items 
of major interest 
and speculation. 
Here and there 
in the industry, 
the rise of de- 
mand for United 
States-made 
D. J, Wilkie smaller cars 
through the 1960 model year has 
been referred to as “the compact 
car revolution.” Probably the word 
“revolution” may be justified, but 
American auto makers sensed the 





need for a return to more econom- 
ical cars several years before they 
brought their own shorter wheel- 
base models to market. 

True, they scoffed at assertions 
that American Motors Corp.’s Ram- 
bler and the smaller imported cars 
would continue to sell increasing 
numbers of vehicles in the U. S. 
market, The smaller cars were 
feeding a fad that would soon dis- 
appear, they said. They would not 
be led into a competitive battle 
with manufacturers of the smaller 
wheelbase models until they were 
thoroughly convinced it would be a 
profitable undertaking. 

These comments were some- 
thing of a smoke screen. Behind 
the deprecatory remarks of many 
of its spokesmen, the industry 
was working feverishly to get 
into the market that was proving 
so profitable for foreign produc- 





Volkswagen Deal Opens New Building— 

From a temporary building which housed its facilities for several months, Max 
Fergus Motors, Inc. (Volkswagen), moved into this modern showroom and service 
center in Abilene, Tex. The new dealership occupies 7,200 square feet and was 
shown to Abilenians during a two-day open house celebration. 


ers and U, S, manufacturers al- 
ready in it. 

When the secret no longer could 
be concealed, the word got around 
that this or that manufacturer had 
a “crash” program under way to 
get a smaller car ready to compete 
with the highly popular smaller 
makes, Of course, things aren’t 
done that way in the auto industry, 
particularly with a project entail- 


ing an investment of hundreds of 
millions of dollars. 

Chevrolet’s Corvair, Ford’s Fal- 
con, Plymouth’s Valiant and 
Dodge’s Dart were introduced when 
their sponsors had them ready. It 
required just about as long a pe- 
riod to bring them from the draft- 
ing boards to the showrooms as it 
does any other entirely new model. 
The same was true of Comet, in- 


Here’s the measurably new, immeasurably nice ’61 Chevrolet—star attraction of the Greatest 
Show on Worth now being staged at Chevy showrooms across the country. The outside 
dimensions have been trimmed down to give extra inches of clearance for parking and 
garaging. Yet there’s still a full measure of Chevy’s comfort and convenience on the inside. 
Larger door openings (up to 6 inches wider) make an open and shut case of comfort and 
convenience all by themselves. New easy-chair seats are as much as 14% higher—just 
right for sitting, just right for seeing. And the spacious new deep-well trunk opens at 
bumper level for easy, short-lift loading. There are a whole lot of other sensationally sensible 
improvements in the new ’61 Chevy that make it, by far, the most useable, liveable, likeable 
car ever built. Which is the reason why Chevy showrooms everywhere are crowded with 
people who like what they see and are buying it! .. . Chevrolet Division of General Motors, 


Detroit 2, Michigan. 








‘G1 CORVETTE..new form and fineness 


for America’s only real sports car 


Corvette’s winging new shape is winning new friends by the 
minute. Dealers can custom-tailor the ‘61 Corvette to any 
personal requirement with the finest selection of luxury and 
performance options in the business—from silken Powerglide 
to fire breathing Fuel Injection and four-speed transmission. 
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troduced midway in the 1960 model 


year. 

It ig also true of the additional 
economy models that will be added 
to the American auto industry's 
output for the 1961 model year. 

The “impact of the compacts” 
was a big question mark at the 
start of the 1960 model year. But 


po} 
looked for in industry trade quar- 
ters generally for the new Lan- 
Tempest 
models to be 
Olds- 
mobile and Pontiac, respectively. 

Few, if any, persons close to the 
industry doubt that the new small- 
er cars will sell in profitable vol- 
ume. But there is more than a little 
speculation about which lines of 
cars will be hardest hit by their 
introduction, 

Large-scale production is planned 
in each instance and at least some 
of their sales volume must come at 
the expense of established makes. 

Approximately 10 inches longer 
in wheelbase than the Corvair, Fal- 
con and Valiant, the three new GM 
lines are not “compact” models in 
the strictest sense of the word. 

The competition they will offer 
is more likely to be felt by the 
standard-size models of Chevro- 
let, Ford and Plymouth than in 
the medium-price bracket gener- 
ally. At the same time, the lower 
levels of the medium-price area 
also could lose some volume to 
the newer models. 

Certainly, the element of self-pro- 
tection brought Buick, Oldsmobile 
and Pontiac into the economy-mod- 
el production race. One of the ano- 
malies of the situation involving 
the entire field of new, lower-priced 
cars is that in virtually every in- 
stance all the more popular body 
styles and all the more popular 
extra-cost accessories the industry 
has developed are being offered as 
options. 

The large-scale swing to lower- 
priced economy model cars prob- 
ably has been something of a “rev- 
olution” in the industry. But if 
such it was, it was fostered by a 
rebellion of major proportions 
against steadily mounting initial 
costs and the dwindling purchasing 
power of the U. S. dollar. 


New Ky. Owner 
Challenges Section 
Of Use-Tax Law 


FRANKFORT, Ky. — A lawsuit 
has been filed in Franklin Circuit 
Court here asking Judge Henry 
Meigs to declare a section of the 
state’s new sales-tax and use-tax 
law unconstitutional. 

The court action was filed by 
Stanley P. Mayer, attorney for the 
Louisville Automobile Club, in be- 
half of William A. George, Louis- 
ville, an employe of Ford Motor 
Co., who moved his residence to 
Kentucky Aug. 1 from Trenton, 
Mich. 

The new sales-tax and use-tax 
law provides that George—who 
brought his Michigan-licensed au- 
tomobile to Kentucky with him— 
must pay the 3 percent Kentucky 
use-tax on his car when he applies 
for Kentucky license plates. 

During the quarter century that 
Kentucky has imposed a use tax, 
certain exemptions were allowed 
for automobile owners moving into 
the state. These were repealed, 
however, when the 1960 legislature 
enacted the new sales and use tax. 

George’s petition states that on 
March 14 this year, while a Michi- 
gan resident, he bought his car in 
Michigan and paid that state’s 3 
percent sales tax. 

George said he then had no idea 
his employer would transfer him. 
He became a resident of Kentucky 
on Aug. 1, and a week later at- 
tempted to buy Kentucky license 
plates for his car. The Jefferson 
county court clerk refused to issue 
license plates until he paid a 3 
percent Kentucky use tax. 

The lawsuit contends that even 
if the reenacted law ig valid, 
George should not have to pay the 
tax on a vehicle purchased and 
licensed while he was a resident in 
another state prior to the effective 
date of the changed law. 


Olsen Cadillac to Move 
GARY, Ind.—Olsen Cadillac here 
will move to a new location at 5101 
E. Dunes Highway about Oct. 1. 
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Use 2 Men in the Deal, N. M. Assn. Advised... 


‘Sell Financing Separately’ 


ALBUQUERQUE.—If a dealer 
wants to increase his profits, he 
may be wise to assign the car’s fi- 
nance selling to someone other than 
the man who closed the deal, ac- 
cording to Edward C. Shaw, South- 
western Investment Co. 


In an address before the New 
Mexico Automotive Dealers Assn. 
here, Shaw said: 

“I am convinced that salesmen 
should be required primarily to sell 
the car. 

“When the car 
is sold I am 
equally convinced 
that with his 
commission made, 
he is psychologi- 
cally unit from 
that moment on 
to deal with the 
customer on an 
even keel.” 

Better profits 

ahs, could be obtained, 
he continued, by turning the cus- 
tomer over to someone more experi- 
enced in selling financing and who 
has no financial interest in the 
commission paid for the sale of the 
car. 

Shaw also urged the dealers to 
exercise better control of sales fi- 
nancing instead of “singing the 
blues about competition from banks 
and credit unions,” whose chief sell- 
ing point is rate. 

“The importance of rate to the 
customer has been magnified out 
of proportion,” he said. 

“The customer generally is inter- 
ested in being treated fairly, and 
if you look closely, you'll not find 
many who will put up much of a 
quarrel if they are satisfied other- 
wise.” 

This is not hearsay, he added, his 


GM Contributes 
$480,000 Toward 


Driver Training 


More than $480,000 was contrib- 
uted by General Motors toward the 
driver education program in the 
nation’s schools during the 1959-60 
school year, GM President John F. 
Gordon announced. 

Under GM’s driver training as- 
sistance plan, dealers are given an 
allowance for each new automobile 
loaned to schools for driver train- 
ing. This allowance helps dealers 
defray vehicle maintenance and re- 
conditioning costs. 

GM dealers representing Chevro- 
let, Pontiac, Oldsmobile and Buick 
divisions loaned 3,800 new cars to 
high schools over the country dur- 
= 1959-60 school year, Gordon 





Since GM pioneered the allowance 
plan in 1955, the company’s contri- 
butions to dealers tota] more than 
$2,700,000 and some 21,500 cars have 
been made available for driver edu- 
cation, the GM president said. 

Gordon praised GM dealers par- 
ticipating in the training program. 

“We are pleased to share with 
them the cost of this activity,” he 
said. “Their support of the high 
school driver education program 
through loaning training cars re- 
flects a sincere and constructive 
community interest.” 

GM conducts other activities in 
support of high school driver edu- 
cation, These include broad distri- 
bution of films, booklets, charts 
and other training aids. 

Early this year a new magazine, 
“American Youth,” edited especially 
for teenagers with particular em- 
phasis on safe driving practices, 
was introduced by General Motors. 


Auctioneer Sentenced 


In Repo Swindle 


HOUSTON, — A Houston auto 
auctioneer, Willard E. Cheney, last 
week drew a two-year suspended 
sentence and a suspended $500 fine 
for his part in a $464,000 swindle of 
the Texas National Bank. 

Cheney was convicted of selling 
repossessed automobiles owned by 
the bank for more than he reported 
and of pocketing the difference. 
Three others also were convicted 
and three men were cleared in 
separate trials. 





company “has learned it from ex- 
perience.” 

Shaw told of a 60-day survey of 
one dealership “to find out exactly 
how much reserve income slipped 
through his fingers and how much 
finance volume was simultaneously 
slipping through ours.” 

He said his company learned: 

Many so-called cash deals weren't. 





Bankruptcy Is Sought 


For Chevrolet Dealer 

AUBURN, Me. — Two Auburn 
firms, listed among creditors of 
Twin Town Chevrolet Co., Inc., 
South Paris, have petitioned th 
District Court in Portland to de- 
clare the auto sales concern an 
involuntary bankrupt. 

The petition was signed by the 
officials of Darling Automobile Co. 
and R. I. Mitchell, Inc., both of this 
city, and Marion H. Gyton, South 
Paris. Besides listing claims, the 
creditors contend Twin Town 
Chevrolet transferred $20,965 worth 
of automobiles to another creditor. 


a 64 





Now there’s a Corvair for practically every- 





“With some gentle persuasion and 
selling, we were able to recover 
a large number of those,” he said. 

In some cases salesmen showed 
an almost total lack of interest in 
where the customer financed his 
purchase. 

One salesman had an arrange- 
ment with a bank and an insur- 
ance agent which called for a small 
commission. 

Calling sales financing one of the 
most “sadly neglected” phases of 
the dealer’s business, Shaw made 
these recommendations: 

1. Find out if your own organiza- 
tion is selling your finance plan 
with enthusiasm. 

2. When you find out why you are 
being denied financing income, de- 
vise plans and procedures enabling 
you to take curative action. 

3. Let someone other than the 
salesman handle the financing end 
of the deal. 

Turning to business management, 
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Westminster Motors’ New Home— 

This is a sketch of the new home of Westminster Motors Co. (Chevrolet-Oldsmobile- 
Cadillac-Renauit), which is nearing completion in Westminster, Md. Twenty-seven new 
cars can be displayed at one time in the building, which uses brick, steel, concrete 
block and aluminum. There will be storage space for 75 cars and a used-car lot which 
will accommodate 50 vehicles. The dealership is headed by Edgar Honig. 


Shaw said a dealership which lacks 
capable administration is one “like- 
ly to be in trouble.” 

A dealer “should consider it an 
absolute must to make full use 
of the daily operating control,” he 
added, and rigid expense control 
measures should be put into ef- 
fect. 

“Authority should be delegated to 
as few possible, thus limiting the 
number of employes authorized to 
incur expense for the dealership,” 


tempt to understand and show con- 
sideration for their competitors, 


“You need not love your competi- 
tor, but you might find it helpful 
to exchange ideas and information 
which would not jeopardize your 
business interests.” 

He made this comment after tell- 
ing about a large Southwest town 
in which dealers, with “an admitted 
disregard for one another,” were 
getting new-car grosses approxi- 





Shaw advised. mately $150 less per new car than 
He urged dealers to make an at- other dealers in similar cities. 


more box office attractions that bring 
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Corvair 700 


now...more space, spunk and savings! 
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CORVAIR: 
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Lakewood Station W: Sa 
wagon-size job with cargo, yet handles like a charm. 


ing sooner with faster than ever cold-start 
warmup. There’s a new heater, too, that warms 








body—9 new models in all for you to choose 
from, and every one just as thoroughly thrifty 
as Chevrolet can make it! Besides the popular 
coupes and sensible 4-door sedans, there are 
two nimble Lakewood Station Wagons with 
58 cubic feet of cargo space inside (rear seat 
folded), plus another 10 cubic feet under 
the lockable hood. And there’s the new 
Greenbrier Sports Wagon that gives you up 
to twice the space you'll find in any other 
wagon in the land. 


Whatever model you choose, you can be sure 
it will treat you and your budget more 
gently than ever. Sedans and coupes have 
more room for your comfort—more room 


under the hood by nearly 12% for your lug- 
gage. Corvair’s spunkier tain air-cooled 
rear engine delivers even more miles per 


gallon than last year, and it starts you sav- 


everybody evenly (optional at extra cost). 
And Corvair is still the only U.8.-built car to 
give you the virtually flat floor, road-gripping 
traction, beautifully balanced braking and 
effortless steering that stem from its exclu- 
sive rear-engine design. 


Pick your favorite at the show from Corvair’s 
complete line of complete thrift cars. Then get 
behind the wheel at your Chevy dealer’s for a 
ride such as you’ve never experienced before! 
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Census for Mid-Fifties Shows Changes... 
Nonfranchised Dealers Up 
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: WASHINGTON.—The number of | 727,708,000. There were 1,576 im-| Central states, 10,844 with $6,178,- 
franchised passenger-car dealers| ported-car dealers doing a business| 786,000 in sales; South, 8,641 with 
dropped from 41,407 in 1954 to 38,-| of $705,381,000, and dealers selling| $5,344,957,000 in sales; West, 3,- 
555 in 1958 while their total U. S.| both domestic and imported cars| 616 with $2,878,888,000 in sales. ee ; 
sales increased only 0.9 percent. | numbered 7,408 and had sales of| Regional sales for dealers of im- Seay Sor eee 
The number of nonfranchised ee ce cu: Satie uae taal ported cars ann for Soalére in do- , 
ile- assenger-car dealers for the same| . ese 8 Stics e some in -|mestic and imported cars were wae 
lew varied rose from 20,140 to 25,331| tion of the share of the market in| withheld in order to avoid disclo- New Home for Schilling Parkway 
ete and their percent change for sales 1958, but no comparison with 1954) sure of sales by business. The num-| This is the architect's concept of new facilities for Schilling Parkway Motors (Mer- 
ich between the years was 23.1. is possible since a similar break-| per of franchised im porte d-car|cvury-Comet) dealership scheduled to open in suburban Memphis. Service area is air 
Preponderance of sales, how- down was not made at that time. | dealers was 501 in the Northeast-| conditioned. The new-car showroom is ceramic tile and the walls are finished in wal- 
— ever, went to the f ranchised deal- The number of franchised do- | orn states; 286 in the North Central | nut Panels alternating with imported, multicolored willow and oak Italian tile. The 
ers, who sold a total of $25 325,- mestic-car dealers in 1958 and | states; 318 in the South, and 471 in| outside canopy-type roof also features extensive use of Italian tile. The used-car lot 
= 753.000 in 1958 while the nonfran- | ‘Meir’ sales were divided in this | the West. is enclosed by a six-foot brick wall and indirect fluorescent lights are built into the 
chised dealers sold $2,983,491,000, | W2¥: Northeastern states, 6470 | tne number of franchised dealers | ¥®4-cor canopy. 
+i. y with $4,325,077,000 in sales; North 
ms Franchised dealers had payrolls | ————————— ioe te tk é Secctheasters: cabes: © s 
of $2,484,510,000 in 1958—a gain of| Two New Dealerships , n ; A I b T; 
on 4.2 percent, while nonfranchised - ss P 2,181 in the North Central states; a ama in a locy 
ur dealers paid employes only $154,- Open in St. Louis Area 1,947 in the South, and 1,327 in the 
317,000—a gain of 26.8 percent from| ST. LO'UIS.—Evens Oldsmobile West. 
1 1954. Co., 7733 Forsyth Blvd., Clayton,| The number of nonfranchised car r Se - ar a e 
: These are the official figures from| has been purchased by George L.| dealers by region in 1958 was 4,671 
= the Bureau of the Census, which| Carlson, a former dealer in Chi-|in the Northeastern states; 6,773 in 
ed every four years conducts a cen-| cago. the North Central states; 10,111 inj) MONTGOMERY, Ala.—Gov. John| Montgomery Advertiser, reported 
re sus of retail business. In Maplewood, a new Renault-|the South, and 3,776 in the West. Patterson’s sale of 250 of the state’s| that Mitchell Roper, of Trussville, 
xi- A breakdown of 1958 franchised| Peugeot dealership has been open-| Their sales for the same regions| used cars without bids has caused! purchased 10 automobiles for $350, 
an dealers with payrolls shows that|ed by Richard Cahill, a former of-| were, respectively, $540,992,000,| quite a bit of comment in political or an average of $35. 
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there were 29,571 domestic-car 
dealers, whose sales totalled $18,- 


Chevy dealers the Greatest Show on Worth... 
Becisicstoms fe, nde as 


‘OL CHEVY 


ficer in the St. Louis region of the 
Sports Car Club of America, 


Chevy medium-duty stake—with work-proved Torsion-Spring Ride! 


61 CHEVY STURDI-BILT TRUCKS worth more because they work more 


lower priced 4-wheel-drive models right 
on up through high-powered, high-capacity 
tandems. Look over all the ’61 models at the 
show. Then sample Chevrolet’s work - proved 
Torsion-Spring Ride at your dealer’s. 


Here are the latest editions of the trucks 
that revolutionized trucking with their load- 
saving, road-paving independent front sus- 
pension. At Chevrolet’s exhibit you’ll find 
tightwads in every Chevy weight class. New 


$810,617,000, $1,073,436,000 and $558,-| circles. 
Grover C. Hall jr., editor of the 


446,000. 
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“Another was a ’55 Cadillac lim- 
ousine, well used in the Folsom 
administration, sold for $500 to 
Grady Barnette, of Birmingham,” 
he continued. 

“William E. Hines, a Mobile 
liquor agent, bought 13 cars— 
seven 1957 Fords, one 1956 Ford, 
three 1958 Fords and two 1955 
Plymouths—for a total price of 
$1,445. 

“Last February Hines bought 12 
other cars, these having been paid 
for with checks signed by Bill 
Clarke, the governor’s Mobile 
County campaign manager. 

“The largest purchaser at the 
state’s used-car lot has been Guy 
Fry, of Tuscumbia, who does busi- 
ness as Guy Fry Used Cars and 
Gija & Co. 

“Last July he bought a 1957 
Chevrolet, 34 trucks (some models 
as old as 1947), three station wag- 
ons and a tractor blade for $1,900. 
Before that, he had bought 84 
items, including 70 trucks, for 
$4,420. 

“Fry’s most recent purchase 
was of 32 items—including six 
trucks, one automobile, seven 
mower tractors, five rotary cut- 
ters and a variety of other pieces 
of used equipment—for a total 
of $580. 

“Robert T. Sawyer, of Excel, 
bought 14 Fords, four Chevrolets, 
two Mercurys, three Plymouths 
and a DeSoto, these 24 cars costing 
him $3,385. 

“To Alphonse Parker of Fair- 
hope, for $680, went three 1958 
Fords, one 1956 Ford and one 1958 
Chevrolet. 

“This is not all, but it is enough 
to illuminate the fact that under 
Alabama law a governor can, by 
declaring an item surplus, sell it 
for nothing or cast it into the 
river,” Hall declared, 


Florida Dealers 
To Be at Sea 


For Convention 


MIAMI.—The 1960 convention of 
the Florida Automobile Dealers 
Assn, will be held in conjunction 
with a Caribbean cruise Oct. 28- 
Nov. 2. 

Dealers and their families will 
sail aboard the SS Henseatic, a 
30,000-ton, air-conditioned ship 
which will stop at Jamaica and 
Haiti. 

Speakers will include James C. 
Moore, executive vice-president of 
the National Automobile Dealers 
Assn.; W. Randolph Hodges, presi- 
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NEW CORVAIR 95 TRUCKS 
+ 4 4 et h 
Three Corvair 95 truck models — two pickups and a panel — join 
Chevy's '61 fleet, each one with more cubic capacity than a con- 
ventional half-tonner. Yet they measure more than two feet shorter 
from bumper to bumper! They're experts at jockeying king-size 
cargoes into pint-size parking places. Experts at saving, too, with 


an air-cooled rear engine that uses less gas and never, never 
uses water or antifreeze. This one you've got to see. 


dent-elect of the State Senate, and 
William V. Chappell, speaker-elect 
of the State House of Representa- 
tives. 

J. Saxton Lloyd, Daytona Beach, 
honorary director and member of 
FADA, will be nominated for the 
Benjamin Franklin Quality Dealer 
Award. 

“We had considered holding one 
of our annual conventions on board 
a ship before,” said Walter C. Mal- 
lory, general manager of FADA, 
“but this wag the first time a ship 
adequate to our purposes was avail- 
able from a Florida port.” 
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RAMPSIDE — wide, ruggedly built side 
gate forms a ramp for easy no-lift ioading! 








(Each of these is a U. S. Royal LOWPROFILE Tire) 





Can you tell 
which one 
elfelame 
“make the grade’? 
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Here’s why the top 1961 cars 
choose U.S. Royals! 
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ELECTRO-PNEUMATIC device AUTOMATIC COMPOUNDING of OUT-OF-BALANCE TIRES are PRESSURE-TEMPERED to re- 
measures variations in rubber assures uniform rejected automatically, by a lieve and equalize the work- 
“roundness” of tires to 47- batching, greater safety special machine, with unerr- ing strains in the cured tires 
thousandths of an inch. and much longer wear. ing accuracy. ... and to assure uniformity. 


The naked eye can’t spot the difference ... but the 
“Uniformity Sorter” rejected one of these tires. This 
is another of the 234 different quality controls that 
safeguard the quality and assure the uniformity of 
U.S. Royal “Low Profile’ Tires. And it’s another 
reason why car manufacturers, dealers and buyers all 
agree that these tires do most to enhance the safety, 
feel and appearance of the best new 1961 cars. 


*"Low Profile” is United States Rubber Company's trademark for its lower, wider shape tire. 


U.S.ROYAL LOW PROFILE’ TIRES 


United States Rubber 


Rockefeller Center, New York 20, N.Y. 
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How Chrysler Meets 
Engineering Challenge 


By Joseph M. Callahan 
Engineering Editor 
a Chrysler engineering competes with General Motors 
and Ford engineering despite the fact that these com- 
panies have three and two times as many engineering people, 


ee ae and several 
other interesting subjects 
were discussed recently by Alan 
Leofbourrow, director of engineer- 
ing for Chrysler. 

In an Automotive News interview, 
Loofbourrow said people were often 
amazed to learn that Chrysler’s 
Central Engineering Division has 
only 5,300 people now, even though 
this division has to do the engineer- 
ing for about the same variety of 
vehicles that are marketed by GM 
which has some 15,000 engineering 
people and by Ford which has 
about 10,000. 

He asserted that this is pos- 











HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION. LOCKPORT. 


sible mostly because practically 
all the corporation’s engineering 
is done at one spot, the Central 
Engineering Division in Hig h- 
land Park, Mich., and because 
Chrysler has many of the most 
capable and efficient engineers in 
the country. 

In addition, he said that the di- 
vision’s efficiency was increased in 
the past year, even though its man- 
power was reduced from a peak of 
5,500-5,600, by further “consolida- 
tion of our facilities.” 

Bluntly asked what his job con- 
sisted of, Loofbourrow explained, 


For over fifty years, Harrison Radiator Division of 
General Motors has pioneered, perfected and produced 
reliable heat transfer equipment for the automotive 
industry. Reliability is a reali 


“My boss is Paul Ackerman, engi- 
neering vice-president. In a sense, 
both of us do the same thing. 

“My job is to direct the engineer- 
ing operations and to act in the 
absence of the engineering vice- 
president. He is more concerned 
with the relation of engineering to 
the overall corporation, while I’m 
more concerned with the technical 
management of the division.” 

*” * + 


Trend to Economy 


ae up the question of new 
engineering trends, he said, “It 
has become apparent from our 
market surveys and other sources 
that economical factors are becom- 
ing more important to the car 
buyer. Formerly, appearance was 
the big thing. Now, the top three 
or four most desirable items have 
to do with economy—operating 
costs, initial cost, ease of servicing 
and so on. 

“Appearance hasn’t lost all its 
punch, but other factors are enter- 
ing in. People want solid transpor- 
tation. I don’t mean they want 
austerity, but economy and size 
factors have to be considered. 


market will evaporate, although 
the cars may become smaller.” 
According 


market. 
* * + 


Customers’ Questions 


LABORATING on his earlier 

point, Loofbourrow said, “Func- 
tionalism is taking on more mean- 
ing. Customers are now questioning 
why a certain thing is on a car, 
if they don’t see a real reason for 
it to be there. New features need 
like the automatic 
transmission, power steering and 


a real worth, 


power brakes. 


“I think this is characteristic of 
the present American way of life. 
People want increased luxury and 
they’re willing to pay for it, but 
they'll rebel if they don’t see the 


reason for something.” 
“Last year, we got a good idea 
of how our cars performed in 


“However, not everyone wants | regard to economy and perform- 
a Vo or Dauphine (Re- | ance. The gas economy of our 
nault), I don’t think the large car | cars was generally better than 


GM HARRISON 
OFFERS THE MOST 
EXACTING DEGREE OF 





ty at Harrison. Reliability 


from idea to end-use, based on scientific controls that 
cover every roe oO ee development and manu- 


facturing . 


+ prove 


by millions of motoring miles. 


Your company and your customers can benefit from 
this Harrison heat-transfer experience in the automo- 
tive field. So, if you have problems with temperatures 


.-- passenger comfort or vehicle efficiency. . 


-look to the 


leader in reliability. Look to Harrison for the answers. 
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to Loofbourrow, 
Chrysler is keeping abreast of this 
trend by (1) getting better econ- 
omy of operation in its vehicle, (2) 
simplifying its products, (3) mak- 
ing them easier to maintain, and 
(4) bringing out more cars (Dart, 
Valiant and Lancer) in the lower- 
priced, high-volume portion of the 





the rest of the industry and the 
performance was as good or bet- 
ter. We think this is pretty 
worthwhile because economy and 

performance ‘fight’ each other.” 
He said that further improve- 
ment in gasoline economy now is 
a matter of small bits and pieces— 
the proper attention to several 
hundred small details in the engine 
and the drive train. 
* * * 


Changes Coming 


asked if this trend to 
more functional automobiles 
would mean that fewer new fea- 
tures would be introduced in the 
future, he said he didn’t think so, 
adding that Chrysler Corp. will add 
new and useful features as rapidly 
as they are ready. 

ian, acknowledging that econ- 

and performance generally 
“fight” each other, Loofbourrow 
cited Chrysler’s three-speed auto- 
matic transmission as a rare ex- 
ception to this since it gives both 
economy and performance that are 
superior to that of the two-speed 
transmission. 

He said that Chrysler brought 
out its two-speed transmission 
primarily to satisfy the market 
for this lower-cost unit, even 
though the three-speed transmis- 
sion actually has better economy 
since it permits the use of lower 
axle ratios and lower engine 


speeds. 

Implying that Chrysler will soon 
be dropping its two-speed transmis- 
sion, he said, “Of course, we all 
know that the more choices you 
offer a customer, the better chance 
you have of not pleasing him.” 

* ” * 


Manufacturing Gains 

ci: questions and answers in 
the Loofbourrow interview are 

as follows: 

Question: How’s Chrysler Corp.’s 
manufacturing coming? 

Answer: Going to unitized bod- 
ies was a very substantial change 

for us. We went through this 
conversion and came out quite 
well, considering the problems we 
had. For example, we built as 
many cars in the first eight days 
of the 1961 model run as we did 
in the first 30 days of the 1960 
run. 

Question: What do you think of 
the ceramic muffler? 

Answer: It could be the answer 
to the muffler situation, but the 
ceramic coating is a very brittle 
material and if it breaks off at one 
spot, the area would be subject to 
severe corrosion. Basically, it’s a 
very worthwhile forward step, but 
you still have to protect the tail- 
pipe and the exhaust pipe. It’s also 
good for a lot of advertising mile- 
age. However, our aluminized muf- 
flers are also considerably better 
than they were three years ago. 

* ok * 


Air Suspension Out 


UESTION: Do you expect to see 

air suspension revived in the 
future? 

Answer: I doubt that air suspen- 
sion will return. I was one of the 
few who felt that it never even 
would get off the ground, and we 
didn’t do too much on this. We’re 
quite happy about our Torsion-Aire 
suspension because it substantially 
reduces the front corner loading on 
our cars. The load is carried back 
to the strong structure at the toe 
board, reducing shake and harsh- 
ness. 

Question: Why are your alumi- 
num engine blocks being brought 
out so slowly? 

Answer: We want to be dead 
sure they’re right; we have to 
work out the precise manufactur- 
ing technique. We’re going to 
build the blocks slowly and care- 
fully. This isn’t an experimental 
project — they’ll all be of top 
quality. 

In conclusion, Loofbourrow, who 
has had more than a dozen jobs at 
Chrysler Corp. during the 25 years 
in which he has moved up from the 
mechanical laboratory to the num- 
ber two engineering post in his 
company, was asked what helped 
him the most in his advancement. 

He replied that probably the most 
important thing for him was “to 
learn my way around the corpora- 
tion, and to determine who could 
do a job and who couldn't.” 


Hutton to Open New Deal 

MEMPHIS.—C huck Hutton Co. 
has leased a site at 2870 Poplar, 
where it plans to open a new Dodge 
dealership this fall, 
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Lawsuits Affecting Dealers ... 


Court Decisions 





By Leo T. Parker 

Attorney at Law 
OR some time, in fact for three 
years, I have carefully reviewed 
new higher-court law suits reported 
in the Advance Sheets of all higher- 
court decisions rendered in the 

whole United States to discover a 

new decision which answers a legal 

question often asked by automobile 
dealers, substantially as follows: 

“What legal rules can an automo- 

bile dealer depend upon to know 

definitely whether or not an agency 
agreement or contract made with 

a manufacturer’s representative is 

valid and enforceable?” 

Last month, a higher court rend- 
ered a decision which apparently 
importantly answers various as- 
pects of this legal question. 

Also, this higher court held that 
a salesman may have in his pos- 
session a contract already signed 
by his employer and with blank 
spaces to be filled in by the sales- 
man yet this filled-in contract sign- 
ed by the automobile dealer is not 
valid and enforceable, unless (1) 
the automobile dealer proves con- 
clusively that the manufacturer or 
employer authorized the salesman 
to fill in the blank spaces, or (2) 
the automobile dealer proves that 
the manufacturer or employer did 
some act which justified the auto- 
mobile dealer to believe that the 
salesman had proper and legal au- 
thority to make a binding contract 
for his employer. 

For illustration, in Monte Carlo 
Motors vs. Volkswagenwerk, 
G.M.B.H. 1 California Rep. 920, 
the testimony showed facts, as 
follows: A man named Lange 
was arepresentative of the 
Volkswagenwerk. One day Lange 
met Whittington, president of 
Monte Carlo Motors, Inc., and 
stated that he was interested in 
the possibility of giving the 
wholesale distributorship of 
Volkswagens to the Monte Carlo 
Motors. 

Lange requested and received in- 
formation about the financial as- 
sets of the Monte Carlo Motors. 
Later, Lange met Whittington and, 
as alleged by the lawyer represent- 
ing Monte Carlo Motors, made an 
oral agreement to provide a con- 
tract giving Monte Carlo Motors 
the exclusive agency to Volkswag- 
en in this area. 

oe * * 


Lange Sees Form 

Ate Lange exhibited a printed 
form of “Distributor’s Agree- 

ment” signed by the Volkswagen’s 

general manager in Germany, with 

a blank for the insertion of the 


Detroit Considers 
New Ordinance on 


Used-Car Dealers 


DETROIT.—A new ordinance 
covering used-car dealers, auto- 
parts dealers and the wrecking of 
automobiles has been proposed here 
and a hearing called for next Mon- 
day (Oct. 10). 

The city attorney’s office said 
the new ordinance is the same as 
the regulation that it replaces with 
terms brought up to date and the 
descriptions of the three types of 
business clarified. 

The one new item in the ordi- 
nance sets forth specifications for 
used-car lots, according to the city 
attorney’s office. 

The section on used-car locations 
would require that lots have a mini- 
mum of 30 feet of frontage and 
have a minimum of 2,400 square 
feet of space to properly display at 
least 12 vehicles. 

The lots must comply with gen- 
eral zoning ordinances, have curb 
cuts for driving vehicles on and 
off and be covered with concrete, 
asphalt, crushed rock or some other 
hard surfacing material. 


The section also would require 
that a permanent building be 
erected on each lot and that the 
lot be separated from adjoining 
property by a suitable fence or 
other barrier. 





















name of Monte Carlo Motors to 
the contract and its signature. 
Lange promised that, on his return 
from a trip in the South, he would 
fill in and deliver the contract to 
Whittington. 


Then Monte Carlo Motors pro- 
ceeded to expend considerable 
money in making alterations of 
its real estate and otherwise in 
contemplation of having the ex- 
clusive agency for the Volks- 
wagens. On his return, however, 
Lange stated that he had decid- 
ed not to give the agency to 
Monte Carlo Motors. The latter 
sued the Volkswagenwerk for 
heavy damages. 

The jury awarded Monte Carlo 


Motors $145,000 damages on the 
grounds that Volkswagenwerk was 
responsible for Lange’s agreements 
and promises since the latter had 
permitted Lange to carry with him 
the agency contract signed by 
proper officials of the Volkswagen- 
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As it is with the Mackinac Bridge, the frame—or skeleton—is a vital part of modern pas- 
senger cars and trucks—is, in fact, the backbone of the vehicle. And, when all of the factors of 
rigidity, durability and load support are considered, the separate frame provides many important 


werk and with blank spaces to be 
filled in by Lange. 
* 


Ruling Reversed 


| higher court reversed the 
jury’s verdict and held the 
Volkswagenwerk not responsible 
nor liable on the contract and 
promise made by Lange. This court 
said: 

“The mere possession by Lange 
of a contract executed by defend- 
ant (Volkswagenwerk) with 
blank spaces unfilled was not 
sufficient to constitute an estop- 
pel to deny his authority to fill 
them in such a manner as to 
constitute a contract with plain- 
tiff. Whittington had knowledge 
that the principal (Volkswagen- 
werk) had not filled in the blanks 
before signing the document.” 
This higher court went on to ex- 

plain that, where an automobile 
dealer knows that there are blanks 
in a contract which a manufactur- 
er’s agent can only fill in if his au- 


thority is in writing, the mere pos- 


session of such incompleted docu- 
ment by the agent does not make 
the manufacturer responsible 
where, without further authority, 
its agent fills in the blank spaces. 


_ 





advantages over the unitized concept. 


The separate frame benefits both car manufacturer and car owner. It’s safe, absorbs road 
shocks with less noise transfer, offers more resistance to stresses and strains. The separate frame 
allows for flexibility as well as quick design changes—and it permits body repairs and replacements 


at lower cost. 


The separate frame is not a static unchanging structure. Through the years its design has been 
constantly revised to meet new requirements for passenger comfort and safety. It will continue 
to be adapted to new driving and styling trends as they occur in the future. 

For over 50 years Parish has been a leading producer of frames for passenger cars. We will 
be happy to place our extensive facilities and product know-how at your disposal in connection 
with any automotive frame or structural problems you may have. 


PAHISH 


PRESSED STEEL 


DIVISION OF DANA CORPORATION ¢ 





FOR STRENGTH 


YOU CAN’T BEAT A 
~\_ PROPER FRAME! 
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New Station Wagon for Austin— 


This Farina-styled Austin A-55 Cambridge Countryman has been unveiled by British 
Motor Corp. The four-door, all-steel bodied station wagon has an overall length of 14 
feet 10% inches. With the rear seat in the normal position, the unit is a 4/5 seater 
“with a great deal of luggage space behind.” With the rear seat folded forward, the 
A-55 then becomes a load carrier*with room for three persons on closely fitting, indi- 
vidually adjustable front seats. A further manipulation of the rear seats permits the 
rear of the wagon to be used as a sleeping compartment. 


AND SAFETY... 


READING, PENNSYLVANIA 


median age of 
household head, 42 
—just about the 
lowest of any 
general weekly 











Almost as many two-or-more car households (47.38%) 
as one-car households (47.5%)— 


17,108 was the average mileage driven last year per 
car-owning household— 


950,000 families of the kind who set the pace, spark 
the trends, get around, talk up what they buy 


Fourth among all magazines (P.I.B., first half, 1960) 
in pages of passenger car advertising — 


Your most colorful editorial setting for selling new 
cars, against a background of lively activity— 


But your most important reason of all for advertising in SPORTS 


ILLUSTRATED is the age-to-income ratio. To put it simply, these 
families have more money, at an age when they can enjoy it more. 
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A Plan for Selling ee 


TAMPA, Fla.— Eddie Lopez, a 
salesman with an outstanding rec- 
ord at Hawk Plymouth here, says 
“every day is selling day” to him. 

Here, in his own words, is how 
he explains his consistency: 

“One of the reasons many sales- 
men have sales peaks and then 

those profitless valleys is due to 
the lack of planning. They will 
work very hard to build up a 
prospect list and then drop their 
prospecting altogether and work 
on closing as many of these pros- 
pects as they can as quickly as 
possible. 


“All of a sudden they wake up 
and find they have no prospects to 
work. They have to spend a week 
building a list up again. In the 
meantime, their paycheck is mighty 
small. 

“I try to prevent this by spending 
some time every day prospecting. 
I usually pick my five best pros- 
pects each morning and then go 
out and try to close them. Five 
prospects is the most I will work 


IN CHATTANOOGA, TENNESSEE 


The FRIENDLY Group's 


WRGP-TV 


More to see on channel 3 with NBC 






*FIRST CHOICE of more people, more times 
than any other Chattanooga TV station. That’s why 
you'll tell more and sell more on WRGP-TV in 
Chattanooga, dominating 60 counties in Tennessee, 
Georgia and Alabama where over a million people 





How a Star Does It 





in one day unless something un- 
usual happens. I use the rest of the 
day to build my prospect list again. 

“Less than 20 percent of my sales 

come from walkin traffic. Even the 
best closer in the world couldn’t 
make a living by just waiting for 
people to come in and buy. 

“My prospecting method starts 
with the customer I just sold. I 
work on the theory that he pays 
my salary and I treat him accord- 
ingly. I write a thank you letter 
to every customer and I phone 
him periodicall 


y to make sure 
he’s satisfied, 

“I always suggest he contact me 
if any problems develop so I can 
see that he gets special attention 
in the shop. Sometimes I even send 
flowers to the ladies on their birth- 
day and little things like that. 

“This extra time I spend keeping 
my customer happy has been profit- 
able. My repeat business is excel- 
lent and growing all the time. And 
these same people go out of their 
way to let me know when their 


YOUR 


BEST 
FRIEND 
IS 


IN CHATTANOOGA: 
Harry D. Burke—OX. 8-1505 
IN NEW YORK: 

Lee Gaynor—OXford 7-0306 
Represented Nationally: 
Avery-Knodel, Inc. 


spend 800 million dollars annually. 


*March, 1960, A.R.B.: April, 1960, N.S.I. 


Member The FRIENDLY = i) John J. Laux, Exec. Vice-President 


PRODUCT'S 


friends and relatives are ready to 
buy a car. I believe about 80 per- 
cent of my sales are referrals or 
repeats. 

“The key to this referral business 
is making a sincere effort to see 
that your customer gets full satis- 
faction from his car. If you do a 
good job at this, your customer will 
want to help you find other pros- 
pects.” 


Rambler Assembly 
Slated in Australia 


DETROIT.—Rambler carg will be 
built in Australia beginning in Jan- 
uary, American Motors Corp. an- 
nounced. 

A licensee contract has been 
signed by William S. Pickett, direc- 
tor of automotive export of AMC, 
and W., J. Balchin, managing direc- 
tor of Australian Motor Industries, 
Ltd., Port Melbourne, Australia. 

Major parts of the cars will be 
shipped from American Motors’ 
plant in Kenosha, Wis., for assem- 
bly in Australia. Other parts and 
components will be locally produc- 
ed and the total percentage of 
Australian-made parts will increase 
in the future, Pickett said. 
























New Spare Tire— 

This is the new spare tire developed by 
General Tire & Rubber Co. At left is the 
flat, rolled-up spare as it is carried in the 
car, At right the Spare Saver has been 
mounted over a flat and inflated with car- 
bon dioxide. 


Malcom Dodge Opens 


FULLERTON, Calif—Malcom 
Dodge has opened sales and service 
facilities at 201 S. Harbor Blvd. 
The firm has more than 44,000 
square feet of showroom and serv- 
ice area, according to John M. 
Cochrane, president. 





Airless Flat Spare 
Is Developed 
By General Tire 


AKRON.—General Tire & Rubber 
Co. has developed a new concept 
in a fifth tire, an answer to the 
bulky and hard-to-install spare. 
Called the Spare Saver, it’s design- 
ed to have space, work and worry. 

The inventors are Calvin M. 
Bolster, coordinator research and 
development; Paul O. Pfeiffer, di- 
rector of central development, and 
Joseph P. Kaenan, project engineer 
of central engineering department. 
The United States Patent Office is- 
sued Patent 2,950,751 entitled 
“Emergency Tire,” to General Tire. 

When not in use, the Spare Saver 
resembles a large inner tube which 
can be rolled up and fitted com- 
pactly into any nook of the trunk. 
Tt can also be rolled out flat on the 
floor of the trunk, 

The Spare Saver weighs 14 
pounds in the 7.50x14 size. Here’s 
how it works: 

1. The car is jacked up with a 
conventional jack. 

2. The valve in the flat tire is un- 
screwed, allowing the remaining air 
to escape. 

3. The Spare Saver is slipped 
over the flat and is then inflated 
with the carbon-dioxide bottle 
which accompanies it. This infla- 
tion takes about three minutes. The 
car is then jacked down. 

While General Tire engineers de- 
signed the Spare Saver to travel 
500 miles safely, it held up per- 
fectly, both in safety and perform- 
ance, in a 2,000 mile test at 50 miles 
per hour, the company said. 

Though 50 MPH is the recom- 
mended maximum speed it should 
be driven, the Spare Saver came 
through tests at speeds up to 80 
MPH, they said. 


Missouri Reps 
Named for NADA 
Line-Group Talks 


JEFFERSON CITY, Mo.—Deal- 
ers who will represent their lines 
next January at the National Au- 
tomobile Dealers Assn. convention’s 
make committee meetings have 
been announced by C. A. Gilbert, 
president of the Missouri Automo- 
bile Dealers Assn. They are: 

Capmiitac: G. V. Boyer, Galen 
Boyer Motors, Inc., Independence. 

Cuevro.tetT: Les P. Francis, Fran- 
cis Chevrolet Co., Overland. 


Curyster: M. A. Dorn, M. A. 
Dorn Motors, Inc, Richmond 
Heights. 


DeSoto: Al Fuchs, Goddard Mo- 
tors, Inc., Jennings. 

Dopce: Art Langenberg, 
Motors, Inc., St. Louis, 

Forp: R. G. Bentrup, Broadway 
Motors, Inc., Kansas City. 

Imports: Art Bunker, Art Bunk- 
er Motors, Inc., Kansas City. 

LincotN-Mercury: Bill Greer, 
Thompson-Greer Motor Co., Seda- 
lia. 

OutpsMmosiLE: R. S. O'Neill, Green- 
lease-O’Neill, Inc., Kansas City. 

PiymoutH: L. M. Stewart, L. M. 
Stewart, Inc., Clayton. 

Pontiac: Bob Armacost jr., Arm- 
acost Pontiac, Inc., Kansas City. 

Ramsuer: Charles Johnson, Char- 
les Johnson Motors, Inc., Ferguson. 

SrupgeBAKER: Ben Lindenbusch, St. 
Louis. 

Buick will be represented by Gil- 
bert, who heads Gilbert Buick, Inc., 
St. Louis. 


Vicart 


Downtown Chevrolet Names 


General Sales Manager 

CLEVELAND.—Carl LaCava has 
been named general sales Manager 
of Downtown 
Chevrolet Motors, 
Inc., according to 
Wil Haas, secré- 
tary-treasurer. 

A former Gen- 
eral Motors Corp. 
dealer, LaCava 
returns to Down- 
town where he 
established a na- 
tional one-month 
sales record in . P 
1953. He formerly Cart LaCava 
was a top sales executive with the 
White-Allen Chevrolet organization. 
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Corvair Adds Station Wagons... 





Chevrolet Is Shorter, Narrower 


What's New: 


Chevrolet: New body and inter- 
ior styling . . . Impala two-door 
sedan added ... greater selection 
of four-door wagons ... narrow- 
er transmission tunnel . . . more 
usable luggage space. Corvair: 
New station wagon and sports 
wagon ... 14-gallon gas tank 
- .. hot-air heater . . . spare tire 
moved to engine compartment 
- . . 98-horsepower engine offered. 
Corvette: Restyled deck and rear 
quarters. 

* ok + 

A NEW body for Chevrolet and 
station wagons and important 
mechanical changes for Corvair are 
among the features of the new 
models dealers placed on display 

last week. 
Chevrolet also has a new frame 
and new interior styling. The divi- 
sion declares that “prime emphasis 


has been placed on functionalism 


with thrift.” 


The ’61 models are 1.5 inches 
shorter and 2.4 inches narrower 
than last year’s. They are easier 
to enter and have higher seats 
and better visibility. Wheelbase 
is 119 inches, and the cars are 
209.3 inches long and 78.4 inches 
wide. 

Luggage space has been increas- 
ed by relocating the spare tire, and 
the trunk loading level has been 


repositioned to protect it from hard 
bumps and flying stones. 

The ’61 Chevrolet features a new 
grille, windsplits on the fenders 
and a sculptured line that extends 
the length of the car just above 
the door handles. The windshield 
dogleg has been eliminated, and the 
rooflines and rear-end design are 
new. 

An Impala two-door sedan has 
been added, and the station 
wagon line now consists of half 
a dozen four-door models. There 
are six-passenger and nine-pas- 
senger Brookwoods, Parkwoods 
and Nomads. 

Chevrolet’s six-cylinder engine is 
a 135-horsepower, 235.5-cubic-inch 
unit. The regular V-8 displaces 283 
cubic inches and develops 170 
horsepower—230 with power pack. 
Also available is a 348-cubic-inch 
V-8 with horsepower ratings of 250 
to 335. 

* + * 

OINING the Corvair lineup are 

Lakewood station wagons in the 
500 and 700 series and a Greenbrier 
sports wagon which has a van- 
type body similar to that of the 
Volkswagen Micro-Bus. 

The Lakewood is a conventional 
four-door wagon with a folding 
rear seat. With the seat down, en- 
closed load space is 6% feet long. 
The body adds 58 cubic feet of 
cargo capacity to the 10 cubic feet 

























unit, and there are two Corvair 
pickups on the 95-inch wheelbase. 
* * * 
HOT-AIR heater is offered in- 
stead of last year’s gasoline 
type. The gas tank has been en- 
larged from 11 to 14 gallons, and 
underhood luggage space has been 
increased by moving the spare tire 
to the engine compartment. 
Displacement of the Corvair en- 

gine has been boosted to 145 
cubic inches with horsepower 
choices of 80 or 98 in specified 
models, A four-speed manual 
transmission is offered as an op- 
tion. 

Corvette, Chevrolet’s fiberglass- 
body sports car, has,a new deck 
and rear quarter panels for a trim- 
mer, fleeter appearance. 

Other features include a new un- 
derbody which slims the transmis- 
sion tunnel, better engine cooling 
and an aluminum case for the op- 


*61 Chevrolet Has New Body— 

Chevrolet's new body has a sculptured line that extends the length of the car just 
above the door handles. Wheelbase remains at 119 inches, but the new models are 
1.5 inches shorter and 2.4 inches narrower than the ‘60s. 





















tional four-speed transmission. 
* + * 
ERE is Chevrolet’s model lineup 
for 61: 

Corvair 500— four-door sedan, 
club coupe and four-door two-seat 
Lakewood station wagon. 

Corvair 700— four-door sedan, 
club coupe and four-door two-seat 
Lakewood station wagon, 

Monza club coupe and Greenbrier 
sports wagon. 

Biscayne—four-door sedan, 


under the hood. 

The Greenbrier has six doors— 
one on each side of the driver’s 
compartment and double doors at 
curb side and at the rear. Side 
and rear doors open 180 degrees. 

As a bus, the Greenbrier can 
carry nine persons and 250 pounds 
of luggage or six persons and 700 
pounds. With a single seat, cargo 
space totals 175 cubic feet. 

Wheelbase of the Greenbrier is 
95 inches, compared with 108 inches 
for other Corvair passenger cars. 
A panel body version of the Green- 
brier is available as a commercial 


lowered. 
* * * 
BRAKES have been improved, 
and the electric windshield wip- 
ers overlap. The gas tank has been 


* * * 





By Chrysler Aide... 





Spare Tire in Rear— 


The spare tire has been moved to the 
engine compartment on Corvair sedans 
and coupes. Other changes include a man- 
val choke, a hot-air heater and a 14-gal- 
lon gas tank instead of last year's 11- 
gallon unit. 


DETROIT.—Federa] tax depreci- 
ation reform that realistically rec- 
ognizes technological progress and 
changing price levels is needed 
quickly to strengthen the country 
for the international competitive 
struggle of the 1960’s, Frank V. 
Olds, assistant comptroller of 
Chrysler Corp., said here. 

Speaking before the Michigan 
state convention of the Independ- 
ent Accountants Assn., Olds un- 
derscored the need for legislative 
action on tax policies dealing 
with depreciation of machinery 
and equipment. 

“Our federal government should 
move quickly to strengthen the 
country — through depreciation tax 
reform—for the international com- 
petitive struggle of the 1960's,” he 
said. “It should move toward the 
goal of allowing business sufficient 
deductions before taxes to replace 
its worn-out or non-competitive 
equipment at today’s cost—not at 
what it cost 15 or 20 years ago 
under completely different condi- 
tions. 

“In drawing up and enforcing tax 
legislation governing depreciation 
the government still tends to think 
primarily about the length of time 
it takes to tire out a piece of iron, 
and not about the ever-shorter 
length of time it takes a competi- 
tor—domestic or foreign—to make 
today’s equipment hopelessly inade- 








Wider Doors— 


Elimination of the windshield dogleg 
makes the ‘61 Chevrolet easier to enter 
and leave. Seats are higher and visibility 
has been increased. 








Corvair Lakewood Wagon— 

The Corvair Lakewood station wagon has 58 cubic feet of cargo capacity when the 
second seat is folded down. There's an additional 10 cubic feet under the hood. The 
spare tire is in the front compartment on station wagons. 





Depreciation Reform Urged 



































two-door sedan and two-door util- 
ity sedan. 

Bel Air—four-door sedan, two- 
door sedan, four-door hardtop and 
two-door hardtop. 

Impala—four-door sedan, two- 
door sedan, four-door hardtop, two- 
door hardtop and convertible. 

Station wagons—four-door two- 
seat Brookwood, four-door three- 
seat Brookwood, four-door two-seat 
Parkwood, four-door three-seat 
Parkwood, four-door two-seat 
Nomad and four-door three-seat 
Nomad. 

Corvette—convertible coupe. 


Corvair Greenbrier Sports Wagon— 

An addition to the Corvair line is the Greenbrier sports wagon, a 95-inch-wheelbase 
vehicle with a van-type body. It can carry nine passengers and 250 pounds of luggage 
or six passengers and 700 pounds. A panel body version called the Corvan will be 
merchandised in the commercial field. 



















































quate,” he added. 

In the long run, Olds said, a sat- 
isfactory solution to the deprecia- 
tion problem can be obtained only 
by the adoption of some method 
of price-level depreciation. 

Such a method, he said, would 
adjust the annual depreciation 
charges by the price-level change 
between the year of depreciation 
and the year of acquisition, 

In describing how a true price- 
level method would work, he said 
“depreciation charges exactly equal 
the replacement cost of retirements 
on an annual basis.” 

“The tax dollars that would be 
provided would in part enable U.S. 
business to replace obsolete ma- 
chinery and equipment and make 
it fully up-to-the-minute and ready 
to compete in the world market,” 
he added. 

Olds noted that technological 
progress and inflation both must be 
taken into consideration in deter- 
mining necessary depreciation al- 
lowances. 

The minimum purpose of a de- 
preciation program, he said, is to 
provide replacement funds suffici- 
ent to replace assets of a business. 
He said “commonly accepted meth- 
ods of depreciation have in the 
past substantially overstated profits 
by failing to make adequate allow- 
ances for depreciation.” He esti- 
mated depreciation deficiencies at 
about 20 percent a year for a typi- 
cal manufacturing business. 

“Without adequate capital for re- 
placement of facilities, there can 
be no timely stemming of the irre- 
sistible march to the junk pile of 
America’s superior industrial ma- 
chine.” 

Olds urged accountants to imple- 
ment new depreciation methods to 
help brighten the production pic- 
ture of the U. 8. 


Olds said that the U.S, must rec-| Corvette Has New Rear Styling— 
ognize the problem of the “short- 


age of capital funds,” and the need A new deck and rear quarter panels give the ‘61 Chevrolet Corvette a trimmer, 
for “speedy recovery of investment | fleeter appearance. The transmission tunnel has been lowered and a four-speed gear- 
funds for reinvestment.” box is offered. The fiberglass-body sports car is in its eighth year of production. 


Corvair Has 8 Models for '61— 

Corvair has expanded to eight models with the addition of a pair of Lakewood 
station wagons and the Greenbrier sports wagon. Also offered are Series 500 and 700 
four-door sedans and club coupes and the Monza sports coupe. 








THE BIG PAYOF} 





THE TRUCK TRIU 


GMC Dealers were promised great things a year ago—and they got them! Trucks that 
revolutionized the industry. Trucks with the big breakthroughs in engine, chassis and cab 
engineering. Trucks with exclusive V-6 and Twin-Six power. Trucks that haul up to one 
ton extra pay load, plus scores of other advanced features. 





Right now these proved trucks are paying off big for GMC Dealers...paying off in bigger profits | 
with the biggest sales advances they have ever had. And the future never looked brighter. | 


A limited number of profitable GMC franchises are available to qualified businessmen. 
For complete information, write General Sales Manager, GMC Truck & Coach Division, 
Pontiac, Michigan. 


From %-ton to 60-ton . . . General Motors leads the way! 








PH OF THE 60s! 


seve) THE TRUCK 
GAY(@) TRIUMPH 
OF THE 60’s 
IS PAYING OFF! 
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Classic 6 Has Aluminum Engi 
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Rambler American Is All New 


What's New: 

American restyled inside and 
out .. . shorter and narrower 
than last year . .. convertible 
and four-door wagon added. . . 
Classic series name adopted for 
108-inch-wheelbase models .. . 
Classis has new six-cylinder en- 
gine with die-cast aluminum 
block . . . Ambassador restyled 
to establish separate identity .. . 
all models have a ceramic-armor- 
ed exhaust system and improved 
heating and ventilating unit. 


* * * 


E Rambler American has been 
restyled for the first time since 
it was introduced in 1950, and the 
108-inch-wheelbase Ramblers have 


been designated the Classic series a 


and feature a new six-cylinder en- 
gine with a die-cast aluminum 
block. 

The Ambassador has new styling 
to establish a separate identity for 
the car. Dealers will place the three 
series on display Wednesday (Oct. 
12). 

The new American retains its 
100-inch wheelbase, but it is 5.2 
inches shorter and three inches 
narrower than last year. Length 
is 171.3 inches, and width is 70 
inches. 

American Motors said interior 
dimensions have not been pared: 
The reductions in bulk resulted 
from tfimming the front and rear 
overhang and slimming the side 
panels. Usable trunk space has 
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been hiked 50 percent to 23.8 cubic 
feet. 

+ * * 
CONVERTIBLE and a four- 
door station wagon have been 

added for ’61, giving the American 
13 models in the Deluxe, Super and 
Custom classes. The convertible 
will be available about Jan. 1. 


The American’s hood is low, 
and the windshield is larger than 


* * * 





‘Fifth’ Door on Wagons— 


A feature of the 1961 Rambler Classic 
station wagons is the side-hinged tailgate 
or “fifth” door which is standard on three- 
seat wagons. The extra door permits easy 
entry and exit and easier cargo loading. 
The side-hinged door is available as an 
option on two-seat Classic wagons. Ram- 
bler Classic wagons are also available in 
two-seat models and with six-cylinder or 
V-8 engines. A chrome travel rack on top 
is standard on a Rambler wagons. 








” ee 3 _ 
apt ks, Te. tees — 
es, Pe pear Er 


Rambler Unveils American Convertible— 
Although 1961 Rambler models will go on sale at Rambler dealerships on Oct. 12, 


this newly added American convertible will not be available until the first of the year. 
The American line includes two-door and four-door station wagons and sedans. The 
1961 American represents the first basic styling change in the line in 11 years. 
American Motors Corp. said the American will not be changed from year to year in 
order to maintain on owner's investment. 
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Adds 4-Door Wagon— 


he 


American 


A four-door station wagon has been added to the American line for 1961, along 
with a two-door convertible. Other models are two-door station wagons and two-door 
and four-door sedans. All are built on a wheelbase of 100 inches. Although the 1961 
offerings look longer than past models, they actually are 5.2 inches shorter and three 
inches narrower. 





Rambler Classic Has Restyled Grille— 


A restyled grille and new: hood lines distinguish the 1961 Rambler Classic station 
wagons, available in three-seat and two-seat models. Fresh sculptured side styling 
accents Rambler's new front-end design. Engines in the Classic series include the 
lightweight aluminum six-cylinder engine rated at 127-horsepower and the V-8 engine 
developing 200 horsepower. 


last year’s. A chrome die casting 
frames the wide aluminum grille, 
and the single headlights are set 
in the fenders. A concave sculp- 
tured panel runs the length of 
the car. 

American Deluxe and Super mod- 
els have a 90-horsepower L-head 
six-cylinder engine, and Customs 
utilize a 125-horsepower overhead- 
valve six. Each displaces 195.6 cubic 
inches. 

The ’61 American has higher rear 
doors and suspended brake and 
clutch pedals. Individually adjust- 
able front seats and power brakes 
are offered for the first time. 

* * + 

oo Ambassador has a one-piece 

aluminum grille and a one-piece 
wraparound bumper. The dual 
headlamps are placed outside the 
grille and are hooded by the fen- 
ders. The taillights are larger than 
last year’s and are contoured to 
the rear fender lines, 

The Classic’s lattice-work alu- 
minum grille encircles the dual 
headlights, The front fenders and 
hood are new, and front and rear 
bumpers are of one-piece design. 

Six-cylinder Classics have a new 
engine with a die-cast aluminum 
block. The block is made of special 
aluminum-silicon alloy for hard- 
ness and controlled temperature 
expansion, Centrifugally cast iron 
cylinder liners are chemically and 
mechanically bonded to the block. 

The aluminum six displaces 195.6 
cubic inches and develops 127 
horsepower. The Classic V-8 has a 
200-horsepower, 250-cubic-inch en- 
gine, and the Ambassador V-8 
draws 250 horsepower from a 327- 
cubic-inch unit. Power packs are 
available for all three. 

. * * * 
LL ’61 Ramblers — Americans, 
Classics and Ambassadors— 
have a new ceramic-armored ex- 
haust system which is guaranteed 
to the original owner for ag long 
as he keeps the car. 

The ceramic coating is fused to 
the muffler and tailpipe at 1,500 
degrees Fahrenheit. AMC said it 


Fireproof Ceiling— 


The Rambler Classic, as well as the Am- 
bassador, features an exclusive molded 
cushion, acoustical fiberglass ceiling panel. 
The new material is said to be superior to 
conventional fabric types in the dampen- 
ing of noise, retention of shape and re- 
sistance to soil. In addition, the new fiber- 
glass ceiling is fireproof and waterproof. 

02: eb 


resists acids and other corrosive 
condensates. 
Classics and Ambassadors have 

a molded fiberglass ceiling panel 

that is designed to muffle noise 

and vibration. It is made of com- 
pressed fiberglass insulation and 
woven glass trim fabric combin- 
ed in a single lamination, The 
panel is offered in four colors to 
match the interior color scheme. 

Heating and ventilating and air- 
conditioning systems have been re- 
designed. Air conditioning is offer- 
ed on Americans for the first time. 

Vacuum-powered door locks are 
optional on Classics and Ambassa- 
dors, and captive-air tires are 
standard on three-seat wagons in 
those series. 

The side-hinged tailgate or “fifth- 
door” is standard on three-seat 
wagons and now is offered as an 
extra-cost option on Classic and 
Ambassador two-seaters, All wag- 
ons except the American Deluxe 
have a rooftop luggage rack. . 

* * 7 


AUTHOUGH four-door hardtops 
have been discontinued, Ram- 








bler offers 27 models compared 
with 26 last year. Here is the 61 
lineup: 

American Deluxe — four- 
door sedan, two-door sedan, two- 
door two-seat station wagon and 
four-door two-seat station wagon. 

American Super—four-door 
sedan, two-door sedan, two-door 
two-seat station wagon and four- 
door two-seat station wagon. 

American Custom — four-door 
sedan, two-door sedan, two-door 
two-seat station wagon, four-door 
two-seat station wagon and con- 
vertible. 


Classic Deluxe (six-cylinder only) 
—four-door sedan and four-door 
two-seat station wagon. 

Classic Super (six or V-8)—four- 
door sedan, four-door two-seat sta- 
tion wagon and four-door three- 
seat station wagon. 

Classic Custom (six or V-8) — 
four-door sedan, four-door two- 
seat station wagon and four-door 
three-seat station wagon. 

Ambassador Super V-8— four- 
door sedan, four-door two-seat sta- 
tion wagon and four-door three- 
seat station wagon. 

Ambassador Custom V-8—four- 
door sedan, four-door two-seat sta- 
tion wagon and four-door three- 


seat station wagon. 
* 1 + 





Inside the American— 


The 1961 Rambler American boasts a 
new interior, as well as exterior, design. 
The instrument panel emphasizes function- 
alism with symmetry. An energy-absorbing 
padding is optional for the instrument 
panel. On either side of the panel are 
ducts which bring in fresh air without 
Passing it through the heater-ventilating 
system. Individually adjustable front seats 
are offered on the 1961 Americans for 
the first time. 





High-Inventory Concept Hit 


PHILADELPHIA.—Compounding 
their multitude of problems and un- 
certainties in the immediate years 
ahead, the nation’s automobile deal- 
ers are being “whipsawed” between 
pressures within their own industry 
and the drastic and far-reaching 
fundamental changes that are tak- 
ing place in the country’s produc- 
tion structure as a whole. 

In every major area of the econ- 
omy, with the single exception of 
the automotive industry, manufac- 
turers, distributors and retailers are 
becoming adjusted to operating on 
low inventories, thus releasing cap- 
ital and operating funds for other 
growth purposes. 

With these observations, Wil- 
liam J. Cheyney, executive vice- 
president, National Foundation 
for Consumer Credit, Washington, 
also told a four-state regional 
conference of the American Bank 
Credit Plan here that while other 
types of dealers and retailers can 
benefit by this changing concept, 
car dealers are “caught in the 
switches” with no help from their 
factories. 


The American Bank Credit Plan, 
operated by the American Instal- 
ment Credit Corp., coordinates the 
servicing and financing of bank- 
dealer sales at the local level, pro- 
tecting the dealer’s interests in both 
wholesale and retail financing. 

Cheyney, a nationally known 
economist, declared that manufac- 
turers of every major product are 
now geared to overproducing public 
demand, despite record high per- 
sonal incomes. 

A low-inventory position is one 
of the deep forces at work which 
are generally being ‘soft-pedalled” 
he said, “but it is one of the most 
important aspects of a transition 
that may prove to be quasi-perma- 
nent—for everybody but the car 
dealer, unless ‘traditional’ factory 
attitudes are shifted in the same 
direction.” 

Car dealers cannot long hold out 
against a situation which finds all 


other production and distribution 
on a low-inventory base, he warned. 

“In all other lines it is becom- 

ing obviously unnecessary to 
needlessly waste capital dollars in 
carrying inventory when quick 
shipment can be had almost over- 
night from plants or distribution 
centers,” he said. 

“This may mean that the inven- 
tory situation may no longer be 
the important and crucial measur- 
ing stick of the state of the econ- 
omy, as it has been for many, many 
years.” 

Nothing now on the horizon in- 
dicates automobile factories are 
facing up to “these facts of life,” 
he said, 

Cheyney also disputed the con- 
tention that over-extension of credit 
during the record car buying year 
of 1955 brought about a subsequent 
“consumer depression.” 

“Total personal expenditures by 
consumers increased steadily for 
the years of 1956, 1957, 1958 and 
1959,” he said. “Analysis of their 
spending and savings during each 
of these years (total savings re- 
mained almost constant) now shows 
people spent as much or more in 
the aggregate but diversified their 
spending to a greater extent.” 

Edwin W. Parkinson, assistant 
general manager of the Pennsyl- 
vania Automotive Assn., said “the 
next couple of years will bring 
the most competitive pressures in 
auto retailing history with every- 


New York USO Names 


Wellner to Lead Division 


NEW YORK.—Kenneth Wellner, 
president of Kemwel Automotive 
Corp., will serve as chairman of the 
Automotive Dealers Division of the 
1960 Greater New York USO cam- 
paign. 

Wellner is vice-president of the 
Greater New York, Long Island, 
and West Auto Dealers Assn, and 
a past president of the Automobile 
Merchants Assn. of New York, Inc. 


one getting into the so-called 
‘compact act.’ ” 

Parkinson urged that bankers en- 
gaged in buying dealer wholesale 
or retail paper do everything pos- 
sible to help the dealer adopt and 
maintain sound accounting and 
cost-analysis practices. 


J. M. Naughton, president, Sec- 
ond Bank of Cumberland, Md., fol- 
lowed with the observation, that 
during the squeeze of tight money 
periods his bank had allocated its 
loanable funds in such a manner 
that credit lines to dealers remained 
intact, both on their wholesale and 
their retai] accounts. 


“We did not want any of our 
automobile or appliance dealers to 
believe that some of our national 
competition was speaking the truth 
when, in its solicitation of business, 
it is alleged that commercial banks 
do not take care of their dealers 
when the going: gets rough,” he 
said, 

Naughton said his bank financ- 
ed 41 percent by number of all 
the new cars financed in our 
county during the first six months 
of 1960. 

Philip A. MacSween, president, 
American Instalment Credit Corp., 
reported that the sale of new cars 
by dealers through the American 
Bank Credit Plan was almost dou- 
ble in ratio to the general 1960 
sales increase. 

A panel discussion brought out 
the fact that while multiple-car 
families have shown substantial in- 
creases percentage-wise, the sales 
of compacts was not a material fac- 
tor in two-car ownership. Most 
buyers of compacts are still one-car 
families, it wag stated. The quality 
of credit paper on compacts was 
considered to be better than the 
overall average of new-car credits. 

Concensusg was that many import- 
ed cars would disappear from the 
American market, although sporty 
models would remain, along with 
several of the leading imports that 
have stressed dealer distribution. 
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Sell + it sells for you 


On TV. ..more than 


30 Million 


People will see 


“STEP ON THE GAS” 
Starring... 





Jackie Cooper Hans Conreid Pat Carroll 
Shari Lewis special guest star Shirley Jones 


U.S. STEEL HOUR 
OCTOBER 19 


This “Special” is a hilarious account of the trials and triumphs the 
American motorist encounters on today’s highways—told in a series of 
bright comedy sketches seasoned with tuneful production numbers. 


One commercial on the show will preview the 1961 models. It will show 
that ‘All the new cars are strong on steel... and driving is even 
better than just looking.” It's aimed at building showroom traffic and 

it will be seen at the best possible time—when excitement about the 
brand new ‘61's is at its highest! 


The second commercial uses animated cartoons to tell your prospects 
how steel makes the new cars a better buy than ever before. Here, 
on this top-rated TV show, will be two commercials that will reach the 


right audience at the ‘one and help you sail more cars! 
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20¢ OCTOBER 25, 1960 


Its big change 
Its big wheels 
ty Its big dilemma 


a NEW CARS 
. 14 full-color 


. pages on all 
the I96l 
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} 2 i models 


THREE ALL-NEW 
COMPACTS 
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Look at what U.S. Steel is doing in LOOK This spectacular 


full color, four-page cover gatefold will appear in LOOK’S October 25 automotive 
issue. Average audience: 28 million. The new models will be featured 


—a guarantee of extra-high readership and impact. 
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city-bound, country-bound, 
work-bound, pleasure-bound, 
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just plain on-the-go Americans 
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drive confidently because they... 
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You can’t go wrong on steel in the "61 models. Sturdy steel wheels soak up shock, steel springs take the batter 

out of bumps. Strong steel bodies stay in shape, keep their new car appearance. Sparkling stainless steel trim stays trim. 
Rugged steel bumpers protect you fore and aft. Bright hard stainless steel wheelcovers resist dents and scratches. 
And durable steel protects resale value. Count on steel when you shop for these wonderful new 1961 models! 


Count on the reliability of steel to make your driving a pleasure. 
United States Steel 
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This mark telis you a product is 
made of modern, dependable steel. 


Look for it when you buy. 









The STEELMARK on this tag tells you a product is made of steel. Look for it when you buy. 














CHRYSLER 


OLDSMOBILE F-85 


IMPERIAL 


DODGE LANCER 








LARK BY STUDEBAKER 


RAMBLER CLASSIC 





PLYMOUTH 










PONTIAC 


The Saturday Evening 


...and we've picked the Pp Tie: this spread. 24 million POST readers 
will view this ad again and again in the October 22 issue. It tells the 
story of the new cars and how steel makes them better. 
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modern steels .. steels that take colorful finishes you'll be able to see 
yourself in years from now ... Stainless steels that keep their sun- 
bright newness and clean up so easily you can laze through the job. 
Tough steel wheels soak up shock. Stee! bumpers give you solid pro- 
tection fore and aft. Steel bodies stay in shape, keep appearances up at trade-in time. You can count 
on steel inthe newcars...count on it for lasting beauty and value. Yourdealer can show you—see him! 


Lal eS - 
Steel is for going like 9, 
Here they are, the wonderful new ’61’s. They're fashioned in the most 
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PONTIAC TEMPEST 





BUICK SPECIAL VALIANT 
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. and the band plays on... all through the model year. 
Billboards, television, magazines ... all hitting the advantages of steel in today's 
automobiles, all seen by millions of | 
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TRADEMARK 


Add up the audience... 
it means more business 
for you 


Millions will see the TV show and read the magazine 
ads. Added millions will see the billboards. Many, many 
will want to buy... they'll come to see you. Be ready— 
point out all the advantages of modern steel in today’s 
better-than-ever cars. From body to bumper, from the 
trim to the top, steel helps you sell cars because it 
adds strength and safety, beauty, dependability, quality 
and resale value. 


You will be kept constantly 
informed of the latest develop- 
ments. It all adds up to this: 
U. S. Steel is blowing your horn 
and beating your drum to help 


you sell more cars. 
Sell it sells for you. 
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Distributor’s Plans Outlined .. . 


Renault Clarifies Green Purchase 


vised of the change in a telegram 

dated Sept. 16, and signed by 

Renault, Inc. 

On Sept. 19, Green’s parts depots 
were closed for inventory and 16 
employes are said to have received 
notices of termination of employ- 
ment. 

Although terms of the sale have 
not been announced, reports indi- 
cate that Green’s inventory of cars 
and parts was over $5 million. In 
addition, Renault is said to be pay- 
ing a sizable sum for goodwill and 
continued use of the Green name. 

Renault has purchased all capital 
stock in John Green Corp., John 
Green Corp. of Northern California, 
and Western Parts Depot. 


Renault also has agreed to lease 
the Green-owned property at 103 
Dauphine Way, South San Francis- 
co, for use as Renault’s Western 
headquarters, 

Disposition of the 6%-acre Los 
Angeles Green property is said to 
be a matter of discussion. Re- 
nault is reported to be interested 
in another location for their 
Southern division. 

“We're going to operate Los An- 
geles and San Francisco as sepa- 
rate entities,” Douglas said. ““They’ll 
come under my general supervision 
in San Francisco. 

“Ultimately we intended to pull 
in Seattle, our Renault Western 
Corp.,” he said. “But that will not 
come into the picture for at least 
another six months. 


“We have a complete organiza- 
tion, We've retained as many Green 
people as possible, with our people 
at key spots,” Douglas said. “We'll 
have branch managers in Los An- 
geles and in San Francisco.” 


At the time of purchase, the 
Green operation had 48 employes 
and a $650,000 annual payroll. Gross 
annual income is estimated at $35 
million, if the current rate of car 
and parts sales is maintained until 
the end of 1960, and there were 98 
Green dealers ag of Sept. 1. 

Two dealer organizations 
(Northern and Southern) were 
established in early 1960 to sup- 
plement Green adv . Deal- 
ers Were putting up $25 for each 
Renault sold, and Green Corp. 
was adding $30. 

These funds were being spent at 
an average rate of $100,000 month- 
ly. As of Sept, 1, there were long 
term advertising contracts out- 
standing in the amount of $250,000. 

There are indications that Re- 
nault’s purchase of the Green op- 
erations is only one step in a pro- 

gram to handle nearly all distribu- 
fion of its cars in the U.S. 

A subsidiary corporation is ex- 
pected to be established, with head- 
quarters in San Francisco, to han- 
dle all Renault business west of 
Denver. Renault, Inc., of New York, 
would handle Renault affairs East 
of Denver. 

Although Peugeot is being dis- 
tributed by Renault, there are signs 
this relationship may be severed. 
The hookup was originally pro- 
moted by the French government 
to assist Peugeot sales in the U.S. 


International, the parent corpora- 
tion for the three Green operations 
(John Green Corp., John Green 
Corp. of Northern California, and 
Western Parts Depot) which have 
been sold to Renault, Inc., of New 
York. 

Green Systems International also 
owns Amserv, a Paris based con- 
cern which sells Renaults to Amer- 
ican tourists and members of the 
Armed Forces. Amserv also oper- 
ates in Western Germany. 

The Pacific Coast Green opera- 
tions, purchased by Renault, 
were founded in 1954. 

In that year, Green sold 32 Re- 
naults through his six dealers, and 

gross company income was less 
than $50,000. 

By 1959, high tide of import car 
sales, Green was selling some $40 
million dollars worth of cars and 
parts annually. There were 34 em- 
ployes in the organization, which 
had an annual payroll of $300,000. 
and 96 dealers were spread 
throughout California, Arizona, Ne- 
vada and Utah. 

This year found Green and Re- 
nault suffering from poor import 
sales, as are most Pacific Coast im- 
port operations. 

During the first six months of 
1959, Green moved 8,104 Renaults 
in California, while the first six 
months of 1960 showed a drop to 
63 percent of this selling rate. 

This drop is equal to the entire 
import picture, which shows that 
1960 import sales in California 
have skidded to 65 percent of 
sales in the first six months of 
1959. 

Negotiations for sale of” the 
Green organization to Renault be- 
gan in August, 1960. To maintain 
secrecy, both Renault and Green 
denied existence of sales conversa- 
tions. 

On Sept. 1, 1960, Green jr. told 
Automotive News, “Renault of 
France has expressed a great de- 
sire for us to continue as their 
Pacific Coast distributor. We, as 
independent operators, look to the 
factory for guidance, so this is 
what we're doing, I'll do everything 
I can to continue, and I expect to 
continue, in the business... .” 

On Sept. 12, the day that Auromo- 
TivE News published Green’s state- 
ment, it is reported that attorneys 
for both groups signed preliminary 
agreements for sale. 

On Sept. 15, Renault manage- 
ment people took over the Green 
organization. Dealers were ad- 






















































William Carro 
7 Coast — 

LOS ANGELES.—Future of the 
world’s largest Renault distributor, 
California based John Green Cor- 
poration, was clarified during an 
exclusive Automotive News inter- 
view with Bruce Douglas, newly 
appointed general manager for Re- 
nault, Inc., operations West of Den- 
ver. 

“We're going to hire a few 
more men to round out the field 
force, then we’re going to sit 
down and give the entire group 
@ massive brainwashing in Re- 
nault,” Douglas said. 

“The 12 men will be split into 
four teams; two for the Southern 
area and two for the Northern 
area. In order to cover each dealer 
as quickly as possible, we’re going 
to operate on a task-force basis. 

“For example: We'll go into a 
dealership and run a film on sales 
training, then make a sales dem- 
onstration. We'll try to ‘up’ the 
dealer and get his salesmen to have 
confidence in us and our product,” 
Douglas said. 

“While this is going on, the dis- 
trict parts and service managers 

will-be in back of the store work- 
ing with shop people.” 

According to Douglas, new adver- 
tising and promotion programs will 
be announced within a short time. 
He indicated that expansion of the 
John Green Los Angeles depot was 
being considered, but no decision 
had been made. 

AvuTomotTive News was told that 
Renault, Inc. headquarters for 
Western United States will be in 
San Francisco. 

Although John Green jr. was in 
Switzerland, he telephoned a state- 
ment to Automotive News. 

“Though I have ended my as- 
sociation with Renault, Inc., of 
New York, U. S. importer of 

it cars, I have not ended 
my relationship with Renault of 

France,” Green said. 

“I turned over to Renault one of 
the finest dealer organizations in 
the country. For the sake of my 
dealers, I hope Renault will con- 
tinue to cooperate with them on 
the presently established high 
plane.” 

Green declined to comment on his 
future plans with Renault of 
France. It is known that John 
Green sr. and John Green jr. are 
still active in European distribu- 
tion of Renault and other cars. 

The Greens own Green Systems 


Briley Is Elected to Head 
National Auto Auction Assn. 


KANSAS CITY, Mo. — Joe C. 
Briley, co-owner of Greater Chicago 
Auto Auction, was elected president 
of the National Auto Auction Assn. 
at its annual con- 
vention and busi- 
ness meeting here. 

Other officers 
elected were Eu- 
gene C. Waldrep, 
Birmingham, Ala., 
v ic e-president; 
Norman F. Early, 
Denver, secre- 
t a r y-treasurer; 
’ Harold Henry, 

es " Los Angeles, 

4. C. Briley chairman, and 
Tim Anspach, Albany, president 
emeritus. 
Directors elected are: Three-year 
term: James Loupe, Sacramento, 
Calif.; Melvin Reid, Springfield, 
Mo.; ‘Tom Beasley, Nashville, and 
L, G. Tribble, Warehouse Point, 
Conn. Two-year term: Francis Cas- 
sell, Omaha; Sam Gelt, Mason City, 
Ia.; Fred Mathews, Windsor, Va., 
and E. LeRoy Cox jr., Acton, Mass. 
One-year term: Frank Brasher, 
Salt Lake City; James Williams, 
Flint; Fred Brown, Paducah, Ky., 
and Jacob Ruhl, Manheim, Pa. 

Thirty-one auto auctions from 
every section of the country were 
represented at the two-day meet- 
ing. 

Speakers included Walter Cooper, 
National Automobile Dealers Assn. 
first vice-president; John B, Kin- 
naird, president of the National In- 
dependent Automobile Dealers 


George Lyon, left, 


Appeal campaign. 

Hoping to complete their drive 
before the start of the official 
campaign on Oct. 17, the automo- 
tive group is aiming for results 
even more successful than in 1959 
when the new-car dealers raised 
$72,000. 


fect: 


dependent auto leasers, 
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periods of the showings. 


Cadillac. 


of the Cleveland community. 


Assn.; Albert J. Veglia, registrar of 
motor vehicles, State of California; 
Jack Charlesworth, American Mo- 
tors Corp., and W. Mark Felt, FBI 
special agent in charge of the "Kan- 
sas City office. 

Next year’s convention hag been 
set for Chicago, Aug. 11-12, Head- 
quarters of the National Auto Auc- 
tion Assn. are at Frankfort, Ind. 


pilot campaign,” said Lyon. 

Aiding Lyon in his efforts last 
year and now this year are A, D. 
Pelunis, Pelunis Oldsmobile, as- 
sociate chairman; Hugh Gibson, 
Central Chevrolet; V, Blake Qua, 
Qua Buick, and C. T. Mack, Cy 
Mack Oldsmobile. 





graphic area, as the campaign is on 
a geographic basis with no rela- 
tion to car line. 

The five car manufacturers are 
urging cooperation of their dealers 
through contact with their local 
zone Offices. 

The mechanicg union is writing 
letters of endorsement asking that 
members give an hour’s pay per 
month through the payroll deduc- 
tion plan. 

Lyon has written a personal ap- 
peal to each dealer: “Fifteen min- 
utes a week (one hour a month) is 
not too much to give to the United 
Appeal. Remember this includes not 
only the Community Fund and its 
142 agencies, but the Red Cross as 
well,” he says in part of the appeal. 

The Cleveland Automobile 
Dealers Assn. is doing its part by 
sending bulletins about United 
Appeal activities and will again 
present awards for the best all- 
around campaigns in each of the 
three fields. 

Main objectives of the campaign: 

1. Personal solicitation of em- 








Maine Dealers Elect Officers— 


New officers of the Maine Automobile Dealers Assn., elected at the group's 16th 
annual convention, are, from left, Norman G. Woodbury, Winslow, second vice-presi- 
dent; Roger 1. Williams jr., Auburn, president; John E. Barrett, Biddeford, first vice- 
president, and William: V. Hood, Auburn, executive vice-president. 


Dealers Chart Cleveland's Charity Drive— 
president of Central Cadillac and head of solicitation in the 
automotive trades for the 1960 United Appeal in Cleveland, points out geographic dis- 
tribution of new-car dealers in the Cleveland area. Aiding Lyon in the campaign are, 
from left, Hugh Gibson, Central Chevrolet; C. T. Mack, Cy Mack Oldsmobile; V. Blake 
Qua, Qua Buick, and A. D. Pelunis, Pelunis Oldsmobile. 


Cleveland Dealers Kick Off 
United Appeal Campaign 


CLEVELAND.—New-car dealers 
and the related trades in Cleveland 
have launched their 1960 United 
















Two changes from last year’s 
campaign have been put into ef- 


1. The new-car dealer group has 
been expanded into an automotive 
group that includes body shops, in- 
parts 
wholesalers, seat cover dealers, tire 
dealers, used-car dealers and wash 

ks. 


2. Whereas in other years the 
automotive campaign has been 
scheduled either before or after the 
new-car showings, dealers are this 
year emphasizing their community 
responsibility by holding the cam- 
paign whenever possible during the 


Heading the solicitation again is 
George Lyon, president of Central 





“Last year,” said Lyon, “a group 
of us realized that the Cleveland 
new-car dealers weren’t doing their 
fair share of giving to United Ap- 
peal. So we set out to show the im- 
portance of United Appeal to the 
dealers, their employes and the rest 


“We decided an early campaign 
before the start of the official drive 
would improve dollar results and 
give good newspaper coverage as & 


Gibson, Qua and Mack are head- 
ing solicitation in their own geo- 



























ployes by the dealers themselves. 

2. Continuing payroll deduction 
of one hour’s pay per month. 

3. Gifts from each dealer match- 
ing employes’ total gifts. 

The group hopes to achieve an 
increase over the 90.9 percent of 
employes who contributed, to re- 
peat the 100 percent participation 
of dealerships, and to better the 
71.5 percent employes increase last 
year over results in 1958, 


Diamond T Offers 
New ‘Diesel for 
Extra-Heavy Duty 


CHICAGO.—Diamond T has an- 
nounced a new extra-heavy-duty 
diesel truck for hauls on or off the 
highway—the Series 931. 

The 931, with a GVW rating up 
to 60,000 pounds and a GCW rating 
up to 78,000 pounds, offers a choice 
of six Cummins engines, ranging 
from 220 to 335 horsepower. 

Two front-axle positions are 
available, so*that maximum pay- 
loads are possible under any legal 
restriction. 

Eight main transmissions, from 
four-speed to 12-speed, including 
the single-stick Fuller RoadRanger 
and the Spicer Synchromaster, are 
offered. In addition, four auxiliary 
transmissions are production op- 
tions, Aluminum cases may be spe- 
cified on some of the transmissions. 

Eleven rear axles of different 

types are available, in capacities 
from 22,400 to 29,000 pounds, They 
include single-speed and two-speed 
types, and hypoid or spiral bevel 
designs. 
The 931 is also available as a 
tandem-axle unit, with nine options 
in a comprehensive selection of 
ratios. 

The 931 is also produced in a 
lightweight aluminum version. 


Lancer Previewed 


At Paris Show 


PARIS.—Europe got its first look 
at the Dodge Lancer last week 
when a special preview for the 
press was held at Le Bourget Air 
Field. L. L. Colbert, chairman and 
president, headed a group of com- 
pany officials attending this spe- 
cial event. 

Chrysler Corp. is showing 11 of 
its 61 cars at the Paris Auto Show. 
These include a Valiant, two Lan- 
cers, two Dodge Darts, one Dodge 
Polara, two Plymouths, a New 
Yorker hardtop, a 300-G convertible 
and an Imperial LeBaron four-door 
hardtop. 





Miliner Sells to Associates 


SEBRING, O.—Millner Motor Co. 
(Chevrolet), 599 W. Ohio Ave., has 
been sold by William G, Millner to 
Harold Smith and Richard Ewing, 
associates of Millner, The firm now 
operates under the name Courtesy 
Chevrolet. Millner is retiring after 
35 years in the auto business. 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


pane ~-Caee is adding a two- 
door, four-seater convertible to 
the DS-19 line for 1961, 

While the convertible has been 
designed by Citroen, the new bodies 
will be built by Chapron, an old 
French custom body maker. 

Side members of the unitized 
body have been reinforced. The 
hood panel is made from plastic. 
(On Citroen sedans, roof panels 
are also made of plastic.) 

There are 13 basic body colors 
and 76 possible combinations, De- 
liveries will start early next year 
and an ID version will be available 
on request. 

The new convertible is being 
shown for the first time at the 
Paris Motor Show, Oct. 6-16, 

* +. ” 


Hidden Wipers? 

b  jencveey looking at the new Cit- 
roen it occurred to me that the 

time has come when it may not be 


necessary to have the windshield 
wipers exposed when they are not 


in use, 

Citroen hides the wipers, when 
they are at rest, behind the hood 
panel. While this idea could be 
improved upon, it seems to be a 
step in the right direction. 

After all, an umbrella is usually 
not seen or opened until it is rain- 
ing. 


Opel Denies Big Six 
EL has denied a much-pub- 
licized story that it is prepar- 
ing a 1,900-cc. six-cylinder en- 
gine for next year’s Frankfort 
show, 


* * * 


New Trucks from BMC 


RITISH MOTOR CORP. has an- 

nounced new 10/12-hundred- 
weight Austin and Morris vans 
with forward control and a new 
long-wheelbase Austin Gypsy. 

The vans are powered by 
BMC’s 1,500-cc. engine develop- 
ing 42 horsepower and have a 
four-speed transmission with the 
top three gears synchronized. 

The unitized vehicles have inde- 
pendent front-wheel suspension and 
a wheelbase of 86 inches, 

The engine has been installed be- 
tween the front seats, but as far 
back as possible in order to pro- 
vide better weight distribution. 

The new Gypsy has a I1ll-inch 
wheelbase and is available with 
either gasoline or diesel four- 
cylinder engine. 

The rear suspension has been 
changed from rubber-in-torsion to 
leaf springs. In front, the rubber 
torsionetic “Lexitor” suspension has 
been continued, 

The four-wheel-drive Gypsy has 
34 cubic feet of cargo space, Its 
cab is constructed of fiber glass. 

* a. ~ 


Show for Berliners 


INCE there is no auto show in 

Germany this year, the indus- 
trial exhibition in West Berlin drew 
many automotive displays. 

Car makers with exhibits in- 
cluded Volkswagen, Mercedes- 
Benz, Opel, Auto Union, BMW, 
Borgward, Taunus, Isar, Goliath, 
Lloyd, NSU, Porsche and Neckar 
Works (German Fiat). 

Bus and truck exhibitors includ- 
ed Buessing, Mercedes, Henschel, 
Kaesbohrer, Humboldt-Deutz, Ma- 
girus, Krupp, MAN and Hanomag. 

The automotive hall was one of 
the biggest attractions at the ex- 

hibition for two: million West Ber- 
liners, as well as for many occu- 
pants of East Berlin who crossed 
the border. 

On hand were 100 American 

ADVERTISEMENT 


WHO'S WHO? 


Firms who already 
Gre most favor- 
ably known are 
the ones who in- 
vest the most in 
good public rela- 
tions. They know 
a public image 
either fades or 
grows, it never 
stands still. Our 
; specialty is build- 
ED FISKE ing - maintaining 
your best public image. Write 


Edward Fiske Co., 7 Dopst Piasm 




































fabrik, 


youngsters—30 from the United 
States and 70 from American 
schools in Europe—to show what 
they have learned and how they 
spend their time. 

They displayed two hot-rods and 
operated a go-kart track. 


Lloyd Cuts Back 

LOYD has cut out one shift and 

laid off 900 workers. The move 

is part of a “rationalization” pro- 

gram at Borgward. 
* 


Help for Daimler-Benz 


AIMLER-BENZ, in frantic ef- 
forts to find more workers and 
facilities, has rented the Zahnrad- 
risruhe, a plant owned 
by Fahr Co., maker of farm ma- 
chinery. 


Since the two firms work hand 


in hand in Argen and since 
Fahr ships all from 
the Karlsruhe plant to South 
America, Daimler-Benz was able 
to rent the plant and its em- 


ployes. 
After placing orders with Horex 


















in Hamburg and working with 
Maybach, this is the third such 
agreement which should help to re- 
lieve the acute shortage of person- 
nel and plant space, 

* +e 7 


Isar in Truck Form 


ANS GLAS of Dingolfing has 
come out with an Isar delivery 
van, He has also finished another 
plant in which military production 
can be speeded. 
* + 


+ 
BMW and Bikes 


) tel A combined meeting of the 
press and dealers, H, W. Bo- 
ensch of BMW gave cone attend- Tw 
ing some glimpses behind the 
“_ Dodge Dealership Cited— 
The firm turns out about 10,000 Francis & Parsons, Inc., Washington, has received the Chrysler Corp. Quality Dea! 
cycles a year, including about | Award for the second straight year. From left are Mrs. David A. Parsons sr., preside 
6,000 single-cylinder jobs and | David A. Parsons jr., general manager; Clyde Fraunfelter, Dodge Washington dist 
4,000 big two-cylinder jobs, most | manager; Jim Parsons, vice-president, and Ken Heatherly, Dodge Philadelphia assistc 
of which are exported to the | regional manager. 
United States. 




















made in West Berlin. This conf 
dence in beleaguered Berlin can b 
considered rather remarkable. 


Improvements on the '61 models|ier engine housings and other beef- 
range all the way from rubber|ing up. 
mountings for the engines to heav-| All frames for BMW cycles are 











SELLING SLANTS 


It’s ACtion Time for More} ; 


Illuminated! 


GET YOUR FIRE-RING CLOCK 


NOW 


BY ORDERING THE SPM-72 
PROMOTION PACKAGE 


This handsome, high quality AC Clock can 
be yours once you qualify for the SPM-72 
Promotion Package. To qualify, just order 48 
AC Spark Plugs of your choice. Then you can 
order the Promotion Package for only $9.95. 
The package contains the AC Fire-Ring 
Clock, special window trim to surround the 
clock, as shown here, and an 8-Pac of fast- 
moving type 44 Spark Plugs. When you sell 
the 8-Pac you recover $8.56. So the extra 
cost for the Clock is only $1.39—just a 
fraction of its regular retail value. Order this 
top attention-getter today! Start building 
bigger spark plug profits with AC —the 
spark plug that’s used on more new cars 
than any other brandl 











SCOSSSSSSSSSSSSSSSHSHSOHSSHESSEEEESESEESEOSESSESOSSEEOEMS®: 


*PERSONALIZED a. 
CLOCK PLAQUE ONLY 1.7 5 | 


Here’s an opportunity to focus attention on 
your name as well as the time—24 hours a 
day — with this easy to attach name plaque. 
Extra plaques are available at $1.65 — with 
original order. Plaque order form is packed 
with the SPM-72 promotion package. 


ORDER TODAY FROM| 
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what rate and for what period of| John C. Mackie. 


the Institute is not looking for a | nois, 57 miles. 
BASIC psychological study of | performance and develop a plan for| mechanical device to solve pres- * * 


the signals they receive from other According to Battelle psycholo- | tempting to identify basic factors 


of information a driver has to | tems in the years to come. 


ale Memoria} Institute for the handle may affect his perform- “The driver's task of making 


Roads. evidence indicates that dangerous | basis in response to complex and 


is “principally a matter of informa- 
tion handling and decision mak- 


gate the kinds of information the| over a lightly travelled superhigh- 
driver needs to make decisions and| way, a driver may become drowsy} Michigan led the nation in the/| Findings. 


to establish standards of driver|at specifying the amount of infor-; first six months of 1960, according 









> OF THE MONTH ! 


‘e| AC Spark Plug Sales with this 


Personalized Fire-Ring Clock 


Draw attention to the time... time for a new set of AC Fire-Ring Spark Plugs 


Clock watcher or not — everybody wants to know the % sige % 
time of day. That’s why a clock, prominently displayed a a eee 
is a top attention-getter. And when that clock is 
surrounded by a circle of fire, as in this top quality 
AC clock, you'll draw even more attention to the sale 
| of AC Fire-Ring Spark Plugs. It’s a big 16 inches across 
) — with a face that’s fully illuminated for round-the- 
) clock viewing. A specially designed light, built into 
: the clock, throws illumination to the rear providing a 
safety light at night. Display it in your front window — 
in a lube bay — anywhere. It’s easy to hang. And it 
costs so little. Read the special offer and order your 
AC Fire-Ring Clock today! 


@ the exclusive “Hot Tip” 
that heats faster and 
cools faster to stay clean 
longer. 


@ the exclusive “Conducta- 
seal” that provides a 
positive gastight seal. 


@ the exclusive ‘“Isovolt’”’ 
electrode that’s more 


massive, 





Ie cee et rn eee ee 


COLORFUL WINDOW TRIM 
DIRECTS MAXIMUM ATTENTION 
TO THE FIRE-RING CLOCK 
AND AC SPARK PLUGS 





Customers will see more than just 
time when their eyes catch this dis- 
play. They’Il see AC Fire-Ring bene- 
fits of new power and economy in 
your change recommendation. Put 
the entire AC display where it will 
work 24 hours a day every day. 
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|} -ouR @& supptieR: 





y ighwa s and Safety ss mation a driver can handle and at;/to State Highway Commissioner 
time. This may make it possible} Mackie said a report from the 


e to determine the relationship be-| Bureau of Public Roads shows 
a ee L na S ° tween the information received by| Michigan awarded contracts for 
the driver and the efficiency of the| construction of 89 miles of Inter- 


e traffic flow. Finally, the findings|state highways between Jan. 1 and 

may be applied to specific highway | June 30, Texas ranked second with 

a } é hi U“ problems. 77 miles, followed by California, 69 
Dr. Christner emphasizes that | miles; Missouri, 68 miles, and Illi- 


how drivers are influenced by| future experimental research. ont highway probienn, but te at- Committee N amed 
cars has been undertaken by Bat-| Sist Horace W. Ray, the amount | that might affect highway sys- T Oo Inf orm Public 


United States Bureau of Public) aioe significantly. The available | sound decisions on a split-second | ()7y Safety Studies 


According to Dr. Charlotte} situations may occur when there | continually changing highway situ-| A committee to better acquaint 
Christner, Battelle psychologist in| are too many signals from too | ations will become more difficult in|the public with important findings 
charge of the study, driving today| Many cars in too short a time, | the next few years,” she said. “To|in highway research has been es- 
such as on a crowded highway | provide a safe, smooth-functioning | tablished by the Highway Research 
with many intersections, or when | highway system requires an under-| Board, National Academy of Sci- 
% there are many signals over a | standing of traffic-flow problems/| ences-National Research Council, 

ing. long period of time, such as on a | and of the decision-making and in-| Pyke Johnson, chairman of the 


The study will attempt to define) Jong trip over heavily travelled | formation-transfer processes which| board, has announced that John W. 
the problem of communication be-| roads. underlie them.” Gibbons, director of public rela- 
tween vehicles. To do this the psy-| At the other extreme, when there OE Lae tions for the Automotive Safety 
chologists will make a detailed an-| are too few signals over a long pe- Michigan Leads Nation Foundation, will serve as chairman 


alysis of the driving task, investi-| riod of time, such as on a long trip in: Naw tt Contracts = = — a ee - 
oad ublic ssemination of Researc 


determine ways to transmit this in-| or inattentive. amount of Interstate freeways Major duty of the committee will 
formation. In addition, they will try| Future research may be directed! placed under contract during the|be to provide media of public in- 
formation with major results of the 
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research reports presented to the 
board in all phases of highway 
transportation through a planned 
editorial program, 

The board will issue nearly 100 
publications this year, containing 
reports on several hundred re- 
search projects ranging from soil 
stabilization experiments to 
neering developments in electronic 
control of vehicles on expressways. 


In announcing this additional ac- 
tivity, Johnson said: 

“A great many dedicatea men in 
highway research are advancing 
the frontiers of knowledge in this 
field. In economics of highway 
transportation, in development of 
new equipment and materials for 
highway construction, in design of 
urban expressways with high ca- 
pacity, in safety, in traffic control, 
and many, many other areas, they 
are producing more and more of 
the information this country needs 
in order to build better, safer high- 
ways, 

“The responsibility of the board 
is to provide a platform where 
those findings can be brought out 
of the laboratory and reported.” 

+ * x 


2 Drivers to Vie 
In 1,500-Mile Test 
For Safety Title 


Two “autonauts,” selected from 
5,000 in a competition for the na- 
tion’s “outstanding safe driver,” 
will compete for the title this week- 
end (Oct. 6-8) in a 1,500-mile drive- 
off between Fraser, Colo., and Fur- 
nace Creek in California’s Death 
Valley. 

The driveoff will climax a three- 
month safety research project 
sponsored by duPont’s Telar anti- 
freeze and summer coolant in co- 
operation with the Safety Research 
and Education project of Columbia 
University Teachers College and 
the National Safety Council. 

The project is the first national 
program designed to determine the 
characteristics of safe drivers. 

The two finalists were chosen 
from six drivers who underwent 
rigid tests in Chicago a week ago. 
Two hours were devoted to medi- 
cal tests, two to driving perform- 
ance and four hours each to psy- 
chological and knowledge informa- 
tion. 

A Columbia spokesman said test 
results will be incorporated into 
the university's overall studies 
aimed at developing techniques 
which might be used to predict 
safe and unsafe drivers by licens- 
ing authorities, fleet operators, in- 
surance underwriters and others. 

Preliminary results have shown 
that men who drive carefully on 
the job undoubtedly do so in per- 
sonal driving as well, said a Na- 
tional Safety Council spokesman, 

~ ok + 


Thruway to Bar 
Unsafe Vehicles 


A stepped-up program to keep 
unsafe vehicles off the New York 
State Thruway was announced by 
R. Burdell Bixby, Authority chair- 
















man. 

Bixby said that during the first 
seven months of the year 193 ac- 
cidents on the super highway re- 
sulted from automotive-equipment 
failure. He noted that Authority 
rules prohibit the entry of vehicles 
deemed by Authority employes or 
the State Police to be unsafe for 
high-speed travel. 

He said 72 of the Thruway acci- 
dents this year were laid to smooth 
tires or blowouts. Other causes in- 
cluded: Brake failure, 32; faulty 
steering mechanism, 14; wiring, 6; 
lights, 2; other mechanical failures, 
56; insecure load, 3; defective trail- 
er hitch, 8. 
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AUTO TURNTABLES 


Low priced, Portable, Move anywhere. Plug in. 


- 


For indoor or outdoor display, Set up in 20 
minutes, Write for free iliustrated literature. 


Also Available 
POSTS and 
¢ ROPE RAILINGS 


AMER-STAGE CO. 
805 East 134 St. 
New York 54, N. Y, 
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No Room for Floaters . . . 


Better Selling Urged for Used Cars 


NEW YORK, — The successful 
merchandising of used cars re- 
quires the same carefully planned 
sales approach as the retailing of 
new models, says Charles R. 
O'Donnell, sales vice-president of 
Universal CIT Credit Corp, 

“The time has passed when the 
selling of used cars could be left 
to novices or floaters,” says 
O'Donnell. “Nothing but top- 
quality salesmanship will suffice 
in today’s market.” 

O’Donnell offers these sugges- 
tions for a successful used-car op- 
eration: 

1. Hire the best salesmen you 
can find, preferably responsible 
men with family obligations. They 
should be neat, personable, tact- 
ful, intelligent, and honest, 

The slick, fast-talking “horse- 
trader” type will be anything but 
a help. to the dealer who seeks 
customer good will and repeat busi- 
ness, 

2. Train your used-car salesmen 
in the basic, time-tested techniques 
that have worked so well in new- 
car showrooms, Show them how to 
approach and qualify their pros- 


PPG Opposes 
New Duty Cuts 
On Sheet Glass 


WASHINGTON. — Robinson F. 
Barker, general manager of the 
glass division of Pittsburgh Plate 
Glass Co., has told the United 
States Tariff Commission that 
there is a “complete lack of justi- 
fication for any further reduction 
in existing tariff duties” on sheet 
glass (window glass) products. 


At a subsequent appearance, he 
requested the Committee for Re- 
ciprocity Information to remove 
sheet glass from the list of prod- 
ucts to be considered by the U., S. 
for any possible tariff reduction. 
Barker told both agencies that the 
U. S. glass industry is losing the 
domestic sheet glass market. 

He asked the commission to re- 
port to President Eisenhower that 
the peril point for sheet glass has 
been reached and exceeded and 
that the commission institute an 
escape clause investigation to grant 
relief to this industry. 

The Pittsburgh Plate official told 
the commission that penetration of 
this market by imports has been 
“fantastic.” In 1950 foreign sheet 
glass imports were equivalent to 
2% percent of the estimated do- 
mestic production, but in 1959, im- 
ports increased to over 31 percent 
of estimated domestic production, 
he said. - 





Brady Expands Display Area 

ST. PAUL.—Brady Oldsmobile, 
734 Grand Ave., has added 14,400 
square feet of new-car display 
area. The new area has been named 
“Brady’s Family Room.” 








Sur- 


Inflates with vacuum cleaner or gas. 
prise fun for family; visible for miles as 
adv. for new and used-car dealers, gas 
stations and new store openings. Genuine 


neoprene, extra durability, New; orig. 
value $20. While 4 last $2, plus 50¢ 
post. and hndig. for $10. No C.0O.D, 


PRESTON’S, 102 a St., Greenport, N. Y. 
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pects, how to arouse interest, fan 
interest into desire and close sales. 
Teach them the art of asking tact- 
ful questions, making complimen- 
tary remarks, establishing mutual 
interests, detouring around custom- 





Credit Life Insurance 
Called Evil If Hidden 


ST. LOUIS.—Joseph L. O’Brien, 
president of the Better Business 
Bureau of St. Louis, declared last 
week that nearly 60 percent of 
persons who bought automobiles on 
the monthly payment plan last year 
were not informed that they were 
paying for life insurance to cover 
the unpaid portion of the debt. 

Failure of the seller to tell of 
charges for such insurance to buy- 
ers of various types of commodi- 
ties constitutes a serious problem 
nationally, O’Brien said, While 
some credit life insurance charges 
are reasonable, he asserted, some 
are unjustifiably high. 
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At work or at home —this custom radio by 
ADMIRAL, fits the bill for listening pleasure 
almost anywhere. Its smartly styled turquoise 
cabinet is 5%” high, 8” wide and 5%” 
One knob turns the radio on or off and adjusts 
volume level—and a full-size dial tunes stations 
quickly and easily. An etched circuit chassis 
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ers’ objections and reassuring a I 
customer that the particular deal ing 
being offered is the best one for ica 
him. otk 
3. Make sure that your sales- acc 
men thoroughly understand your ica 

finance plan and that they know 
how to use it as a selling tool— m 
show them the advantages of cl 
quoting the car’s price in install- “4 
ments and of giving the customer ins 
a choice of monthly payments. : 
4. Offer the right merchandise. lor 
Each car should be put in first- bu 


class mechanical shape and made 
to look as nearly new as possible. 

5. Teach your men to sell the 
used car in the same way it was 


features that were advertised when| New Home for Lew Williams— 


it first was introduced. Lew Williams Chevrolet has moved into its new facilities in Eugene, Ore. The 

Today’s huge inventory of late) 40,090-square-foot building includes showroom, offices, conference room, parts and 
used models “presents a real chal-| service departments, used-car offices, maintenance services and body repair storage, 
lenge to auto retailers and adds | Outdoor features include used-car, truck and new-car display areas, new-unit storage, 
up to a situation calling for sales-| and customer parking for 122 cars. The firm drew 7,000 persons to its grand opening, 
manship of the highest order,” says | This was termed a “selling opening" with good results—62 new and 25 used cars 
O’Donnell. in a three-day period, 
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THIS HANDSOME TABLE RADIO 
IS YOURS WITH THE 
OFM-73 PROMOTION PACKAGE 


assures uniform quality—providing many years 
of dependable, trouble-free performance. Ideal 
for personal use—to give as a gift—or as a prize 
in your own sales incentive contest. This radio 
can be yours with a qualifying order for 24 
AC Triple-Trapper Oil Filters of your choice— 
and $17.85 for the OFM-73 Promotion Package. 


deep. 


OFM-73 PROMOTION CONTAINS: 
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When you sell the six fast-moving AC Oil Filters in the package, 
you recover $17.85 — the entire cost of the promotion package. 


ORDER OFM-73 FROM YOUR REGULAR | 
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NEW YORK.—Motorists are pay- 
ing more attention to the mechan- 
ieal care of their cars than at any 
other time in the last two decades, 
according to studies by the Amer- 
ican Petroleum Institute, 

This revival of interest in 
maintenance, the API hag con- 
cluded, is due to: 

1. -A desire to avoid time-consum- 
ing breakdowns and costly repairs. 

2. Recognition that the auto no 
longer is a luxury or status symbol, 
but an essential means of trans- 
portation. 

3. A desire to obtain maximum 
performance at the least cost in 
miles-per-dollar, 

4. An increase in the number of 
drivers in the 18-25 age bracket, 
most of whom have been exposed 
to good auto maintenance practices 
through driver-education programs 
in secondary schools. 

5. Greater interest of many mo- 
torists in cars as a hobby as a re- 
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Repair Costs Is Big Factor, API Finds. . . 
Rising Interest in Auto Care 


sult of the sports-car upsurge in 
recent years. 

Women also are showing more 
interest in proper maintenance, 


Williams Adds Texas 
To Chevy Network 


CORPUS CHRISTI, Tex.—Don L. 
Holden, former owner and operator 
of Gulf Chevrolet Co. here, has an- 
nounced sale of his dealership to 
Lew Williams, Billings, Mont. Hol- 
den has held the Chevrolet fran- 
chise in Corpus Christi for over 
16 years and now plans to devote 
his time to other business interests. 


Williams announced that the 
dealership’s name would be chang- 
ed to Lew Williams Chevrolet, He 
named James N. Gainan, former 
sales manager of Lew Chevrolet 
Co. in Billings as general manager. 
No other change in personnel is 
anticipated. Williams also owns 
Chevrolet dealerships in Eugene, 
Ore., and Sacramento, Calif, 








Valiant Wagon Tours 
For Arizona Memorial 


the API study revealed. As her 
responsibility for household op- 
erations grows, she tends to re- 

— ne ee — as another 

m which possibly can be pare 
the API said. _ 

However, the API added, the 
ideal oil-drain interval is still one 
common point of confusion for 
most drivers, 

Most car makers qualify oil- 
change recommendations with the 
words, “under normal driving con- 
ditions. ” So, out of 100 drivers with 
different driving habits, each will 
consider his driving is normal, the 
API continued. 

“Yet the car engine has only one 
normal, those conditions under 
which it will operate most efficient- 
ly and for the longest period of 
time without breakdown,” the in- 
stitute said. 

“Therefore, of 100 drivers, per- 
haps only one operates his car in 
& manner that may be considered 
normal for the engine.” 

The institute cited the “API 


Country Plymouth, Phoenix. 


Pearl Harbor, Hawaii. 


simplified recommendation” 
which it called flexible enough to 
cover most driving conditions. It 
calls for a change every 30 days 
in winter, every 60 days in sum- 
mer and never more than 2,000 
miles between drains. 
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AC Triple-Trapper Oil Filters 
—are three ways better: 

(1) They are made with stronger 
filtering material, (2) provide 
more usable filtering area, and 
(3) have greater trapping capac- 
ity. They are used on more new 
cars than any other brand. 





Use This Colorful Window Trim to Sell More Oil Changes and Filters 


PHOENIX, Ariz.—A Valiant 
station wagon recently completed 
@ 18,889-mile tour of the United 
States which visited 78 cities, in- 
cluding all 48 mainland state 
capitals. The nationwide tour was 
made for the US.S. Arizona 
Memorial Foundation, Inc., in a 
Valiant furnished the group by 
Robert Montana, of Town and 


The tour was taken to acquaint 
people with the purposes of the 
Foundation, and to collect a flag 
from the governor of each state, 
these to be used in an “avenue 
of flags” to be placed at the boat 
landing where passengers are 
boarded to visit the U.S.S. Arizona 
Memorial under construction in 





The API said it found that many 
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SUPPLIER TODAY 





This eye-catching window trim comes with one AC 
Bop-Ball for display purposes. Put this window trim 
in a prominent spot to take full advantage of its tre- 
mendous sales building potential. AC Bop-Balls make 
an ideal bonus gift to customers for oil and filter 
changes, plus other service specials. 


“PUNCH UP” PROFITS 
WITH AC BOP-BALLS 


You can order all the AC 
Bop-Balls you want in lots of 
10 for $4.00. Have plenty on 
hand for your customers — be 
ready for the extra sales and 
profits that can be yours — 
with the fun-filled Bop-Ball as 
oil and filter sales builders! 
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drivers think the modern engine 
requires less care than its pred- 
ecessors. 

“Automotive engineers say noth- 
ing could be farther from the 
truth,” the API continued. “The 
modern automobile engine is as 
fool-proof ag engineering technol- 
ogy can make it, but it still re- 
quires periodic maintenance if it is 
to perform properly and economic- 
ally.” 

The modern engine was called a 
“Jekyll and Hyde” — an efficient 
mechanism which powers the ve- 
hicle .but also produces its own 
“poison” in the form of water, 
acid, unburned fuel, soot and other 
contaminants. 

Today’s engines are harder to 
lubricate because of increased 
compression rates and larger 
valves, the API pointed out, 

With higher compression and 
combustion pressures, the institute 
said, there are greater loads on 
rings and bearings, greater sensi- 
tivity to carbon deposits which 

cause fuel knock, rough and noisy 
running, spark-plug missing, power 
loss and fuel waste. 

Bigger valves open wider, springs 
are stiffer, cams are narrower and 
metals are different, the API con- 
tinued, “This means greater loads 
on cams, valve lifters and rocker 
arms; more chances for rapid wear 
and expensive repairs.” 


Compact Cars 
Called Booster 


For Tire Sales 


NEW YORK.—Compact cars will 
have a beneficial impact on passen- 
ger-car replacement tire sales, ac- 
cording to Clarence W. Thorp, mar- 
keting manager, Tire Division, 
Goodyear Tire & Rubber Co. 

Compact and economy cars will 
create greater sales and profit op- 
portunities for the tire industry and 
its dealers, Thorp says in the cur- 
rent issue of Modern Tire Dealer, 
a business magazine for the TBA 
dealer and tire retreader. 

He admitted that since compact- 
car tires are smaller in size than 
tires on bigger model cars and the 
retail price is therefore lower, the 
dollar volume —tire for tire —is 
lower. 

But, he said, to appreciate fully 
the compact-car picture as it af- 
fects the tire business, several 
other trends that have taken place 
in the last five years should be 
noted: 

1. The number of passenger cars 
owned in the United States rose 
from 52 million to 59 million and 
the number of multicar families 
rose 67 percent to 7 million. Nearly 
14 percent of all families in the na- 
tion now own at least two cars. 

2. Passenger car mileage in the 
U. S. rose from 487 billion miles to 
550 billion. The Bureau of Public 
Roads predicts that total vehicle 
mileage in this country (including 
trucks and buses), will reach 754 
billion by the end of next year and 
1,051 billion by 1971. 

“Few,” Thorp said in the article, 
“would question the theory that ap- 
pearance of the compacts has con- 
tributed in the past year to the rise 
of multicar families. Or that when 
a second car is added to the fam- 
ily, mileage goes up.” 

Thorp pointed out that since tire 
life averages between 2 to 2% 
years, the tire industry won’t reap 
the fruits of compact cars sales 


until SW ee 
Seasonal Dip Hits 


Tire Shipments 


NEW YORK.—Following normal 
seasonal patterns caused by tire 
plants closing for vacations, manu- 
facturers’ shipments of passenger- 
car tires during July amounted to 
8,915,218 units, a decrease of 13.37 
percent below the 10,290,499 shipped 
during June, according to the Rub- 
ber Manufacturers Assn. 

Production of car tires in July 
came to 8,679,590 units, decreasing 
9.06 percent below the June produc- 
tion of 9,544,227. Inventories at the 
end of July came to 22,096,743 units, 
a decrease of 0.78 percent below the 
June inventories of 22,270,957 tires. 

Truck and bus shipments for 
July amounted to 1,197,288 units, 
decreasing 1.57 percent below the 
1,216,328 tires shipped in June. July 
production of 1,109,063 tires de- 
creased 15.90 percent below June’s 
production of 1,318,773 units. 





























PROVIDENCE.—Air, oil and fuel 
filters are key components in the 
1961 cars at the 43rd National Auto- 
mobile Show this week and next 
at Cobo Hall in Detroit. 

Auto makers are providing even 
the most compact economy cars 
with filters as original equipment. 
This continues the trend reported 
earlier this year—“long engine 

life is part of the definition of an 
economy car.” 

Not only are auto makers sold on 
filter protection, said a Fram Corp. 
spokesman, but they are also striv- 
ing for better filter maintenance. 
To help assure filter maintenance, 
he added, auto makers in some 
cases, have installed filters on top 
of the engine under the hood, and 
used “easy-change” designs. 

“Thus a service mechanic can 
change all three—oil, air and in- 
line fuel—filters found on many 
1961 cars in less than five minutes,” 
he said. 


Easy Change Assured on ’61s... 


Stress on Filters Grows 
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try, he said, is the almost universal 
adoption of the in-line fuel filter 
by Ford Motor Co. and Chrysler 
Corp., for all of their cars except 
a few isolated models. Only Pontiac 
in the General Motors family has 
adopted the filter, which has an 


Truck Show Planned 


Annually by L. A. 


LOS ANGELES.— The Automo- 
tive Council of Los Angeles will 
hold its National Truck, Trailer 
and Equipment Show annually, it 


is announced by Wally T. Johnson, |, 


president of the sponsoring organ- 
ization. 

Dates for the 1961 presentation 
have been set for April 6-8 here at 
the Great Western Exhibit Center, 
site of the past three shows. 

Space reservations for the 1961 
show can be made with show man- 
agement, Bentley Productions, 666 


Biggest news in the filter indus-| N. Robertson Blvd., Los Angeles 46. 


average change recommendation of 
5,000 miles, he said. 

Most oil filters on ’61 cars are 
of the “easy-change” throwaway 
type that are replaced like used 
light bulbs, he continued. In addi- 
tion, most of these are of the 
“full-flow” type in which all of 
the oil goes through the filter be- 
fore it goes to the bearings. 

For air filters in 1961, the Fram 
spokesman said, all makers except 
GM are using the pleated paper 
dry-type. For some of its models, 
GM is using a polyurethane foam- 
rubber type filter which must be 
oiled in order to function, he said. 

Service recommendations involve 
washing in fireproof solvent and 
then reoiling every 5,000 miles, he 
added, and in most cases, the filter 
housings are sized to take the more 
common replaceable pleated-paper 
cartridges if owners wish to con- 
vert. 

He offered the following informa- 
tion on filters: 


Oil Filters 


Installation of oil filters as origi- 
nal equipment is almost 100 per- 
cent. Only a few models in low- 
price ranges offer the oil filter as 
an extra-price accessory. 

Expanded use of the “easy- 
change” type will make cartridge 








Daniel Randolph, Frederick- 
town, Mo., has the distinction of 
having had his first tooth pulled 
with a string attached to his dad’s 
car. 





changes faster and more profitable 
than ever. They screw on and off 
in a moment, Change recommenda- 
tions average 5,000 miles. 
Conventional replaceable car- 
tridge filters are still found on 
Studebaker, Chevrolet, Dart and 
Plymouth with “A” engine. The 





On the OD 1 THE FRONT OFFICE 


AS WELL AS IN THE PLANT/ 


The Mitchell-Bentley 
Corporation is the 
_ largest independent 
manufacturer of auto- 
mobile station wagon 
bodies, and produces 
seating and interior 
trim for major auto- 
mobile companies. 





The Mitchells, father and son, are just part of top manage- 


ment in The Mitchell-Bentley Corporation, but they typify the 
executive branch of the organization. Here are men who know 
production problems from first-hand knowledge, men who 
can make the right decisions from behind their desks because 
they have a keen awareness of the tremendous capabilities 
of their manufacturing facilities. The Mitchell-Bentley 
Corporation is serving many of the biggest names in industry. 


It can serve you as well if you have a product in need of a 


manufacturer. It can serve you better too because your 


1ONIA MANUFACTURING DIVISION - 
OWOSSO MANUFACTURING DIVISION « 


product will have the personal attention of men who know 


how to get things done! Let’s get together—soon! 


The Mitchell-Bentley Corporation 


IONIA, MICHIGAN 
OWOSSO, MICHIGAN 











rest are all equipped with “easy- 
change” filters: Buick, Cadillac, 
Chrysler, Comet, DeSoto, Dodge, 
Dodge Lancer, Falcon, Ford, Im- 
perial, Lincoln, Mercury, Plymouth, 
Rambler, Valiant, some Chevrolets, 
Oldsmobile F-85s, and Pontiac. 


Fuel Filters 


Important news in the filter in- 
dustry this year is the continued 
widespread use of replaceable in- 
line fuel filters. Factory replace- 
ment recommendations average 
5,000 miles. A few new cars are 
equipped with paper-filter car- 
tridge elements that are integral 
with the fuel pump. 

The following ’61 cars are equip- 
ped with in-line fuel filter installa- 
tions: Chrysler, Comet, DeSoto, 
Dodge V-8, Dart V-8, Falcon, Ford, 
Imperial, Lincoln, Mercury, Plym- 
outh V-8, Pontiac. 


Air Filters 


Dry-type replaceable cartridges 
are the most popular on 1961 cars. 
Average change recommendations 
are 10,000 miles, or oftener under 
dusty conditions. 

Installations are as follows: Dry- 
type—Lancer, Rambler, Lark, 
Hawk, Chrysler and Ford Motor 
cars, Chevrolet V-8, Oldsmobile. 
Polyurethane foam-rubber type oil- 
wetted filters—Buick, some Oldsmo- 
biles, Corvair, Cadillac, optional on 
Pontiacs. 

Oil-bath or cartridge types are 
optional on Lark and Hawk, and 
the oil-wetted type will be supplied 
on some Pontiacs, Chevrolets and 
Oldsmobiles. 


Robot Highway 
Speeds Tests of 


Fuel, Lubricants 


NEW YORK.—Scientists at So- 
cony Mobil Oil Co., Inc., have de- 
signed a four-lane “highway” that 
permits autos to “travel” up to 
100 miles per hour without moving 
an inch. 

The new “Hy-Way Simulator” is 
being used to test tomorrow’s car 
fuels and lubricants faster, more 
accurately and at lower cost than 
ever before, the firm said. The de- 
vice reproduces almost every traf- 
fic and road condition the Ameri- 
can motorist encounters: Stop-and- 
go jams, high-speed turnpikes and 
steep grades. 

The $153,000 installation, located 
at the oil firm’s Paulsboro (N. J.) 
research department, is used to 
measure the performance of ex- 
perimental gasolines and lubes, and 
their effect on wear and cleanliness 
of engines, transmissions and axles. 


The driverless autos operate on 
treadmills, reproducing a single 
car’s actual road trip previously 
recorded on magnetic tape. This 
taped record of the original trip 
is played back into the vehicles on 
the Simulator, so that identical 
throttle positions and speeds, as 
well as road grades met on the 
course, are faithfully duplicated. 

In the Hy-Way Simulator con- 
trol booth, one man can “drive” 
four cars simultaneously, Two of 
the cars may be whipping along at 
70 MPH, simulating a pre-recorded 
run on a cross-country speedway. 
The other two may be crawling, 
stopping and starting in the play- 
back of an actual bumper-to-bump- 
er exodus of commuters’ autos from 
a big city. 

The company said the new equip- 
ment has enabled it to achieve sub- 
stantial savings in both time (50 
percent) and money (60 percent). 
Test drivers are no longer needed, 
and a two-man team is currently 
making the highway tapes. Even- 
tually the company will have a 
library of tape recordings of every 
highway run necessary for testing 
new products. 

































N. Y. to Charge $5 
For Special Road Permits 


ALBANY.—tThe state will charge 
$5 each, beginning Sept. 1, for spe- 
cial permits issued for movement 
of oversized or overweight vehicles 
on state highways. The State Pub- 
lic Works Department said the 
number of such permits climbed 
to 46,676 last year and is growing 
steadily. 

There is considerable cost in 
processing the permits, which have 
been issued without charge in the 
past, the Department said. 
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PASSENGER CAR ADVERTISERS 
BUY MORE PAGES AND INVEST 
MORE DOLLARS IN [Edi THAN 
IN ANY OTHER MAGAZINE ! 


PASSENGER CAR ADVERTISING, 
FIRST 7 MONTHS OF 1960 


Magazine Pages Adv. Investment 

LIFE 217.05 $8,826,309 

Post 173.17 6,651,971 AMERICA’S 
Time 202.12 3,701,779 AUTOMOBILE 
Look 89.84 3,440,200 SHOWROOM 


Reader’s 
Digest 61.00 2,319,250 


Source: PIB (January-July 1960). 
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Firms Describe New Models. . . 


61 Tires Safer, Wear 
Longer, Say Makers 


AKRON.—New tires designed for 
greater safety and longer wear 
have been announced for 1961 by 
several rubber companies. 

Firestone Tire & Rubber Co. 
said a new tread design will add 
extra miles to its “DeLuxe Cham- 
pion” and “500” models. 

The company said tests have 
proved that the ’61 DeLuxe Cham- 


pion, standard on many new autos, 
+ + + 





New Tread Design— 


A new tread design, which Firestone 
Tire & Rubber Co. said increases mileage 
of its ‘61 tires, is made possible by this 
new three-piece mold for curing tires. This 
mold eliminates the center line or dead 
spot, which is on tires made in two-piece 
molds. 





‘Tractionizing’ Tire— 


Tack-studded wheels are part of a ma- 
chine developed by Goodyear Tire & Rub- 
ber Co. to “tractionize” its Suburbanite 
winter tire by pressing tiny holes into the 
outer surface of the tread. This provides a 
crepe-like quolity that enables the tread 
to encompass every small dent and bump 
on a slippery or snow-covered road for 
traction, the company said. 





Quietness Test— 


A sound engineer adjusts a sound-level 
meter as he prepares to make a quietness 
test of Goodyear Tire & Rubber. Co.'s new 
Custom Super Cushion car tire. As the 
tire spins against the drum below, the 
microphone picks up any noise created 
by the tread. 


will give up to 36 percent more 
mileage than last year’s model, 

An improvement of up to 35 per- 
cent more tread wear was register- 
ed by the “500,” a premium tire, 
Firestone said. 

“A new three-piece mold process 
for curing tires has made possible 
the new tread design,” said a Fire- 
stone spokesman. “It was developed 
this year by Firestone and repre- 
sents the first major improvement 
in tire curing in 60 years.” 

The entire tread face of the 
tire now is molded in one piece, 
he said, rather than split down 
the center as it is on tires cured 
in two-piece molds, 

This method, he continued, elimi- 
nates the dead spot in the center 
of the tread and gives the tire a 
much improved grip on wet sur- 
faces and provides for more even 
tire wear. 

Engineers also have been able to 
design treads that are wider, flat- 
ter and with traction elements 
across the entire face of the tire, 
he added, and elements in the 
tread pattern have been varied in 
size and shape to eliminate hum 
and squeal, and to relieve the 
strain on the tread at high speeds. 

B. F. Goodrich Co, hag announc- 
ed that a new tread pattern and 
“relocation” of the rubber will in- 
crease wear by at least 25 percent 
for a new “first-line” tire called 
the “B. F. Goodrich Silvertown.” 


On this tire, said E. F, Tom- 
linson, president, the center rib 
of the tread hag been eliminated 
and the rubber saved has been 
added to the outside ribs where 
the load and wear are most con- 
centrated. 

Elimination of the center rib re- 
sults in a tire with six ribs instead 
of the usual seven, Tomlinson 
added, and allows a wider tread, 
further reducing load concentration 
of the outside ribs. 

The tire also provides 33 percent 
better traction, 12 percent better 
skid resistance, and a quieter and 
smoother ride than the tires it re- 
places, Tomlinson said. 

The Silvertown is made with im- 
proved Tyrex cord and is being 
used as original equipment on ’61 
cars, he added. 

Two new tires have been develop- 
ed by Seiberling Rubber Co, — the 
“Commuter,” a winter tire, and the 
“Commercial,” designed especially 
for use on station wagons. 

O. H. Johnson, tire-engin:eering 
manager, said the Commuter of- 
fers “greatly improved” traction 
in packed snow and a “marked 
increase” in stopping ability, 

The principal change hag been in 
the lug area, he said. It now has 
tread slots to improve the grip on 
snow and ice, Johnson added. 

Frank Hager, truck-tire sales 
manager, said the Commercial is 
the first tire of its kind and is built 
like a truck tire, with emphasis on 
sturdy plies and tread, but design- 
ed to fit a car wheel. 

The tire has six plies “because 
four plies simply can’t carry the 
load of a station wagon,” he said. 
“The new station wagon standing 
today on the showroom floor, with- 
out anyone or anything in it but 
the seats, is too heavy for its tires.” 

The Commercial has a tread 
depth equal to that of original 


Receiver Named 
For Cooke’s 


Personal Assets 


LOUISVILLE.—M. W. Nicholson, 
general manager of the Louisville 
Credit Men’s Assn., has been ap- 
pointed receiver for the personal 
assets of Thurston Cooke, former 
Ford dealer here. 

Circuit Judge Stuart E, Lampe 
appointed Nicholson after being 
told that claims against Cooke 
total more than $1 million. 

Cooke’s assets appear to be about 
$100,000, but could be higher, the 
judge was told. 

The former dealer has already 
assigned his personal assets—large- 
ly consisting of real estate—to the 
credit association. 





Seiberling Special— 


The Commercial, a truck-type tire built 
to fit station wagons, has been designed 
by Seiberling Rubber Co. The tire has as 
thick a tread as the standard, heavy-duty 
truck tire in the background, the company 
said, 


+ os * 
equipment tires used on long- 
distance, heavy-duty trucks, 
Hager said, and is available in 
both 14 and 15-inch sizes. 
Mohawk Rubber Co. has an- 


section provides much softer riding 
qualities, the company said. 

The tread is designed to elimi- 
nate squeals on turns, Mohawk 
said, and traction is improved by 
1,924 gripping edges in contact with 
the road surface at all times. 


The tire is of tubeless construc- 


tion, and is available in 14 and 15- 
inch sizes and compact and import- oa 


ed-car sizes, Mohawk said. 


Walter Shively, Goodyear Tire & . 
Rubber Co. tire-engineering man- © 


ager, has come up with some tips , 


on increasing tire life. 

Periodic checks of tires, wheel 
balance, wheel alignment and 
brakes are of prime importance, 
especially before starting on long, 
fast trips, he said. 

The company also reported that 
more rubber than ever will be used 
in the ’61 cars, with tires account- 
pry for perhaps the largest share 
of it. 

There will be some 500 other rub- 
ber parts of various sizes, shapes 
and importance, Goodyear said. 
Airfoam seats will account for 
much of the increased rubber use 
because many of the so-called lux- 


nounced an all-new Strato Chief} ury cars will offer airfoam seats as 


premium tire featuring a low-con- 
tour design. A wider, flatter cross 


Standard equipment, the compan 
said. . 





Rubber 'Relocation'— 


Six-rib  silhovette of the new B. F. 
Goodrich Silvertown tire, featuring a “re- 
location" of rubber to the outside ribs of 
the tread (marked in white), is demonstrat- 
ed by a Goodrich technician. The design 
change boosts tire mileage and increases 
safety, the company said. 





Compact Problem in Full-Line Deal... 
Customers Throw a Lowball 


By Ruel McDaniel 
Staff Correspondent 


KINGSVILLE, Tex. — Popularity 
of the compacts has created a new 
merchandising problem for some 
dealers, especially those in smaller 
communities where dealers handle 
a manufacturer’s complete line, ac- 
cording to K. A. Childs, veteran 
Ford dealer here. 

“Not long after we stocked the 
Falcon,” he said, “we noticed a 
trend. We handle Lincoln and 
Mercury, as well as Ford and 
Falcon and an import, and before 
we realized what was going on, 
prospects were using Mercury to 
try to beat the price down on 
Falcon and the import.” 

Childs said it works like this: 
“A customer comes in and asks 

about a Mercury. He feigns real in- 
terest, accepts a demonstration ride 


Pilot Heads Firm 
Making Luggage 
Racks for Autos 


HACKENSACK, N. J.—The Navi- 
gator’s table in a DC-7 may seem 
a long way from the development 
shop of an auto-accessory manu- 
facturer, but that’s where many of 
the product-design and promotional 
ideas of Canell Co. are born. 

The firm, which makes luggage 
racks for station wagons and im- 
ported cars, is owned by William J. 
Canell, a copilot-navigator for Pan 
American World Airways. 

Canell Co. originally made wood 
parts for station wagons, but the 
all-steel wagon killed that business. 
Canell disposed of his woodworking 
machinery and joined Pan Amer- 
ican, but he continued to work on 
his luggage racks between flights. 
He flies 10 to 15 days per month. 

His wagon racks caught on 
among local dealers and, after en- 
tering the imported-car luggage- 
rack field last year, he had to move 
to a larger plant and acquire new 
automatic polishing machines and 
other equipment. 

Canell owns a plane and spends 
much time flying about the country 
visiting suppliers and distributors. 
Despite the growth of his auto- 
accessory business, he plang to 
continue in his job with Pan Amer- 
ican, 


Voss Named President 


Of TH of Canada 


HAMILTON, Ont.—Omer G. 
Voss has been named president of 
International Harvester Co. of 
Canada, Ltd. He joined I-H in 1936 
and has been with the company’s 
British subsidiary the last seven 
years. 

Voss succeeds R. R. Bradley, who 
has been elected a vice-president of 
the parent company in the United 
States and named executive chief of 
its Construction Equipment Divi- 
sion. 


and gets an appraisal of his old 
car. 

“That is the last time the Mer- 
cury salesman sees him. He shows 
up a few days later and decides he 
wants a Falcon, and he demands 


them in a price game with other 
dealers. 

The shopper would collect a card 
from a Childs salesman, jot down 
some fictitious figures on it, and 
then visit another dealer for an ap- 


that he he allowed the same price| praisal and a price on a new car. 


for his old car that he was offered 
on the Mercury deal. He squawks 
to high heaven when the Falcon 
man says he can’t make the same 
allowance, 


“It got so bad,” Childs said, “that 
we had to set up a new policy of 
dealing with Mercury prospects.” 


Now the salesman carefully qual- 
ifies every prospect who shows an 
interest in either a Mercury or a 
Lincoln. He asks the prospect if his 
old car is paid for; he asks him how 
much his monthly payments have 
been, and if he can make larger 
payments if he buys the Mercury. 

By his qualifying interrogation, 
the salesman can get a pretty 
clear idea of whether the man 
really is interested in a Mercury 
or is using Mercury to get an 
appraisal of his car to apply to 
the purchase of a Falcon or a 
lower-priced Ford. 

“We certainly don’t believe in 
high-pressure practices of any 
kind,” Childs explained. “We have 
been selling Fords here for 24 years 
and we don’t think high-pressure 
and misleading merchandising 
methods would pay, even if we were 
inclined to resort to them. 

“But lately, some customers are 
turning the tables on us. They’re 
trying to lowball the dealer!” 

Childs recently ordered his sales- 
men not to give out their business 
cards because shoppers were using 





Mohawk Premium— 


Mohawk Rubber Co. has introduced the 
new Strato Chief premium tire, featuring 
a low-contour design. It has a wider, fiat- 
ter cross section resulting in much softer 
riding qualities, the company said. 


Getting the figures, the shopper 
would pull out the Childs sales- 
man’s card. 

“I wanted to do business with 
you,” he would tell the dealer, 
“but guess I can’t, Here’s what 
Childs offered me.” Then he 
would show the card, with his 
own figures on the back, 

Some dealers fell for it and cut 
their own figures to the bone, as- 
suming if that was the way Childs 
wanted to do business, they would 
match him. 

“It got so bad,” Childs said, “that 
we stopped giving out either cards 
or figures of any kind. Prospects 
were taking our figures and twist- 
ing them around to suit their own 
convenience and using them to beat 
down other dealers’ prices.” 

To counteract high-pressure sell- 
ing methods employed in some in- 
stances, the Childs organization is 
careful to show the customer what 

he is paying for his car and how 
he is going to pay for it. 

“We ask the customer to write 
down his own figures,” Childs said. 
“We tell him, for example, that the 
price of the car is $3,000 and we 
ask him to write down exactly what 
he is getting on the car for that 
figure. 
“We tell him then to write down 
the $1,000 that we are allowing for 
his old car and show him that the 
difference is $2,000. 

“Then after determining how 
he wants to pay the $2,000, to 
which insurance, if any, has been 
added, we ask him to multiply 
that by 6% percent interest if he 
intends to pay for the balance in 
@ year, or 13 percent if he wants 
to take two years. 

“After he has added the interest 
to the $2,000, we ask him to divide 
the total by the number of months 
he is to pay on it and thus figure 
his own monthly payments, 

“We find that this has done much 
to build customer confidence and 
dispel any idea that the dealer tries 
to confuse the customer about how 
much he really is paying for his 
car and how long he is going to pay 
on it.” 


2nd Olds Dealer Moves 


To Minneapolis Suburb 


MINNEAPOLIS.—Lindahl Motor 
Co. (Oldsmobile) has moved to a 
$300,000 dealership at 1900 W, 78th 
St. in suburban Richfield. The firm 
had been at 2823 E. Franklin since 
1922. 

Lindahl is the second Oldsmobile 
dealership to move to an outlying 
district thig summer. Malkerson 
Motors shifted to Shakopee last 
month. “We've found people like to 
buy cars in their local areas,” said 
Burton Lindahl, “The move puts 
us in a better income area.” 











IMPERIAL FOR 1961, as you might expect, holds fast to the 
basic concept. The classic Imperial look is interpreted in a number of 
fresh, exciting and delightfully unexpected refinements: a crisply formal 
grille, engagingly relieved by free-standing headlamps; a magnificently 
upholstered instrument panel; rakish, suspended taillights. 


Passenger compartments have great room and luxury (and are the 
easiest of all to enter and leave). The car’s already unequaled handling 


IMPERIAL CROWN FOUR-DOOR SOUTHAMPTON IN AUTUMN RUSSETT. DRESS BY BURKE-AMEY 


characteristics and riding qualities have been made even better. 

One of these thoroughly exciting cars is at your dealer’s now, fresh 
from the most deliberate, most patient production lines in America... 
proved by more than six hundred tests and inspections. 

We urge you to drive i@for an hour or more. It is America’s most 


carefully built car. 
IMPERIAL DIVISION OF CHRYSLER CORPORATION 


AMERICA’S MOST CAREFULLY BUILT CAR 
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61 PLYMOUT: 
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Never before a Plymouth so dramatically 
different! See and feel the head start 





its sureness, its tight snug quality. Beneat) 
new lines is the Solid Plymouth Unibody—on 
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welded, tough and quiet. So get with 


Get with 61 Plymoiuth—at your dealer’s 


[H...SOLID BEAUTY 
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into 1961, with its startling new looks, its 
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Major Specifications for 1961 U.S. Cars 


SIONS ENGINE MISCELLANEOUS 


ght 
g System 
Quarts) minus 


heater 
(Standard) 


(cubic inches) 
(gallons) 


(inches) 
(inches) 
(inches) 
(inches) 
Brake 
Horsepower 
at RPM 
Displacement 
Gasoline Tank 
Axle Ratio 
Tire Size 
Curb Weight 
(Pounds) 


Overall Length 
“a 


Overall Width 


Wheelbase 
Overall Hei 
Compression 
Ratio 
Maximum 


BUICK 
Special 188.4 | 71.3 | 52.5 ‘ 155 @ 4600 3.36 | 6.50x13 | 2711 


*LeSabre 213.2 | 78.0 | 56.3 10.25| 250 @ 4400 | 364 3.07 | 7.60x15 | 4302 ) 
Invicta 213.2 | 78.0 | 56.3 10.25; 325 @ 4400 | 401 3.23 | 7.60x15 | 4351 | 
Electra 219.2 | 78.0 | 57.1 10.25; 325 @ 4400 | 401 3.23 | 8.00x 15 | 4489 
Electra 225 219.2 | 78.0 | 57.1 10.25} 325 @ 4400 | 401 3.23 | 8.00x 15 | 4580 


CADILLAC 
Sixty-Two 
Sixty Special 
Seventy-Five 

CHEVROLET 
*Corvair 500, 700 & 900 6 ‘ J Horz. 6 ohv d 80 @ 4400 3.4/7 | 650x135 2440 
*Corvair Greenbrier 6 ‘ ¥ . Horz. 6 ohv d 80 @ 4400 ‘ 3.89 | 7.00x 14 | 3005 
Biscayne, Bel Air & Impala 6 . ’ 5 | 60hv . ‘ 3.36 | 7.50x 14 | 3655 
*Biscayne, Bel Air & Impala V-8 ’ ‘ . V-8 ohv ‘ 170 @ 4200 : 3.36 | 7.50x14 | 3665 
*Corvette V-8 | . , ; V-8 ohv . 230 @ 4800 y } . 6.70x15 | 3035 


CHRYSLER | 


Newport é . | 
Windsor 4 i a 110.1 | 305 @ 4600 | 383 , 8.00 x 14 


t 
7 
10.1 | 350 @ 4600 | 413 93 | 8.50x 14 t 
3 
T 


325 @ 4800 | 390 18.5 | 2.94 | 8.00x 15 
325 @ 4800 | 390 18.5 | 2.94 | 8.00x 15 
325 @ 4800 | 390 18.5 | 3.36 | 8.20x 15 


: 9.0 | 265 @ 4400 | 361 | ‘ 8.00 x 14 


New Yorker 
*COMET . y . . 85 @ 4200 
DeSOTO 122 215.8 | 79.4 | 55.0 | V-8 ohv | 9.0 | 265 @ 4400 | 361 | 20 | 2, 8.00 x 14 
DODGE | | 

*Lancer 170 & 770 6 | 106.5 | 188.8 ; ; * slant 6 101 @ 4400 | 170 13 E 6.50x 13 | 2665 
Dart Seneca, Pioneer & Phoenix 6 118 209.4 30° slant 6 : . 145 @ 4000 | 225 , 7.00x 14 | 3480 
| 





2539 








*Dart Seneca, Pioneer & Phoenix V-8 118 209.4 h ’ V-8 ohv 230 @ 4400 318 | 3. 7.50x 14 | 3675 
*Polara V-8 |; 122 | 212.5 | 78. . V-8 ohv 265 @ 4400 | 361 ' 8.00 x 14 t 


FORD | | 
*Falcon 6 109.5 | 181.2 \ ‘ 6 ohv 8.7 85 @ 4200 | 144 ‘ . 6.00x 13 | 2422 


FL, FL 500 & Galaxie 6 119 209.9 , d 6 ohv 8.4 | 135 @ 4000 | 223 ‘i 7.50x 14 | 3709 
*FL, FL 500 & Galaxie V-8 119 209.9 , ‘ V-8 ohv 8.8 | 175 @ 4200 | 292 j 7.50x14 | 3809 
Thunderbird V-8 | 113 205 , R V-8 ohv | 9.6 | 300 @ 4600 | 390 5 | 2. 8.00 x 14 4048 


IMPERIAL | | 
Custom 129 227.1 ; : V-8 ohv 10.1 | 350 @ 4600 | 413 d 8.20x 15 , 


| 
Crown | 129 227.1 . 7 | V-8 ohv 10.1 | 350 @ 4600 | 413 j 8.20 x 15 t 
LeBaron | 129 227.1 . .7 | V-8 ohv '10.1 | 350 @ 4600 | 413 | i 8.20 x 15 t 
LINCOLN CONTINENTAL 123. | 212.4 ; 5 | V-8 ohv 110.0 | 300 @ 4100 | 430 . 9.00x 14 | 4954 
MERCURY | | | 
Meteor 600 & 800 6 120 214.6 ; 0 | 60hv 8.4 | 135 @ 4000 | 223 56 | 7.50x 14 | 3780 


*Meteor 600 & 800 V-8 120 214.6 9 | d V-8 ohv 8.8 | 175 @ 4200 | 292 a 7.50 x 14 3878 
*Monterey V-8 214.6 ’ | V-8 ohv ' 8.8 | 175 @ 4200 | 292 : 7.50x 14 | 3941 


OLDSMOBILE | | | | 
F-85 188.2 | 71.5 | 52.6 | V-8 ohv 8.75| 155 @ 4800 , J 6.50 x 13 2695 


*Dynamic 88 212 | 77.2 | 55.8 | V-8 ohv 8.75| 250 @ 4400 42 | 8.00x14 | 4186 
Super 88 212 | 77.2 | 55.8 | V-8 ohv 10.0 | 325 @ 4600 : 8.00x 14 | 4225 
98 218 | 77.2 | 56.6 | V-8 ohv 10.0 | 325 @ 4600 | | 3.23 | 8.50x 14 | 4370 


PLYMOUTH | | —_ | 
Valiant V-100 & V-200 6 : 183.7 | 67.0 | 53.5 30° slant 6 8.2 | 101 @ 4400 3.55 | 6.50x 13 2665 


| 
Savoy, Belvedere & Fury 6 209.5 | 80.0 | 54.6 | 30° slant6 | 8. 145 @ 4000 | 3.54 | 7.00x 14 | 3470 
| 























*Savoy, Belvedere & Fury V-8 | 209.5 | | 80.0 | 54.6 | V-8 ohv .0 | 230 @ 4400 | | 3.58 | 7.50-x 14 | 3670 
PONTIAC 


*Tempest 
*Catalina 1/119 =| 210 78.2 


‘Ventura | 119 | 210 ‘| 78.2 
*Star Chief | 123. | 217 78.2 
/ 123 | 217 78.2 








55.7 | V-8 ohv r 215 @ 3600 25 | 18.5 | 3.23 | 8.00x 14 | 3918 


55.7 | V-8 ohv 6 | 215 @ 3600 | | 25 | 18.5 | 3.23 | 8.00x 14 | 3999 
55.7 | V-8 ohv | 8.6 | 215 @ 3600 25 | 18.5 | 3.23 | 8.00x14 | 4044 
55.7 | V-8 ohv .6 | 235 @ 3600 25 | 18.5 | 3.23 | 8.00x14 | 4109 


{ 








*Bonneville 


RAMBLER 


| 
189.3 | 72.2 53.5 | 4ohv . 110 @ 4400 16.5 | 11.6 | 3.55 | 6.00x15 | 2910 
| 


| | 
American Deluxe & Super 6 | 100 | 173.1 | 70.0 | 56.2 | 6L ; 90 @ 3800 | 195.6 | 20 | 11 | 3.31 | 6.00x 15 | 2650 
American Custom 6 | 100 | 173.1 | 70.0 | 56.2 | 60hv | 8. 125 @ 4200 | 195.6 | 20 ! 11 3.31 | 6.00x 15 | 2700 
"Classic 6 108 189.8 4 | 57.3 | 60hv : 127 @ 4200 | 195.6 | 20 | 10 | 3.78 | 6.50x15 | 2960 
*Classic V-8 ' 108 | 189.8 ; 1 | V-8 ohv .7 | 200 @ 4900 | 250 20 20 | 4.10 | 7.50x14 | 3360 


| 


1117 | 199 | 73.6 | 56.9 | V-8 ohv .7 | 250 @ 4700 | 327 | 20 19 | 3.54 | 8.00x14 | 3470 


STUDEBAKER | | | | | | 
Lark Deluxe & Regal 6 108.5 | 6 ohv ‘ 112 @ 4500 | 170 18 11 | 3.73 | 6.00x 15 


lark Delve & Rego! V:2 1 108.5 | 175 5 | V-8 ohv 8 | 180 @ 4500 | 259.2 | 18 | 17 | 3.07! 6.50x15 
‘Lark Cruiser V-8 1113 | 179 , 5 | V-8 ohv 8 | 180 @ 4500 | 259.2 | 18 | 17 | 3.31 | 6.50x15 
ack vs | 120.5 | 204 5 | V-8 ohv 210 @ 4500 | 289 | 18 | 17 |! 3.31 | 670x15 
—— a ~~ +—Not available at press time. 

Copyright, 1960, by Automotive News 











*Ambassador V-8 
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‘Other engine options available. 






















Reynolds Metals Company, 
in cooperation with the 
Automobile Manufacturers Association, x 
takes pride in introducing your fine 
new 1961 automobiles to America 


via Reynolds telecast of the 43rd 









direct from 


DETROIT’S NEW COBO HALL 
on SUNDAY, OCTOBER 16 











over CBS-TV 


from coast-to-coast 


(consult local newspaper for time and station) 


there’s 


REYNOLDS ALUMINUM 
in all the 1961 cars 








Compacts Added; Standards Are Trimmer... 


AUTOMOTIVE NEWS, OCTOBER 10, 1960 


Widest Choice for 61 Car Buyers 


smoother riding and more fun|ican for the first time since the 
to drive. car was introduced in 1950 and 

The ’61 models give buyers the| has added a convertible and a 
widest choice in history, and the| four-door wagon. The Rambler 
low-priced field — both compact| Classic has a new six-cylinder en- 
and standard — is broader than| gine with a die-cast aluminum 
ever before. Block. 

The compacts, the fastest-grow- .. ec 
ing segment of American auto-| P)UT despite the excitement cre- 
dom, have attracted the most at- ated by the compacts, it must 
tention during the introduction|be remembered that most Amer- 
period. The rise of this class is|icans still prefer a full-sized car. 
just as interesting as the cars} ‘he smaller autos will take 
themselves. about 30 percent of the market 


By John K. Teahen Jr. 
Associate Editor 
SPARKLING array of “cus- 
tomer-engineered” automo- 
biles awaits the American motor- 
ist in dealerships across the coun- 
try as the ’61 selling season gets 
under way. 

Every manufacturer has done 
bis utmost to build the type of 
cars the customers want, There 
are more compacts, and many 
full-sized models are shorter 
and narrower, although interior 









dimensions have not been trim- <0 this d esti f 

year, and estimates for 1961 
med, : HREE years ago, Rambler! range from 35 to 50 percent. In 
Styling is more subdued in stood alone in the domestic >: el de 


many lines, and improved suspen- 
sion systems and other mechani- 
cal innovations make the cars 


small-car field. The total grew to 
six makes last year, oad’ todas 
there are 10, with the addition 
of Buick Special, Oldsmobile F-85, 
Pontiac Tempest and Dodge Lan- 
cer. 

During the 58 model year, 
less than 2,500 dealers offered 
a domestic compact. Today, more 
than 32,000 dealerships are sell- 
ing the shorter-wheel units. 

The four new compacts 
promise to be stiff ee 
for the established es. 

Tempest has the only four-cyl-| 
inder engine offered by a United| @ 
States manufacturer, and it’s the 
only domestic car with a front- 
mounted engine and a rear trans- 
mission. 

Special and F-85 have alumi- 
num V-8 engines, while Lancer 
has a wider selection of models 
than the other newcomers. 

hh ee 
jb HE other compacts haven’t 
been idle. Lark has a new 


—further indications that 1961 is 
the year of the customer-engi- 
neered car. 
eS 
LL five General Motors lines 
have new bodies this year, 

and all are shorter and nat- 
rower. The windshield dogleg has 
been eliminated, and seats are 
higher and more comfortable. 

Ford Motor also has reduced 
its exterior dimensions, especially 
on Lincoln Continental which is 
15 inches shorter than last year. 

Mercury bas moved to a 
lower price range for ’61 and 


* * * 


1961 F-85 Four-Door Sedan—Four-door sedan and four-door station wagons . . 


plished this by means of redesign- 
ed shock absorbers, while others 
have improved their systems by 
using more rubber insulation. 

For ’61, U. S. dealers are dis- 
playing 243 models, compared 
with 248 at the close of the ’60 
season. 

Following is a summary of 
the selling features of the ’61 of- 
ferings, with the compacts group- 
ed together for the reader’s con- 
venience. 

ee ee 
F-85 
“TO"VERY inch an Oldsmobile, 
but no substitute for the 
bigger car” is General Manager 
Jack F. Wolfram’s description of 
his compact F-85. 

He’s confident that the new 
car will mean plus business for 
his dealers, and he feels that it 
will appeal especially to the 


* * * 





. Standard and 
112-inch wheelbase; 188.2 


overhead-valve six, and Falcon 
and Comet are offering optional 
engines with greater displacement 
and higher horsepower. 

Valiant has added a two-door 
sedan and a hardtop while Cor- 
vair features a station ase 
and a sports wagon with a 
van-type body. Corvair also 
has enlarged the gas tank, 


deluxe models offered . . . Unitized construction ... 13-inch wheels . . . 
inches long . . . Aluminum V-8 engine develops 155 horsepower . . . 24 inches shorter, 1,500 pounds 
lighter than standard Oldsmobile. 
* * * * * * 
a six-million-unit year, that means} is offering a six-cylinder engine 
three million to four million big-| for the best time. 
car sales. Chrysler Corp.’s greatest styl- 
The manufacturers have gone |ing change has been applied to 
allout to satisfy those buyers. Plymouth, which has a softer rear 


Comfort will be emphasized | treatment and no tail fins. Chrys- 
ler Division has introduced a 


* * * 


person who would like to own 

an Oldsmobile but has i un- 

able to afford one in the past. 
A four-door sedan and a four- 
door station wagon are offered 
in standard and deluxe versions. 
Wheelbase is 112 inches, and the 







this year, along with styling 
and performance. 

Some makers are stressing free 
dom from certain maintenance 
operations and longer life of vari- 
ous components. Others are men- 
tioning increased luggage space 
and better rustproofing techniques 


moved the spare tire to the 
engine compartment and in- 
stalled a hot-air beater. 

Falcon also features a sports 
wagon, and both Corvair and Fal- 
con have compact commercial 
units. 

Rambler has restyled the Amer- 








1961 Lancer Two-Door Hardtop—170-cubic-inch slanted six-cylinder engine develops 101 horse- 
power... Six models in two series . . . 106.5-inch wheelbase, 188.8 inches long . . . Alternator in- 


stead of conventional generator . . . 24 cubic feet of usable trunk space . . . Optional 145-horse- 
power engine . . . Unibody construction . . . Torsion-Aire ride. 


| | mobile and Buick have redesigned 


Newport series which will accent 
economy and lower price. 
Dodge, Dart and DeSoto have 
new front-end styling, and Im- 
perial features pedestal-type head- 
lights. 
eres 
RD and Chevrolet have al- 
tered their station-wagon 
lineups and have broadened the 
model choices in their Galaxie 
and Impala series. 
Chrysler Corp. has new man- 
ual transmissions for some of its 
V-8 engines, and Pontiac, Olds- 


and lightened their automatic 
units and reduced the size of the 


' | floor tunnel. 


Ford has self-adjusting 
brakes, and Ford, Mercury and 
Lincoln Continental say their 
prelubricated chassis need not 
be greased for 30,000 miles. 
Cadillac declares that its chas- 
sis never needs lubrication. 

Muffler improvements have 
been mentioned by many makes, 
notably Rambler which offers a 
ceramic-armoured exhaust system. 
The muffler and tailpipe are guar- 
anteed to the original owner for 
as long as he keeps the car. 

* * & 
SOFTER, smoother ride is a 
feature of many of the ’61 
models. Some makers have accom- 












car is 188.2 inches long and 
weighs 2,695 pounds. It is 24 
inches shorter and 1,500 pounds 
lighter than the standard Olds- 
mobile. 

The car has a slightly recessed 
gtille, dual headlights, wrap- 
around bumper and flared front 
fenders. Side panels are sculptur- 
ed; the doors open wide, and 
there is no windshield dogleg. 

Powering the F-85 is a 215- 
cubic-inch aluminum V-8 engine 
that develops 155 horsepower and 
has a compression ratio of 8.75 
to 1. It is designed to operate 
efficiently on regular-grade gas- 
oline. 

Front sus pension—a new coil 
Spring, ball-joint antidive de- 
sign—is mounted to a separate 
front cross-member, insulated 
by rubber mountings. 

A “twin-triangle” stabilized- 
coil suspension system is used at 
the rear. 


* * 
Lancer 
ODGE dealers, whose 1960 
invasion of the standard 


lower-priced field was extremely 
successful, now are competing for 
compact sales with their new 
Lancer. 
The compact is offered in 
six models in two series—the 
(Continued on Page 57) 
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170 (standard) and the 770 
(deluxe). Each has a four-door 
sedan and a four-door wagon, 
and there is a 170 two-door 
sedan and a 770 two-door hard- 
top. 

Saiike shares Valiant’s body 
shell, engine and other compo- 
nents, but there are styling differ- 
ences and the Dodge entry is 
slightly longer and wider. Lancer 
wheelbase is 106.5 inches, and 
the car is 188.8 inches long, 72.3 
inches wide and 53.3 inches high. 

The grille, hood and bumper 
thrust forward in a “V.” The 
grille is composed of horizontal 
lines of rolled stainless steel that 
extend outward to form a back- 
ground for the dual headlights. 

The standard engine is Chrys- 
ler Corp.’s 30-degree inclined six. 
Horsepower is 101, and displace- 
ment is 170 cubic inches. A 145- 
horsepower, 225-cubic-inch slant 
six is optional. This is the engine 
utilized by Dart and Plymouth. 

The car has a 13-gallon gaso- 
line tank and a four-quart crank- 
case (five with oil filter). Usable 
trunk space totals 24 cubic feet. 
Rear-axle ratio is 3.55 to 1 with 
manual transmission and 3.23 to 
1 with automatic. 

ae 
Special 
REVERED name returned to 
Buick showrooms when the 
Special went on display. That was 
the name of Buick’s top-selling 
series during the days of the 
division’s greatest prosperity. The 
designation was dropped two 
years ago. 

The new Special has a compact 
112-inch wheelbase and is 188.4 
inches long, 71.3 inches wide and 
52.5 inches high. 

It looks like a small Buick, 
even to the traditional venti- 
ports, and the strong family 
resemblance is intentional, ac- 
cording to Edward D. Rollert, 
division general manager. 

“The Special is a member of 
the Buick family, and we want 
everyone to know it,” he said. 

It is available as a four-door 
sedan and a four-door station 
wagon. Standard and deluxe ver- 
sions are offered. 

The car has an aluminum V-8 


engine which displaces 215 cubic 
inches and develops 155 horse- 
power. Compression raio is 8.8 
to 1, and regular-grade gasoline 
is recommended. 

The body is unitized, and 
Buick’s air-cooled braking sys- 
tem is used. Slotted wheels and 
wheel covers take advantage of 
air pressure beneath the car to cir- 
culate cooling currents outwardly 
over the brake drums and dis- 
sipate heat. 


The Special has a full-width 
grille which surrounds the dual 
headlights, Front fenders are mis- 
sile-shaped, and side-panel sculp- 
turing ins in the fenders and 
extends the length of the car. 
* * & 


Tempest 

oe new Tempest is 

the car of the year from an 
engineering standpoint. It has a 
front-mounted four-cylinder en- 
gine, a rear transmission (trans- 
axle), a flexible propeller shaft 
and independent four-wheel sus- 
pension. 

It’s the domestic industry's 
first four-cylinder power plant 
since the ’53 Henry ]. The Tem- 
pest engine is the right bank of 
Pontiac’s V-8 and is inclined 
at 45 degrees. Displacement is 
195 cubic inches, and borse- 
power ranges from 110 to 155. 

Also available is a 155-horse- 
power aluminum V-8 which dis- 
places 215 cubic inches. 

The transmission, manual or 
automatic, is mounted on the dif- 
ferential carrier at the rear. 


A flexible re shaft trans- 
mits torque from engine to trans- 
mission. It is constantly bent in 
an afc, permitting a substantial 
reduction of the driveshaft tun- 
nel. The tunnel is only two inches 
high in front and 314, inches at 
the rear. 

Tempest is a smartly styled 
auto on a 112-inch wheelbase. 
Overall length is 189.3 inches, 
and the car is 72.2 inches wide 
and 53.5 inches high. A four- 
door sedan and a four-door 
station wagon will be offered. 

The car has unitized construc- 
tion and features a split grille 
similar to that of the *59 Pontiac. 
Dual headlights are housed in the 


rok 
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1961 Special Four-Door Sedan—Aluminum V-8 engine displaces 215 cubic inches, develops 155 
horsepower . . . Four-door sedan and four-door wagon in standard and deluxe models . . . Wagon 
tailgate hinged at top . . . Air-cooled brakes . . . 1,600 pounds lighter than standard Buick . . . Unit- 
ized ¢ construction . . . 13-inch wheels . . . 112-inch wheelbase. 
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1961 Tempest Four-Door Sedan—Four-cylinder front-mounted engine with rear transmission (trans- 
axle) . . . Flexible driveshaft . . . Independent four-wheel suspension . . . Engine inclined at 45 de- 
grees, 195 cubic inches, 110 to 155 horsepower . . . Unitized construction . . . Four-door sedan and 
four-door wagon offered . . . Optional 155-horsepower V-8 engine. 


grille, and body panels are sculp- 
tured. Fifteen exterior colors, 57 
two-tones and 14 interior trim 
combinations are available. 

* * *& 





Comet 

OMET entered its second 
model year before its first 
birthday. The Lincoln-Mercury 
compact was introduced last St. 
Patrick’s Day and has been well- 

received from the start. 
The ’61 Comet has a new alu- 


(Continued on Page 58) 


1961 Comet Two-Deor Sedan—New one-piece aluminum grille . . . Improved suspension, steering, 
brakes and transmission . . . Greater selection of colors . . . Exterior trim changed . . . Optional 170- 


cubic-inch, 101-horsepower engine with longer stroke and higher torque . . 


able. 





. Air-conditioning avail- 
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1961 Corvair Lakewood Station ee ee wagon and Greenbrier wagon with van-type 
body added to line . . . Improved carburetion . . . Manual choke . . . 14-gallon gas tank . . . Direct- 
air heater . . 98-horsepower engine optional . . . Four-speed transmission offered . . Engine dis- 
placement increased . . . Spare tire in engine com partment. 
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1961 Falcon Four-Door Sedan—New convex aluminum grille . . gee 170-cubic-inch, 101- 
horsepower . - . Increased “appearance” life of bright metal parts . . New exterior colors . 
109.5-inch wheelbase; 181.2 inches long . . . Four models—two sedans and two wagons. 
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New overhead-valve six-cylinder engine; 112 horsepower, 170 
. Dual headlights standard on Regal models 
. improved steering . . . Bonded brake linings 


1961 Lark Two-Door Hard 

cubic inches . . . Larger windshield and rear window . 
i instrument nel standard on all models . 
. New four-door se on 113-inch wheelbase. 


minum grille and new front- 
fender trim, but it retains the 
boxy lines that proved popular 
during the ’60_season. The Gal- 
axie-type roofline continues to be 
one of the car’s chief styling fea- 
tures. 

New for ’61 is an optional 
101- ore engine. It 
has a displacement of 170 
cubic inches and develops 156 
pounds-feet of torque. Comet’s 
regular engine is a 144.3-cubic- 
inch unit. Horsepower has been 
cut from 90 to 85. 

The new model offers air con- 
ditioning for the first time, and 
there is a greater selection of ex- 
terior colors and interior fabrics. 

Four models are available — a 
four-door sedan, two-door sedan, 
four-door hardtop, and two-door 
hardtop. Sedans have a 114-inch 
wheelbase and are 194.8 inches 
long, 70.4 inches wide and 54,5 
inches high. Effective headroom is 
38.9 inches in front and 37.6 in 
back. 

Sedans have a luggage capac- 
ity of 28.5 cubic feet, and the 
wagons have a cargo space of 
76.2 cubic feet. 

Comet’s unitized body is 
rust-protected in waaitiedy 
areas with a galvanized coat- 
ing. L-M said tests have shown 
that this zinc coating more 
than doubles rust resistance. 

L-M plans to increase Comet 
production for 1961. The cars 
will be. assembled in Lorain, O.; 
San Jose, Calif., and Kansas City. 
The ’60 Comet was built only at 


the Lorain plant. 
% 


Corvair 
TATION WAGONS and me- 
chanical refinements are de- 


|| signed to increase the popularity 


of the rear-engined Corvair for 
61. 

Joining the line are Lakewood 
station wagons in the 500 and 
700 series and a Greenbrier sports 
wagon which has a van-type body 
similar to that of the Vallisiensa 
Micro-Bus. 

The Lakewood is a conven- 
tional four-door wagon with a 
folding rear seat. With the seat 
down, the enclosed load space 
is 61/, feet long. The body adds 
58 cubic feet of cargo capacity 
to the 10 cubic feet under the 
bood. 

The Greenbrier has six doors— 
one on each side of the driver’s 

compartment and double doors at 
curb side and at the rear. Side 
and rear doors open 180 degrees. 

As a bus, the Greenbrier can 
carry nine persons and 250 
pounds of luggage or six persons 
and 700 pounds. With a single 
seat, cargo space totals 175 cubic 
feet. 

A new hot-air heater improves 
Corvair fuel economy, Last year, 
only a gasoline-fired unit was 
offered. The gas heater still is 
available for buyers who wish 
instant heat. 

Less-frequent visits to the 
filling station are assured by the 
adoption of a 14- gallon gaso- 
line tank. Last year’s tank held 
only 11 gallons. Under-hbood 
luggage space has been in- 


creased by moving the spare 
tire to the engine compartment 
in the rear. 

Displacement of the Corvair 
engine has been increased to 145 
cubic inches with horsepower of 
80 and 98 in specified models. 
A four-speed manual transmission 
and automatic transmission are 
offered as optional equipment. 

* * * 


Falcon 
AS OUTSTANDING per- 
former in its first year on 
the market, Falcon hopes to in- 
crease its sales in an expanded 
compact-car field. 

Ford Division calls Falcon 
“the most successful new car 
in history” and points to nearly 
half a million sales during the 
60 model year. 

The ’61 version has a new con- 
vex aluminum grille, but other- 
wise its styling is unchanged. 
There are mew mechanical fea- 
tures and durability improve- 
ments, however. 

Among the innovations is a 
101-horsepower, 170-cubic-inch 
six-cylinder engine that is op- 
tional on all models. The stand- 
ard six develops 85 horsepower, 
compared with 90 last year, and 
displaces 144.3 cubic inches. 

The Falcon exhaust system fea- 
tures a new double-wrapped alu- 
minized muffler. Between the alu- 
minized inner shell and the zinc- 
coated outer shell is an asbestos 
wrapping. 

Ford claims that this provides 
quieter operation and faster 
warmup, thus minimizing the cor- 
rosive action of exhaust products. 

Four models are offered— 
two-door and four-door sedans 
and two-door and four-door 
station wagons, Wheelbase is 
109.5 inches, and sedans are 
181.2 inches long, 70.6 inches 
wide and 54.5 inches high. 
Wagons are 189 inches long. 

Falcon wagons have a roll- 
down tailgate window. Load 
space length is more than seven 
feet, with a volume of 76.2 cubic 
feet—comparable to that of the 


57 Ford station wagon. 
* * «* 


Lark 

— has a new six-cylinder 

engine and the widest selec- 
tion of body styles in the com- 
pact-car field. Its nine models in- 
clude two-door and four-door 
sedans and station wagons, a two- 
door hardtop and a convertible. 

The new overhead-valve six 

develops 112 horsepower, com- 
pared with 90 for last year’s 
engine. Displacement is 170 
cubic inches; compression ratio 
is 8.5 to 1, and torque is 154 
pounds-feet at 2,000 revolu- 
tions per minute. 

Lark styling seems little | 
changed from last year, but there | 
have been several refinements. 

The roof, upper deck panel 
and rear deck have been lowered 
an inch, and the cowl has been 
lowered two inches. With the 
softened body lines, the wind- 
shield and rear windows have 
been enlarged. 

The hood and deck lid are 


(Continued on Page 60) 





Nickel stainless steel dises... 
the most beautiful things on wheels 


bounces from rough roads. 


The Nickel in stainless steel not only enhances strength and corrosion 
resistance for lasting beauty—but also makes stainless easier to form. 


Your customers can’t see the Nickel in 
the stainless steel formed into wheel 
covers... but they certainly can appre- 
ciate what it does for them. 

Nickel gives stainless wheel covers the 
added corrosion resistance they need to 
stand up to road salts, tars, asphalt, and 
other highway chemicals. It gives stain- 
less the extra toughness and strength 
needed to shrug off flying pebbles and 


gravel. In these ways, Nickel helps keep 
stainless discs bright and new looking. 
Nickel stainless steel wheel covers are 
fabricated to have spring-like strength. 
They snap on firmly and hold on tightly 
. ignoring the impact of bumps and 


Nickel stainless steel is ideal for wheel 
covers. Ideal for other trim, too. Remem- 
ber Nickel stainless steel when you.need 
a material that’s beautiful and durable. 


The International Nickel Company, Inc. 


67 Wall Street ied, New York 5, N. Y. 


Inco Nickel 


Nickel makes stainless steel perform better longer 
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sculptured. The grille is three 
inches wider and two inches 
lower and is more recessed. The 
air vents on either side of the 
grille have been removed. 

Dual agen a are standard 
on Regal models and optional 
on Deluxes. Padded instrument 
panels are standard on all ’61 
models, 

Steering effort bas been re- 
duced. Bonded brake linings 
are standard, and effective lin- 
ing area bas been increased 22 
percent on sixes and 19.5 per- 
cent on V-8s. 

The Lark Cruiser, a V-8 four- 
door sedan with a 113-inch 
wheelbase has been added to the 
line. Other Larks have a wheel- 
base of 108.5 aches. 

ee 


Rambler American 

IR the first time since it was 

introduced in 1950, the Ram- 
bler American has yee complete- 
1 led inside and out. But 
pig look won’t become an 
annual affair. American Motors 
promises to continue to avoid 
“change for change sake.” 

The new model retains its 
100-inch wheelbase, but it is 5.2 
inches shorter and three inches 
narrower than last year. Length 
is 171.3 inches, ial width is 70 
inches. 

AMC said interior dimensions 
have not been pared. The reduc- 
tions in bulk resulted from trim- 
— the front and 5 —s 
and slimming the side panels. 
Usable trunk space has been hiked 
50 percent to 23.8 cubic feet. 

A convertible and four-door 
station wagon have been added 
for ’61, giving the American 13 
models in the Deluxe, Super and 
Custom classes. The convertible 
will be available about Jan. 1. 

The American’s hood is low 
and the windshield is larger than 
last year’s. A chrome die casting 
frames the wide aluminum grille, 
and the single headlights are set 
in the fenders. A concave sculp- 


tured panel runs the length of the 


car. 

Deluxe and Super models have 
a 90-horsepower L-head six-cyl- 
inder engine, and Customs utilize 
a a a overhead-valve 
six. Each displaces 195.6 cubic 
inches. 

All AMC cars this year have 
a new ceramic-armoured ex- 
haust system which is guaran- 
teed to the original owner as 
long as be owns the car. The 
company said the ceramic pro- 
cess assures resistance to engine 
acids and moisture, the main 
causes of muffler and tailpipe 
deterioration. 

The Rambler Classic has a new 
six-cylinder engine with a die-cast 
aluminum block, and the Ram- 
bler Ambassador has been restyl- 
ed to give it a separate identity. 
These models will be discussed 


elsewhere in this section. 
* * 


Valiant 
O new models and an ex- 
ded dealer organization 
are highlights of the Valiant story 
for ’61. 
Styling of the Plymouth com-| j 


is virtually unchanged from 
ta ee but the ro 
has 
tion of a two-door sedan in the 
V-100 series and a two-door hard- 
top in the V-200 line. 

Each series also bas a four- 
door sedan and a four-door 
two-seat station wagon. A third 
seat for wagons is available as 
a dealer-installed option. 

The Plymouth name now ap- 
pears on all Valiant models, and 
the car now is handled by all 
Plymouth dealers. At the begin- 
ning of this year, there were only 
1,028 Valiant outlets. Today, the 
total is about 3,800. 

The Valiant engine is a slanted 
six-cylinder unit that displaces 
170 cubic inches and develops 
101 horsepower. Compression 
ratio is 8.2 to 1, compared with 
8.5 to 1 last year. 

Cars undercoated at the fac- 


1961 Rambler American Four-Door Sedan—Styling is new, inside and out . . . Five inches shorter, 


three inches narrower than last year . . . convertible and four-door wagon added to line . 
rcent . . . Ceramic-coated exhaust system . . 
-door glove box. 


trunk space increased 50 
Higher doors . . . Hin 
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model selection} © 
broadened by the addi-| © 


. . Usable 
. Larger windshield . . . 
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1961 Valiant Two-Door Hardtop—Two-door sedan and two-door hardtop added . . . Carries 


Plymouth name for ’61 . . . Redesigned side trim on V-200 . . . Six new colors . 
sion ratio . . . improved protection against corrosion . 


tory have a fiberglass silencing 
pad to prevent engine noise 
from reaching the passenger 
compartment. A jute pad on 
the rear floor pan reduces road 
noise. 

There are new interior fabrics 
and designs, and six of the eight 
exterior shades are new. Design 
of the parking brake has been 
simplified to require less pedal 
effort, and air conditioning is 
available for the first time. 

Valiant wheelbase is 106.5 
inches, and the car is 183.7 inches 
long, 70.4 inches wide and 53.3 


1961 Buick LeSabre Four-Door Hardtop—New body and frame . . 
. . - Interior dimensions increased . . . Redesigned rear suspension . 

. . . Automatic transmission standard on all models . 

. » » Ignition-key starter . 


inches high. The com agai 
has Bag atin ioe a3 
conventional generator. A Val- 
iant exclusive last year, the alter- 
nator now is used on all Chrysler 
Corp. cars. 

8 


Buick 

wu a new body and frame 

and 15 models in four ser- 

ies, Buick is seeking to regain its 

leadership in the medium-price 
field. 

The ’61 Buick presents a racy 

profile. Front fenders are missile- 

shaped, and fender, body and 


* 


. . Two-piece driveshaft. 


. - Lower compres- 


. . Air-conditioning available. 


quarter panels are sculptured. A 
strip of molding outlines the 
front fenders and sweeps the 
length of the car above the ven- 
tiports and door handles. 

The wide grille encompasses 
the dual headlights and has a 
Buick medallion in the center. 
The rear deck is clean, and the 
horizontal taillights are sec- 
tioned by vertical chrome 


= 

e 15 models include 12 roof 

styles. The windshield dogleg has 

been eliminated, and interior di- 

mensions have been increased 
(Continued on Page 64) 


. Shorter and narrower than 
. . Lower transmission 


. . New instrument panel with recessed 
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In Los Angeles, the nation’s largest automobile market, The Los Angeles Times carries your 





advertising into more homes every day than any radio program, than the average nighttime net- 
work television program and, of course, than any other newspaper. That’s why your automotive 
advertising dollars belong in The Los Angeles Times. Daily, 523,626; Sunday, 913,042. 
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GOODAYEAR 


There were 895,930 passenger cars and 74,000 
trucks produced that year . . . one make of car 
offered a top and a windshield as standard equip- 
ment . . . the Liberty Bell was taken from Phila- 
delphia to the Panama Exposition by truck... 


1940 





There were 3,717,385 passenger cars and 754,901 
trucks produced that year. . . war clouds were 
threatening to cause a shortage of materials in 
Europe . . . practically all the passenger cars 
had steel bodies . . . some featured clutchless 


Jitneys were causing traffic problems all over 
the country . . . and from 1915, as in every single 
year for the last 45 consecutive years, it could 
be said that more people ride on Goodyear tires 
than on any other kind. 


transmissions . . . laminated safety glass was 
introduced on cars .. . and once again in 1940, 
as in every single year for the last 45 consecutive 
years, it could be said that more people ride on 
Goodyear tires than on any other kind. 










There were 1,905,560 passenger cars and 321,789 
trucks produced that year . . . but the automo- 
bile industry was stirred by a great deal of talk 
about a possible fuel shortage . . . trucks took 
over during the railroad strike and did a big 


There were 6,665,863 passenger cars and 1,337,- 
193 trucks built that year . . . the trend was to 
“streamline” cars in the “hardtop” style... 
speeds climbed as the result of increased horse- 
power car engines . . . almost all makes of cars 


GOODSYEAR 








39 
O- 
Ik 
yk 














job, winning acclaim from the entire country 

. . and once again in 1920, as in every single 
year for the last 45 consecutive years, it could be 
said that more people ride on Goodyear tires 
than on any other kind. 


had automatic or semi-automatic transmissions 


. and once again in 1950 as in every single year 
for the last 45 consecutive years, it could be said 
that more people ride on Goodyear tires than on 
any other kind. 


WATCH A TIRE BEING 


STONES 


1930 


There were 2,787,456 passenger cars and 575,364 
trucks built that year...the Wall Street crash of 
°29 greatly reduced car and truck sales... . one 
car introduced free wheeling . . . you could have 
your choice of 4-cylinder, 6-cylinder, V-8, V-12, 


Goodyear unwraps the new-car tire of 1961... 
for the best-looking, best-riding new cars yet 


. on display October 15-23 in the Detroit 


Auto Show at magnificent Cobo Hall. The tire 
... the new Goodyear Custom Super-Cushion 





or V-16 engines...six makes of cars came wired 
for radio... and once again in 1930, as in every 
single year for the last 45 consecutive years, it 
could be said that more people ride on Goodyear 
tires than on any other kind. 


. .. for more mileage than the best of last year’s 
tires .. . a smoother, quieter ride . . . the best- 
looking white-walls ever. The Custom Super- 
Cushion is precision-built and Turnpike-Proved, 
of course, like a// Goodyear tires. 


BUILT AT THE TIRE INDUSTRY’S EXHIBIT 


COBO HALL...OCTOBER 15-23 
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Re ene ops 250 horsepower and has a| pounds lighter than last year’s. 
even though the car is shorter|compression ratio of 10.25 to 1.| Buick says this has resulted in 
and narrower than last year. Horsepower rises to 300 with a| 4 lower floor tunnel. 


The instrument panel is mew/four-barrel carburetor. LeSabre’s| Also contributing to a lower 
and features recesssed controls regular-fuel engine is rated at|tunnel is a new two-piece drive- 
and a five-position ignition| 935 horsepower and has a 9-to-1| Shaft with a constant-velocity uni- 
switch. Automatic transmission is| i oression ratio versal joint. Buick said it re- 
standard throughout the line. It P : sembles two conventional joints 
was an extra-cost option on Le-| The Invicta, Electra and Elec- placed back-to-back and makes 
Sabres last year. tra 225 series employ a 401-cubic- possible an extremely smooth- 

LeSabre models utilize a 364-|inch engine. Horsepower is 325| running driveline. 
cubic-inch en gine, ‘but buyers aon Gempeeeton tatio is 10.25 to The new driveline made it nec- 
wa oy: The automatic transmission | dy.) ee, ‘aii. 

n - 

The regular LeSabre V-8 devel-| is six inches shorter and 20 |\Hon of ic hae eo 
> ec 

f Cadillac 
: ee. ot captured 64.3 per- 

cent of the market in its price 
class during the first seven 
months of this year, and General 
Manager Harold G. Warner is 
confident that the ’61 models 
will do equally well. 

Cadillac’s je wel-box grille 
has been reshaped and now 
surrounds the dual headlights. 
The front of the car is accented 
by a visor-like cap formed by 
the fenders and hood. 

The side panels are sculptured 
and devoid of molding, and the 
fins are lower than last year’s. 

The instrument panel has been 







1961 oo 62 Four-Door Hardtop—New profile with sculptured side sia . . Lubrication- 
free chassis . . . Three inches shorter than 60 models . . . Interior dimensions increased . . . Tail fins 
lowered . . . New front suspension and finned brakes . . . Single exhaust system . . . 12 models offered. 














1961 ‘Chevrolet ia lsat sports car has new grille and rear-end design . . . Trans- 
mission tunnel 19 percent narrower . . . Sunshades, veckitng ecole alarm, courtesy lights and wind- 
shield washers now standard . . . New sealing techniques for better- insulated cockpit . . . Aluminum 
case for optional four-speed transmission. redesigned; the steering wheel is 
an inch smaller in diameter, and 


ee, the car has a new bin-type glove 





Sl 


Interior dimensions have been 


resulting in more headroom. Rear 


cubic-inch unit that develops 325 
horsepower. Compression ratio is 
10.5 to 1. 

The new model has a lubrica- 
tion-free chassis and a new front 
suspension system. The new sus- 
pension made it possible to move 
the front brake drums into the 
air stream, and they are finned 
for greater cooling. 

The windshield wiper covers 


— 








instrument panel an 


dogleg eliminated . .. More usable luggage space. The 62 series has a new short- 


from hard bumps and flying 


stones. 


box. new grille, windsplits on the 
fenders and a sculptured line that 
increased, and the windshield} extends the length of the car just 
dogleg has been eliminated. Seats| above the door handles. The 
are higher and the height of the| windshield dogleg has been elimi- 
car has been increased slightly,| nated, and roof designs are new. 


doors are six inches wider, and | been added, and the station wag- 
they open 71/, inches wider. on series now consists of six four- 
The Cadillac engine is a 390-| door models. 
















deck four-door hardtop that is 
seven inches shorter than other 
models. The Eldorado Brougham 
and the Eldorado Seville have 
been dropped. 

Cadillac has a 129.5-inch wheel- 
base and is 222 inches long, com- 
pared with 225 last year. Series 
75 limousines have a wheelbase 
of 149.8 inches and are 242.3 
inches long. 

* * * 
Chevrolet 
a is rocketing 
along at a record rate this 
year, and General Manager Ed- 
ward N. Cole believes that situa- 
tion will continue throughout 
1961. Cole thinks new-car sales 
may hit seven million next year, 
and he’s allocated a large chunk 
of that total to his own models. 
Chevrolet has a new body 
and frame, and the division de- 
clares that “prime design em- 
phasis has been placed on func- 
tionalism with thrift.” 

The ’61 models are 1.5 inches 
shorter and 2.4 inches narrower 
than last year’s. They are easier to 
enter and have higher seats and 
better visibility. 

Luggage space has been in- 
creased by relocating the spare 
tire, and the trunk loading level 
has been lowered. 

Brakes have been improved, 
and the electric windshield wip- 
ers overlap. The gas tank has 
been repositioned to protect it 


The ’61 Chevrolet features a 


An Impala two-door sedan has 


Chevrolet's six-cylinder en- 
gine is a 135-borsepower, 235.5- 
cubic-inch unit. The regular 
V-8 displaces 283 cubic inches | 
and develops 170 horsepower. . 
The new models are 209.3 
inches long and 78.4 inches | 
wide. Wheelbase is 119 inches, |} 
Corvette, Chevrolet’s fiberglass- 


Ob Sone body sports car, has a new rear 
d 

1961 Chevrolet im — Four-Door Hardtop—Body and frame are new . . . New interior trim,| 15 percent more area, and a : alee oo tee ~ aa 

steering wheel . . . Tandem windshield wipers . . . Impala two-door sedan single exhaust system has re- | onher features include Sony ua. 

added . . . Greater selection of four-door wagons . . . Narrower transmission tunnel ... Windshield| placed last year’s dual setup. derbody which slims the trans- 


(Continued on Page 65) 
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1961 Chrysler Newport Two-Door Hardtop—Newport series in lower price range . . . Floor- 
mounted manual transmission in Newport and Windsor models . . . Restyled grille . . . Slanted head- 
lights . . . Longer hood . . . Rear of car redesigned . . . Electric pushbutton windshield washer . . . 
Three-phase alternating-current generator. 


Low-Priced Field Broadest in History... 


Widest Variety for ’61 Car Buyers 


(Continued from Page 64) gle spear running the length | taillights distinguish the Polara 
mission hump, better engine cool-| of the car. The tail fins, un- series, Dodge’s entry in the medi- 
ing and an aluminum case for| changed from last year, begin |um-price class. Polaras also have 
the optional four-speed transmis-| at the midpoint of the front |a concave grille and simulated 
sion. door and sweep to the rear. | hood louvers. 


OS Pe? The windshield slants straight) The standard Dart engine is 
Chrysler up to the roofline. It has no| a 225-cubic-inch inclined six with 
HRYSLER dealers have a curved upper edge, but glass area| 145 horsepower and a compres- 
lower-priced Newport series | 1s the same as last year. A new| <ion ratio of 8.2 to 1, down from 
this year. It’s a complete line,|toof design on the four-door 1 
ye hard f : d li 8.5 to 1 last year. 
consisting of a four-door sedan, | hardtop features twin speed lines Th lar Dart V-8 dis 
two-door and four-door hard-|from front to rear. ie regular -8 displaces 
318 inches and develops 230 


tops, a convértible and a station! Regular-grade gasoline is rec- homage Pol ; 
wagon. ommended for the ’61 DeSoto. | ®° wer. Folaras employ a Dart in 3 
g 265- horsepower, 361-cubic- inch All Dodges have a three- | +. 44. Be oe is Sak ae 


In addition, Chrysler has The car has a 361-cubic-inch V-8 } 
three Windsor models and five | engine with a 9-to-1 compression| unit. Larger and more powerful! phase alternating-current gen- (Continued on Page 66) 


New Yorkers. The 300-G hard- |tatio and 265 horsepower. 
top and convertible will be in- Last year, DeSoto’s Fireflite 
troduced later, and the Sara- |drew 295 horsepower from the 
toga series has been dropped. | 361-inch engine, while the Ad- 
Newports and Windsors have|Venturer’s 383-cubic-inch unit 
a floor-mounted gearshift lever| Was tated at 305. Compression | § 
for their manual transmission. ratio was 10 to 1 for each. 
The ’61 models have a new| The new DeSoto carries an al- 
gtille composed of horizontal ex-| ternator instead of a conventional 
truded aluminum bars. Bright| generator. The factory notes that 
vertical risers add sparkle to the| the alternator charges at idle, pre- 
New Yorker grille. venting 1ow-speed battery run- 
The dual headlights are slant- down, and that its increased out- 
ed; the front bumper is new, and| put contributes to longer battery 
the hood is longer than last| life. 
year’s. Four-door hardtops have The ’61 model is built on a 
a new ribbed roof. The flaring) 122-inch wheelbase and is 215.6 
fins have been retained. inches long, 79.4 inches wide 
Chrysler is stressing economy! and 55 inches high, It is avail- 
in the Newport series with a 265-| gble in 13 basic exterior colors 
horsepower engine that operates! with 32 two-tone combinations. 
= regular-grade gasoline. It is a) Iiterior fabrics and floor cov- 
361-cubic-inch unit with a two- erings, are new, and the carbure- 
barrel carburetor and a compres- tor, distributor and steering sys- 
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V-8s are available for both Dart; erator which charges the bat- ! 

and Polara. tery while the engine is idling. 
The ’61 Dodge has two new] . Steering has been improved; | 

manual transmissions. One is a|40or sills are coated with wax . 

lightweight unit for the 318-|*® Prevent rust, and all models 

cubic-inch V-8, and the other is|"9dercoated at the factory have 

a heavy-duty model for the 361|# fiberglass silencing pad under 

and 383-cubic-inch engines, the hood to soak up engine noises. 
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1961 DeSoto Two-Door Hardtop—Two models (both hardtops) offered for ’61 . . . New grille 
. .. Slanted — . . . Alternator replaces conventional generator . . . Compression ratio and 

























sion ratio of 9 to 1. . Ssio} 
In an economy test, a Newport| - - os em by the er reduced . . . Regular-grade fuel recommended . . . Improved carburetor, distributor, steer- 
with automatic transmission aver- a oe 
aged 21.7 miles per gallon as 
it travelled 510 miles on a single Dodge 
tankful of fuel. OMPACTS stole the headlines 
The Windsor en gin e dis- when the ’60 models appear- 


places 383 cubic inches and de- |\ed, but Dodge dealers insist that 
velops 305 horsepower, and the | the introduction of the Dart was 
New Yorker uses a 413-cubic- | the automotive event of the year. 
inch, 350-horsepower unit. Each Dart was a sensation last year. 
has a 10-to-1 compression ratio. |The 118-inch-wheelbase models 
All models have a three-phase} boosted Dodge registrations 163 
alternating-current generator,| percent during the first seven 
Other features are new seat fab-|months of 1960. 
rics, an electric pushbutton wind- For its sophomore season 
shield washer and a smog-reduc-| Dart has a new concave grille 
ing crankcase breather for Cali-| which encircles the dual head- 


fornia-bound cars. lights and a new hood with 
ec 8 of | simulated louvers near the base 
DeSoto of the windshield. 





ESOTO, a two-model line| Front fenders are new, and the 
this year, features slanted | fear fenders have slanted fins in-| 
headlights and a new horizontal stead of last year’s upright crests. 
grille topped by an air scoop. A Horizontal taillights with flush 
four-door hardtop and a two-|lenses are positioned above the 
door hardtop are offered, rear bumper. 
Side trim consists of a sin- Rocket-like rear fenders and 
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1961 Dodge Dart Two-Door Hardtop—Restyled grille, hood, fenders, quarter panels and deck . . . 
New steering wheel, seat design, door panels and interior fabrics . . . Improved carburetion . . . Sole- 
noid-shift starter . . . New manual transmission . . . Alternator instead of conventional generator 
. . » 16 exterior colors, 
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Wide Variety Offered 
‘61 Car Buyers 


(Continued from Page 65) 





gE Sea “3 


rae eet 
a 


1961 Dodge Polara Four-Door ee top series; six models on 122-inch wheelbase 
. . « Concave grillle . . . Sculptured front fenders . . . New deck treatment and rocket-shaped taillights 
. . » Restyled quarter panels . . . New interior fabrics . . . Increased resistance to corrosion. 
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1961 Ford Fairlane 500 Two-Door Sedan—Grille, hood and rear get new treatment . . . Shorter 
and narrower than ’60 models . . . Extended lubrication interval with special grease in sealed fittings 
. . . Self-adjusting brakes . . . Roll-down window in station wagon tailgate . . . Two models added . . . 
Aluminized muffler . . . Optional 300-horsepower engine. 


wit 


1961 Thunderbird Two-Door Hardtop—Body and chassis are new . . . Windshield dogleg elimi- 
nated . . . 390-cubic-inch engine with 300 horsepower . . . Automatic transmission, power steering, 

t brakes standard equipment . . . extended lubrication interval . . . “Swing-aside” steering wheel 
. . » Curved glass in side windows. 


o 


long, 78.7 inches wide and 54.8 

inches high. Polara wheelbase is 

122 inches, and overall length is 

212.5 inches. Height is 78.7 

inches, and width is 54.9 inches. 
ee ae 


Ford 


RISP styling, important me- 

chanical advances and a 

greater selection of models high- 
light the ’61 Ford line. 

A new aluminum grille is di- 
vided by a horizontal bar, giving 
it a two-piece effect. The hood is 
narrower than last year’s, thus 
the 61 Ford has front fenders in- 
stead of the siderails that flanked 
the ’60 model. 

The grille design is repeated 
at the rear. The fins resemble 
those of the popular ’57 Ford, 
and the bull’s-eye taillights of 
57 and ’59 have been revived. 

On the mechanical side, the ’61 
Ford features an extended lubri- 
cation interval through the use 
of plastic seals and a special 

rease with a molybdenum-disul- 
de base. Ford claims that chas- 
sis lubrication is unnecessary for 
30,000 miles. 

The new Ford also has self- 
adjusting brakes. The self-adjust- 


What They're 


. 2-dr. 


Make 
AMERICAN MOTORS 


CHRYSLER CORP. 


DeSoto 
Dodge 
Lancer 
Imperial .. 
Plymouth 
Valiant ... 


FORD MOTOR 


Chevrolet 
Corvair .... 


STUDEBAKER-PACKARD 
Studebaker 


1961 Totals 
1960 Totals 
(end of mode] run) 





ing mechanism is actuated when 
the brakes are applied while back- 
ing. 

Resistance to rust and corrosion 
is increased by use of specially 
processed underbody parts, in- 
cluding galvanized body panels 
below the doors. Aluminized 
mufflers are double wrapped for 
longer life. 

The standard engine in all 
models is a 135-horsepower, 223- 
cubic-inch six. Three V-8s are 
available with horsepower ratings 
of 175, 220 and 300. 

Two models have been added 
—a Galaxie two-door hardtop 
with a flat roof and a four-door 
two-seat Country Squire station 
wagon. All wagons have a roll- 
down tailgate window, and the 
tailgate is seven inches wider 
than last year’s. 

Thunderbird has been com- 
pletely redesigned for ’61 with 
a new body and chassis and a 
300-horsepower, 390-cubic-inch 
engine. Automatic transmis- 
sion, power steering and power 
brakes will be standard equip- 
ment for the first time. 

The new Thunderbird also 
features a “swing-aside”’ steering 
wheel, curved glass in the side 
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windows, an aluminized muffler 
and a 30,000-mile lubrication in- 
terval. 
* 
Imperial 
R ’61, Imperial continues its 
accent on size, comfort and 
luxury. This is a big car. It 
measures 227 inches from bumper 
to bumper and 81.7 inches from 
side to side. Wheelbase is 129 


* * 


| inches. 


Imperial has a new front end 


and larger fins, but the car retains 


the styling theme that was 
adopted with the introduction of 
the ’57 model. 

The grille is new and the 
fenders are hooded, but the 


(Continued on Page 68) 
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CHRYSLER LINCOLN 


a 
TEMPEST 






CHEVROLET 





PLYMOUTH 





DE SOTO 





FALCON 


There are three solid reasons why Tyrex Cord will smooth the way to 
good selling...and a great ’61: 


Selling Point No. 1: SAFETY!...more resistance to impact breaks, 3% cooler 
running at turnpike speeds. 


Selling Point No. 2: ECONOMY!...up to 17% more mileage. 


Selling Point No. 3: SMOOTH RIDE... tires stay in ’round’, no embarrassing 
nylon thump! 


FOR MORE SELLING FACTS—not claims, write to William Dalton, President, TYREX Inc., Empire State Building, New York 1 » New 
York, TYREX (Reg. U.S. Pat. Off.) is a collective trademark of TYREX Inc. for tire yarn and cord. TYREX tire yarn and cord is also 
Produced and available in Canada. 





GAIN IN ‘61 
UR CUSTOMERS 
WILL RIDE 
UN TIRES 
MADE WITH 
TYREX 
~ ‘TIRE CORD 





CADILLAC 


CHRYSLER 300G 


MERCURY 





i a ne ii 





OLDSMOBILE 





FORD CORVAIR RAMBLER 


Chosen by every U.S. car maker for the third straight year! 


e CUSTOMER SATISFACTION UP! UP! UP! 

e¢ COSTLY ADJUSTMENTS DOWN! DOWN! DOWN! 

These are the facts!...not claims. Proved again, and again, and again 
through the independent testing of your car maker to assure you of the 
best on your new model cars. Tires made with Tyrex Cord can be sold 
with confidence. 


TVRLX wins 
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most distinctive feature of the 
front end is the pedestal-type 
dual headlights. The free-stand- 
ing lamps lend a classic touch 
to the ’61 model. 

The suspended taillights also 
are new. They extend from the 
fins and are supported by chrome- 
plated arms. 

The Imperial engine is a 413- 
cubic-inch unit that develops 350 
horsepower and has a compres- 
sion ratio of 10 to 1. 

Under-hood innovations in- 
clude an alternating-current gen- 
erator, an aluminum distributor 
and a fiberglass silencing pad. 


Imperial also notes improvements 
* * * 


1961 Imperial Four-Door Hardtop—New front- 
.. . Larger tail fins . . . Suspended taillights . . 


. .. Alternating-current generator 
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Widest Variety for ’61 Car Buyers 


in two models—a four-door sedan 
and the first U. S.-built four-door 
convertible in several years. The 
cats will appear in showrooms 
early next month. 

From road to roof and from 
bumper to bumper, the ’61 line 
is completely new. Wheelbase 
is 123 inches (131 last year), 
and overall length bas been 
Slashed 15 inches to 212.4. 
Width is 78.6 inches, and 
height is 53.5. 

The ’61 Lincoln Continental is 


washer . . . 413-cubic-inch, 350-horsepower engine. 


in the carburetor, steerin > 
suspension and brakes. fg 

Increased protection against 
corrosion is claimed by a process 
which includes coating the door 
sills with wax. 

The instrument panel, steer- 
ing wheel and seat fabrics are 
new, and the door panels and 
seats have been restyled. The 
panel again utilizes non-glare 
electroluminescent lighting, a 
er introduced ; Chrys- 
er and Imperial last year. 

A new interior feature is an 
electric windshield washer which 
sends four jets of washer fluid 
against the windshield when a 
button is pressed. The control 
button is located in the center of 
the wiper switch 


end treatment with pedestal- 
. Restyled instrument panel . . py wll 
. .- Aluminum distributor . . 


only 214 inches longer than a 
Ford, and it’s two inches shorter 
than a Mercury. It is just an inch 
taller than the low-slung Thun- 
derbird. Carrying the comparison 
a bit farther, the car is an inch 
lower than either Falcon or 
Comet. 

The car has clean lines and 
untrimmed sides. A low hood 
slopes into a honeycombed grille 
with dual headlights at the outer 
edges. The rear deck is bordered 
by slightly raised fenders. Tail- 


dual headlights 
interior fabrics 


. Electrical pushbutton windshield 





lights are in the fenders, and a 
rectangular grille spans the back. 

There is no windshield dogleg, 
and front and rear doors open 
from the center. When the doors 
are unlatched, a spring-operated 
mechanism assists in opening 
them. 

Contour seats have six inches 
of foam rubber, and padded arm- 
rests are located between the seats 
in front and rear. Interior trim 
features leather, vinyl and wool 
broadcloth, and 21 exterior colors 
are available. 

The engine is a 430-cubic- 
inch V-8 with a compression 
ratio of 10 to 1. Horsepower 
is 300, compared with 315 last 
year, and torque is 465 pounds- 
feet at 2,000 revolutions per 
minute. 

A 6,000-mile oil-change interval 
is recommended, and the factory 
said the steering and suspension 
system need not be lubricated for 





= | 30,000 miles. Instrument-panel 


wiring is coated with nylon, and 


_|rocker panels are made of gal- 
| vanized steel. 


An extensive quality-control 
rogram has been instituted. It 
includes a 12-mile road test for 
each car before it is shipped to 
a dealer. 

Engines and transmissions get 
a lengthy “hot” test, and all wir- 


ing is subjected to an electronic 
* x * 


(126 in ’60), and the cars are 

214.6 inches long, 79.6 inches 

wide and 55 inches high. 

Despite the reduced dimen- 
sions, the factory noted that there 
is more head room, shoulder 
room and hip room in the rear 
seats and that trunk space has 
been increased. 

Mercury’s grille is wide and 
concave and surrounds the dual 
headlights. Rear quarter panels 
sport modest fins; the deck is 
clean, and some models have a 
ribbed grille-like panel between 
| the deck lid and the bumper. The 
' windshield dogleg is gone. 
Mercury shares Ford Division’s 
engine lineup. Sixes and V-8s are 
offered on Meteors and Com- 
muter station wagons, and a V-8 
is standard on Montereys and 
Colony Park wagons. 

The six displaces 223 cubic 
inches, develops 135 horsepower 
and has a compression ratio of 
8.4 to 1. The regular V-8 is a 
292-cubic-inch, 175-horsepower 
unit. Larger V-8s—352 and 390 
cubic inches—also are available. 

Meteor 800s, Montereys and 
station wagons have a new 

“cushion-link” suspension. sys- 
tem in which the wheels are 





allowed to move slightly rear- 
ward as well as upward. Mer- 
cury said road bumps and vi- 
brations are absorbed more 
completely within this suspen- 
sion. 

In front, instead of the single 
pivot pin used in conventional 


suspensions, cushion-link has two 
* * * 





. Two models, including 


1961 Lincoln Continental Four-Door Sedan—New body and chassis . . 





Lincoln Continental first U. S. four-door convertible in several years ... Curved glass in side windows . . . Contour seats 
ore and stately, the Lin- ... Rear doors hinged at rear . . . Spring-assisted door opening mechanism . . . extended lubrication 
coln Continental is offered interval . . . 15 inches shorter than last year. 
* *® * + * * 





1961 Mercury Monterey Four-Door Hardtop—Body is new with shorter wheelbase and reduced 
overall length . . . Will be merchandised in lower price field . . . Six-cylinder engine offered for first 


time . . . New Meteor 600 and Meteor 800 series . . . “Cushion-Link” suspension . . 


leg eliminated . . . Extended lubrication interval. 


. Windshield dog- 


circuit-testing machine. Engines 
are “hot” tested three hours. 
Then they are torn down and in- 
spected, 

Other tests include a three- 
minute water spray for each car 
and a running test for generators 
before installation. Checks for 
lubrication leaks are made by use 
of a special coloring in the fluid 
which is detected by a “black- 


light” ; 
ignt test Bate wheels the same ability to move 
M rearward when they hit a bump. 
ercury Mercury said the mechanical | 


ERCURY invades the lower- 

priced field this year with 
new Meteor 600 and Meteor 800 
series and the first six-cylinder 
engine in its 22-year history. 

The Meteors and the bhold- 
over Monterey line are 4.6 
inches shorter and 1.9 inches 
narrower than last year's Mer- 
cury. Wheelbase is 120 inches 





pivot pins in a shackle arrange- 
ment. 

The upper pin provides for the 
normal vertical movement of the 
wheel, and the lower pin allows 
the wheel to move rearward on 
impact with bumps in the road. 

The rear suspension cushion- 
link has a newly designed tension 
shackle at the front mount of 
the rear spring, giving the rear 


alignment of this linkage allows 
wheel motion only in the direc- 
tion of the wheel and does not 
allow any sidewise motion. 

The chassis is said to require 
no lubrication for as much as 30,- 
000 miles which, Mercury notes, 
often is longer than the original 
buyer keeps his car. The new 


(Continued on Page 69) 
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Front seats are higher; the floor| overlapping wipers with 18-inch 
tunnel has been lowered, and_| blades. 

headroom has been improved by Pontiac’s V-8 engine is 
as much as two inches. There is| lighter this year. It’s a 389- 
12 percent more room between| cubic-inch unit with a wide 
the front seat and the steering| variety of options that provide 
wheel. horsepower ratings of 215 to 

A new instrument panel fea- 348. 


tures a cushion around the cove|__ Lighter, more compact Hydra- 
area on the front face of the| Matic transmissions are offered 
panel. for both wheelbases. Catalinas 


. : d , 
Pontiac says its new perimeter- and Venturas have a new three 





Low-Priced Field Broadest in History... 


Widest Variety for ’61 Car Buyers 


119-inch wheelbase and are 210 
inches long. Star Chiefs and Bon- 
The standard engine in 11 of} 2¢villes are built on a 123-inch 
the 15 models is a 145-horse- ne San? Se — 
power, 225-cubic-inch slant six| *O8- eee eee ee 
with an 8.2-to-1 compression ae woe ya : f 

ratio. The regular V-8 displaces we ee cee coe speed unit. An aluminum 

318 cubic inches and is saad at ee ere a a three-| type frame has brought about the and one-piece integral flywheel 
230 horsepower. the lana pi ce ia = cee cers in seat and tunnel | have lightened each transmission. 

Three station wagons and the bumper. is integrated with te eight and headroom. Other new features include a 
Fury convertible may be ordered | body. Bg — -— rae have/25-gallon gasoline tank on all 
only with V-8 engines, The windshield do gleg has lectiie latakiald ave ad aoe 7 tes rg te. sp 

A ace? gg rie irs horse-| been eliminated and doors open|Star Chiefs and Bonnevilles inichenina teies “The Pr 
power to 260, and two high-per-| wider for easier entry and exit.| hav i i ; 
formance eights also are aveilable. = Se ee —_— 

They are 361 and 383-cubic-inch 
units with 305 and 330 horse-| | 
power, respectively. 

Plymouth has two new manual 
transmissions for ’61. The regular | ,_~ 
V-8 utilizes a lightweight unit,| | ~ 
and there is a heavy-duty trans- 
mission for the power-pack 318, 
the 361 and the 383. 

The cars have an alternator 
instead of a conventional gen- 
erator, and models undercoated 
at the plant have a fiberglass 
silencing pad under the hood. 

New tires reduce road hum, 





(Continued from Page 68) 


models also have galvanized rock- 
er panels and aluminized double- 


wrapped mufflers. 
* * * 


Oldsmobile 


at has a new body 
and frame, improved suspen- 
sion and a lighter Hydra-Matic 
transmission. The cars are shorter 
and narrower than the ’60s, but 
interior space has not been 
trimmed. 

The grille is recessed and 
flanked by dual headlights. 
Sculptured sides are the chief 
styling feature of the new body. 
The sculpturing extends the 
length of the car and is tapered 
at the rear, imparting a sleek, 
rocket-like appearance. 

The windshield dogleg has 
been eliminated, and the roofline 
is new. Eight roof designs are 
used on the various models, The 
98 series has a slightly different 
roofline, grille, side molding and 
rear-end treatment to identify it 
as the top of the line. 

Dynamic 88 and Super 88 mod- 


tends rearward from the eyebrow 
along the body of the car. 





aa 


els are 51/4, inches shorter than 
last year, and 98s are three inches 
shorter. All are 31 inches nar- 
rower than their ’60 counter- 
parts. 


and Plymouth claims that tread 
life has been increased 15 per- 
cent. Steering and carburetion 
have been improved, and V-8s 
have a new distributor. The start- 
ing system has a new solenoid 
































































Displacement of the Dynamic! shift which is said to be quieter| 1961 Oldsmobile 98 Four-Door Hardtop—New body and frame . . . Windshield dogl imi- 
88 engine has been increased from | and longer wearing. q nated . . . More headroom in hardtops . . . Length and width of all models hr o Tran om Sesion 
371 to 394 cubic inches. Com- tunnel lowered . . . Improved suspension . . . Lighter Hydra-Matic transmission . . . Larger engine in 


Plymouth wheelbase is 118 Dynamic 88 models 


pression ratio is 8.75 to 1, and ao eres 
horsepower is 250. Regular-grade 
gasoline is specified. 

The other models utilize a 
“Skyrocket” engine with a new 
camshaft design. Compression 
ratio of this premium-fuel unit 
is 10 to 1; horsepower is 325, and 
displacement is 394 cubic inches. || 
The Skyrocket is optional at extra 
cost on Dynamic 88s. 

The Hydra-Matic transmis- 
sion is 70 pounds lighter than 
last year’s, and the floor tunnel 
is 25 percent smaller. The 
transmission has Accel-A-Rotor 
action, a fluid torque multiplier 
that operates as first gear to 
give smooth and lively geta- 
way. 

More rubber cushioning is used | ” 
in the suspension system. Lubri- 
cation points in the ball-joint 
front suspension have been cut 
from 12 to four. A new “Twin- 
Triangle” stabilized coil rear sus- 
pension is said to improve sta- 
bility and handling. 

. 2. * 


Plymouth 





ee 


1961 Plymouth Fury Two-Door Hardtop—Restyled for ’61 with new front-end treatment and no 
tail fins . . . Alternator replaces conventional generator . . . Improved carburetor and distributor . . . 
Two new manual transmissions . . . Longer-wearing tires . . . New instrument panel, steering wheel 
and seat design. , 


* + * 


inches, and the car is 209.5 inches 
long, 80 inches wide and 54.6|§ 
A FINLESS Plymouth—the first | inches high. Wagons have a 122-|§ 
since 55 — is attracting at-|inch wheelbase and an overall 
tention and eliciting favorable|length of 217.7 inches. 
comment in showrooms through- ¢ ¢.8 
out the country. Pontiac 
Although Plymouth has a NEW body and frame and 
ewe -t ille, bood, fenders and A a host of mechanical changes 
side trim, the most striking fea- | 44 up to what General Manager | ome 
ture of the ’61 model is the de- S. E. Knudsen calls “the most ex- 
finned rear end. Tail fins have sete nite “enh te Wentlan eee 
been @ part of Plymouth styl- sory. 
ing for five years. They first For ’61, Pontiac offers 15 
appeared on the facelifted '56 models in four series —Cat- 
alina, Ventura, Star Chief and 
Bonneville. They are 3.7 inches | @_ .& 


and were continued on the all- 

new ’S7 and subsequent mod- 
shorter and 2.5 inches narrower 
than the ’60s, but some in- 





els, Te Pe SE OD Bes 
For ’61, the headlight eyebrow 1961 Pontiac Ventura Four-Door Hard New body and frame . . . Shorter and narrower than 
terior dimensions have been | last year... Easier entry and exit ... More headroom . . . New instrument panel . . . Redesigned 
increased. suspension . . . Engine weight reduced . . . 25-gallon gas tank . . . New windshield wipers . . . Lighter 


has been accentuated, and the 
new grille sits between the dual 
Catalinas and Venturas have a| Hydra-Matic transmission. 


lamps. A strip of metal trim ex- 
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Low-Priced Field Broadest Ever... 


Wide Variety 


Offered 


‘61 Car Buyers 


(Continued from Page 69) 


tire in Catalina and Ventura 
coupes and sedans have been re- 
located to provide more usable 


luggage _ a 


Rambler Ambassador 
And Classic 

AMBLER’s 108 - inch - wheel- 
base line is designated the 
Classic series this year, and the 
117-in c h-wheelbase Ambassador 
models have been restyled to give 

that series a separate identity. 

The Ambassador has a one- 
piece aluminum grille and a 
one-piece wraparound bumper. 
The dual headlamps are placed 
outside the grille and are hood- 
ed by the fenders. The taillights 
are larger than last year’s and 
are contoured to the rear 
fender lines. 

The Classic’s lattice-work 
aluminum grille encircles the dual 
headlights. The front fenders and 
hood are new, and front and rear 
bumpers are of one-piece design. 

Six-cylinder Classics have a new 
engine with a die-cast aluminum 
block, The block is made of spe- 
cial aluminum-silicon alloy for 
hardness and controlled tempera- 
ture expansion. Centrifugally 
cast iron cylinder liners are i 
ically and mechanically bonded to 
the block. 

The aluminum six displaces 
195.6 cubic inches and develops 
127 horsepower. The Classic V-8 
has a 200-horsepower, 250-cubic- 
inch engine, and the Ambassador 
V-8 draws 250 horsepower from 
a 327-cubic-inch unit. Power 
packs are available for all three. 

All Ramblers have American 
Motor’s new ceramic-armoured 
exhaust system which is guaran- 
teed to the original owner as long 
as he keeps the car. 

The ceramic coating is fused 
to the muffler and tailpipe at 
1,500 degrees Fabrenheit. AMC 
said it resists acids and other 
corrosive condensates. 

Classics and Ambassadors have 
a molded fiberglass ceiling panel 
that is designed to muffle noise 
and vibration. It is made of com- 
pressed fiberglass insulation and 
woven glass trim fabric combined 
in a single lamination. The panel 
matches the interior color scheme. 

The heating and ventilating 


and air-conditioning units have! 


system. V acuum-powered door 
locks are optional on all models. 


Rambler three-seat station wag- 
ons have a side-hinged tailgate 
or “fifth door.” This feature now 
is offered as an option on two- 
seat wagons. A chrome travel- 
rack mounted on the roof is 
standard on all Rambler station 


wagons. 
A FIV E-PASSENGER coupe 

with sports-car lines, the ’61 
Studebaker Hawk has bucket seats 
and a four-speed manual trans- 
mission with a floor-mounted 
gearshift lever. 

The Hawk traces its ancestry 
back to 1953 when the first of 
Studebaker's low-slung coupes 
was introduced. Following the 
custom of sports-ty pe autos, 
styling has changed little 
through the years. 

The current model has a 289- 
cubic-inch engine that develops 
210 horsepower at 4,500 revolu- 
tions per minute and 300 pounds- 
feet of torque at 2,800 RPM. 
With optional four-barrel car- 
buretor, horsepower rises to 225 
and torque climbs to 305. 

Bonded brake linings are stand- 
ard for ’61, and Studebaker claims 
they increase lining life about 75 
percent. Hawks also have finned 
winterseal-type brake drums for 
rapid cooling. 

Other standard features are 
dual exhausts, padded instrument 
panel, heavy-duty transmission 
and radiator, 1014-inch clutch 
and rugged box-section, ladder- 
type frame. 

For ’61, the car boasts new ex- 
terior colors, a new steering wheel 
and a new interior fabric with 
the Hawk insignia as the pattern. 
Metallic vinyls are available with 
some exterior shades. 

Cars scheduled for California 
delivery are equipped with forced 
crankcase ventilation to reduce 
smog-producing fumes. This fea- 
ture is available on special order 
for customers residing in other 
states. 

Hawk wheelbase is 120.5 
inches, and the car is 204 inches 
long, 71.4 inches wide and 55.5 
inches high. 

Studebaker ho 
Hawks during the current model 


Studebaker Hawk 


1961 Rambler Ambassador Four-Door Sedan—Restyled to establish separate identity for Ambas- 


sador series . . . One-piece front bumper . . 
process . . . Ceramic-coated exhaust system . . 
locks optional . . . Hardtop models discontinued. 


——_— 
sae HE HP “LE 


ak 


. Single-unit construction . . 
. Molded fiberglass ceiling panel . . . Vacuum door 


a. 


. Deep-dip rustproofing 


ME ere oe 4 


1961 Rambler Classic Four-Door Station Wagon—New six-cylinder engine with die-cast alumi- 


num block . . . Classic series name adopted for 108-inch wheelbase models . . 
. Ceramic-coated exhaust system .. . Molded fiberglass ceiling panel . . . New heating 


end treatment. . 
and ventilating system. 


s to build 6,100} #2 


. New grille and front- 


been redesigned; captive-air tires| year. Each one will be numbered,| 1961 Studebaker Hawk—Bucket seats . . . optional four-speed transmission with floor mounted gear- 


are standard on three-seat wagons, | and the purchaser’s name will be| shift lever . . . Dual exhausts . . 
and cars shipped to California|engraved on a plaque affixed to| Bonded brake linings ... Heavy-duty transmission and radiator . . 


will have a crankcase ventilating 


the glove compartment. 


horsepower . . . New exterior colors and interior trim. 


. New steering wheel . . . Padded instrument panel standard . . . 


. 289-cubic-inch V-8 develops 210 
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ONE MAGAZINE’S 
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| * oe @ AMERICA’S AUTOMOTIVE 


INDUSTRY, 
PRESENTED ON THE 
EVE OF DETROIT’S 


FIRST NATIONAL 
AUTOMOBILE SHOW 











Year after year after year, this magazine 
devotes more editorial space to cars, 
carries more articles on cars, 

runs more pictures of cars, 

provides more information about cars 
and car products and services 

than does any other magazine in its field. 
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LOOK—SHOWROOM MAGAZINE FOR AUTOMOTIVE ADVERTISING 


the biggest, 
most colorful, 
most exciting 
Car issue 

ever run by a 
major 
magazine 


on sale October 11. With 40 pages devoted to Detroit and its leading industry—including 14 


full-color pages showing and describing all 1961 models—the October 25 Loox will give car- 


lovers (and who isn’t?) something to talk and see their dealers about for months to come. 








First in 
editorial 
coverage 


First in editorial space devoted to cars 
among all magazines in its field, Loox has 
long recognized the intense interest of 
Americans in the vehicles they drive. Look 
editors have helped sustain this interest 
through the publication of frequent arti- 
cles, not only about the new cars, but about 
highway travel, highway safety and the 
people who make the cars. And this year, 
the volume of Look editorial linage on cars 
is hitting an all-time high. But top edi- 
torial coverage is only one phase of Loox’s 


automotive activity. 





From the October 25, 1960, LOOK 





First 1n 
public 
service 


Look leads its field in the support of public 
service projects related to the automotive 
industry. Each year, Look—in cooperation 
with the Auto Industries Highway Safety 
Committee—co-sponsors the National Ve- 
hicle Safety Check program. Through this 
fast-growing campaign, conducted in all 34 
states that do not have official motor ve- 
hicle inspections, 4,000,000 vehicles in 
2,900 communities were checked this 
year. Dealers everywhere tied in, taking ad- 
vantage of the unique opportunity to make 


new friends and boost service business. 











LOOK 


MAGAZINE 











First in 


automotive 


research 


Setting the pace for all major media in au- 
tomotive research, Look annually sponsors 
the National Automobile and Tire Survey, 
conducted by Alfred Politz Research, Inc. 
Based this year on 4,400 personal inter- 
views, the study provides car and after- 
market manufacturers with up-to-date in- 
formation on ownership, purchases, plans 
to buy and other yardsticks for measuring 
current and future sales potential. The 
study is widely used by the industry to 
supplement its own research and is fre- 
quently quoted in the trade press. 


Na et 
MOBILE 
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First 1n 
automotive 
ad revenue 

gains 


Outgaining all magazines in the automo- 
tive products classification, 1st half 1960 
vs. lst half 1959, Loox piled up an increase 
of more than $2,000,000. More and more 
automotive advertisers are responding to 
Look’s average-issue reach into one of 
every three car-owning households in the 
nation . . . its top efficiency in reaching 
families with children, which account for 
62% of car purchases. 


With America on the move 


As the 1961 cars begin rolling off assembly 
lines and the over-all American economy con- 
tinues its pattern of steady growth... 


with gross national product up $23 billion over 
last year — at an all-time high... 


with personal income up $20 billion over last 
year — at an all-time high... 


with August 1960 employment up one million 
over August 1959 — at an all-time high... 


with new highs and accelerated growth pre- 
dicted for the years immediately ahead... 


with America on the move, 
here’s how we stand: 


In lst 6 months 1960, Loox average circula- 
tion topped 6,200,000 — an all-time high for 
any half year. 


In lst 9 months 1960, Loox ad revenue totaled 
$39,700,000 — up 24% over the 1959 period 


for another all-time high. (Pages were up 123.) 


Full year 1960 will be the biggest year in Loox 
history, with ad revenue exceeding $55,000,- 
000. Only two other magazines have ever 
passed $50,000,000. 


Loox’s record-breaking growth—and the climb 
to new records by the magazine industry as a 
whole — is especially significant in terms of 
America’s economic strength. For magazine 
advertising has long been a positive barometer 
of economic climate, reflecting the sound judg- 
ment of business leaders in capitalizing on cur- 
rent and future sales potential. 


As our country continues to forge ahead, Look 
—and the magazine industry — will continue 
to provide automotive manufacturers with the 
marketing tools for effective, efficient distribu- 
tion of their goods. America never stops grow- 
ing and those who grasp its opportunities will 
set the pace for the nation. Success is a jour- 
ney, not a destination. 
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Economy to Co-Star with ’61 Changes cee 


All Media to Get Big Auto Play 


there were more than 40,000 an- 
nouncements on 337 stations. 

Outdoor billboards also will be 
heavily used this year, Rollert said. 
There were pre-announcement and 
announcement showings of maxi- 
mum coverage in all key markets 
and substantial coverage in the bal- 
ance of the country’s marketg, For 
12 months of the model year, there 
will be national showings on main 
routes all through the country, Rol- 
lert said. 


By Martin L. Whitmyer 
Staff Writer 

eS will continue to key- 

note much of the compact-car 
advertising, but styling and engi- 
neering changes will highlight 1961 
model promotions for the low-price 
standard, mediums and highest 
priced groups, an AUToMoTive News 
survey of the auto makers showed. 


Television and newspapers will 
play the biggest part in bringing 
the car sales promotions before 
the public, but magazines, radio, 
outdoor, trade papers and fleet 
publications will be used exten- 
sively by all makers. 

Probably at no time in history 
has as much advertising gone into 
fleet buyer publications as is 
pegged for that medium in 1961. 
The lowest priced compacts — 
Comet, Corvair, Falcon, Lark, Ram- 
bler and Valiant, plus the latest 
compacts to be introduced — the 
Buick Special, Dodge Lancer, Olds- 
mobile F-85 and Pontiac Tempest— 
are expected to reach the fleet 
buyer through that medium in 1961, 

Newspapers, magazines, radio 
and outdoor will be used heavily 
throughout the introduction period, 
but how extensively they will be 
used after the initial sales push will 
probably be determined by the mar- 
ket for the various cars. 

* * * 
EELEVISION, however, is pretty 
well set, with expenditures for 

network shows by the Big Three 
up 13.1 percent over a year ago. 

General Motors Corp., Ford 
Motor Co. and Chrysler Corp. are 
scheduled for shows totalling 
$79,160,740 during the 1960-61 sea- 
son, compared with $69,973,000 a 
year ago. 

GM, according to television in- 



































ok * * 

adillac 
| Figeren arms advertising plans for 
1961 model promotions call for 
expenditures approximating the 
1960 budget, with newspapers again 
receiving a major 
portion. J, P. 
Schaupner is 
merchandis- 
ing manager for 

Cadillac. 

Magazines, out- 
door posters, di- 
rect mail and 
radio also will 
play a part in Ca- 
dillac’s promo- 
tional plans for 
4. P. Schaupner the new models. 
Special promotions will be provid- 
ed, as required for particular local 
markets. 

Apart from the lead line in its 
advertisements — “A New Inspira- 
tion for the Motoring World’—no 
particular slogan is contemplated. 
As in previous years, advertising 
will underscore Cadillac’s position 
as “Standard of the World” in all 
phases of automotive design, con- 
struction and performance, Crafts- 
manship, reliability, comfort, and 
investment are expected to play a 
big part in Cadillac advertising 
this year. 


























dustry sources, will. spend $48,466,- 
000 on network television during 
the 1960-61 season, compared with 
$33,856,000 last year; Ford Motor is 
off from $21,676,000 to $17,674,340, 
and Chrysler Corp. is down from 
$14,441,000 to $13,020,400. 

Studebaker is down for $750,000 
for “Jack Paar Show” participation, 
and American Motors Corp. is 
scheduled for miscellaneous par- 
ticipations on the Paar and the 
“Today” shows over NBC, the tele- 
vision industry reports. Cost figures 
for the AMC promotions was not 
available. 

Following is a make-by-make 
breakdown of advertising plans for 
1961: 
































* * 


* 
Buick 


Bu announced its advertising 
plans for 1961 at a dealer pre- 
view presided over by Edward D. 
Rollert, general manager, and 
claimed its adver- 
tising and promo- 
tional efforts for 
its 1961 models 
will be the strong- 
est ever assem- 
bled for the in- 
troduction of a 
new model. 

For newspapers, 
Buick will use a 
greatly expanded 
P program begin- 

E. D. Rollert ning with an- 
nouncement ads running from 1,000 
lines to two-page spreads with gut- 
ter bleeds in key markets. A heavy 
followup schedule for the balance 
of the announcement quarter and 
a heavy program for 1961 also will 
be employed, Rollert said. 

For magazines, the list has been 
expanded to 16. Announcement 
ads will run from one page black 
and white to five-page, four-color 
bleed in Life magazine. A total 
of 26 ads will appear in the mag- 
azines during October. 

Buick also will spend some $4,- 
400,800 on eight Bob Hope Buick 
Shows, according to television 
sources. The show will appear as 
a special four times on NBC during 
the announcement quarter and 
again four times during 1961. 

For radio, there was a pre-an- 
nouncement schedule in key mar- 
kets, and there will be a four-week 
followup schedule in key markets, 
Rollert said. Ten week-end sched- 
ules on Monitor in 195 markets are 
Planned and an additional spot 
schedule is contemplated for 1961. 
For announcement week alone, 








Some changes are envisioned in 


advertising layout, especially in the 
treatment of art work, The soft- 
sell copy of past years will again 
bring the car’s story to the pros- 
pective buyer. 

* 


* 


Chevrolet 


eee is hitting heavily 


in all media this month to focus 


attention on its dealer showing of 
1961 models. Jack Izard is advertis- 


ing manager at 
Chevrolet. 

Five full and 
eight half pages 
in Life magazine 


the-board” 
paper buys mafk 
the print exploi- 
tation. In addi- 
tion, debut of new 
: television shows 
pe Od on CBS and ABC 
Jack Izard along with the re- 
sumption of the company’s “Chevy 
Show” on Sunday evening will fur- 
nish a platform for the television 
blast-off. 

The new-car announcement in 
newspapers calls for facing pages 
linked by a single headline but 
each devoted either to the standard 








Chevrolet or the Corvair. News 
supplements—This Week, American 


Weekly, Parade and Family Weekly 
—get full pages on a staggered 
schedule later this month. 
Chevrolet is paying some $24,- 
856,000 for its time and talent on 
its three television shows this 
year, the video industry reports. 
The Chevy Show over NBC costs 
the division $13,905,000; “Route 
66” over CBS comes in at $5,919,- 
000, and “My Three Sons” over 


Volkswagen Names Dealer— 





ABC costs $5,032,000, according 
to the television industry. 

Chevrolet will employ approxi- 
mately 350 stations to augment its 
normal network buy in radio. On 
the company’s regular contract are 
43 spots a week over NBC, 12 spon- 
sored newscasts over CBS and five 
over Keystone. 

* + 

N ADDITION to the “block-bust- 

er” Life ad, Time, Newsweek, 
U. 8. News & World Report, and 

Look magazines are scheduled for 
multiple pages during the an- 
nouncement period. 

October outdoor will be split 
between standard car, Corvair 
and trucks. The buy will be fol- 
lowed by a full showing on stand- 
ard and half on Corvair in No- 
vember. 

Direct mail will encompass not 
only the usual list of low-price-car 
owners, but some special lists due 
to the features of several new mod- 
els in the line. The division esti- 
mates distribution of almost 10 
million mailing pieces in the Octo- 
ber-November period. 

Screen advertising will be re- 
leased the week of Oct. 16. 

+ 7 * 


Chrysler-Imperial 


Se advertising in 1961 
will be concentrated in news- 
papers and magazines, while Im- 
perial, in addition to using those 
media, for the 
first time will 
use network FM 
radio. 

The Chrysler 
advertising ob- 
jective for 1961 is 
closely tied to the 
marketing con- 
cept for the new 
models, 





LP rector of adver- 
J. L. Wichert 
promotion for both cars. Strong 


emphasis will be placed on the ’ 
latest Chrysler entry, the Newport.| , 


Chrysler advertising also will 
support the division’s marketing 
strategy, with pointed reference to 
Chrysler’s full-size quality and full- 
value features, The intention, Wich- 
ert said, is to characterize Chrysler 
as the sole manufacturer remaining 
in the “big-size-only” automotive 
category. 

A separate campaign will spear- 
head the introduction of the 
300-G, which Chrysler refers to 
as the finest in its line. This auto- 
mobile will be presented as the 
“rare kind of car for the rare 
kind of mind.” 

Direct mail will be used heavily 
during the announcement phase 
for the family Chryslers with lists 
amounting to well over a million 
names, Heavy emphasis also will 
be placed on the Newport in this 
medium, with much attention being 
focused on its new lower price 
range, Wichert said. 

Imperial advertising for 1961 will 
follow closely the same pattern 


established last year. 
+ *” * 
Burtt around the continuing 
theme, “America’s Most Care- 
fully Built Car,” Imperial’s promo- 
tion efforts will center in national 
and specialized class magazines, 
newspapers, direct mail and FM 
radio. Imperial is sponsoring a 
daily news broadcast on the QXR 
Network and 15 additional FM. sta- 
tions. 
Four-color magazine ads _ will 
appear in‘ the top mass mag- 


tising and sales| * 








It?s against the law in Cali- 
fornia for a man to shoot a whale 
from a moving automobile. 





azines, the news magazines and 
business magazines during an- 
nouncement week, and single full- 
color pages in the same mag- 


More than 1,600 newspaper ads 
were used during announcement 
week, including full pages in major 
markets. A special series of adver- 
tisements also is scheduled for the 
Wall Street Journal. 


Direct mail was used to reach a 


select list of 250,000 prospects dur-| V 


ing the announcement period and 
several additional mailings are 
scheduled for later in the model 
year, Wichert said. 

+ 7 * 

Dodge 

ASED on Dart’s separate pro- 

jection in 1960, Dodge advertis- 
ing this year will project three car 
personalities in three different seg- 
ments of the mar- 
ket —low-medium 
price, full-size 
economy and new 
luxury compact. 

Ad-wise it sep- 
arates, though 
keeps related, in- 
dividual series 
identities, said 
W. D. Moore, 
Dodge director of 
advertising and 

W. D. Moore sales promotion. 
The Dodge family name and image 
is, however, the underscoring base, 
Moore said. 

Polara’s message will set the 
stage. Its profile is entirely differ- 
ent from its sister cars, one of lux- 
ury but at modest cost. Copy says: 
“This is the 1961 Polara—the best 
of everything Dodge.” 

Dart copy generally will be 
straightforward and direct. 
Lancer material will be brash and 
extroverted, adding to individu- 
ality and personalization. 


Lancer’s ad personality will be 
frank, sophisticated and worldly. Its 
approach stresses polished, stable 
parent Dodge. Its attitude will be 
one of cockiness, but with real self 
confidence, not self consciousness, 
said Moore. 

Sample Lancer copy: “Price? 
Plainless ... Posh? Very... Ap- 
petite? Light .. . Manners? Impec- 
cable ... Parentage? Dodge.” 


eer announcement advertising 
took the form of five-page 
spreads in Life and Saturday Hve- 
ning Post. Opening page went to 
family standard bearer, Polara; the 
second two pages to Dart, and the 
last two pages to Lancer. This 
superimposed the family image and 
cashed in on established reputation, 
Moore said. 

Daily and weekly newspapers 
are being used heavily through- 
out the announcement period and 
will continue to get a good per- 
centage of Dodge advertising 
budget throughout the model 
year. 
In addition, Lawrence Welk’s 
“Dodge Dance Party,” which is 
costing the division $3,894,800 for 
26 one-hour programs, will feature 
new live and filmed commercials. 


Klein's Motors, Inc., has been named a Volkswagen dealer in Watertown, N. Y.| The television commercials also 


The new service and sales facility covers 8,700 square feet. World-Wide Automobiles 
Corp., Long Island City, N. Y., said it is now concentrating on covering the less densely 
populated areas so as to provide better and more thorough coverage of its entire VW tion. 
distribution territory. 


separate the individual products, 
though with the theme interrela- 


Other magazines that will carry 











79 


Dodge announcements are Look, 
Sports Ilustrated, Sunset, Time, 
and New Yorker. 


Ford Divis 


ro advertising this year will 
be built around two themes, 
“Beautifully Built to Take Care of 
Itself,” and “The Classic Ford Look.” 

The first theme, 
according to John 
Bowers, Ford Di- 
vision advertising 
manager, stems 
from such new 
Ford features as 
self . adjusting 
brakes, a chassis 
that lubricates it- 
self up to 30,000 
miles and a body 
finish that never 
needs waxing. J. R. Bowers 
“High-style angular lines and crisp, 
straight-line styling will give the 
cars “The Classic Ford Look,” Bow- 
ers said. 

Ford’s announcement advertising 
broke in nearly 6,000 newspapers in 
late September, with top markets 
scheduled for two followup ads this 
month. Also scheduled to carry full- 
color spreads this month are This 





Week, American Weekly, Family 
Weekly and Parade. 
Full-color spreads sched- 


wup 
ning in Life, Saturday Evening 
Post and Look later in the month. 
The highly successful Ford- 
ogue-D avid Crystal retail store 
promotion is back again in 1961. 
Seven full-page, full-color ads fea- 
turing the 1961 Ford, and tieing in 
with the latest women’s fashions 
by New York designer David Crys- 
tal, are running in the October issue 
of Vogue. 

Ford’s two top-rated television 
shows, “Wagon Train” and “The 
Ford Show,” will add network ad- 
vertising support covering 190 mar- 
kets. Television industry estimates 
place the cost of these two shows 
at $10,773,000. Transcribed commer- 
cials are being made available to 
dealers for their use in local radio 
spot campaigns. 

* * * 
Fron also plans another “Buyer's 
Digest” mailing this year. And 
a “Fleet Buyers” program is in 
progress with pre-announcement 
and announcement direct mail. 

Twenty-four-sheet posters 
round out Ford’s advertising 
schedule, appearing on over 12,- 
000 outdoor boards during Octo- 
ber. Boards also will be used 
throughout the year. 

Falcon will celebrate its first 
birthday with an allout promotional 
program and national magazine, 
newspaper, Sunday supplements, di- 
rect mail and television advertising. 


The 1961 Falcon birthday party 
advertising and promotion will be 
centered around the theme, “One 
Year Newer . . . One Year Better!” 
It will focus attention on new Fal- 
con features such as a choice of 
two engines, 4,000 miles between 
oil changes and new luxury for six. 

+ * * 


CaAnias SCHULZ’S nationally 
famous and amusing “Peanuts” 
gang will again be working for 
Ford dealers in Falcon advertising 
and promotion. 

Birthday party advertising appear 
in newspapers early in October, 
with full-color page promotion ap- 
pearing later in the month in such 
newspaper supplements as This 
Week, American Weekly, Family 
Weekly and Parade, Falcon’s birth- 
day party also will be celebrated 
in Life, Look, Saturday Hvening 
Post and Sports Illustrated. 

New ’61 features of the Falcon 
will be highlighted via direct 

mail, too, in the “Fleet Buyers” 
program, and transcribed radio 
commercials are being made 
available to dealers for use in 
tiein radio spot campaigns in 
local markets. 

The “Peanuts” gang also will be 
seen in a series of animated film 
commercials on “Wagon Train” and 
“The Ford Show.” 


* * * 


Lincoln-Mercury 
ELEVISION will get a big play : 
at Lincoln-Mercury Division 

this year as all three of its lines, 
(Continued on Page 80, Col. 3) 
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All Media to Receive 
Big Auto Ad Play 


(Continued from Page 79) 


introductory period and into No- 
vember. 


Lincoln Continental plays to the 
higher income class with its mag- ’ 
azine promotions being concentrat- 
ed in Time, Newsweek, U. 8. News 
& World Report, New Yorker, 
Sports Illustrated, Life and Satur- 
day Evening Post. Newspapers in 
the top 21 markets will get the big- 
gest portion of Lincoln advertising 
in that medium. 

In addition to the television, mag- 
azine and newspaper promotion, 
Lincoln will institute a special di- 
rect mail campaign with the intro- 
duction of the 1961 models, Swan 
said. 


















Lincoln, Mercury and its compact] newspaper concentration will be in 
Comet are pro- the major markets, though dailies 
moted on the Al- in other areas will be well saturated 
fred Hitchcock with ads during the introductory 
Show every Tues- period. 


e 4 ot ¥y oS ae A Mercury-Comet Sweepstakes 
NBC television will unite two of the division’s 
network. The 52 lines for a promotional fling start- 
half-hour pro- ing this month. 
grams are costing Comet advertising will be based 
the division $6,- on the theme of “The Better Com- 
084,000, television pact Car,” and the “Only Compact 
industry sources Car with Fine Car Styling.” Mer- 
report. Harry L. Swan |cury is going with the theme: 
In addition, according to Harry| “Priced Right in the Heart of the 
Swan, L-M ad manager, magazines, | Low-Price Field.” 
AMC Officials Discuss Ad Plans— newspapers and, spot radio, in the} Mercury will concentrate its 


Going over ‘61 Rambler advertisements are officials of American Motors and its case of Mercury, will be used| magazine advertising in Life and 
advertising agency. Seated, from left, are John F. Henry, vice-president, Detroit office throughout the year to promote the| Saturday Hvening Post, while the 
of Geyer, Morey, Madden & Ballard, Inc.; Fred W. Adams, AMC sales manager; E. B. three car lines. top 70 markets will get the biggest 
Brogan, AMC advertising manager, and Sam Ballard, New York, Geyer agency presi: Comet, in its first full year, will} percentage of its newspaper adver- 
dent. Standing: Roy Abernethy, AMC distribution and marketing vice-president, and concentrate its magazine advertis-|tising, Swan said. Spot radio also 
B. B. Geyer, board chairman, Geyer agency. ing in Life and Look. Its heaviest| will be used by Mercury during the 
i aa Oe ee eee ee meer werere ts suisnenicbetsamnaeanenaphienaiatiotinermediienns 


* * * 


Oldsmobile 


Es is using the most 
extensive new-car announce- 
ment advertising campaign in its 
history to introduce its 1961 cars. 

S. F. Mehring, newly appointed 
director of adver- 
tising, said the 
program calls for 
a “virtually dou- 
bled” four-color 
magazine sched- 
ule, much heavier 
emphasis on four- 
color Sunday and 
weekly news- 
Paper supple- 
ments, additional , 4 
television Sn 
programming and S. F. Mehring 
stepped-up activity in the outdoor 
advertising field. 

Oldsmobile’s magazine advertis- 
ing schedule for the final quarter of 
this year stresses standout features 
of the 1961 models, such as their to- 
tally new styling, completely rede- 
signed Hydra-Matic transmissions 
with Accel-A-Rotor action, and 
stepped-up Rocket and Skyrocket 
engines. 

Included in the announcement 
schedule are double-page, four- 
color bleed spreads in Life, Look, 
Saturday Evening Post, News- 
week, Time, U. S. News and 
World Report, Reader’s Digest, 
Sports Illustrated and The New 
Yorker. Full-page color ads are 
also planned for Vogue, Harper’s, 
and Town & Country. 

Strong representation in Sunday 
and weekly supplements will be 
through a series a four-color, full- 
page ads in Parade, This Week, 
Sunday, American Weekly, Subur- 
bia Today, and others accounting 
for a circulation of more than 60 
million, Mehring said. 

“In addition,” Mehring said, 
“Oldsmobile’s national newspaper 
advertising campaign for the 1961 
models will include black and white 
‘double announcement ads’ in some 
4,600 newspapers. These ads, rang- 
ing from two quarter-pages in 
smaller markets to two full pages 
in larger markets, will feature a 
full-size Oldsmobile and the F-85 
on consecutive pages. 

“This increased use of print 
media,” Mehring said, “widens 
Oldsmobile’s new-car buyer market 
coverage, coinciding with our 
broadened market potential created 
by the F-85’s entry into the low- 
price field.” 









* * * 


HE Oldsmobile 1961-model an- 

nouncement campaign was 
launched on network television by 
a one-hour Bing Crosby “special” 
over ABC, Oct. 5. 

Mehring also said that Oldsmo- 
bile this year will be a major 
sponsor of the new weekly one- 
hour NBC television network 
show, “Michael Shayne,” over | 
NBC. Oldsmobile is co-sponsoring 
“Hawaiian Eye,” over ABC again i 
this year. Television sources es- ‘ 
timate Oldsmobile’s network ex- 
penditures at $7,786,600 this year. ) 


IN FALL, EVERYONE'S FANCY TURNS TO THOUGHTS OF 
NEW CARS AND AUTO SHOWS 


Especially at WJR ... and especially this year, feminine angle. Another staffer will cover the 
because in October the National Auto Show comes historical and educational aspects of automobiling, 
to Detroit for the first time. and go after the story of people—everyone from 


WJR- is set to cover the show backwards and for- the hot dog vendor to an antique car enthusiast. 
wards, from top to bottom, and inside out. Mostly _It’s a two-week project with nearly two hours of 
the latter, because we're really close to the car makers air time every weekday. A big job, but it’s just 
... our Automotive Editor has reported the inside = another example of WJR’s complete-range coverage 
story on styling, engineering and sales for years. At of important local and national events. Small 
eee ie ee wonder that listeners AND advertisers are loyal 

: , and consistent. Why not get all the facts from WJR 
Our Women’s Director will size up things from the or your Henry I. Christal man? 


760 KC 50,000 WATTS 


In radio, Oldsmobile is continu- 
ing its sponsorship of Lowell 
Thomas, famed author and world 
adventurer, in his popular series 
of Monday-through-Friday evening 
newscasts over some 200 CBS sta- 
tions. Additionally, Oldsmobile is 
buying spot radio in 62 major mar- 
kets, blanketing the new-car an- | 
nouncement period. The majority | 
of spot radio time is being purchas- 
ed during morning and evening | 
traffic hours, Mehring said. i 


Outdoor displays include 9,000 
standard-size 24-sheet billboards in 
712 markets—4,500 devoted to the 
all-new F-85, and 4,500 for the Dy- 
namic 88s, Super 88s, and 98s, In 
addition to these standard bill- 
boards, Oldsmobile will utilize T 

(Continued on Page 84, Col. 1) 


RADIO WITH ADULT APPEAL 
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In October, WJR goes to the 
National Auto Show in Detroit 
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Research News for AUTOMOTIVE EXECUTIVES 


NEW LUBRICANTS stand up to searing heat 


New synthetic lubricants under development at the Dow Automotive 
Chemicals Laboratories can stand up under punishment that would 
knock out even the best of present commercial lubricants. These are 
the result of Dow’s accelerated research on synthetic lubricants . . . 
research which shows promise of even greater advances in the future. 


One good example is actually a new class of lubricants—the poly- 
phenyl ethers. These can take tremendous heat. In non-oxidizing 
atmospheres, they have stood up under temperatures as high as 
800°F. for long periods of time. Even in oxidizing environments at 
600°F., these hardy materials withstand extended punishment. The 


polyphenyl ethers are also radiation-resistant, a property of increasing 
significance in the expansion of the use of nuclear power in aircraft 
and surface vehicles. 

From Dow’s years of research on synthetic lubricants have come 
other valuable lubricants . . . showing great potential for use in 
automotive transmissions, central hydraulic systems, gas turbine 
engines, and in modern heavy-duty brake fluids. 

Research in Dow’s Automotive Chemicals Laboratories has made 
other advances, too. For example, Dow’s new cooling system con- 
cepts and materials. 


THE FULL FACILITIES OF DOW’S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


Dow’s research staff constantly works with manufacturers on problems involving auto- 
motive chemicals of all kinds, like those mentioned above. And because Dow is located 
at Midland, close to the heart of the automotive industry, distance is no barrier. No mat- 
ter what your problem, if it involves automotive chemicals Dow can serve you well. Call 
us in Detroit at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising 


Dept.406U10-10, Midland, Michigan. 


See “The Dow Hour of Great Mysteries” on TV. 


“| THE DOW CHEMICAL COMPANY - 





MIDLAND, MICHIGAN 
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la 
ute with a custom Dodge called POLARA This is the 1961 Polara—the best of everything Dodge. 


You will respect its masculine authority. You will enjoy obvious advantages in performance, interior spaciousness and riding comfort. 
Polara has been designed and put together with extraordinary care, skill and good taste. Yet, it is not an expensive automobile. Seem- 


ingly a paradox, the price of the Dodge Polara is one of the lowest in the medium-price field. (It’s great to be a Dodge Dealer!) 


yd 
Gane with a full-size Dodge called DART The new automobile you’re looking at is a 1961 Dodge called 


Dart!! It’s upsetting automotive applecarts all over the place. Why? Because Dart is a full-sized Dodge priced model for model with 
Ford and Chevrolet. That’s Dart!! With Dodge room, Dodge comfort and quality throughout. That’s value. The 1961 Dart has many 


other good things. Twenty-three models, for instance: Sedans; hardtops; wagons; a convertible. (It’s profitable to be a Dodge Dealer.) 


Gat with a compact Dodge called LANCER Look what Dodge has done for compacts. Made a car two 


feet shorter, many pounds leaner, a couple of hundred dollars less in cost than usual automobiles. Lancer welcomes a family of 
six lavishly. Has trunk space to match. Lancer is extremely mannerly. Handles just so. Parks obediently. The interiors are rich, but 


simple. Plenty spirited, but light on regular gasoline. Lancer’s the answer, mister. (Wouldn't you like to be a Dodge Dealer this year?) 
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es, Economy Star . snes to get maximum impact within a 
ment is set for Oct. 14. 


All Media to Receive 
Big Auto Ad Play 


(Continued from Page 80) 


giant-size “rotary” bulletins meas- 
uring approximately 14 by 50 feet. 
Ed or 


KYTYPING is being used this 

year for the first time by Olds- 
mobile. Balancing the giant rotary 
bulletins which are assigned to the 
West and Midwest, skytyping an- 
nouncements are scheduled over 
key East 


Oldsmobile’s extensive pos t-an- 


P-D-V Signs Zip 


COUNCIL BLUFFS, Ia.—Zip Mo- 
tors, 1714 W. Broadway, a firm in 
existence more than 10 years as a 
used-car dealership, has been 
named a Plymouth-Valiant-DeSoto 
dealer. 








nouncement follow-up advertising 
program for the remainder of the 
1961-model year, Mehring said, will 
be highlighted by its sponsorship of 
the telecast (ABC-TV) of the Bing 
Crosby Golf Tournament Jan, 22 
over ABC, and a second special 
“Bing Crosby Show” on ABC-TV 


.| in March. 


The Oldsmobile dealer organiza- 
tion is being provided a sales pro- 
motion program, including a point- 
of-sale announcement package. In 
addition, an intensive direct mail 
program is scheduled for coming 
months. 

A ok + 


Plymouth-Valiant 


DeSoto 


T= 1961 Plymouth, DeSoto and 
Valiant cars are being launched 
this year with campaigns designed 


He 





short period of 
time. 

“The campaign,” 
according to W. 
A. Hamond, P- 
D-V director of 
advertising, “is 
aimed at telling 
in an exciting 
way the story of 
the dramatic new 
styling and qual- 
ity - emphasized 
construction of 





W. A. Hamond 
the 1961 cars.” 

Plymouth in its newspaper an- 
nouncement ad stresses the new 
styling front and rear by using 
front and rear end views of the 
car with the headline, “Here's 
Plymouth for 1961—The Greatest 
Beauty Treatment of Them All!” 
Plymouth theme line for 1961 is “’61 
Plymouth .. . Solid Beauty.” The 
announcement ad is 1,750 lines and 
is running in more than 2,400 daily 
and weekly newspapers throughout 
the country. 

Four-color spreads and full- 
page ads will run in the top mag- 
azines in the country. The maga- 
zine ad features a “car-in-motion” 
around the headline “Most Beau- 
tiful Turn of the Century.” The 
ad is running in Look, Life, Sat- 
urday Evening Post, Time, Sports 


World Report, Reader’s Digest 
and TV Guide. 


Valiant with the theme line, 
“Looks and Drives Like Twice The 
Price,” told its 1961 model story 
with a 1,750 line ad in more than 
2,400 daily and weekly newspapers 
in markets throughout the coun- 
try. The ad featured the newest en- 
trant in the Valiant model lineup, 
the two-door hardtop. The headline 
. . The Compact 
That Couldn’t Be Topped in ’60... 


was “Valiant . 


Tops Itself for ’61!” 


The four-color Valiant magazine 
announcement ad is an adaptation 
of the newspaper ad and will run 
in the same publications as the 
Plymouth ad with the exception of 


Sunset. 
+ * * 


HE 1961 DeSoto announcement 
newspaper ad is 1,500 lines and 
will run in nearly 1,600 dailies and 
weeklies. A four-color version of 
the ad will be used for magazines. 


The ad tells the value story 
with emphasis on product-sell 
text. The ad is built around the 
line, “For 1961, DeSoto proudly 
presents a fine new car.” The 1961 
DeSoto advertising theme line is, 
“Its Quality Sets It Apart, Its 
Price Keeps It Within Your 


“don’t worry, Bess .. . it’s made of steel” 





Plymouth and Valiant are fea- 
tured in a combined announcement 
ad for fleet trade publications and 
separate ads in taxi publications for 
both cars, plus ads in police pub- 
lications for Plymouth. They are 
black and white spreads and full 
pages. They stress product features 
and superiorities. The Plymouth 
and Valiant trade schedule includes 
Fleet Owner, Commercial Car Jour- 
nal, Fortune, Business Week, Amer- 
ican Salesman, ATA News, Taxi In- 
dustry, Taxi Week, American City 
and Law ¢& Order. 
Plymouth billboard announce- 
ment advertising used 24-sheet 
posting of two different designs. 
DeSoto will use two-sheet postings 
and painted boards. Valiant is con- 
centrating its outdoor announce- 
ment program on bus spectaculars. 
* * + 
LYMOUTH and Valiant will 
make maximum use of satura- 
tion spot radio advertising to sup- 
plement other media during the in- 
troduction of the 1961 models. 

Original words and music have 
been written for the saturation 
spot radio announcement adver- 
tising. For Plymouth, the song 
“Solid Beauty” extols the virtues 
of the 1961 model. “Song of the 
Valiant” tells the Valiant story. 
The spots for both Plymouth and 
Valiant have been scheduled on 
more than 190 stations through- 
out the country. 

The 1961 Plymouth and Valiant 
were seen for the first time by mil- 
lions of television viewers on the 
“Garry Moore Show” on CBS-TV 
Sept. 27. Plymouth and Valiant are 
the major sponsor of the weekly, 
one-hour television show. 

In addition, Plymouth and Val- 
iant announcement advertising will 
receive added support when their 
second television show is launched 
Oct. 14. The second television offer- 
ing is the weekly “Mr. Garlund” 
show on CBS-TV. These two shows 
will carry the Plymouth and Val- 
iant television message to millions 
of viewers twice weekly throughout 
the coming months. The three 
shows are costing P-D-V $8,437,600 
in time and talent costs, television 


sources said. 
ca * * 


Pontiac 


LTHOUGH Pontiac considers its 
advertising plans “confidential,” 
some facts are known about the 
General Motors Division’s promo- 
tional efforts for 
1961, especially in 
the field of tele- 
vision, where it 
_will spend an es- 
timated $4,587,600. 
According 
to television in- 
dustry sources, 
Pontiac will 
spend $3,638,000 
for 17 one-hour 
programs of 
John Malone “Surfside 6” over 
ABC, and $949,600 for the Victor|’ 
Borge and John Wayne specials]: 
over ABC. 
On radio, Pontiac currently is 
sporsoring the play-by-play account 





Since the early automobile shows, people have 
had confidence in their cars because they were 
made of steel. 


Carbon and Stainless steels have helped to 
build millions of automobiles, keep them run- 
ning longer and make them better looking 
every year. 


There is really no other metal like Steel for 
automobiles. 


McLOUTH STEEL CORPORATION 


Detroit 17, Michigan 


OH Look for the STEELMARK 


YW, on the products you buy. 


of all Notre Dame football games. 


As in the past, Pontiac also is 
expected to put a sizable portion of 
its budget into newspapers and 
magazines. Outdoor, trade publica- 
tions, and fleet books, in the case 
of its newly introduced Tempest, 
also are expected to be used by the 
division during the 1961 model year. 


John Malone is advertising man- 
ager at Pontiac. 
* 






* * 


Rambler 


ITH the American compact car 
concept not only on the verge 
of dominating the United States]: 
market, but also now spreading its 
influence into the 
foreign-car field, 
American Motors 
Corp. will banner 
its 1961 Ramblers 
as “The New 
W orld Standard 
of Basic Excel- 
lence,” not just 
“The New Stand- 
ard of Basic Ex- 
cellence,” accord- 
ing to Fred W. 
Adams, automo- 
tive sales manager. 
This is underscored by the new 
name, Rambler Classic, for the 
Rambler Six and V-8, classic in the 
(Continued on Page 86, Col. 1) 


F. W. Adams 
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BENDIX PROP SHAFT PARKING BRAKE 


independent holding power-PLUS! 


SS 





FOR TRUCKS, BUSES AND OFF-THE-ROAD VEHICLES 


Here is the most efficient parking brake ever built. 
With its heavy duty torque capacity, it holds on any 
road grade and is equally effective in both forward 
and reverse parking. 

The Bendix* Prop Shaft Brake is truly an extra brake 
with fresh capacity completely independent of the 
service brakes. This independent brake application 
obviously saves wear and tear on service brake linings 
and drums as well as serving as a safety stand-by for 
many emergency situations. 

Service is simplified with self-centered brake shoes, 


and adjustments for lining wear are readily made 
from the outside. 

Rugged, light in weight and simple in design, the 
Bendix Prop Shaft Parking Brake: meets the most 
exacting standards of the industry, and all I.C.C. and 
state requirements. 

There’s a size for every truek, including the heaviest 
highway rigs and off-the-road vehicles. *REG. U.S. PAT. OFF. 


Bendix Division South Bend, inp. 
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to Co-Star with ’61 Changes .. . 





All Media to Get Big Auto Play 


(Continued from Page 84) 


definition of “any work that is re- 
garded as the standard of excel- 
lence.” 

With a completely restyled Ram- 
bler American and plenty of news 
to promote on the Rambler Classic 
and Ambassador, in what Roy Aber- 
nethy, vice-president for distribu- 
tion and marketing, terms “the 
strongest product program in every 
respect that this company has ever 
offered the public,” the advertising 
budget hag been increased, notably 
in magazine expenditures but also 
with greater use of spot television 
scheduled. 

Announcement day is Oct. 12 
and much of the break advertis- 

ing will establish themes to be 
sounded later in the new-model 
year. American Motors’ long ex- 
perience as the pioneer in the 
compact field and its established 
position as the leading manufac- 
turer of compact cars will be 
pointed up to the public in a run- 





It’s a fact. The revolutionary new Gabriel Load-Absorber—absolutely the 
hottest accessory item since the car radio and heater—is now available for 


ning theme, “Owner-proven by 11 
years and 35 billion miles.” 

The wide range of American Mo- 
tors’ compacts is being stressed in 
most print advertising by a box 
carrying a visual/copy presentation 
of the “Three distinct sizes of com- 
pact cars,” the Rambler American, 
Rambler Classic, and the Ambassa- 
dor, with their overall length listed. 

The Rambler American—‘New 
from American Motors, the 1961 
American Beauty”—is scheduled for 
massive promotion from the begin- 
ning, with added promotions com- 
ing later on when the convertible 
goes on sale. 

+ * * 

HE 1961 Rambler Classic promo- 

tion is studded with the word 
“new”—featuring a new ceramic- 
armored muffler, the first U. S. die- 
cast aluminum auto engine, the first 
acoustical ceiling of molded fiber 
glass and other improvements 
which have been managed without 
altering the established features 
which have built the highest owner 


Here’s a red-hot 
accessory item... 
now available for 


UC (IT 
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Lhe Gabriel Load_ Absorber 


PAT. APPL. FOR 


the cars you sell . . . the cars you service. 


Be sure to equip every demonstrator car with a set of Load-Absorbers 
. . and see if you don’t wind up delivering Load-Absorbers with every 


new car you sell! 


This revolutionary new air-oil device automatically compensates 
. . delivers an incomparably smooth, safe ride at 


for heavier loads . 


all times, even after the load has been removed. 


Remember, too, that every car you service represents a live pros- 
pect for a Load-Absorber sale. For Gabriel Load-Absorbers help 
any car owner protect his investment .. . by preventing undue 
strain on the rest of the car’s suspension system and by promot- 


ing greater car control and safety under all load and road 


conditions. 


So if you haven't already gotten the Load-Absorber story 
from your Gabriel jobber, hop to it. Now’s the time to check 
up... stock up... and sell up! 


loyalty of any American car on the 
road, according to independent sur- 
veys—now better than 80 percent, 
Abernethy reports. 
Also “New from American Mo- 
tors,” the new 1961 Ambassador 
V-8 by Rambler will bow in as 
“the modern luxury V-8—com- 
pact, high performance,” offering 
“the one great luxury other fine 
cars deny you—the modern lux- 
ury of compactness.” 
Announcement advertising is 
scheduled fast and hard, with news- 
papers breaking first on Oct. 11 
and 12, Life coming in immediately 
with a four-color bleed spread in 
its Oct. 17 issue, and broadcast 
opening up this week, both radio 
—Monitor—and a full month of spot 
television. The Saturday Evening 
Post and Look will alternate an- 
nouncement color spreads with 
Life; four-color pages will appear 
in Time, Newsweek, U. 8. News & 
World Report, Holiday, Sports Ii- 
lustrated and Sunset. 
The first quarter as a whole will 







The Gabriel Company 
Cleveland 15, Ohio 


ABSORBERS 
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special campaign of “concept” ad- 
vertisements in Reader’s Digest. 

Since American Motors works so §/ 
closely with its dealers, point of 
sale promotion is expected to be 
stronger than ever. 

In addition to mats, radio scripts, 
television spots, movie playlets, and 
24-sheet posters dealers will re-#% 
ceive the direct-mail] tabloid, Amer- 
ican Motors’ News Illustrated, with 
a circulation now well over 500,000 
monthly, which will continue to be 
published for distribution to Ram- 
bler owners and prospects. 

In the overall company program 
for the 1961 Ramblers, newspapers, 
always used intensively and with 
great success by American Motors, @ 
again are the dominant media, ac- 
counting for roughly half the ad- 
vertising budget, about the same as 
in the 1960 model year. To maga- 
zines goes the next largest allot- 
ment, with broadcast media to take 
between 15-20 percent. The sched-# 
ule includes business and trade 
publications, with some increase in 


fleet sales advertising. 
7 * + 


Studebaker 


See relying on its#} 
Lark series to give it a sizable 
share of the compact-car market, 
will bank heavily on newspapers to 
tell its story in 
1961, according to 
J. W. Orr, Stude- 
b a k er-Packard 
Corp. advertising 
manager. 

Approxi- 
mately 2,100 news- 
papers from 
coast-to-coast will 
get the biggest 
share of the ad- 
vertising budget, 
but consumer J. W. Orr 
magazines, trade publications, out- 
door posters and television will get 
a large share of factory advertising 
expenditures. Dealers will be sup- 
plied kits for use on local radio. 

The “Jack Paar Show” will get 

a share of the television expen- 

ditures, as will “Riverboat,” “Dan 

Raven,” and the “Outlaws.” Stu- 

debaker also is sponsoring the 

“National Professional Football” 
telecast in the East and a post- 

game show over television on the 

West Coast. 

S-P’s principal slogans for its#} 
Lark series is “The Compact with 
Performability,”’' and “You Have to 
Drive It to Believe It.” The latter® 
is based on testimonials from mo- 
torists who took part in a cross- 
country driving test conducted by 
United States Testing Co. / 
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“Them new-car boys think 
they’ve got it bad... We have to 
recommend every make on the 
market!” 














see more color pages in national 
magazines than a year ago, Adams 
said, The magazine list also has 
been expanded, and there will be a 

















Dealers in Iowa 


Plan Meetings 
At District Level 


DES MOINES.—The Iowa Auto- } 
mobile Dealers Assn. has planned a jj 
series of district meetings on the? 
theme, “Prospecting for Profits.” 

The meetings got under way in? 
Lake Okoboji, Oct. 10; Des Moines, 
Oct. 18; Iowa City, Oct. 19; Ottum- 
wa, Oct. 20; Dubuque, Oct. 24; 
Mason City, Oct. 26; Waterloo, Oct. 
31; Fort Dodge, Nov. 1; Sioux City, | 
Nov. 2, and Atlantic, Nov. 3. 

Fort Dodge and Sioux City are 
new cities on the list of sites for 
the district meetings while no 
meeting has been planned for 
Storm Lake this year. 

IADA President Don Conelison, 
Atlantic, said, “Dates were selected 
later than usual this year to avoid 
conflict with new-car announce- 
ments and to give dealers plenty 
of time to plan their attendance.” 


Mandatory Inspection | 


Backed by N. C. Garages 

GREENSBORO, N. C. — The 
North Carolina Independent Ga- 
rage Owners Assn. at its first an- 
nual convention here went on rec- 
ord as favoring mandatory safety 
inspection for automobiles. More 
than 200 attended. 

George Miller, Salisbury, wag in- 
stalled as president of the associa- 
tion, Other new officers are: Har- 
old Smith, Greensboro; Charlie 
Barnes, Wilson, and Bill Kaufman, ° 
Asheville, vice-presidents, and Roy 
Orr, Charlotte, secretary and treas- 
urer. 










Singer for Ornstein 
TORONTO.—Newly franchised to 
handle Singer is W. Ornstein Brit- 
ish Motors, 2709 Yonge St. 
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Research and Development at Work 


Zo uit . Crome. 
Heat—the greatest enemy of the brake system—is being brought MIDLAND ROSS NT 
under control by advanced approaches to safety in Midland-Ross a7 CORPORATION § \ac/ 


laboratories. Here research and development is forging a new rs 
safety link to protect automotive America. OWOSSO DIVISION JE OWOSSO, MICHIGAN 


ONE OF THE “400” LARGEST AMERICAN CORPORATIONS 


AIR _ AIR ‘ AIR VACUUM Pa DIE - CONSOLIDATED 
BRAKES COMPRESSORS CONTROLS POWER BRAKES CASTINGS TRANSPORTATION EQUIPMENT 





_—, 5 
i ee | =— ww Vee Sal Sea = * ma 


ct ttt aan 









Capsule Reports a 
Auto News in Brief 


BARRIE, Ont.—Construction has 
started on the expansion of the 
Mansfield Rubber (Canada), Ltd., 
plant here, according to L. T. Ros- 
ser, president. 

The expansion of approximately 
80,000 square feet marks the second 
extension since the company start- 
2d. manufacturing tires in Barrie 
over five years ago, Rosser said. 

* * + 


Commercial Banking Service 


Added by American-Express 


NEW YORK.—A full line of com- 
mercial banking facilities for 
United States firms here and 
abroad and for foreign concerns in 
their own countries has been added 
to the business services offered by 
the American Express Co. 

The banking services, available 
through 40 branch banking offices 
in 15 nations, include financing of 
exports or imports, financing of 
working capital in local currency 
or dollars, commercial letters of 
credit, collection facilities, various 
kinds of accounts, foreign exchange 
trading and the handling of securi- 
ties. 

* * ak 
Automotive Tool Division 


Is Formed by J. H. Williams 

BUFFALO. —-Formation of an 
automotive division to be known 
as Vulcan Tool Co. has been an- 
nounced by J. H. Williams & Co., 
division of United-Greenfield 
Corp... John J. Hope is general 
manager of Vulcan Tool. 

Vulcan. Tool will market a line 
of automotive repair and service 
tools and related equipment, com- 
prising approximately 4,000 items, 
under the brand name “Vulcan,” 
Hope said. 


om 
New Miller-Meteor Plant 


Schedules Open House 

PIQUA, O.— Divco-Wayne Corp. 
will hold an open house at its new 
Miller-Meteor funeral coach and 
ambulance plant here Oct. 21. 

The plant will be open to funeral 
directors, fire department officials 
and first-aid squads, as well as to 
the citizens of Piqua, who will view 
the new facilities and the 1961 line 
of Miller-Meteor coaches and am- 
bulances already in production. A 
preview of the plant opening is 
to be held Sept. 29 for press rep- 
resentatives and dealers. 

~ * * 


Kaiser Steel Issues Denial 


Of FTC Merger Complaint 
WASHINGTON.—K aiser Steel 
Corp., Oakland, Calif., has denied 
Federal Trade Commission charges 
that it violated the antimerger sec- 
tion of the Clayton Act by acquir- 
ing a substantial portion of the vot- 
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Gite Tee 


Designed for the Postman— 
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isigned for highway travel, with a maximum 
ie acities of 1,000 pounds. 





The National Buying Division, Federal Services Administration, has awarded a con- 
ct to the Ingersoll Kalamazoo Division, Borg-Warner Corp., Kalamazoo, Mich., for 
42,401 “Westcoaster Mail-Masters;" the three-wheel vehicle employed by the United 
jates Post Office Department for delivery and collection service. The “Mail-Master" is 
similar to the Westeoaster ‘‘Van-Master" which is one of the line of 10 models of 
ree-wheel gas and electric cars sold and serviced by this division of Borg-Warner. The 
artment uses the cars because they substantially increase the area coverage of each 
postman, and speed up mail deliveries. The Westcoaster line of cars is comprised of 
three gasoline engine models and seven electrically driven models. The former are de- 





on truck tires. 
* 








ing stock of a competitor, Allison 
Steel Mfg. Co., Phoenix, Ariz. 

Replying to an FTC complaint, 
Kaiser admitted it purchased about 
45 percent of Allison’s voting stock 
on May 15, 1958, for more than $1.1 
million, and two executives of the 
Kaiser interests subsequently were 
elected to Allison’s board of direc- 
tors. 

However, it denied the FTC 
charge that the acquisition was il- 
legal in that it may result in a 
substantial lessening of competi- 
tion, Kaiser asks dismissal of the 
complaint. 






















* * * 


Mohawk Abandons Rayon, 


Will Use Only Nylon Cord 


AK RON.—Mohawk Rubber Co. 
has begun making all its truck tires 
with nylon cord. The move makes 
the company’s production all nylon 
because rayon was dropped from 
car tires a year ago. 

Mohawk is the first tire firm to 
go exclusively to nylon production. 
President H. M. Fawcett said the 
move to nylon in car-tire making 


New AC System 
Combats Smog, 

e om 
Sludge in Engine 

FLINT.—AC Spark Plug has an- 
nounced a “positive crankcase ven- 
tilation system” designed to combat 
engine sludge formation, prolong 
motor life and save gasoline. 

The system, which AC said is 
available for most types of cars and 
trucks on the road, consist of spe- 
cially engineered crankcase-ventila- 
tion valves plus tubing, clamps and 
adapters so the product can be 
fitted to any engine. 

Developed in cooperation with 
car and truck manufacturers, the 
device will be marketed through 
car builders, dealers, parts distribu- 
tors, oil companies and independent 
retail outlets, AC said. List prices, 
depending on the make and model 
of the vehicle, will range from 
about $5 to $20, the firm added. 

In addition to its economy and 
antisludge features, AC said, the 
system also consumes unburned 
hydrocarbons in the crankcase, 
which are a source of air pollution. 

Cars and trucks engaged in slow 
or mostly stop-and-go driving are 
likely to build up sludge deposits 
in the crankcase. These deposits re- 
sult from gases that enter the 
crankcase from the piston, mix 
with the oil and form sludges and 
corrosive acids. 

The AC device puts these reus- 
able crankcase vapors back into 
the engine where they are con- 
sumed in the normal combustion 
process. 


1961, 
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LOS ANGELES. — 

































speed of 45 miles per hour and payload 


* * 
Two Fined for Selling Cars 
Without Dealer’s License 
CLEVELAND.—Two men were! Safeway Stores, Inc., treasurer, and 
fined and placed on a year’s proba-|Norman J. McKenzie, Southern 
tion after pleading guilty to sell-| California Edison Co. secretary. 
ing cars without a dealer's license.| Wally Johnson, L. A. Department 
Frank DeCaro, who authorities|of Water & Power, outgoing presi- 
said sold 27 cars over a three-year| dent, becomes junior board mem- 
period, and Melvin Leeb, accused of|ber while Art Luvaas, Southern 
selling 37 vehicles in the like period, | California Gag Co., moves up as 
were fined $100 each. DeCaro also! senior board member. 
was fined $50 on each of two * * ¢ 


charges of failing to take title to 
autos before selling them. Walker Mfg. to Construct 
+ * * 


Rubbermaid Buys Site 


For New Plant, Office 


WOOSTER, O.— Rubbermaid, 
Inc., has purchased a 54-acre tract 
of land near the Wooster city limits 
and will break ground about Nov. 
1 for an additional plant. 

Donald E, Noble, president, said 
plans call for initial construction of 
about 110,000 square feet of build- 
ing to house plastics production, 
warehousing and office space. Tar- 
get date for completion is May 15,. 


Chrysler Presents Waters 


Quality Dealer Award 

LOS ANGELES. — J. E. Waters, 
president, Waters Dodge, 
Western Ave., has been presented 
the Chrysler Corp. Quality Dealer 


112 N. 


R. K. Brown, Dodge regional 
manager, made the presentation at 
a luncheon for Waters. The award 
is based on teamwork, performance, 
facilities, service and administra- 


New Engine for Kart Racing 


Announced by McCulloch 


LOS ANGELES. — McCulloch 
Corp. has introduced a new engine 
for kart racing—the MC-6—with 
41% percent more power than the 


The new engine, approved for all 
Class A racing, is available through 
McCulloch dealers and kart manu- 
facturers. The MC-6 replaces the 


Adrian Elected President 


Of Automotive Council 
Robert L. 
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was well received by dealers and| Adrian, motor vehicle department, 
customers, touching off the change| Richfield Oil Corp., is the new pres- 


ident of the Automotive Council of 
Los Angeles, Inc., for 1960-61. 
Other elected officers are Ralph 
Brookins, Southern Counties Gas 
Co., vice-president; Ken Smith, 


$1.5 Million Plant in Virginia 

RACINE, Wis.—A $1.5 million 
plant will be built at Harrisonburg, 
Va., for the manufacture of exhaust 
systems and other automotive parts 
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FOR THE SUCCESSFUL BUSINESS LOOK! 


What Does Your Business Front Say About Your Company ev 
Your Products ... Your Service? The sign on your building is 


89 


for the Eastern market, according 
to Rea I. Hahn, president, Walker 
Mfg. Co. 

The 200,000-square-foot plant, to 
be built on an 86-acre site, is sched- 
uled to be completed early in 1961, 
Hahn said. 


Delco-Remy Assigns Mail 


To Milwaukee Office 


MILWAUKEE.—The new region- 
al sales office established here by 
Delco-Remy will be headed by John 
R. Mail. 

Mail, who for the past year has 
served as regional sales manager in 
charge of the Delco-Remy Detroit 
office, will be succeeded in that post 
by Paul Timmerman. Named as 
sales engineers in the Milwaukee 
office were R. E. Coates, C. F. Sing- 


er, Don R. Bogue and K. E. 
(Continued on Page 164, Col. 3) 
























your “business card” to potential customers. No matter what you 
make or sell—a good front is an important business asset . . . and 
Plasticles Sign Letters give your business distinctive, personalized 
identification that will be looked up to and remembered. 


nations to choose from. 
Send Coupon for 


i 
Find out how you can identify your | 
business with colorful Plasticles j 

I 
| 
| 


The Right Sign is Important—Choose sign letters that beautify 
your building . . . that add prestige to your business. Plasticles Cor- 
poration manufactures a wide variety of designs and color combi- 
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| PLASTICLES CORPORATION 
14590 SCHAEFER 


ROAD - DETROIT 27, MICH. 


Mail Illustrated Sign Bulletin to ... 


Sign Letters. Guaranteed not to Nam: 

fade, chip or crack. Get complete Addres: 

information on “what to look for 

when buying sign letters.” ia ics ssicnnncsinkscivestipisliediabacuaene St 
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BORGWARD 


GROUP PRODUCTS 


The virtue of dependability is priceless. Borgward’s un- 
alterable devotion to quality provides West German pre- 


cision engineering at its best. 


Customer satisfaction is assured; your customers become 






your best salesmen. That’s why Borgward products sell 
well, why Borgward dealers are doing well in today’s 


competitive market. 


DISCOVER WHAT BORGWARD CAN DO FOR YOU 
BORGWARD MOTORS CORPORATION 


1160 Park Square Building, 31 St. James Avenue, Boston 16, Mass., Liberty 2-3640 















Watch Buick Dealers “clean up” with 


THE CILUEKAN LOOK 





61 IS BUICK’S YEAR 
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Now you see them and now you know why everyone 
connected with Buick is so excited! For ’61 Buick has 

two to love. Two sizes that let Buick Dealers blanket the 
entire car field, from the “low price” buyer right up to 

the fellow who'll have everything. And, one look tells you 
each is unmistakably Buick. Each has the same trim 

Clean Look of action, with lines that flow through from front 
to back. And, each is a Buick in go, in ride, in pride. 


FULL-SIZE (< a 
ELECTRA 
\ 
Y 


of action ei BUICK 


as fine, as new as you can go 


Nothing could be newer, for Buick’s all new, all through . . . 





trimmer outside, roomier inside. Its big new Comfort Zone 
gives more head, leg and shoulder room. Thanks to its new 
Safety-X frame and new Control Arm suspension, this 
beauty rides smoother, corners flatter. And talk about go! 
Buick’s big new Wildcat V-8 and new Turbine Drive 

team up for more go on less gas. Add many other features 
like Buick’s big new double-deep trunk, new vibration 
isolation, new Landau roof and you'll see why the full-size 


Buick’s headed for king-size sales! 


SPECIAL-SIZE 


BUICKSPECIAL 


the best of both worlds 


Look what Buick Dealers have to sell! 

All the room, ride, go and pride of the costliest 

cars plus the savings and ease of the small. The Special 

has more total head, leg and shoulder room than the 
compacts... an “all-day” ride, thanks to the same kind of 
suspension as the full-size ’61 Buicks . . . all the git of many 
big cars, thanks to Buick’s revolutionary new aluminum V-8 
and aluminum transmission. Price? That’s the biggest 
breakthrough of all—it’s just a whisper above the compacts! 
Buick Motor Division, General Motors Corporation. 


‘61 BUICK 
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All Lines Stress Economy, Comfort, Durability dn 


‘61 Trucks Offer More Compacts | 


By Jack Weed 
Truck Editor 
_ the two new compact 
trucks will capture a good 
share of the 1961 truck spot- 
light, there are many basic im- 
provements and changes in all 
truck lines to keep interest in the 
new offerings at a high pitch. 
These improvements, modifica- 
tions and engineering refinements 
look to greater economy of oper- 
ation, increased driver comfort, 
lightening of components and 
cabs, and extending the working 
life of engines and axles. 
Chevrolet and Ford are in- 
troducing the compact trucks, 
each having three basic models 


in the new lines. Ford’s Econo- 
line will include pickup, van 
and bus, all powered by an 85- 
horsepower F a le o nm engine, 


while the Corvair line will con- 
sist of a van and tape. 
models, the “ramp” side and 
the straight side. 

Chevrolet also will have in the 
Greenbrier station wagon a vehicle 
that can be converted into a com- 
mercial vehicle by the removal of 
the rear seats. 

Only Ford will offer a complete 
new line from top to bottom, 
with 619 models claimed, but 
other companies are offering new 
models and parts. of lines, prin- 
cipally in the low and medium 
tonnage vehicles. 


* . 
io: and Willys are also offer- 
ing trucks of short wheelbase 
and compact design that could 
well be classified in the one 
class, although not so labeled by 
their makers. 
International Harvester wil! 
* . * 













continue its Metro-Mite with re- 
finements. Ford is offering a new 
line of rage Sa tractors, pow- 
ered with either diesel or gasoline 
engines. 

Greater selection of power 
bas been provided haulers 
through the development of 
new engines and the modifica- 
tion of old, all looking to 
greater economy of operation 
and longer use-life. 
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CORVAIR'S CORVAN—Designed for low-cost delivery service, Chevrolet's Corvair 
95 Corvan light-duty panel truck features wide access doors, unit-frame construction, 
low-load floor height, and large cargo area in relation to overall size. Powered by the 
rear-mounted 80-horsepower, air-cooled Corvair engine, the 1961 truck is on a 95-inch 
wheelbase. Cargo space is 191 cubic feet, and maximum load capacity 1,800 pounds. 
Floor height at the right-hand side double doors is 14 inches from the ground, and 
26.5 inches at the rear doors. Also available in the Corvair 95 line are two pickup 
models, one with a side-loading ramp. 





FORD ECONOLINE—One of the features of Ford Division's Econoline Van is that 
both side and rear doors are interchangeable. This helps solve the problem of avail- 
ability and storage. The engine is mounted forward, next to the driver's seat, allowing 
ample pass-through space in the front, easy access to the engine for servicing, and 
a 25-inch loading height. 





AUTOCAR—A tractor, especially designed for use when corrosion may be a prob- 
lem from the standpoint of atmosphere or product condition, has been announced by 
Avtocer Division, White Motor Co. Utilizing stainless steel for hood, cowl, fenders, 
radiator shell, bumper aprons, exhaust stack and guard, the model has chrome-plated 
radiator guard and accessories. 





















Driver comfort and greater ac-| BROCKWAY—New models announced by Brockway Motor Trucks features the “step- | th 
cessibility for routine maint e-| aside" fenders. The fenders are standard on most Huskie models, and standard on both er 
nance procedures have been con- | "ew sleeper cab models. By loosening a single bolt the fender swings away from the a» 
siderably im prove d in many chassis to allow easy access to the engine. fo 
makes. More cabs of aluminum 
or fiberglass have made their con- 
tribution to the saving in dead 
weight, which will be | FE 
in greater payloads for the oper- th 
ators. | a 

New developments in larger | in 
more ul tractors, capable th 
of’ pulling two 40-foot trailers ken 
over the turnpikes, are being in- 
troduced as well as shorter, more 
maneuverable tractors for pickup Pi 
and city delivery. a) 
ee z CHEVROLET—Refinements in the i tem introduced | | in 
7. engines are not only frontal styling changes, and normal yeuntegier Wbtevensin i chante beer gree | fie 

being stressed in the larger mark the 1961 Chevrolet truck line. The suspension using independent front springing gil 
sizes for over-the-road hauls and po alicpersre se ae rear = = ees eee : carried over with only de 

: changes. re i i 

for off-highway use, but also models for increased ies and i sa Seeded tains eatteeinader te | One 
lighter diesels are being offered power brakes, more durable valve seats, increased spark plug gap life, and improved | Sta 
for greater fuel economy in short- heaters. New optional equipment includes a temperature controlled hydraulic fan 
haul work. The diesel, many en- a spkaah Ghies tant ee eee ek a axle ratios and a cab s 
gineers feel, will enable lower ag es six-inch foam rubber seat and additional insulation. a 
operational costs in these services. fi 


Several makers, bowever, are 
countering the trend toward 








the diesel with greatly im- f 
proved or newly designed gaso- p 
line engines designed to pro- | 
duce longer working hours hei 
with a minimum of mainte- caf 
nance. One maker is showing is 
its confidence in its new power sta 
plants by warranting them for poi 
100,000 miles of service. age 
Cabs have been overhauled and 
redesigned, along with suspen- 
sion units, to provide greater 
driver comfort and easier han-| piIAMOND T—Fiberglass tilt cabs are available on Diamond T CG series trucks | L 
dling of the vehicles, as well as| which have gross vehicle weight ratings from 22,000 to 46,000 pounds and gross com- Dir 
to eliminate as much unsprung —— re ne ae 40,000 to 60,000 pounds. The cabs are lighter than steel, hes 
wei ht as ssible. ana cann rus? of cor je. | 
e 1961 models show a trend * 
toward design for specialized op- len 
erations, among them being the fon 
forward-control units, special bus 
jobs for concrete mixers and anc 
other concrete work and for off- and 
highway use, in addition to the 
newly developed two-bottom 
hauls for the eastern turnpikes. 
Following is a summary of B 
1961 offerings by varios makes: “hy 
mot 
Corvair 95 va 
The compact Corvair 95, rear eng 
engine drive, is the Chevrolet en- whi 
try for 1961 into the compact} DI¥CO—tThis truck is typical of the snub-nose, walk-in models Divco has introduced | and 
truck field. It is made in ree | for 1961. It closely follows the original design lines of the stand-drive units that made | slee 
truck models, a “ramp” side pick- Divco famous in the milk and ice cream delivery trade. Cak 
up, a straight side pickup and a stru 
panel delivery. In the Greenbrier con 
station wagon, on the same chas- hea’ 
sis, only the seats have to be re- per 
moved to make the vehicle an in 
American version of a small van |’ able 
that has filled the needs of many dim 
salesmen and service men who cab 
need load capacity. of 
Powered by an 80-borse- trac 
power air-cooled six cylinder 
engine, the vebicle bas a 95- 
inch wheelbase with an overall ~ ; 
length of just under 15 feet. ‘ N 
On the “ramp side” pickup, the DODGE DART—The 1961 Dodge Dart haif-ton pickup features @ new 140-horse- duty 
load floor beight is 14 incbes, |%o%e, ‘ened sncrinder ening with o duplaconent of 225 cable inches. The | tion 
while it is 26.5 inches at the | and ensure easy servicing. Available in slinatineds 4 i s ' e half 
(Continued on Page 93) has a maximum Aco vehicle weight rating of 5,100 eet Sets ce ee cab- 


conv 
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rear tail gate. Ramp opening is | rated from 4,900 to 5,600 pounds 
47.5 inches in width; tailgate |GVW. 
width is 44.8 inches. Box height Otherwise, the Chevrolet line 
is 42 inches and has a capacity |for 1961 is distinguished for re- 
of 80 cubic feet. Maximum |finements of design, further ex- 
load rating is 1900 pounds. pansion of models and new styl- 
Normal engine maintenance is | 1g identification. The independ- 
through access doors, while pow- | ©" front suspension with torsion 
er unit consisting of engine, trans- bar springing introduced a year 
axle and suspension is removable | *8% ' continued. New cab fea- 
for major service. 
ae ee 


Ford Econoline 
RD’S entry into the compact 

- truck field is highlighted by 
three models in the Econoline, 
a pickup, van and bus, all on a 90- 
inch wheelbase and powered by 
the Falcon 85-horsepower six-cyl- 
inder engine. 

In addition, but not labeled 
under the Econoline name, is a 
P100 parcel delivery chassis with 
a minimum wheelbase of 96 
inches, also powered by the modi- 
fied Falcon 144.3-cubic-inch en- 
gine. For heavier loads or when 


desired, this chassis can be pow- ah ae 
ered with the 139 horsepower ee new over-the-road tractor models offered with five new Cummins diesel REO—A tandem tracvor, the industry's most popular chassis for ready-mix cement 
stenderd track ennias an our new super-duty gasoline engines are available to power the Ford line| hauling, is among the units offered by Reo Division, White Motor Co. Design of chassis 
gine. : of tractors. fits off-highway needs for block body chassis, heavy-duty dump, or construction vehicle. 
Each of the three Econoline _| Powered by a 185 horsepower Gold Comet engine, it accommodates a seven-yard mixer. 


models has an overall length 
of 168.4 inches. Overall width 
for the pickup is 72.5 inches; 
for the van and bus, 758 
inches. Overall height varies 
from 77.2 to 79.2 inches, de- 
pending on model and —— 
All models have a loading 
height of 25 inches. Payload 
capacity for the pickup and van 
is more than 900 pounds with 
standard equipment and 1,700 
pounds with the heavy-duty pack- 
age. - 
° ° ° STUDEBAKER—The Champ pickup heads the Studebaker line of trucks for 1961. 
Autocar : Said to combine car styling with truck ruggedness, the truck is available in three en- 
LONG 2rd rie wry 7, SaaS oh aasiad balan eee ae aa aes 
duty diesel lines, the Autocar SS aemar anti on) sgt “epee mend wee Alon co0 1 


Division of White Motor Co. 


has added a new diesel tractor 
. : : GMC JUNIOR VAN—The 14-foot-! nior Van i h w k 
which are offered in stainless steel featured by GMC in its line ssascuilen der W0k. tes coe ins ie poop 7,500 
where corrosion may be a prob-| pounds. 
lem. These include hood, cowl, 
fenders, radiator shell, bumper,| #7 >” 
bumper -_— exhaust stack| @ 
and guard. The radiator guard| % 


and accessories are chrome plated. 
> * * 


Brockway 
ROCKWAY has added two} _ 
new sleeper models to its} => 
“huskie” line for 1961. The new 
models are built under the Brock- 
way “Uni-Matched” concept of 
engineering and _ construction, | ae 
which integrates all components) | St = , WHITE—White Motor Co.'s PDQ truck for 1961 will feature a new M series for 
and functional s. The two a een eos eae oat = vee ~_ a _ yt eons engine on its removable power as- 
. ; sembly. Introduced earlier this year, the P| multistop delivery trucks offers the power 
Cab Na or nes ot haa aoe wan ab Gs Ran ce Se te ee a ee dolly, ronsucen fiberglass maa and unitized Gaay cacaeeaten as standard rh votes 
. * ‘ ; . @ power dolly, which can be removed and replaced by one man in less than three 
struction. Siesta Cab is built to , hours, consists of engine, clutch, transmission, front wheels and axle. 
conventional dimensions of a 
heavy-duty tractor. The Cab Nap- 
t incorporates the features used 
in the “87-Incher,” which en- 
ables a “bumper-to-back-of-cab” 
dimension, even with the sleeper 
cab of six inches less than that 
of a conventional over-the-road 
tractor. 
& * oa 
Chevrolet 
EW for 1961 are three four- 
wheel-drive models for light 
duty, maximum traction applica- JEEP—Built for heavy hauling both over-the-road and off-the-road, the Forward 
tion. The 127-inch wheelbase, | my ™ ig TE | Contr seep FC-170 has joined the series of cab-forward Jeep vehicles offered by Willys 
; ; lors, inc. ie new four-wheel-drive venic os a ir we 
— eo ore ber MACK—Mack Trucks’ latest—the M-45SX, is especially engineered for the heavy- pounds. The cargo bed is nine feet in length and csnde MAIO meieas oe 
psi: ae — = pocup 6 duty hauling requirements of the mining and quarrying industries. The 45-ton capacity| With dual rear wheels and heavy-duty options, the FC-170 boasts a 9,000-pound 
conventional box pickup models, | m-458X succeeds Mack's LYSW model. gross vehicle weight rating. 
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All Lines Stress Economy, Comfort, Durability... 





‘61 Trucks Offer More Compacts 


By Jack Weed 
Truck Editor 
Write the two new compact 
trucks will capture a good 
share of the 1961 truck spot- 
light, there are many basic im- 
provements and changes in all 
truck lines to keep interest in the 
new offerings at a high pitch. 

These improvements, modifica- 
tions and engineering refinements 
look to greater economy of oper- 
ation, increased driver comfort, 
lightening of components and 
cabs, and extending the working 

life of engines and axles. 


Chevrolet and Ford are in- 
troducing the compact trucks, 
each having three basic models 
in the new lines. Ford’s Econo- 
line will include pickup, van 
and bus, all powered by an 85- 


horsepower Falcon engine, 
cod a + 


while the Corvair line will con- 
sist of a van and two pickup 
models, the “ramp” side and 
the straight side. 

Chevrolet also will have in the 
Greenbrier station wagon a vehicle 
that can be converted into a com- 
mercial vehicle by the removal of 
the rear seats. 

Only Ford will offer a complete 
new line from top to bottom, 
with 619 models claimed, but 
other companies are offering new 
models and parts of lines, prin- 
cipally in the low and medium 


tonnage vehicles. 
* * 


+. 
is a. and Willys are also offer- 
ing trucks of short wheelbase 
‘and compact design that could 
well be classified in the compact 
class, although not so labeled by 
their makers. 


International Harvester will 
+ * * 








CORVAIR'S CORVAN—Designed for low-cost delivery service, Chevrolet's Corvair 


95 Corvan light-duty panel truck features 


wide access doors, unit-frame construction, 


low-load floor height, and large cargo area in relation to overall size. Powered by the 
rear-mounted 80-horsepower, air-cooled Corvair engine, the 1961 truck is on a 95-inch 


wheelbase. Cargo space is 191 cubic feet, 


and maximum load capacity 1,800 pounds. 


Floor height at the right-hand side double doors is 14 inches from the ground, and 
26.5 inches at the rear doors. Also available in the Corvair 95 line are two pickup 


models, one with a side-loading ramp. 








FORD ECONOLINE—One of the features of Ford Division's Econoline Van is that 
both side and rear doors are interchangeable. This helps solve the problem of avail- 


ability and storage. The engine is mounted 


forward, next to the driver's seat, allowing 


ample pass-through space in the front, easy access to the engine for servicing, and 


a 25-inch loading height. 





AUTOCAR—A tractor, especially designed for use when corrosion may be a prob- 


lem from the standpoint of atmosphere or 


product condition, has been announced by 


Autocar Division, White Motor Co. Utilizing stainless steel for hood, cowl, fenders, 
radiator shell, bumper aprons, exhaust stack and guard, the model has chrome-plated 


radiator guard and accessories. 


continue its Metro-Mite with re- 
finements. Ford is offering a new 
line of heavy-duty tractors, pow- 
ered with either diesel or gasoline 
engines. 

Greater selection of power 
has been provided haulers 
through the development of 
new engines and the modifica- 
tion of old, all looking to 
greater economy of operation 
and longer use-life. 

Driver comfort and greater ac- 
cessibility for routine mainte- 
nance procedures have been con- 
siderably improved in many 
makes. More cabs of aluminum 
or fiberglass have made their con- 
tribution to the saving in dead 
weight, which will be expressed 
in greater payloads for the oper- 
ators. 

New developments in larger 
more powerful tractors, capable 
of pulling two 40-foot trailers 
over the turnpikes, are being in- 
troduced as well as shorter, more 
maneuverable tractors for pickup 
and city delivery. 

* * # 

tga engines are not only 

being stressed in the larger 
sizes for over-the-road hauls and 
for off-highway use, but also 
lighter diesels are being offered 
for greater fuel economy in short- 
haul work. The diesel, many en- 
gineers feel, will enable lower 
operational costs in these services. 

Several makers, however, are 
countering the trend toward 
the diesel with greatly im- 
proved or newly designed gaso- 
line engines designed to pro- 
duce longer working hours 
with a minimum of mainte- 
nance. One maker is showing 
its confidence in its new power 
plants by warranting them for 
100,000 miles of service. 

Cabs have been overhauled and 
redesigned, along with suspen- 
sion units, to provide greater 
driver comfort and easier han- 
dling of the vehicles, as well as 
to eliminate as much unsprung 
weight as possible. 

The 1961 models show a trend 
toward design for specialized op- 
erations, among them being the 
forward-control units, special 
jobs for concrete mixers and 
other concrete work and for off- 
highway use, in addition to the 
newly developed two-bottom 
hauls for the eastern turnpikes. 

Following is a summary of 
1961 offerings by various makes: 

* * *& 


Corvair 95 

The compact Corvair 95, rear 
engine drive, is the Chevrolet en- 
try for 1961 into the compact 
truck field. It is made in three 
truck models, a “ramp” side pick- 
up, a straight side pickup and a 
panel delivery. In the Greenbrier | 
station wagon, on the same chas- 
sis, only the seats have to be re- | 
moved to make the vehicle an 
American version of a small van 
that has filled the needs of many 
salesmen and service men who 
need load capacity. 

Powered by an 80-horse- 
power air-cooled six cylinder 
engine, the vehicle has a 95- 
inch wheelbase with an overall | 
length of just under 15 feet. 
On the “ramp side” pickup, the 
load floor height is 14 inches, 
while it is 26.5 inches at the 


(Continued on Page 93) 








BROCKWAY—New models announced by Brockway Motor Trucks features the “step- 
aside” fenders. The fenders are standard on most Huskie models, and standard on both 
new sleeper cab models. By loosening a single bolt the fender swings away from the 
chassis to allow easy access to the engine. 





CHEVROLET—Refinements in the suspension system introduced last year, moderate 
frontal styling changes, and normal year-to-year improvements in chassis and cabs 
mark the 1961 Chevrolet truck line. The suspension using independent front springing 
with torsion bars and rear coil or variable-rate leaf springs, is carried over with only 
minor specification changes. Cabs are improved, with a smaller floor tunnel in some 
models for increased leg and foot room. Other improvements include refinements in 
power brakes, more durable valve seats, increased spark plug gap life, and improved 
heaters. New optional equipment includes a temperature controlled hydraulic fan 
drive, a crankcase ventilating system, additional two-speed axle ratios and a cab 
comfort package which includes six-inch foam rubber seat and additional insulation. 





DIAMOND T—Fiberglass tilt cabs are available on Diamond T CG series trucks 
which have gross vehicle weight ratings from 22,000 to 46,000 pounds and gross com- 
bined weight ratings from 40,000 to 60,000 pounds. The cabs are lighter than steel, 
and cannot rust or corrode. 









“TWIN PINES fa DAIRY? 


Omocopes eae 
ICE CREAM 


THIS ROUTE OWNED BY 
art BERT 









DIVCO—This truck is typical of the snub-nose, walk-in models Divco has introduced 
for 1961. It closely follows the original design lines of the stand-drive units that made 
Divco famous in the milk and ice cream delivery trade. 


DODGE DART—The 1961 Dodge Dart half-ton pickup features a new 140-horse- | 
power, slanted six-cylinder engine with a displacement of 225 cubic inches. The en- | 
gine is inclined 30 degrees to the right of the vertical to provide low hood silhouette 
and ensure easy servicing. Available in wheelbases of 114 and 122 inches, the Dart 
has a maximum gross vehicle weight rating of 5,100 pounds. 
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rear tail gate. Ramp opening is |tated from 4,900 to 5,600 pounds 
47.5 inches in width; tailgate |GVW. 

width is 44.8 inches. Box height Otherwise, the Chevrolet line 
is 42 inches and has a capacity |for 1961 is distinguished for re- 
of 80 cubic feet. Maximum | finements of design, further ex- 


load rating is 1900 pounds. pansion of models and new styl- 
ing identification. The independ- 


ent front suspension with torsion 
bar springing introduced a year 


ago, is continued. New cab fea- 
* * * 





Normal engine maintenance is 
through access doors, while pow- 
er unit consisting of engine, trans- 
axle and suspension is removable 
for major service. 

* * * 






















Ford Econoline 
eo entry into the compact 
truck field is highlighted by 
three models in the Econoline, 
a pickup, van and bus, all on a 90- 
inch wheelbase and powered by 
the Falcon 85-horsepower six-cyl- 
inder engine. 

In addition, but not labeled 
under the Econoline name, is a 
P100 parcel delivery chassis with 
a minimum wheelbase of 96 
inches, also powered by the modi- 
fied Falcon 144.3-cubic-inch en- 
gine. For heavier loads or when 
desired, this chassis can be pow- 














































. FORD—Four new over-the-road tractor models offered with five new Cummins diesel REO—A tand i ; ; 
. andem trac.vr, the industry's most | h -mi 
pond oo is ae horsepowe and four new super-duty gasoline engines are available to power the Ford line| hauling, is among the units offered by i Division, White frames Oe ana sams 
a uc gine. of tractors. fits off-highway needs for block body chassis, heavy-duty dump, or construction vehicle. 
Each of the three Econoline Powered by a 185 horsepower Gold Comet engine, it accommodates a seven-yard mixer. 


ee ; 


models has an overall length 
of 168.4 inches. Overall width 
for the pickup is 72.5 inches; 
for the van and bus, 758 
inches. Overall height varies 
from 77.2 to 79.2 inches, de- 
pending on model and springs. 

All models have a loading 
height of 25 inches. Payload 
capacity for the pickup and van 
is more than 900 pounds with 
standard equipment and 1,700 
pounds with the heavy-duty pack- 
age. 





* * * 


STUDEBAKER—The Champ pickup heads the Studebaker line of trucks for 1961. i 
Said to combine car styling with truck ruggedness, the truck is available in three en- 
gines, a six and two V-8s and in both % and %-ton capacities. It also is available } 
with either a 6% or eight-foot box. Features include a full width sliding rear window | 
for greater visibility, increased leg and hip room, and improved seats. 


Autocar 

ONG noted for its heavy- 

duty diesel lines, the Autocar 
Division of White Motor Co. 
_ added 2 ed j — a GMC JUNIOR VAN—The 14-foot-long GMC Junior Van is one of the new trucks 
which are offered in stainless stee featured by GMC in its line presentation for 1961. The van has a gross rating of 7,500 
where corrosion may be a prob-| pounds. 
lem. These include hood, cowl,| , saa aie 
fenders, radiator shell, bumper,|: | * ea " Hh, 
bumper aprons, exhaust stack rah Tag 
and guard. The radiator guard 
and accessories are chrome plated. 

* * * 
Brockway 1 

ROCKWAY has added two 

new sleeper models to its 
“huskie” line for 1961. The new 
models are built under the Brock- 
way “Uni-Matched” concept of 
engineering and _ construction, 














which integrates all components : sf WHITE—wWhite Motor Co.'s PDQ truck for 1961 will feature a new M series for 
and functional parts. The two new = | delivery of dairy products, and a new six-cylinder engine on its removable power as- . 
sleepers, called Siesta Cab and) | TERNATIONAL—Heovy-duty International six-whee! model BCF-180 truck, shown | Sel inentneece pe eruer this year, the PDQ multistop delivery trucks offers the power 
Cab Nappers, are of all-steel con-| with dump body, is one of several models announced by International Harvester Co. . ro erence roe! and uallised Gedy construction os saneure fontures. 
: : i The power dolly, which can be removed and replaced by one man in less than three 
struction. Siesta Cab is built to hours, consists of engine, clutch, transmission, front wheels and axle. i 


conventional dimensions of a 
heavy-duty tractor. The Cab Nap- 
per incorporates the features used 
in the “87-Incher,” which en- 
ables a “bum per-to-back-of-cab” 
dimension, even with the sleeper 
cab of six inches less than that 
of a conventional over-the-road 
tractor. 
* * * 
Chevrolet 
EW for 1961 are three four- 
wheel-drive models for light 





duty, maximum traction applica- JEEP—Built for heavy hauling both over-the-road and off-the-road, the Forward if 
tion. The 127-inch wheelbase, Control Jeep FC-170 has joined the series of cab-forward Jeep vehicles offered by Willys i 
half-ton vehicles are available as : : F Motors, Inc. The new four-wheel-drive vehicle has a gross weight rating of 7,000 
cab-chassis. wide-box picku and MACK—Mack Trucks latest—the M-45SX, is especially engineered for the heavy-| pounds. The cargo bed is nine feet in length and handles 3,510 pounds of payload. 

c assis, . P P duty hauling requirements of the mining and quarrying industries. The 45-ton capacity| With dual rear wheels and heavy-duty options, the FC-170 boasts a 9,000-pound 
conventional box pickup models, | m.45SX succeeds Mack's LYSW model. gross vehicle weight rating. 
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Auto Dealer Changes 


PEKIN, Ill—t£. E. Arterberry 





and Norton Motors, San Leandro, 


has sold his Dodge-DeSoto dealer- | Calif. 


have formed Pekin Motor Sales Co. 
Arterberry plans to enter the drive- 
in restaurant business. 

+ + * 


Gingrich Sells to Klick 


ident. Gingrich entered the auto 
in 1918 with the E. 


+ 
Seale Opens VW Deal 
SELMA, Ala—Seale Motor Co. 
(Volkswagen), has opened for busi- 
ness on Highway 80 East. C. P. 
Seale is the owner. 
+ 


Mercury for Harrington 


Mercury and Comet franchises. The 
dealership also handles Hillman. 


VW Deal in Columbus 


COLUMBUS, O. — Davidson- 
Green, Inc., 701 S. Hamilton Rd., 
has been franchised as a Volkswag- 
en dealership. Owners are Joseph 
F.. Davidson and Thomas L. Green. 

© 


Berton Chevy Builds 
HAYTI, 8S. D.—Berton Anderson 
is constructing a new building for 
his Chevrolet dealership. 
* + + 
Savidge Opens Dodge City 
SEATTLE.—Dodge City, a divi- 
sion of S. L. Savidge, Inc, (DeSoto- 
Pifmouth-Valiant), has been open- 
ed at Ninth Ave. and Virginia St. 
S. L. Savidge jr. is president of the 
new Dodge outlet and Lyle Klein- 
schmidt is general manager. 
* * + 


Cahill Renault-Peugeot 


ST, ot ey eee ghee 
headed by Richard Cahill, a past 
regional executive of the St. Louis 
lub of Amer- 


Maple- 
wood, to handle Renault and Peu- 
geot, Ben Chesney is service 
manager. 


Comet Line to Johnson 


IOWA FALLS, Ia.— Johnson 
Motor Co, here has been given a 
franchise for Comet, according to 
Ww. @ em — 


Fadex Adds 5 Outlets 


NEW YORK.—Fadex Commer- 
cial Corp. has announced the ap- 
pointment of three NSU Prinz and 
two BMW dealers. They are: NSU 
Prinz—Ray Collins jr., Wellsboro, 
Pa.; Pioneer Auto Mart, Oregon 
City, Ore., and Gasko Pontiac, 
N. J.; BMW. 


Mays Landing, 
Rancho Motors, Sunnyvale, Calif., 


Ua 


a ORE ee 
FOR ALL CARS 


CUSTOMIZED RECESSED 
REAR VIEW MIRROR- 
SPOT-LIGHT 


BABY SPOTLIGHT : 
THE CUSTOMIZER’S SPECIAL [5 
Write fer Free Catalog 


OMPANY 




















Struefert Takes Deal 


FAIRFAX, Minn.—Marv’s Chev- 
ee is a new dealership here. 
Marvin Struefert, owner, for- 
merly nian ‘employed by Christenson 
Motors, which held the franchise 
previously. 


Saab Signs Another 


ANN ARBOR, Mich.—Michigan 
European Car Corp., Main at Pack- 
ard, has been franchised by Saab. 
Tom Payne is president. 


Tyrrell Plans 10th Expansion 


CHEYENNE, Wyo.—Purchase of 
a large tract on 16th St, between 
Warren and a. Aves. has been 
announced by A. (Ace) Tyrrell, 


electrical 
energy 
for the 
needs of 
motion 


Working as a balanced 
team in automotive elec- 
trical systems, these Delco- 
Remy units create, trans- 
form and control the vital 
pulsing force of electricity 
for the needs of motion. 
Because they do their jobs 
so efficiently, there’s seldom 
any need for you to think 
of them. We have done it 
for you. That’s why you'll 
find Delco-Remy electrical 
systems in America’s finest 
automobiles, including . 


CHEVROLET CORVAIR 
PONTIAC TEMPEST 
OLDSMOBILE F-85 
BUICK SPECIAL 
CADILLAC 


See them all at the Na- 
tional Automobile Show, 
CoboHall.Oct.15-23.Open 
daily 11 a.m. to 11 p.m. 


rell Co. since 1938 ig planned, he 
said. 
a * * 
Chevrolet for Jacques 


REDMOND, Ore.—Ben Jacques 
ir. has been franchised as a Chev- 
rolet dealer here. 

* 


Kelly Diets P-D-V Deal 


Plymouth, DeSoto and Valiant. 
Showrooms have been opened at 
1922 Roswell St. Kelly Motor Co., 
located at 1805 Roswell St., is 
handling Dodge, Imperial and 
Simca. The P-D-V dealership is 
under the management of Walter 
Kelly jr., son of S. Walter Kelly 
sr., who founded the Kelly or- 
ganization in 1945, 

* + om 


Motor Sports Opens 


OLIS.— Motor Sports, 
Inc. (Alfa-Romeo-Lancia), has 
opened at 3006 W. 50th St. James 
R. Elliott is president. 
+ * * 


Fiat Dealers Named 
MINNEAPOLIS. — Stephens Ital- 








“I need a fleet of cars. How 
soon can we talk business?” 





Place, Minneapolis; Crystal Im- 
ports, 5410 Lakeland Ave., Crystal, 


ian Motors, Fiat distributor, has|™Minn.; Dave Ostrem Imports, 12th 


president of roneclh Chevrolet Co.| appointed the following dealers: | & Locust, Des Moines; E. O, John- 
The 10th major expansion by Tyr-| Stephens Buick Co., 1301 Harmon|son Motors, Inc., 110 South First 


Ave., Aberdeen, S. D., and Kline 
Oldsmobile, Inc., 1469 University 
Ave., St. Paul. 


* * oS 


Heling’s Turns 40 


BURNETT, Wis, — Heling’s Ga- 
rage here is celebrating its 40th an- 
niversary as a Studebaker dealer- 
ship. 


* * * 


Tholen Opens Doors 
MARSHALL, Minn.—Tholen Auto 
Sales (Pontiac-Buick), is a new 
dealership here. Frank Tholen is 
the dealer. 
* 


oa 
Kolar Adds DKW-750 


, 
SEATTLE. — Kolar’s, Inc., 12th 


Ave. and East Pike, headed by Otto 
Kolar, has been signed to handle 
the DKW-750. 


2 GM Outlets Acquired 


By Don Allen’s Hallett 


NEW YORK. — Acquisition of 
two General Motors dealerships has 
been announced by Edward H. 
Hallett, president, Don Allen Mo- 
tors, Inc, 

They are: Burke Motor Sales 
Corp. (Cadillac-Oldsmobile), James- 

(Continued on Page 95, Col. 3) 





The reliable Delco-Remy line includes * Generators * Regulators « Starting Motors ¢ Distributors « Ignition 
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Stanmobile for India— 

The Stanmobile, built by Standard Motor Products of India, Ltd., is that company's 
answer to the Government's request for a small, low-priced car for the “common 
man.” It is priced at about $1,700—but the Government is thinking more in terms of 
$1,000 to $1,400. 
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Across the Nation... 





Auto Dealer Changes 


(Continued from Page 94) 


town, N. Y., and Merritt Chevrolet 

Buick Corp., Geneva, N. Y. Hallett 

is the principal stockholder in both 

and is president of Burke Motors. 
* * + 


Sill, TerHar Form Ford Deal 

BROOMFIELD, Colo.—Forma- 
tion of Sill-HerHar Motors (Ford), 
has been announced by Hugo Sill 
and his son-in-law, Jack TerHar. 
TerHar had been sales manager of 
Thomas-Hyer Motor Co, for three 


years. 
+ * * 


Burchfield Chevrolet Opens 


STRASBURG, Colo. — Burchfield 
Chevrolet here is now open under 
the management of L, W. Burch- 
field jr. 

* + * 


Mugg Sells Chevy Deal 
INDEPENDENCE, Ore. — Art 


his Chevrolet dealership to John 
Koich, formerly of Redondo 
Beach, Calif. Mugg will continue 
in Independence in the used-car 
business. 


* * * 


Rambler Imperial Opens 
CHARLESTON, W. Va. — Ram- 
bler Imperial Sales, Inc., a new 
Rambler dealership, has been form- 
ed with headquarters at 408 Broad 
St. George T. Martin is president. 
* 


* * 


Fleming Quits Buick 


FORT WORTH.—Sam Fleming 
has terminated his franchise with 
Buick. He is president of the 
Greater Tarrant County New Car 
Dealers Assn, 

* * oe 


Vance Opens VW Outlet 
RADCLIFF, Ky.—Kelly Vance 


Mugg, pioneer dealer, has sold |Motors, Inc, (Volkswagen), has 


From the highway to the stars 
DIVISION OF GENERAL MOTORS ¢ ANDERSON, INDIANA 
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been opened here by Kelly Vance, 
who formerly was in the auto busi- 
ness in Jeffersonville, Ky. 


Ford Signs Up Griffith 
PORTLAND, Ore.—Harlan Grif- 
fith has been named a Ford dealer. 
He will locate at 2510 Sandy Bivd., 
N. E. 
+ * * 
Rover Point Opened 
SAN FRANCISCO, — Executive 
1255 California St., 
has been appointed a dealer for 
Rover and Land-Rover. 
* * * 


Rowlett in New Quarters 


PEORIA, Ill.—Bud Rowlett, Inc. 
(Valiant - Plymouth - Chrysler- 
DeSoto-Imperial), has moved to 325 
N. Franklin, Peoria, Ill. The new 
location has 30,000 square feet more 
of service floor space than th 
previous building. : 


L-M Signs Heaston-Rohla 


ALBUQUERQUE, — Heaston- 
Rohla Motors, Inc., 1318 Fourth 
St., N. W., Albuquerque, has been 
appointed a Lincoln-Mercury-Comet 
dealership. oo Ning 


It?s Melody Rambler Now 


RICHMOND, Calif.— The name 
of Richmond’s Rambler dealership 
has been changed from Friendly 
Motors to Melody Rambler. The 
headquarters is still 100 23rd St. 
Bill Wilson, Ray Sutton and Dan 
Pistoresi are partners. 

* * * 
10 New Outlets 
7 * 
Are Listed by S-P 

SOUTH BEND. — Studebaker- 
Packard Corp. has announced that 
it has signed 10 new dealerships. 
They are as follows: 

E, Z. Motors, Inc., East Hunting- 
ton, N. Y.; Bisbee Motor Co., 71 
Highway, Harrisonville, Mo.; 
Aman’s Sales, 5100 N. Main St. 
Ext., Navarre, O.; W, E. Bunting, 
Inc., Main & Bethany Road, Sel- 
byville, Del.; Big Chief Pontiac Co. 
796 Soscol Ave. Napa, Calif. and 
L. D. Wells Motor Co., 600 Main 
St., Brownwood, Tex. 

Whittier Imports, Inc., 14860 East 
Whittier Blvd., Whittier, Calif.; 
Rotolo Motor Co., 629 Second St., 
Gretna, La.; Portage Auto Ex- 
change, Highway 16 & 51, Portage, 
Wis., and Hilltop Motors, Inc,, 2357 


Sullivant Ave., Columbus, O. 
+ + ae 


3 Move Up at Blaushild 


CLEVELAND.—Bennie Blaushild, 
marking his 30th anniversary as 
a Dodge dealer, has announced that 
he has become chairman of the 
board of his dealership, Sanford 
Miller has been named president 
and George has become 
vice-president and treasurer. 

CJ * * 


Miers in New Home 


OTTUMWA, Ia.—Miers Buick- 
Pontiac, Inc., has moved from 128 
N. Washington to 206 Church St. 
The firm is headed by Ancill F. 

The new quarters formerly 
ei occupied by Mikels Oldsmo- 
ile. 


Wood Adds Singer Gazelle 


KALAMAZOO, Mich.—Wood Mo- 
tors, 541 Portage, has been appoint- 
ed a Singer Gazelle dealer by 
Rootes Motors, Inc., Coventry, Eng- 
land. 


* * * 


Salter Automotive Moves 


CLEVELAND. — Salter Automo- 
tive Imports has moved from 9009 
Carnegie Ave. S. E. to larger quar- 
ters at 16222 Chagrin Blvd., Shaker 
Heights. The firm is headed by 
Stanley Stone. It handles Rolls- 
Royce, Bentley, Rover, Borgward 
and Morgan. 

* * a 


Chrysler Signs Hayden 

CINCINNATI.—Hayden’s Motors, 
Ine, (Chrysler-Imperial-Plymouth- 
Valiant), has opened in temporary 
facilities at 7789 Montgomery Rd. 
The firm now building a permanent 
home, according to Howard J. Hay- 
den, president, 

* > 


a 
Kurland’s Lark Opens 
DENVER.—Gene Kurland, direc- 
tor of Kurland Motors, 1144 Broad- 
way, marked his recent enfran- 
chisement by Studebaker-Packard 
(Continued on Page 126, Col. 3) 
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© more than half of all new car sales are made in 
less than 4% of America’s 3,070 counties. 

© in those top car-buying counties, FIME concen- 
trates nearly 60% of its circulation—a greater por- 
centage than that of any other magazine of a half 
million or more circulation, — 

Does TIME reach the people who buy the new cars 





— 


















1961 line 


© of the 2,450,000 TIME-reading families through- 
out the United States, 93% own cars 

@ multiple car ownership is frequent—there are 
143 cars per 100 car-owning families 

e@ 34% of all TIME families own two or more cars 
® significantly, 73% buy their principal cars new 
@ and the yearly mileage on a TIME-family owned 
car is 43% greater than the national average. 





new car b 


the top of the ma 


Clearly, the fast, ‘sat ‘libelous Wiis bo. mle our. 
new models off with America’s most enthusiastic 
new car buyers is to advertise in TIME—as stute 
automakers have been doing for years. How else © 
can you reach so many hot prospects: per dollar? 


TIME — to reach and ¢ 











Tempest's Frameless 'Chassis'— 

A rear view of the Pontiac Tempest's frameless chassis, showing the split torque 
convertor, independent rear suspension, the curved flexible propeller shaft and the 
inclined four-cylinder engine. 

Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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Engineering Moves 


To Front in ’61 Cars 


(Continued from Page 16) 


standing feature is its 155-horse- 
power aluminum engine. Both the 
block and the head of this water- 
cooled engine are made by the 
semipermanent mold casting proc- 
ess, using both sand and steel cores. 
This car represents the Buick 
management’s belief that there is 
room in the market for a smaller 
car with more comfort and per- 
formance than the previous com- 
pact cars had. 
* * * 


Cadillac 


A” AUTOMOTIVE engineering 
milestone was reached by this 
car which is the first in the indus- 
try to require absolutely no lubri- 
cation for the life of the car. This 
was accomplished by the develop- 
ment of a new front suspension 
and steering linkage. 

Although rubber bushings were 


substituted for steel bushings in 
some of the front end joints, the 

job was largely accomplished by 

use of joints with very good 
lubrication seals and the use of 
high quality grease. 

Progress also was made at Cadil- 
lac toward further improving the 
entrances, seating and ride, as well 
as toward reducing the tunne] and 
increasing the size of the trunk. 

* * om 


Chevrolet 


AMONG the engineering features 
of the ’61 Chevrolet are doors 
with larger openings, narrower tun- 
nel hump, new windshield wipers, 
a theft-resistant five-position igni- 
tion switch and a deeper trunk. 
The shape of the trunk was 
drastically changed by moving 
the gas tank to a position over 
the rear “kickup.” By placing the 


How to make customers your best friends 


Give them the richest, most complete motor oil in the world— 
Pennzoil Z-7. So rich it gives double the protection demanded. 
So complete you never need extra additives. 


They'll be your “‘regulars’”’ from then on—for all the Pennzoil 
motor oils and lubricants you handle. Because they get longer, 
trouble-free engine performance. Actually increase gas mileage. 


You'll get increased traffic, boost sales of all your services 
and products—and add up more extra profit than ever before! 


Easy to keep track of all customer service needs with 
Pennzoil’s exclusive Kontax System .. . 4-to-| favorite 
among dealers everywhere—from coast-to-coast. 









Call your Pennzoil distributor today about this 100% pure 
Pennsylvania motor oil and all Pennzoil quality products. 
He’s listed in the Yellow Pages. 


Member Penn. Grade Crude Oil Assn., 
Permit No. 2, Oil City, Pa. 





Safe Lupricat\™® 








spare tire atop the tank, a much 
deeper trunk area is achieved. 
* * oe 


Corvair 


A] basically unchanged, 
the new Corvair features a new 
heater that uses engine heat, an 
optional four-speed transmission 
and a larger gas tank. More trunk 
space in the front was achieved by 
moving the spare tire to the upper, 
right corner of the rear engine com- 
partment. 
* oe * 


Corvette 


RINCIPAL new features on the 
Corvette are a new grille, name- 
plates and a drive-line change that 
reduces the hump 19 percent. 
* + * 


Chrysler 


7 1961 Chrysler has a new 
hood-silencing pad, electric 
windshield washers, a 361-cubic- 
inch engine that has been revised 
for the use of regular gas, an alter- 
nator replacing the generator, re- 
designed shock absorbers and a 
fabric-reinforced rubber coupling 
on all manual-steering cars that 
provides smoother, quieter steering. 
ca * * 


Comet 


.. major innovation for 
1961 consists of an optional 
longer-stroked engine with 170 
cubic inches of displacement and 
101 horsepower. 

* * * 


DeSoto 


7s new DeSoto, along with most 
other Chrysler Corp. cars, has 
a self-tightening power-steering 
pump drive which lengthens the life 
of the belt and the bearings. Other 
advances are the alternator and 
a rubber-tipped carburetor needle 
valve that makes flooding of the 
carburetor less likely. 
* x * 
Dodge 
ig ped features of the Dodge in- 
clude a solenoid-shift starter 
which provides more silence and 
reliability, a heavy-duty three-speed 
transmission, redesigned shock ab- 
sorbers, an easier-to-operate park- 
ing brake and tires that are quieter 
and offer 15 percent more miles 
per tire. 
* * * 


Dart 


HE 1961 Dart has the solenoid- 

shift starter, the alternator in 
place of the generator and a new 
distributor which features a new 
breaker-point assembly and a die- 
cast aluminum housing. 

In addition, the Dart has the 
fabric-reinforced coupling in the 
steering gear and all six-cylinder 
Darts will have five leaves in the 


rear suspension instead of four. 
* * * 


Dodge Lancer 


LTHOUGH somewhat resem- 

bling the Valiant, Dodge’s new 
compact Lancer is longer and has 
a different grille and trim. The 170- 
cubic-inch slanted six-cylinder en- 
gine is standard, but a larger en- 
gine will be available later. 

* * * 


Ford 


if lapey major engineering emphasis 
on the new Ford is on reduc- 
tion of maintenance. This is reflect- 
ed in the introduction of a suspen- 
sion and steering arrangement that 
requires no lubrication for 30,000 
miles, the extension of the engine 
oil-change interval to 6,000 miles 
and installation of self-adjusting 
brakes. 

Substantial improvement in the 

(Continued on Page 100, Col, 1) 
+ * * 
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-RUBBER TIPPED 
NEEDLE VALVE 


Dodge Needle Valve— 


A rubber tipped carburetor needle valve 
on the new Dodge and other Chrysler 
Corp. cars provides extra protection against 
flooding caused by foreign materials in 
the fuel system. 
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" Another extra service from Associates 
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iq Our fast 
approvals 
help clinch 
the sale! 
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Associates has realized for many 
years that a fast credit approval on a 

z retail contract often makes or breaks 
. the sale. That’s why all of our field 
: men have ample authority to make a 
| decision and make it fast. So if slow 

| financing service is giving you an 
unhealthy rash of walk-aways, phone 


Associates today! 
In addition, Associates can offer 
you floor planning plus comprehen- 


it 


Raeo 


sive and credit life insurance services. x 
» We’ve been helping dealers for 42 
| years, and our service fully reflects 
this experience. 
So the next time you need a fast ap- 
proval, call the man from Associates. | 


Associates 


INVESTMENT COMPANY + SOUTH BEND, INDIANA 


Associates Discount Corporation . Associates 
e Discount (Canada) Ltd. . Emmco Insurance Co. 
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Styling Secondary as Demand for Functionalism Rises .. . 


Engineering Dominates in ’61 Cars| 


(Continued from Page 98) 


ear’s ride has been achieved by the 
use of a more flexible frame, softer 
rear springs on most models, re- 
calibrated shock absorbers, a flex- 
ible steering-shaft coupling and 
more effective engine and body 
mounts. 
am * * 


~Falcon 


M4 OR engineering advance- 
ments on the Falcon consist 
of the optional 170-cubic-inch en- 
gine and improvements in the sus- 


pension. 
* * + 


Thunderbird 


OR 1961, the Thunderbird hag a 
reduced tunnel console, a larger 
glassed-in area above the belt line, 
larger, self-adjusting brakes, im- 


proved suspension and an inside 
mirror mounted on the windshield. 
+ * + 
Imperial 
= 1961 Imperial offers im- 
proved corrosion protection, a 


better under-hood silencing pad, 
electric windshield washers, a gear- 
less drive speedometer and the al- 
ternator. 

* * + 


Lincoln Continental 


oem drastically-changed Lincoln 
Continental features a whole 
host of advancements, including 
better brakes, a more corrosion- 
resistant underbody, improved elec- 
trical components and a better-per- 
forming engine. 
* * * 


Mercury 


E of the outstanding features 
of this car is its “cushion-link” 
suspension that substantially re- 
duces the harshness experienced 
when travelling on concrete ex- 
pressways. This is accomplished 
largely by permitting the suspen- 
sion to move horizontally as well 
as vertically when the car hits a 
bump. 
Other new features are galva- 
nized steel rocker panels, more 
sound insulation, no lubrication for 


The confidence the people of Greater Philadelphia 
have in the contents of The Evening and Sunday 
Bulletin is based on years of close association. 

Readers look to this newspaper for more than 
news and features. They find here the full picture of 
their community life. In a good many respects, The 
Bulletin is Philadelphia. 


THE PHILADELPHIA BULLETIN 


30,000 miles, an oi] change interval 
of 6,000 miles and a six-cylinder 
engine that is available for the first 
time with a Mercury. 

+ * * 


Oldsmobile 


IGHLIGHTS of the 1961 Olds- 

mobile are a new, lighter 
Hydra-Matic that permits a 25- 
percent hump reduction, a new 
Guard-Beam frame, four-link rear 
suspension and the Accel-A-Rotor, 
a unique device for multiplying 
torque. 

* * + 


Oldsmobile F-85 


. oo compact F-85 represents an 
effort to carry the Oldsmobile 
quality, performance and styling 
into the low-price field. Its major 
innovation is the aluminum water- 
cooled V-8 engine whose upper 
half is distinctively Oldsmobile. 
This car has a unitized body, a 
smaller Hydra-Matic that mini- 
mizes tunnel heights and a two- 
piece propeller shaft that has a 


AMC's Aluminum Engine— 


The new engine for the Rambler Classic 
Six features an aluminum’ die-cast block. 
The engine weighs 80 pounds less than 
the comparable cast-iron engine and pro- 
vides greater ease of handling and steer- 
ing. 

ee 
ducing the tunnel. The underbody 
area is specially treated to resist 


rust and corrosion. 
ok * a 


Plymouth 


ee improvements on 
the new Plymouth include an 
improved carburetor that gives 
more mileage and easier starting, 
a safer parking brake, stronger 
seats, smoother and quieter brakes, 


constant-velocity joint, further re- improved shock absorbers, the al- 


HO 





FIDENCE 


What does this mean to advertisers? It means 
that, in the growing seven billion dollar Greater 
Philadelphia market, your sales message in The 
Evening and Sunday Bulletin enjoys a unique and 


extra ‘“‘bonus’”’ 


You buy belief when you 


A member of MILLION MARKET NEWSPAPERS, INC. 


buy The Bulletin! 








Advertising Offices: 


New York 17, 529 Fifth Ave.; Chicago 1, 333 N. Michigan Blvd.; Detroit 2, New Center Bldg.; Los Angeles 5, 3540 Wilshire Blvd.; 
San Francisco 4, 111 Sutter St. IW PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 


ternator and an additional leaf in 
the rear spring of six-cylinder cars. 


+. ad * 
Plymouth Valiant 
HE 1961 Valiant has a number 
of improvements in its operating 


economy, ride, performance and 
durability. 

* * * 

Pontiac 


MONG the new features of the 
Pontiac are a perimeter frame, 
a lower tunnel, doors redesigned for 
easier entry, improved rocker pan- 
els, flexible steering coupling, elec- 
tric windshield wipers,.an.improved 
front suspension and a new four- 
link rear suspension, 
* * * 


Pontiac Tempest 


HIS car is one of the most 
unique American cars ever 





New S-P Engine— 


This is a cross-section view of the new 
Studebaker Lark overhead valve six-cyl- 
inder engine. The improved breathing sys- 
tem in the engine provides more efficiency. 

* * * 

made. Its dominant innovations are 
a flexible propeller shaft, four-cyl- 
inder engine, rear manual and auto- 
matic transmission with front en- 
gine, independent rear suspension 
and a “split torque” transmission 
in which about 60 percent of the 
power goes through mechanical 
gears and 40 percent goes through 
the torque converter at the rear. 

The “rope” shaft is extremely 
unusual, Heat-treated and shot- 


* * * 





CRANKSHAFT 
PULLEY 





PIVOT BOLT 





New Steering Pump— 


The power steering pump on the Dodge 
and some other Chrysler Corp. cars fea- 
tures a self-tightening device that increases 
the tension and prevents slipping when 


necessary. 
* 


* aS 
peened for high fatigue life, this 
shaft is always slightly bent, sub- 
stantially reducing the tunnel 
hump. 

Almost as interesting is the 195- 
cubic-inch four-cylinder engine 
which is basically the right bank 
of the regular Pontiac V-8 engine. 

* * * 


Rambler 


Tas major engineering features 
on Rambler are the die-cast alu- 
minum engine for all Classic Six 
models, the ceramic muffler for all 
models and the molded fiberglass 
ceiling panel for all models except 
the American. 

The fiberglass ceiling panel re- 
portedly is superior to conventional 
fabric headliners in the dampening 
of noise, retention of shape, resist- 
ance to soil, as well as being water- 
proof and fireproof. 

+ * * 


Studebaker 
QTUDEaAEER has developed a 
new overhead-valve six-cylinder 
engine that develops 112 horsepower 
and has a displacement of 170 cubic 
inches. 
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FOR NINETEEN SLXTY-ONE 


You are looking at the completely 
new Cadillac for 1961—a motor car 
that will inspire the automotive world 
for years to come. 

While unmistakably Cadillac in 
stature and in majesty, it represents a 
totally new concept in fine car design. 

Its graceful silhouette reveals less 
over-all length and increased head 
room. Its delicately formed roof lines 
provide an almost uninterrupted pan- 
orama of vision—while a crisp, new 
sculptured design of front, rear and 


Above: the Fleetwood Sixty Special. 


A NEW INSPIRATION FOR THE MOTORING WORLD 


sides confers a degree of distinction that 
is entirely new to motoring. 

Beneath this visual elegance resides 
a host of dramatic engineering advance- 
ments—an even finer, quieter and 
smoother-performing engine . . . an en- 
tirely new front suspension system .. . 
a lubrication-free chassis ... wonder- 
fully improved steering and braking... 
and greatly increased maneuverability 
and handling ease. 

This surpassingly beautiful automobile 
has been interpreted in eleven indi- 





vidual body styles—each with an ex- 
ceptionally wide selection of beautifully 
crafted and appointed interiors... 
and an unusually generous choice of 
accessories, fabrics and colors. 


With this new world of motoring 
pleasure as their standard bearer, the 
future looks bright for the men whose 
business it is to sell the 1961 Cadillac. 
Across the nation, Cadillac dealers and 
their salesmen anticipate another year of 
great opportunity in keeping with the un- 
paralleled appeal of this resplendent car. 


CADILLAC MOTOR CAR DIVISION « GENERAL MOTORS CORPORATION 





Below: the Series Sixty-Two Sedan. 
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All Lines Stress Economy, Comfort, Durability ie 
Two More Compacts 


In 61 Truck Lines 


(Continued from Page 93) 


pounds and GCW ratings from 
40,000 to 60,000 pounds. 
* * * 
Divco 
HE Divco line for 1961 will 
consist of four “walk-in” 
models with GVW ratings from 
6, 500 to 13,500 pounds and three 
“step-in” forward-control models 
with GVW ratings from 7,000 to 
16,500 pounds. In the works for 
early introduction in 1961 is a 
new wholesale truck that will 
carry a GVW rating up to 25,000 
pounds. 
New for this year is a new 
sandwich type of insulation that 
incorporates a liberal use of plas- 


tics and which reduces the weight 
of the insulation package by ap- 
proximately 20 percent and still 
maintains full thermal properties. 
This permits the use of much 
lighter doors. 


* * &* 
Dodge 
N ADDITION to the new 
“slant six” wered Dart 


pickup, which is being introduced 
with emphasis on economy of op- 
eration and ease of maintenance, 
Dodge offers a new Town Panel 
which features an interior height 
of 53 inches and will be made 
available in both the inclined six 





or V-8 engines. It has a wheelbase 


of 114 inches. 


Also new to the line are four 
new diesel engines in the high 
tonnage vehicles. W hile retain- 
ing the turbocharged C-175 and 
the naturally aspirated NH-180, 
NH-195, and NH-220 diesels 
first offered in 1960, Dodge is 
adding the C-160, NHE-180, 
NHE-195 and NH-250 Cum- 
mins engines. 

A new power takeoff, which 
derives its power from the en- 
gine crankshaft, is also available 
on a number of hi g h-tonnage 
1961 gasoline models. This makes 
possible the elimination of the 
auxiliary engine in transit mix 
operations, 

While continuing the swingout 
fender models of last year, Dodge 
is also introducing another new 
series of trucks which range from 
the Dart pickup to a 21/-ton 
heavy tractor. Styling, chassis, 
steering and suspension systems 
are all new. Inclined engines will 





be offered in two sizes. The 
larger engine, slanted 30 degrees 
to the right, develops 140 horse- 
power at 3,900 RPM. This engine 
will be standard on all conven- 
tional half, three-quarter and 
one-ton models, on the half and 
three-quarter ton four-wheel drive 
units and on the three-quarter 
and one-ton forward control mod- 
els. A smaller inclined six is be- 
ing offered for those operators 
who operate light delivery and 
have a high idling time. 
3, 


Ford 

HE Ford truck line for 1961 
will have the largest number 
of models and the most changes 
in design and styling ever made 
in one year by the company. 
From its 44 basic models, Ford 
is now offering a total of 619 dif- 
ferent truck models to fit haul- 

age requirements, 
Included in the line, in addi- 
tion to the new Econoline mod- 
els, are a new sedan delivery in 





TIME oAYMENT 


PLAN 





Winning MORE TIME BUSINESS comes from better Time 
Sales Management. GMAC plans and programs can 
help General Motors Dealers achieve this goal. Ask 
your GMAC representative for complete information. 


Available to Dealers in CHEVROLET « PONTIAC + OLDSMOBILE * BUICK »* CADILLAC new cars and used cars of all makes 


the Falcon line, all new bodies, 
cabs, and frames for the F, B and 
T series, a new hefty six-cylinder 
engine for the C-580 and C-600 
series and the B-600. A new “H” 
series of 80-inch BBC over-the- 
road forward axle tilt cab trac- 
tors, powered by Ford’s Super 
Duty V-8s or a line of five Cum- 
mins diesel engines, is also avail- 
able. 

In addition, the 1961 line will 
offer substantial improvements in 
electrical systems, windshield 
wipers, heaters, suspensions and 
engines. 

Electrical systems feature 
new harnesses and cab-mounted 
fuse boxes, single rather than 
dual headlamps, “theft-proof” 
ignition switches and printed 
circuits on the C series tilt cab 
instrument panels. Engine im- 
provements include oil bath 
air cleaners and positive crank- 
case ventilation as standard 
equipment on most models, 
new seals, mounts, 180-degree 
thermostats and other changes 
for better durability and econ- 
omy. Suspension changes in 
most cases are designed for 
better riding characteristics. 

Gross vehicle weights of the 
new line range from 3,240 
pounds to 51,000 pounds and 
gtoss combinations weights run 
up to 76,800 pounds. Greater vis- 
ibility has been obtained by in- 
creasing the glass area in Ford 
cabs by 28 percent; a new light- 
weight fiberglass cab is offered, 
jand new exterior and interior 
styling changes are featured. 

New to the Ford line are five 
diesel engines for use in high- 
way tractors and the P-100 chas- 
sis unit designed for multi-stop 
service with maximum operating 
efficiency in the parcel delivery 
field. 

Four new models are being of- 
fered in the new tractor series 
that ranges from 60,000 to 76,- 
800 pounds GCW, with five die- 
sel engines available for the four 
new models as well as four super- 
duty gasoline engines. 

* * * 
GMC 

LTHOUGH GMC Truck & 

Coach Division redesigned 
its line during the past year, sev- 
eral new models will be intro- 
duced for 1961, including a new 
Junior Van only 14 feet long 
and shorter than many Amert- 
can-made compact cars, 

Also featured will be the 
new V-6 and V-12 engines, de- 
signed for increased efficiency 
and for added miles of life- 
service. 

Other units are a Suburban 
station wagon, a wide-side pick- 
up, a DF7105 aluminum tilt-cab 
diesel highway tractor, a BW- 
5500 tandem axle tractor pow- 
ered by a 401 V-6 engine and a 
L7000 steel tilt cab tractor. 

os 





International Harvester 

EW features in the Interna- 
tional Harvester line for 
1961 will include an IHC-manu- 
|factured tandem rear axle, 
| weight-saving all-aluminum cabs 
\for the diesel-powered tractors 
|and a new heavy-duty diesel en- 
gine, also built by THC. 

The DCO-405 tractor is of- 
fered with three new IHC- 
designed and built tandem 
axles that feature a newly de- 
signed power-divider, credited 
with providing greater carry- 
ing power and simpler design. 
The new tandems have rated 
capacities of 30,000, 34,000 and 
| 38,000 pounds. Savings in 


(Continued on Page 103) 
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s, All Lines Stress Economy, Comfort, Durability .. . 

>| ‘6l Trucks Offer More C 

; FUCKS er ore ompacts 

. a. ew aes, ae to 378-cubic-f oot capacities. |is powered by the Gold Comet 

t weight of from 325 to 450 | The Silver Saver engine will | six-cylinder 170-horsepower en- 

- pounds are claimed. Also avail- | also be introduced in larger | gine as standard, while the 185- 

l- able are new aluminum tilt cabs | units with capacities up to 10,- | horsepower engine is optional. 
which save weight and include | 900 pounds. Also new to the line is the DF500 

1 comfort, safety and hydraulic The new engine features the|series of five forward-control 

n tilting that have been featured |sepatation of the intake and ex-|trucks and a tractor with fiber 

d previously. Arc-welded con- | haust manifolds on opposite sides| glass cab as standard. 

d struction is credited with |of the engine, making possible The tractor in this series is 


AUTOMOTIVE NEWS, OCTOBER 10, 1960 





strength and safety. 


Further expansion of the IHC- 
manufactured diesel engine pro- 
gtam is seen in the introduction 
of the naturally-aspirated D-817 
engine that carries a rating of 250 
horsepower at 2,100 RPM and 
the turbocharged DT-817 engine 
rated at 375 horsepower at 2,100 
RPM. This engine on toll road 
operation has pulled two trailers 
with gross combination weight 
of 127,000 pounds. 

The truck line for 1961 will 
include models from 3,800 to 
100,000 GVW and includes en- 
gines fueled with gasoline, diesel 
and liquified petroleum-gas. 


Featured also for 1961 will be 
the Metro-Mite, a 200-cubic-foot- 
capacity multi-stop unit with an 
all-steel unitized body, four-cyl- 
inder engine of 59 horsepower 
and four-speed transmission that 
up to now has been the smallest 
of the door-to-door delivery units 
of American make. 

es 


Mack 


oo new rear dumpers, de- 
signed to mining specifica- 
tions and featuring mining-duty 
components, are introduced by 
Mack Trucks, Inc. 

They are the M-45SX, a 45- 
ton six-wheel unit with 28-yard 
body and the M30X, a loan. 
wheel vehicle with a 20-yard 
body. These will be first shown 
at the American Mining Con- 
gress Show in Las Vegas. Also 
new to the line are two addi- 
tional new models, one offer- 
ing a significant reduction in 


& ; 

d overall weight and length and 
. the other designed for greater 
© tractive ability. These trucks 
y are designed to meet the re- 
g quirements of the transit mix 
and concrete industry's special 


6" o'r 


~ 


requirements. 

Also new to the Mack line for 
1961 is a gear-driven rear engine 
power take-off said to be quieter, 
stronger, provides a saving in 
weight and enables a shorter 
overall chassis length. 

A new oil-cooled turbocharged 
Thermodyne diesel engine, de- 
signed to handle GCW loads in 
the 68,000-72,000-pound range, 
has a horsepower rating of 250 








larger ports for greater air in- 
take, and more power. It elimi- 
nates radiation of heat from ex- 
haust manifold to the intake 
manifold. This also aids in serv- 
icing, since spark plugs can be 
changed without waiting for the 
engine to cool. 
Se Oe 
Reo 

EW to the line for 1961 is a 

DC503 C.O.E. series of trac- 
tors with tilt cab and with a rat- 
ing of 55,000 pounds GCW. It 





the OF ginal 
equipment 
precision... 


eee Of Brand New 
Holley Pep Carburetors 

and Pep Kit Parts Assures 
Customer Satisfaction 


When you sell a Holley Pep Carburetor 
or use Holley Pep Kit parts for a minor 
carburetor overhaul, you’re doing more 
than making a sale. You’re giving your 
customer components of new-car quality 
and assurance of dependable performance. 

Holley Pep Carburetors for Ford-built 
and American Motors cars are brand 
new, and manufactured to the same 
exacting specifications as Holley Original 
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rated at 55,000 pounds GCW 
and the trucks run from 29,000 
to 33,000 pounds GVW. Stand- 
ard engine is the 170 horse- 
power Gold Comet engine; the 
185 horsepower engine is op- 
tional. 

Both of these new series are 
being introduced as single-axle 
drives, but tandems will 





Auction Group Elects Leaders— 


The National Auto Auction Assn. elected new officers for the coming year at its 
add- | three-day annual meeting in Kansas City. From left are Norman Earley, Colorado Auto 
ed shortly. The line for 1961 also} Auction, secretary-treasurer; Joe Briley, Greater Chicago Auto Auction, president; 
offers models in the GVW range | Bernard Hart, Frankfort, Ind., executive secretary; Tim Anspach, Albany, past presi- 


unds | dent; Harold Henry, Los Angeles Auto Auction, immediate past president, and Gene 
Waldrop, Dixie Auto Auction, Birmingham, Ala., vice-president. 


from 18,500 to 60,000 


(Continued on Page 142) 
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Equipment Carburetors. And Pep Kits 










horsepower. contain genuine Holley parts identical 
eo! with those they replace. You can always 

, . sell Holley with confidence—its original 

e White PDQ equipment precision is your assurance of 


ore multistop delivery 
trucks, introduced earlier this 
: year, are now available with a 
1S new “White Silver Saver” six- 
's cylinder truck engine of 226- 
- | cubic-inch displacement that de- 
velops 110 horsepower at 3,200 
RPM and 192 pounds-foot torque 
at 1,800 RPM. Extensive field 
tests, it is claimed, have shown 
that this engine provides excep- 
tional fuel and maintenance econ- 
omy and long life under the con- 
tinuous running conditions of 
multi-stop service. 


The Series A and B PDQ 
trucks range in size from 190 


customer satisfaction. 
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Genuine Holley 
ignition Equipment 


Pep Carburetor Kits 
— Original Equipment 
Parts for Minor Overhaul 


Pep Carburetors— 


Genuine Holley Generator 


Genuine Holley 
and Starter Parts 


Voltage Regulators 


Engineered to Original 
Equipment Specifications 


aac Si AAT eC AAT Ais 20 MOOI nar Non 


Original Equipment Manufacturers for over 55 Years « See your Holley Distributor—Check the Yellow Pages 








FORD FAMILY OF FINE CARS CLEARINGHOUSE - NO. 208 OF A SERIES 


STYLED TO TUG AT AM 
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COMET FOR 61... 


| a beautiful buy in the compact field 


This is it . . . the value-packed Comet for 1961 . . . the better compact car! 
Priced with or below the other compacts, Comet stands out as the only compact 
. with fine-car styling . . . a 114” wheelbase providing spacious comfort for six 
. ... over 28 cubic feet of trunk space. Moreover, Comet now offers two economy 
engines—the standard Thrift-Power Six plus the new optional Thrift-Power 
; 170, for 11% faster highway passing, 22% better acceleration on hills. With 
| a complete line, including two- and four-door wagons, Comet for ’61 is certain 
| to be another winner for Mercury-Comet dealers everywhere! 





Se ec 





Mercury Meteor 800 Two-door Hardtop 








RICAS PURSE STRINGS 





Panta siteateees ge 2522 : 
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RCURY FOR 61... 


a beautiful buy an the low-price field 


Picture the excitement when America meets the Mercury Meteor—priced to 
compete with the low-price fiela. Here is beauty and luxury in a modern new 
size .. . with more rear-seat shoulder room, hip room and head room—more 
entrance room—more luggage room. Offered in three new series for ’61, topped 
by the luxurious Monterey, Mercury offers such advanced advantages as 
exclusive Cushion-Link suspension . . . new Super-Economy engines with up 
to 15% more gas mileage—up to 10% better pickup . . . seven self-servicing 
features, including a chassis that is pre-lubricated for the first 30,000 miles! 
The new model year forecast: greatly increased sales for Mercury dealers with 
this 1961 Mercury—the better low-price car! 


Two all-new reasons why it’s great to be a dealer 
in the Ford Family of Fine Cars 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Faicon ¢ Thunderbird « Comet « Mercury e Lincoin e 
Lincoln Continental « English Ford Line « Taunus « 

Ford Trucks ¢ Farm and industrial Tractors and Equipment e 
industrial Engines « Aeronutronic—Products for the Space Age « 
American Road Insurance Company « Ford Motor Credit Company 


Ceo 


MOTOR COMPANY 





The American Road, 
Dearborn, Michigan 
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Summer Showing Above Average .. . 


Economy Overcomes Adversities 


By Kenneth C. Kelley Jr. 
Staff Writer 


— economy did pretty well for 
the shape it was in this sum- 


mer, a review of bulletins from the 
Federal Reserve banks shows. 
With the steel industry produc- 

ing at about 50 percent of capac- 
ity and auto sales less than brisk, 
the economy could hardly be ex- 

pected to set many records. Still, 
the showing for the summer was 

above average. 
Bank debits in the June-through- 

August period ran ahead of the to- 


saying about business conditions at 
the district level. 


* * * 


New England 


T= New England states, often 
termed one of the nation’s eco- 
nomically distressed areas, do not 
have a distressed auto market, the 
Boston FRB reported. 

While auto sales in the nation 
in the first half ran about 11 per- 
cent ahead of the 1959 showing, 
sales increased by 21 percent in 
New England, The bank said the 
compact cars received “a thor- 


pects the compacts to be out in 
front as the 1961s are introduced. 
* * * 


New York 


(33 Bh eae y speaking, the 
money market turned easier 
during the summer, reports from 
the New York FRB show. 

The reports also showed that 
generalizations about the current 
money market are wide open to 
question. 

While credit was getting less 
tight and some banks in the small- 
er cities were in a position to make 
more loans, the big city banks were 





ahead of the 1959 pace, it was 
showing no gain in the Philadel- 
phia district, As coal mining fell 
one percentage point in the na- 
tion, it fell 3 points in the Phil- 
adelphia district. 

A contrast can be seen in the 
figures on department store sales, 
a good measure of overall buying. 
Sales showed a 2 percent gain in 
the nation but gained 3 percent in 
the Philadelphia district. 

a 6's 


Richmond 


HE Richmond FRB took a look 

at the textile industry, one of 
the district’s most important indus- 
tries, and found the future of the 
industry cloudy. 

A flood of orders enabled the 
industry to enter 1960 with a sub- 
stantial backlog. Production went 
along at a good pace but addi- 
tional orders came in slowly. Now 





“If the payments are low 
enough, we can drive something 
condition could hardly be called| "ice enough to make people think 
typical of a period of easier credit.| we've got something.” 


tals in the like period of 1959 in all; ough endorsement” in the area | often so loaned up that they didn’t 
Federal Reserve districts, the Fed-| and made the sales increase pos- | need any new business. The latter 
eral Reserve Board reported. Deb-| sible. 

its measured the amount of money| The area’s auto market, of 
changing hands by check and| course, had many of the problems . - . 
thereby show the level of total! experienced throughout the nation Philadelphia the district, the Philadelphia FRB/tjon cutbacks. The big question 
business. — a sticky used-car market and poustss is important in the| reported. that remains unanswered: When 

Here is a roundup of what the|failing sales for some imported Philadelphia district and indus- While the nation’s industrial | will new orders turn upward? 

Federal Reserve banks have been| lines, to mention two. The bank ex-|try has not been doing so well in| production was running 4 percent Sere ae 


the backlog is off sharply. 
As 1960 moved forward, the new 
orders were expected to pick up. 
~|That pickup did not materialize 
and there have been some produc- 














FIRST in Cleveland 
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TH in America in total Advertising 


Cleveland Plain Dealer 


RETAIL SALES IN CLEVELAND AND ADJACENT COUNTIES 
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CLEVELAND 26 ADJACENT TOTAL 

COMMODITY CUYAHOGA COUNTY COUNTIES (000) 
(000) 

Total Retail Sales $2,347,689 $1,977,224 $4,324,913 HERE IS THE 
Retail Food 581,935 498,319 1,080,254 COMPACT MARKET 
Retail Drug 92,487 59,441 151,928 WITH RETAIL SALES 
Automotive 357,776 368,264 726,040 LARGER THAN ANY 
Gas Stations 144,966 161,669 306,635 ONE OF 35 
Furniture, Hsid. Appliances _ 121,723 86,025 207,748 ENTIRE STATES 


(Source, Sales Management Survey of Buying Power, May 10, 1960) : 
Akron, Canton and Youngstown Counties are not included in above sales ==" — _ 


Represented by Cresmer & Woodward, Inc., New York, Chicago, Detroit, Atlanta, San Francisco, Los Angeles. Member of Metro Sunday Comics and Magazine Network. 
* Source; Media Records 







Deep South 


IGURES from the Atlanta FRB 

show the uneven nature of the 
manufacturing pace in the Deep 
South in the last year. 

Total manufacturing employ- 
ment is one percentage point 
above the year-ago figure, How- 
ever, some industries have ac- 
tually increased their employment 
levels above the 1959 totals while 
others show rather sharp de- 
clines, 

Two of the hardest hit industries 
were car and truck makers, who 
cut employment by 16 percentage 
points, and the primary metals 
field, where employment was off 
seven points. In contrast, employ- 
ment was up five points in apparel 
production and there was a three- 
point gain in metal fabricating, 

oe - * 


Cleveland 
E Cleveland FRB reviewed 
business conditions in the city 
of Cleveland and found another 
study in contrasts. 

On the dark side, steel produc- 
tion was 3 percent under the 1959 
total and the unemployment rolls 
went. up by 21 percent. 

On the other hand, new-car sales 
ran 14 percent ahead of the 1959 
pace and department store sales 
showed a gain of 6 percent. 

+ * ” 


Chicago 

OME economists have been say- 

ing that the level of installment 
debt has reached a “normal” level 
at 13 percent of the total amount 
available for spending by consum- 
ers in a year. 

The Chicago FRB studied the 
verdict and reported: “There is 
no magic about the 13 percent 
ratio.” 

The bank said the ratio will rise 
if more worthy borrowers can be 
sold on taking on additional debts 
and it will fall if more customers 
should decide to defer some pur- 
chases. 

* * * 


Upper Midwest 


L IvEetocs producers in the 
Upper Midwest have been doing 
well, according to the Minneapolis 
FRB. Prices have been higher and 
marketings have been heavy. 

Both factory employment and 
wages did better in the Upper 


Midwest than they did in the na- 
(Continued on Page 174, Col. 3) 


584 Ford Employes 


Get Anniversary Watches 


DEARBORN.—Ford Motor Co. 
will present 35-year anniversary 
watches to 584 employes this month, 
marking the highest monthly total 
for such awards in the company’s 
history. 

Major Ford activities and loca- 
tions throughout the country will 
be represented in the total. Ford 
Division heads the list with 149, 
followed by Metal Stamping Divi- 
sion with 132 and Engine and 
Foundry Division with 92. 

Robert T. Ross, employe pro- 
grams manager, said Ford has 
presented 35-year watches to more 
than 16,500 employes since start of 
the program in 1944. The highest 
yearly total was 3,008 in 1958, The 
1960 total is expected to be 2,462. 
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REVOLUTION in the Service Department: 
the race to replace obsolete equipment 


Better service. Car dealers need it to stay profitable. In- 
dependent garage operators want to keep it in their shops. 
Service stations and specialty shops see the profit in tak- 
ing it away from both. This competition, plus vast 
changes in automotive design, demand the replacement 
of obsolete service equipment with fast, accurate, uni- 
versal John Bean equipment. 


John Bean wheel balancing and aligning, body and frame 
straightening equipment is top choice for today’s service 
business. It is designed to handle any car on the road 
(big, small, compact, sports, imports, wide-track, nar- 
row-tread, unitized construction, conventional body-and- 
frame, torsion or ball-joint suspensions). The wide range 
of profitable and permanent, deluxe and economy models 
in every product line lets you “tailor” equipment per- 
fectly to your present space, budget and service volume 
and future business potential. 


And, all John Bean equipment is designed to let you 
inexpensively modernize your present equipment to 
bring your service operation up-to-date for full profits. 
Remember, too, every major car manufacturer uses 
modern John Bean equipment. 


UD ae 





New BODY-FRAME ALIGNER 


small-space, low-cost, big-time profits! 


Unitized body-frame construction used in new compacts, 
sports, imports and others has ended the “jack-and- 
hammer” and “farming-out” days! You're out plenty of 
profits (maybe even out of business) unless you have the 
flexibility of the new John Bean BODY-FRAME 
ALIGNER. This is the only compact, portable, eco- 
nomical unit which pushes and pulls, works over the top, 
underneath, inside and outside . . . the only unit with 
squeezing, spreading, stretching action in horizontal or 
vertical planes. Makes body and frame corrections with- 
out removing sheet metal. Anchor bar unit adjusts from 
5 to 30-inch heights. Both anchor bar and racker bar 
power unit lock in any position on beam. These are musts 
for unitized body-frame work. Complete unit gives you 
more versatility, more profit-making potential than 
similar units costing much more. Modernize now with 
the new John Bean BODY-FRAME ALIGNER for full 
service profits in the future. 


Complete line for any shop 


John Bean also manufactures the Power-Puller, an ex- 
cellent body-frame aligner for quick minor repairs, and 
a complete line of permanent, rack-type straighteners for 
high-volume, complete body-frame work, 


FREE Engineering Analysis! 


Starts with your present equipment, floor 
space, budget, business volume . . . gives you 
a dollars-and-cents estimate for maximum 
service profits on a minimum budget. 

Learn about John Bean’s Training School and 
On-The-Job Training Program. Contact 
John Bean Automotive, Lansing, Michigan. 









WHEEL BALANCING DEPARTMENT 


You need fast, accurate balancers to handle any car, any size wheel 
that comes in your shop. John Bean balancers do it. Full line selec- 
tion of balancers tailored to the price you want to pay, the volume 
and kind of balancing business you want to do. 





VISUBALANCER — First in pre- 
cision. “TV Screen” readings sell 
customer on balancing. Static 
and dynamic balancing. 


MODEL 55J —The original static 
and dynamic balancer. Favorite 
of old-line mechanics. 


VARIABLE-TREAD VISUALINER 


Makes any car or truck your customer 


Both Visualiner runways move easily on rollers . . . you 
can switch from “a bug to a truck” in minutes. Exclusive 
tip-over Visualiner optical projection heads allow wheel 
and bearing work. “Package” deals on pit, floor and rack- 
type models to fit Visualiner to your space and budget 
requirements. Remote control steering wheel turners, ex- 
clusive late-model Buick-Chrysler-Chevrolet camber cor- 
rection tools. Now, you can economically modernize any 
existing aligning equipment. 


ACRA-SPEED — Fast, tow-cost, 
money-maker. ‘‘A-B-C’’ System so 
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NEW! ON-THE-CAR BALANCER 


fits 12” thru 16” wheels WITHOUT ADAPTERS 
Take on every balancing job that comes in your shop. 
Fast, simple, accurate operation. Compact, self-con- 
tained, space-saving unit. Single-and double-motor 
units. New spinners. Inexpensive conversion kits avail- 
able for modernizing John Bean Model 1287 and 87 
balancers. 


ON-THE-TRUCK—Handies heav- 
iest wheels without removing 
parts. Fast, easy. requires no 


simple any operator can be an 
disc adapters.. 


expert. 






VISUALETTE WHEEL ALIGNER 


Compact, economical, accurate aligner puts you in a 
profitable business even when both space and cash are 
in short supply. Beam-of-light accuracy, magnetic 
gauges. Direct readings of toe-in, toe-out, caster, 
camber, KPI. Can be used with present hoist, drive-on 
lift, rack-type aligner, or in its own stall. 


Write for Free Catalogs on Balancers, Visualiners, Body-Frame 
Aligners, Tools and Accessories and John Bean Training School. 


DIVISION OF 


FOOD MACHINERY AND CHEMICAL CORPORATION 
LANSING, MICHIGAN 
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t Metal Hits Peak. . 


Aluminum Hails Auto Progress 


The aluminum industry has hail- 
ed the National Auto Show and the 
beginning of the 1961 model year, 
a@ year in which the industry claims 
the use of aluminum in autos has 




























Dealers Assn. conven- 
tion in San Francisco this winter. 
In addition, D. A. Rhodes, presi- 
dent of Kaiser Aluminum & Chem- 
ical Corp., released a statement 
praising the auto industry. 
Recently top executives of the 
major food chains, Louis C. Miri- 
ani, mayor of Detroit; Harry Wil- 
liams, managing director of the Au- 
tomobile Manufacturers Assn., and 
Charles Jacobson, vice-president of 
Chrysler Corp., were guests in the 
Reynolds Detroit headquarters 
building to kick off a program 
among 2,500 grocery outlets in a 
400 mile area around Detroit, urg- 
.ing attendance at the Detroit Auto 


ow. 
Free distribution of advertising 
materials, developed especially by 
Reynolds, were accepted by the 
food industry pledging all-out sup- 

port of the auto show. 
Another program national in 
was worked out with the 

Dealers 


Meanwhile television crews, writ- 
ers and newscasters from the Co- 
lumbia Broadcasting System are 
completing their plans for coverage 
of the National Automobile Show 
on a nationwide network show, 
sponsored by Reynolds Metals, from 
6 to 7 p.m. Oct. 16. 

At the same time, top auto and 
civic leaders will gather in the 
Reynolds Metals Building in De- 
troit for a tribute dinner to the 
auto industry and to watch the tel- 
evision show on monitor screens 
spaced throughout the building. 

John Blomquist, regional general 
manager, pointed out that Reynolds 
had sponsored the first televising of 
the National Auto Show when it 
was last held in New York in 1956. 

“It was an important event at 
that time,” he said, “since it rep- 
resented a revival of a great na- 
tional institution. It becomes even 
more important now when this 
show comes home to Detroit for 
the first time and it is presented 
from the magnificent Cobo Hall, 
finest facility of its type in the 


country. 

“As the largest supplier of alu- 
minum to the auto industry, our 
well-being as well as the general 
economy of the nation is intimately 
tied to the success of the automak- 
ers. 

“From our development of a 
highly skilled automotive specialist 
technica] staff located in Detroit, 





Siggan Sjunneson 


Detroit's International Hostess 
invites = to enjoy the won- 
derful food and friendly hos- 


pitality at 


The STOCKHOLM 


¢ Lavish Smorgasbord 
e Lunches e Dinners 
COCKTAIL LOUNGE 


Private Dining Rooms and Bar 
for Meetings and Parties 


WO 2-1042 Private Parking 
1014 E. Jefferson 
6 Blocks East of Cobo Hall 





especially for the auto industry, to 
our nationwide activities in support 
of automotive undertakings, Reyn- 
olds intends to make every possible 
effort in civic and auto industry 
activities to help the world under- 
stand even better the significance 
and accomplishments of the auto 
industry.” 

He said a further step in that di- 
rection would be taken during the 


NADA convention in San Francisco 


when, for the first time, an alu- 
minum company will participate in 


a full-sized aluminum display and 


Thackston Sells to Persia 
GREENVILLE, 8S. C.—Thackston 


Chevrolet Co. here hag been pur- 
chased by Mike Persia, who oper- 


ates Chevrolet dealerships in New 


Orleans, Houston and San Antonio. 
Frank Thackston, who has been a 
Chevrolet dealer for 32 years, ig re- 
tiring. 


Weeks after 
issue 


1 
2 


on Oo UU hb WO 


10.7 


educational program aimed at help- 
ing dealers get the most sales value 
out of the engineering advances 
wrought by aluminum and auto in- 
dustry engineers and designers in 
new cars for 1961, 

a continu- 


Blomquist predicted 
ing rise in the acceptance of alu- 
minum by the auto makers, with 
the current 11th consecutive an- 
nual increase. topping all others. 

The statement from Rhoades of 
Kaiser Aluminum said: 

“We have great admiration for 
the automotive industry's effort to 
improve the performance, appear- 
ance and value of its products. 

“This restless drive to do things 
better is, in my opinion, the key to 
the industry’s vitality and great- 
ness. It is one of the primary rea- 
sons for steady increases in auto- 
motive applications of aluminum. 

“Over the last decade, alumi- 
num usage in automobiles has in- 
— at a rate of from 10 to 

15 percent a year, We feel this 
progress will be dramatically il- 


Total no. of advertising page 
exposures by end of week 


14,076, 
24,543,000 


IMMEDIATE IMPACT! Within two weeks, people will 
turn to your Digest advertisement 24,543,000 times. 
That's more ‘‘exposures’’ than your advertising page 
could get during the first two weeks in any other 
leading general magazine .. . 





New Shop Offers Kits 
For Soft-Top Corvairs 


VASSAR, Mich—Convertible 
conversion kits for Corvair coupes 
are now being supplied to owners 
and dealers by Joe Brodowski 
Glass & Body Shop, 112 Cass 
Ave. here. Brodowski’s suggested 
retail price for a kit, available 
on ’61 or ’60 models, is $290. 

A local Chevrolet dealer had 
supplied the kits until factory of- 
ficials requested that he stop con- 
verting unsold Corvairs because 
of warranty considerations. The 
dealer then turned over the oper- 
ation to Brodowski. 





lustrated in the new aluminum 
engine blocks being introduced on 
some 1961 models. 

“The industry recognizes alu- 
minum’s light weight, strength and 
pleasing appearance in a variety of 
finishes and textures as the essen- 
tial ingredients necessary to 
achieve progress. 

“As a supplier to the industry, 
we strive to improve the economic 
and metallurgical value of our alu- 
minum products in order that we 


ooo 


cost per thousand exposures! 


34,719,000 
43,108, 
49,342,000 
53,679,000 
56,577,000 
58,464,000 
59,672,000 
60,440,000 
60,947,000 


LONG READING LIFE! Each week, for 242 months, 
hundreds of thousands of people read an issue of the 
Digest. At the end of this period, the cost of a black 
and white Digest page is reduced to only 59¢ per 


ooo $ 


$ 


$ 


thousand exposures. 


Cost per 1000 exposures 
(b&w or 2-color page) 


$2.58 
$1.48 


and at a much lower 


$1.04 


may contribute to the industry’s ob- 
jectives., 

“To achieve this, we are working 
in close cooperation with the indus- 
try in the engineering and styling 
areas, providing technical assist- 
ance wherever possible on the best 
use and fabrication of aluminum. 

“We parallel this effort with 
cooperative research and develop- 
ment work and our own inde- 
pendent research projects, As a 
result of this work, Kaiser Alu- 
minum has played a major role 
in the development of both trim 
and functional applications of 
aluminum. 


“Our efforts to develop aluminum 
engine blocks were initiated in 1951 
and will bear fruit this year. We 
introduced an integral wheel and 
brakedrum design in 1954 and saw 
it reach the market as optional 
equipment last year. 

perative research and de- 
velopment, we are convinced, will 
bring many more new uses of alu- 
minum in automobiles, 

“We have great faith in the in- 
dustry and its ability to serve the 
best interests of the American mo- 
torist. Our role as a supplier is to 
support and contribute to the in- 
dustry’s dedicated efforts in serv- 
ing the public.” 
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Mills Hails New Compact... 
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Comet Spark to L-M 


By Robert M. Lienert 
Associate Editor 

ST. CLAIR, Mich.—Success of the 
Comet in the period since its in- 
troduction last March has created 
a “considerably different at mos- 
phere” in the Lin- 
coln - Mercury 
dealer organi- 
zation, according 
to Ben D. Mills, 
L-M general 
manager. 

Mills told a 
press conference 
here that L-M 
dealers are “mov- 
ing ahead very 

7 well” and that 
Ben D. Mills dealer volume 
had “just about doubled” since 
Comet came on the scene. 

In line with the factory’s accent 
on flexibility for 1961, Mills said 
L-M must help its dealers to con- 
tinue to develop into “a volume- 





minded, aggressive organization.” 
With L-M itself adopting what 
Mills terms a shopping-center 
approach to the new-car market 
(providing an entry in each “size 
class” — compact-car, con- 
ventional re gular-size and lux- 
ury), Mills said L-M has no ob- 


Mills said that in such a case, of 
course, the dealer would have to 
handle the L-M lines in proper 
fashion and live up to the terms of 
his L-M franchise. 

“Multiple-line merchandising is 
clearly a trend in this business,” he 
said. 

Mills emphasized again and again 
the need for flexibility in manufac- 
turing and sales in order to remain 
competitive in today’s market. 

“We are facing one of the most 
dynamic and puzzling eras we've 
had in a long time,” he said. “The 
market is up for grabs. 


“All the old patterns have disap- 
peared.” 


“prepared to 
move rather quickly” to put 
steam behind the product that 
sells best. 

As a corollary, he said, “we must 
find lower-cost means of manufac- 
turing and selling.” Building vol- 
ume for dealers is one step in this 
direction, 

At the time Comet was introduc- 
ed last March, Mills said, “our deal- 
ers “weré not experienced in selling 
products in big volume.” 

For this reason, he said, Comet 
was one of the greatest risks the 
division had ever undertaken. 
When a newsman remarked that 
introducing a compact car didn’t 
seem to be a particularly risky 
undertaking early in 1960, Mills re- 
plied: 

“It’s easy to tell the score of the 
game on Monday morning.” 

L-M still does not intend to 
place all its eggs in the Comet 
basket, however. That’s why the 
division has entered all new-car 


“When you concentrate on one 


‘61 Models Feature Wool Trim— 





Several of the auto industry's 1961 models are featuring new wool broadcloth 
fabrics and colors. Twelve new colors have been selected by stylists as interior trims. 
One of the cars, the Cadillac Fleetwood 60 Special, above, is available in grey and 


fawn wool broadcloth. 


“you may come up with the ‘per- 
fect’ car for such a market only 
to find that market no longer ex- 
ists. 

“With our ’61 lineup, we are pre- 
pared to move quickly in which- 


segment of the market,” Mills said,' ever direction the market moves.” 





As the weeks go by, 





your Digest advertisement 


reaches more and costs less 











You pay less per exposure than in any 
other leading general magazine—less 
than half the cost of the average night- 
time network television program. 


Your advertisement in Reader's Digest gets off 
to a fast start—and then lives on for two and a 
half months. 

During this period, readers return again and 
again to the magazine and to your own page— 
so that your Digest advertisement is looked at 
over 60 million times. This is twice the expo- 
sures your page would get in any of the other 
leading general magazines, according to new 
Politz research. 

While your Digest advertisement works 


for over ten weeks, the longest life span in 
any other general magazine is six weeks. 


Anda television commercial, of course, lives 
only the single day on which it is televised. 


Because your Reader's Digest advertising lives 
far longer, it results in a major saving, as the 
following figures clearly show: 


Total cost per thousand exposures 
(Black and white page) 


Reaper's DicEst............. 59¢ 
Saturday Evening Post........ 91¢ 
RaMMsic ss eure UVES 6 nine 98¢ 
a eAe: Mal sti i'n ging © 8 84¢ 
Average nighttime 

network TV program........ $1.63 


Use these comparisons as a guide to getting 
maximum effectiveness from your ’61 advertis- 
ing program. 


People have faith in fReader S D ige St 


Largest magazine circulation in the U.S. Over 12,000,000 copies bought monthly. 


Wool Highlighted 
In Fabric Options 
On 1961 Models 


NEW YORK. — Newly developed 
wool broadcloth fabrics and colors 
are appearing in a number of the 
automotive industry’s 1961 models, 
according to Max F. Schmitt, pres- 
ident of the Wool Bureau, Inc. 

Twelve new colorg have been 
selected by industry stylists as 
interior trims, Schmitt said. 
Chrysler and Imperial Division 
offers seven of the new colors. 

The Chrysler four-door New 
Yorker sedan is available in an all 
wool broadcloth interior or wool 
broadcloth bolsters, Blue, gray, 
green, dubonnet and tan wool 
broadcloth are coordinated with 
exterior colors in the 1961 New 
Yorker series. 

The Imperial LeBaron offers a 
selection including russet, gray, 
topaz and blue. 

Several 1961 Cadillac models are 
available in gray and fawn wool 
broadcloth, in a fabric Sylmerized 
to preserve the fine textured finish 
of the material and increase soil- 
resistance, Schmitt said. 

The Lincoln Continental offers 
all wool interior in the new four- 
door sedan models. New shades 
of gray and beige match exterior 
paint colors. 

Pontiac for 1961 again features 
a wool blend fabric in the Bonne- 
ville series. 

Checker Motor Co., in its Mara- 
thon series designed to compete 
with the “luxury compacts,” pre- 
sents a wool broadcloth option in 
several colors, Schmitt said. 


Cottrell Opens Third Deal 

BUFFALO.—Squire Ford, Inc., 
has been opened at 1501 Kensington 
Ave. by Edward H. Cottrell. He is 
also president of Lancaster Ford 


and Cottrel] Ford, West Seneca. 


TURNTABLE 
+CAR=SALES 


PARAVANE for big cars 
PARAVANETTE for small 


No tools required 


SEND FOR FREE CATALOG 


Maclin 


MACTON MACHINERY COMPANY, INC. 
STAMFORD 9% CONNECTICUT 
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New Models Abound... 


Trucks, Buses Shown 
By British Industry 


By George L. Glaser 
European Correspondent 


LONDON. — When Ernest Mar- 
ples, British transport minister, 
opened the London show of trucks 
and buses, he suggested the indus- 
try study “ergonomics.” 


He felt there is a need for im- 


tems, without having to be placed 
upon a freight car. This job has 
been operating at 70 miles per hour 
during the tests. 

Each unit has a steel frame and 
an aluminum body, The rear 
wheels are mounted into a special 
bogie. When rail runs are desired, 
the road wheels go up and down 





come the railroad axle and wheels 
with disc brakes. 

Each semi has in front a spe- 
cial coupling which is linked to 
another coupling on the rear of 
the next semi. The semis thus 
form a train and each one has 
two wheels running on the rails. 
Between the locomotive and the 
first semi, a special two-axle 
bogie is placed which contains 
the coupling for the first trailer. 
This show was supposed to be an 


proving the cab’s interior for the 

driver and offering better seat- 
ing. 

Marples also mentioned that 52 
percent of the trucks had failed 
to pass the safety tests. These tests 
or inspections will be continued. 

The railroads and the truckers 
are getting married here, too. The 
Roadrailer is a new type of semi- 
trailer, developed by Pressed Steel 
Factory, Paisley, Scotland. 

What can it do, that other semis 
can’t do? Well, it can ride on the 
rails' of the British railroad sys- was Daimler-Benz, Magirus and | 





Commer's Small Bus— 

Commer of England is offering this small bus, adapted from its smali-truck line. The 
¥%,-ton, forward-contro! unit seats 12 and is powered with either a gasoline or diesel 
engine. Many British truck producers are offering a small bus which has been adapted 


from the small van line. 
eek 


Hans Glas from Germany, and Re-| line suited to British needs, is man- 
international one, but there were| nault with the Estafette light vans| ufacturing trucks in a Thames- 


only a few foreign makes, There from France. River plant and enjoys an increas- 
Dodge, which offers a complete| ing share of the business. The com- 


* * * 
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COMPETITIVE WITH $1,600 CARS BECAUSE THE COMPLETE PRICE OF $1,895° 
INCLUDES SPECIAL EQUIPMENT AND FEATURES NOT FOUND |N OTHER CARS. 


Announcing the 





New Wrap-around Rear Window with more than 
twice the area. Wider Rear Seat accommodates ; FF. 
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three persons comfortably. Huge Luggage Com- 
partment has 23% more space. 
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ot 
New Air Vents and side-opening windows in rear 
provide ideal ventilation for all-weather comfort. 
Handsome New Instrument Panel and double- 
size glove compartment in new safety-padded 
dashboard. All as standard equipment! 





5-seater Sports Sedan 


...and a new compact Station Wagon ! 








And remember, Saab is still the only car com- 
bining all the advantages of Wind Tunnel 
Design, Front Wheel Safety Drive, Armored 
Fuselage Body and Convertible Seating. 


All 


7276 


Choice franchises still available in some markets 


For details, phone or write SAAB Motors Inc., 405 Park Ave., New York 22, N. Y. 


Built by Sweden’s 
Leading Producer 
of Jet Aircraft 


*Suggested price, East Coast, P.O.E. 


pany is called Dodge Brothers,) 
Britain, Ltd. 

Dodge offers a range which cov- 
ers normal] as well as forward-con- 
trol vehicles and truck tractors, 
Dodge has deleted all gasoline-pow- 
ered engines and offers diesels only. 

There must be a tremendous need 
for forward-control % to 1%-ton 
vehicles. Otherwise, the major mak- 
ers would not offer them. This year, 
most of these vehicles, many with) 
sliding side doors, have been pow- 
ered by heavier engines. 

Those jobs are offered by 
Standard in the Atlas-Major, by | 
Commer, a division of the Rootes | 
Group with gas or diesel engine, 
by Ford, by Vauxhall, by Morris } 
and Austin and others. | 

Most of these vehicles utilize the| 
front-wheel independent suspen-/| 
sion, These vans also come in small | 
bus versions. 

When Vauxhall was mentioned, | 
here is a report written in Luton, | 
the Vauxhall town. 

The city of Luton is located about 
60 miles from London, Vauxhall is 
by far the largest employer. i 

In 1905, Vauxhall moved to Luton | 
from London. At the end of the} 
roaring 20s, General Motors bought | 
this factory. In nearby Dunstable, | 
the trucks are made, while another | 
factory for the latter is being erect- | 
| ed on the Mersey coast of England | 
in order to industrialize this poor} 
area. 

Vauxhall has about 26,000 on the | 
payroll and is among the largest | 
five makers of England. Top out- 
put, trucks and cars, lies near 250,- 
| 000 units at present. 

Vauxhall offers three series of 
trucks. The small Bedford vans 
with forward control and sliding 
doors, utilizing the four-cylinder 
Victor engine, has been one of 
the pioneers of this type of truck. 

The job is frequently utilized by 
trailer manufacturers who convert 
| these trucks into living homes. 

Then there is a pickup truck 

|which utilizes the new, bigger! 
| (about 115 SAE horsepower) six- 
| cylinder engine. 

On top of it are the big diesel 
jobs which also come, as the Brit- 
ish say, “articulated,” meaning as 
| truck-tractors with semi-trailers. 

For this show Vauxhall] had a 
new line, the TK series of diesel 
and gasoline-powered trucks, Far- 
forward control, modern cabs and 
good access to the engine compart- 
ment are the main features. 

Behind the driver’s door on 
each side, there are doors in the 
cab’s side. Since the engine does 
not extend all the way into the 
cab, the engine is within easy 
reach. There is lighting provided 
and a safe, dry place for working 
on the engine has thus been ar- 
ranged. 

Vauxhall has something else as a 
first. For the Vauxhall] with the 
new bigger 2.6-liter engine, there 
will be a genuine, made-in-Detroit, 
compact-size Hydramatic drive 
unit. This new Hydramatic offers 
about the best in automatics, 

It utilizes the engine for brak- 
ing, has three forward speeds, first | 
in torque convertor, second strictly 

(Continued on Page 112, Col, 3) 


Colo. Haulers Rip 
State Defense of 
Ton-Mile Tax 


DENVER.—The Colorado Motor 
Carriers’ Assn. charges that a re- 
port on the state’s ton-mile tax, | 
prepared by the state revenue de- | 
partment, was “unfair.” The charge 
was made in a statement given to 
the Legislative Committee study- / 
ing the controversial tax. : 

The revenue department report, 
given to the committee earlier, said ¢ 
that the trucking industry in Col- 
orado has not been injured by the 
tax and is not bearing its proper / 
share of the highway tax burden. | 

Fred J. Sievers, managing direc- | 
tor of the truckers’ organization, | 
said the report was an attempt by 
the department “to support the 
| purported equity and efficient ad- 
|ministration of the tax solely on 
the basis of the timeworn tech- | 
|niques of quoting theory, creating } 
| illusions, implying that certain 
things are true and avoiding the 
use of factual data.” 
| Sievers cited figures showing 
|that trucks and buses accounted 
for 22 percent of the total vehicles 
| registered in Colorado during 1956, 
| but paid a total of 37 percent of 
| the state road-user taxes, 
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Inside, outside, all around the 1961 cars—you’ll 
find Rohm & Haas plastics. There are tail light 
and back-up light lenses, instrument panels, 


medallions, dials, nameplates, and other parts WY I 


made of durable, beautiful PLEXIGLAS acrylic = =} © | n ‘ihe Ve } 
} 
me 


plastic. There’s IMPLEX, the high impact acrylic 





—used for applications where outstanding 
strength and pleasing appearance are required. 
There are reinforced plastic constructions made 
with PARAPLEX P-Series polyester resins. Other 
Rohm & Haas products are used in automotive 
leathers and textiles, finishes and lubricants. Our 
years of experience in working with the auto- 
motive industry can help you, too. 


OHM HAAS 
PLASTICS 


A 


— 














Chemicals for Industry 


COM PANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
PLEXIGLAS, IMPLEX and PARAPLEX are (rademarks, DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way 
Reg. U.S. Pat. Off. and in principal foreign countries. Bldg., 20211 Greenfield Road, BRoadway 3-0674. 


1. TAIL LIGHT LENSES OF PLEXIGLAS. 2. BACK-UP LIGHT LENSES OF PLEXIGLAS. 3. FRONT AND REAR NAMEPLATES AND MEDALLIONS OF PLEXIGLAS. 4, HUB CAP INSERTS OF PLEXIGLAS. &. SUN VISORS OF PLEXIGLAS. 
S. STEERING COLUMN ORNAMENTS AND GLOVE COMPARTMENT DECORATIONS OF PLEXIGLAS. 7, SHIFTING LEVER KNOBS OF IMPLEX. 8. INSTRUMENT PANELS OF PLEXIGLAS AND IMPLEX, DIALS OF PLEXIGLAS. 
9. RADIO KNOBS AND BUTTONS OF IMPLEX. 10. WINDOW CRANK KNOBS AND POWER-WINDOW CONTROL BUTTONS OF IMPLEX. 44. HEATER DUCTS MADE WITH PARAPLEX, 12. ARMREST SUPPORTS OF IMPLEX, 














Dodge of England— 


This is the plant by the Thames River where Dodge Brothers, Britain, Ltd., turns out 
its trucks for the British market and export. The firm makes a complete line of trucks 
for the British market. All are equipped with diesel engines. 





Wondering how new-car and truck production and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story every week throughout the year. 





New Models Abound... 
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Britain Shows Trucks, Buses 


five night shifts per week had to| and thereby enabling the designer 


(Continued from Page 110) 


mechanical, and third by split 
torque, partially through mechan- 
ical means, partially through the 
torque convertor. This will place 
Vauxhall into a class by itself. 

The four-cylinder Victor will go 
on as before. Both models are now 
in their third year after restyling. 
While the factory men are satisfied 
with the Vauxhall program, some 
observers feel that Vauxhall was 
missing the large business in the 
light field with around one-liter en- 
gine displacement. 

They pointed to the tremendous 
success of Ford’s new Anglia, of 
Austin’s A-40, of the Herald by 
Standard-Triumph and others. 

Since most British car makers 
are cutting down on production, 
blaming three factors: Bad sum- 
mer, fewer United States sales and 
credit restrictions in England, 
Vauxhall, too, has been hit, but 
so slightly that only one of the 


be left out. 


The British industry is known 
for its multi-model program with 
trucks and bodies to fill every 
thinkable need. There is a trend 
to eight-wheeled vehicles with two 
steered front axles, such as have 
been produced for some time in 
England and in Spain. 

Suspensions with rubber or air 
springs, especially for trailers and 
buses are expanding. 

The buses in England, where 
excursion or long-distance buses 
are concerned, are not far differ- 
ent from those the world over 
with more pronounced ecompeti- 
tion in double-decker buses, 

The trouble with all double-deck- 
ers has been the fact that only 
one staircase leads up or down. In 
order to create a suitable and quick 
traffic flow, exit and entrance 
should be separated. 

One thing they have down pat in 
England is the way they make the 
low slung chassis which permit a 
low center aisle in the lower floor 





Here 


TO DODGE TRUCK DEALERS: 


is another of MoPar’s Dubli-Quick Parts Service mes- 


MOPAR’S DUBL-QUICK 


ea 


USS) aie: 


means 


sages which are going to your new truck and parts customers. 


SPECIALISTS WHO KNOW YOUR PROBLEMS. MoPar has a special 
“trouble-shooter” force in the field right now, a highly skilled and ex- 
perienced staff who can move fast to help truck owners avoid down 


time, keep their trucks rolling. 


YOU GET 24-HOUR SERVICE—EVERY DAY. When truck parts are not in 
stock locally, MoPar’s coast-to-coast communications system swings 
into action. This “hot wire” ordering service operates ’round the clock 


—including Saturday and Sunday. 


A TELEPHONE CALL DOES THE JOB. Your MoPar Wholesaler main- 
tains large inventories to meet practically all of your requirements. A 
telephone call brings speedy deliveries. For a scarce item or emergency, 
parts are rushed from strategically located plants. 


When you own a Dodge, or a fleet of them, you’ve got the 
best in truck transportation. When you use MoPar replace- 
ment parts, you protect your investment and profit. 





to place another center aisle into 
the upper deck. 

There are a number of low-low 
rear axle constructions with a one- 
side offset differential which enable 
this design, 

Most of these buses have the en- 
gine in front while some have the 
engine across the very rear and use 
angle drives to the rear axle. 

One of those chassis for buses 
with standup, across-the-rear en- 
gine on display at the Leyland ex- 
hibition has been especially prepar- 
ed for use in the U. S, This model 
“Lion” has been designated for 
Highway Products, Inc., of Ohio. 

While the chassis uses leaf 
springs in front and in rear, it 
has air springs in front, too. 

There are an increasing number 
of truck-tractors and trucks which 
place the muffler across the front 
wheels and let the exhaust go off 
to one side. It is claimed that fewer 
fumes reach the merchandise in the 
vehicle. 


The use of alternators instead of 
generators is also spreading to 
England. 

Perkins, the big diesel engine 
maker, showed a new big six. Die- 
sel seems to be the word. Most of 
the London taxis, which must be 
made in accordance with Scotland 
Yard dimensions, are diesel 
equipped. 

ZF was also there from Ger- 
many with the line of big auto- 
matic transmissions for buses, the 
bus-matic jobs, and also with sev- 
eral models and sizes of four- 
speed transmissions, These are 
built together with the differen- 
tials in order to be used for one 
of three purposes, for front-wheel 
drive, for rear-wheel drive with 
independent wheel suspensions, 
and for the so-called De-Dion 
drive of rear wheels. 

The British firm, Selfchanging 
Gears, showed improved semi or 
fully automatic bus transmissions. 
Hobbs, now connected with the 
British Westinghouse people, offer- 
ed two light truck or car auto- 
matics with four forward speeds. 


The fact that Borgward of Ger- | 
many is the firm’s first large cus- ( 


tomer has been stressed. 


But, there is something else com- ' 


ing. Borg-Warner has finished a 
new automatic transmission on 
which the company has worked for 
several years, New production fa- 
cilities are under way in order to 
produce this new unit for the Brit- 
ish cars in the ranges from about 
1.5 to 2.5 liters. 

This will cover most medium- 
sized British cars and this Ameri- 
can-styled transmission should be 
available by November, 1961, for 
the 1962 mode] run. 

It is said that the B-W job will 
have very smooth gear changes. 
Also, it is understood, that the 
American automatics actually im- 
prove a car’s economy in London 
traffic. 


While the auto industry of Bri- 
tain can now deliver the same day, 
it still is operating on a very high 
level and new markets are rapidly 
being developed in order to make 
up for the present decline in the 
American market, 


Sales in the states again. 

In one way, Britain and West 
Germany are competing but neither 
one like it. When cars alone are 
counted, Britain has, for every mile 
of road, nearly 41 units or three 
more than Germany. Roads and 
more roads are urged continuously 
in both countries. 

As a final note from the com- 
mercial show, the British have 
some interesting car trailers. On 
one, the “carrymore,” the upper 
deck comes down by hydraulic 
power which makes loading or 
unloading simple. 

The commercial show was a suc- 
cess as orders have proved but the 
car show will not offer much new 
this year. 

British Motor Corp. just announc- 
ed that all car models will go on 
without changes into the 1961 sell- 
ing season, except for the addition 
of one or two station wagons to 
existing models. 


Who knows, | 
those new automatics may increase | 
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Symposium of Sales Leaders... 
How to Elevate Auto Selling 


(Continued from Page 2) 


status of general sales representa- 
tive responsible for specific assign- 
ed group of customers, 

5. Hold sales representatives to 
uniform work pattern established 
by dealer but otherwise give com- 
plete freedom. 


6. Compensate on an overlapping 
basis with performance for the cur- 
rent period to determine rate of 
compensation for the following pe- 
riod. 

7. Guarantee attractive future 
career as a dealer or factory execu- 
tive or at least a top position with 
present dealership to those who can 
prove their right to it. — Ropert 
Youna, Detroit Sales and Service 
Letter, Birmingham, Mich. 

* * + 


Sell the Salesmen 


T IS AN established fact that 
one of the most receptive in- 
dividuals to an honest, well-plan- 
ned and intelligent sales approach 
is the salesman 
himself — the 
most important 
single factor in 
establishing a 
good reputation 
for the entire 
selling profession. 
So it would 
seem that the 
best way we can 
help to raise the 
Ae standards of au- 
E. P. Letscher tomobile retail 
selling is to do a real selling job 
on these salesmen to convince them 
of the importance of their attitude, 
their loyalty, their abilities and 
their conduct in the day-to-day 
business of selling automobiles. 

By such methods and others that 
are equally workable and worth- 
while, we can help retail salesmen 
to build a confidence and pride in 
themselves, their dealerships, their 
industry and their profession that 
cannot help but shine through 
when they are talking to their cus- 
tomers — the American public. — 
E. P. Lerscuer, general sales man- 
ager, Plymouth-DeSoto-Valiant. 

+ 






























































Steps Suggested 


ELEVATE selling stature, re- 
verse the detrimental, Eliminate 
misleading advertising, come-on of- 
fers, lowballs, highballs and all 
forms of packing. Add dignity and 
a forthright approach. 

Back the product with intelligent, 
well-trained salesmen. Back the 
sales department with superior 
service, Back both with high mer- 
chandising standards. 

Inaugurate an intelligent sales- 
training program. Adopt a balanced 
incentive pay plan for salesmen; 
one that will pay good men what 
they’re worth. Here is the best 
method. 

First, determine the average 
potential volume and profit per 
man, Then determine what it is 
worth to the dealer in total sales- 
man’s compensation to realize 
that profit. 

Compensation plan, based upon 
this figure, should be divided into 
three segments: One-third, salary; 
one-third, commission on volume; 
one-third, bonus on gross profit. 
Thereafter, reward better salesmen 
with higher salaries. 

Finally, add three valuable ingre- 
dients: (1) proper and constant di- 
rection, (2) respectful treatment to 
keep morale high, (3) promotions 
from the ranks when higher vacan- 


cies occur. — M. H. Bury, Wilkie} | 


Buick, Philadelphia. 
oF + a 


Lead the Men Up 


Cr IS easy to blame outside in- 
fluence and competitive pressure 
for our failures to maintain high- 
level salesmanship. 


The responsibility lies with 
those of us in management to 
uphold the moral principles that 
govern good business practice 
within our own organizations. 
Compromises we make to meet 

what we often label in error as 
“unfair competition” cause loss of 
public respect and confidence, de- 
moralize salesmen and tear down 
their attitude.toward the business. 
No amount sof technical training 
and selective employment can off- 


When asked how they attract, 


build and hold good salesmen, Bill 
Bundy, head of Jerry McCarthy 
Chevrolet, delivering about 300 new 
units a month in Detroit, answered: 
“We try hard to maintain a good 
attitude.” 

A good salesman must have a 
good attitude toward his job, his 
employer and the public, College 
degrees or professional ratings 
won’t help if we do not hold firm 
to good business practices within 
our own organizations. Favorable 
publicity and public relations won’t 
work if we don’t follow through. 

Let’s start with self-analysis, 
Is our sales management policy 
consistent, do we play favorites, 
are the men kept busy, well sup- 
plied with good equipment and 
encouraged with reasonable ob- 
jectives? 

Are we leading and helping, or 
just criticizing and complaining? 
Do we lay down the rules for good 
dealing or do we let them drift into 
the devious tricks of the pessi- 
mists? 

We who own and direct individ- 
ual businesses cannot separate our- 
selves from this responsibility and 
expect association or industry ac- 
tion to cover for us. We start the 
chain of respect between the buyer 
and the salesmen’ which controls 
the degree of self-respect the sales- 
man has for his job. We are selling 
confidence, but how are we selling 
it?—Grorce Dosim, dealer public re- 
lations consultant, Cleveland. 

* * + 


Point of Contact 


"= entire industry — factories 
and dealers—must recognize the 
values of upgrading salesmanship 
to professional status. The dealer 
salesman is the 
ultimate point of 
contact of the au- 
tomobile industry 
and the consumer 
public, 

The program of 
upgrading  sales- 
manship must 
start at the be- 
ginning with the 
hiring by dealers 
of the caliber of ae 
man who can L, E. Minkel 
best be trained to become profes- 
Sional salesmen rather than order 
takers. Dealers must be prepared to 
provide compensation sufficient to 
make salesmen take pride in their 
position. The salesman must have 
available to him sales training and 
the opportunities for advancement. 

With these incentives, the sales- 
man will learn to sell himself, to 
sell his product, to sell his dealer- 
ship and to sell his company. At 
that time he is a professional sales 
specialist and everyone including 
the buying public will benefit. — 
L. E. MINKgL, vice-president, mer- 
chandising, Studebaker-Packard, 

* 





Factory-Dealer Relations 


I BELIEVE the basic approach 

to improving the stature of au- 
tomotive retail selling is in estab- 
lishing a strong, cooperative fac- 
tory-dealer rela- 
tionship. An im- 
portant step in 
this direction is 
the formation of 
dealer-elected ad- 
visory boards 
such as American 
Motors’ Dealer 
Advisory Board 
which regularly 
; meets with the 

! officers of our 
Roy Abernethy company, includ- 
ing the president, There are some 
things in the sales picture that no 
one can see or evaluate as well as 
the dealer, and his advice and ex- 
perience are invaluable to good 
sales programs and practices. 


Next in importance, I believe, is 
instilling in the dealer body a 
strong sense of service responsibil- 
ity, which is vital to improved auto- 
motive retailing. Public confidence 
and respect in our industry are de- 
pendent on our ability to service 
our products rather than just sell- 
ing them. Only by developing deal- 
er bodies capable of rendering re- 
sponsible service can we hope to 
gain and hold public respect. And, 
in the final analysis, isn’t service 





to the buyer the principal justifica- 
tion for the type of distribution sys- 
tem we have in the automotive in- 
dustry?—Roy ApernetHy, vice- 
president of automotive distribu- 
tion and marketing, American Mo- 
tors, 
+ * +. 
Clean Up Ads 

T= appeal of the soon-to-be-of- 

fered new cars by manufactur- 
ers offers an ideal opportunity for 
dealers to improve their public re- 
lations and to start on the road to 


regain public confidence by clean-| Corvair's New Ram 


ing up their advertising and start- 
ing to use copy that will eventually 
restore public confidence. 


(Continued on Page 160-A, Col. 1) 


Dealers Debut 3 


DETROIT.—Featuring a panel 
delivery model and two pickups, 
the Corvair 95 series of short- 
wheelbase, rear-powered light-duty 
trucks, went on sale in.dealerships 
last week. 

Chevrolet said the new line is 
designed for maximum utility of 
cargo space and load capacity in 
relation to overall length and 
height. Wheelbase is 95 inches, 
and the units are less than 15 
feet long. 


The panel delivery is a commer- 
cial version of Corvair’s new 
Greenbrier sport wagon. One of the 
pickups has a swing-down side- 
loading ramp. 

All three models are powered by 
Corvair’s 145-cubic-inch, 80-horse- 
power six-cylinder engine. Other 
features are unit-frame construc- 
tion, independent suspension at all 
four wheels and almost equal load 
distribution between front and rear 
wheels. 


“With this line, we are able to 


meet a wide range of needs by 


truck users for a light-duty vehicle 
that is more economical to operate, 
much easier to drive and park in 
city traffic or in close quarters and 
considerably easier to park and 
load,” said James E. Conlan, assist- 
ant general sales manager for 
Chevrolet trucks, 

Conlan said the new line offers 
features which truck operators in 
many fields have said they want. 
He enumerated them as “low- 
cost operation, convenient loading 
height, wide doors, adequate load 
space, maneuverability, good han- 
dling, comfortable ride and seat- 
ing and attractive styling.” 

Chevrolet said the panel delivery 
is well suited for florists, laundries, 
dry cleaners, appliance dealers, food 
markets and similar retail or serv- 
ice businesses. 

The pickups are aimed at con- 
tractors, service stations, landscape 
gardeners, farmers and several 
other occupations. 

The Corvan panel delivery igs 70 
inches wide, and 68.5 inches high. 
Cargo space is 191 cubic feet, and 
payload rating is 1,800 pounds for 
a maximum gross vehicle weight 
rating of 4,600 pounds. 

There are double doors at the 
right hand side and at the rear 
in addition to single doors at either 

a x * 





No Tunnel— 


Corvair's rear engine means no trans- 
mission hump in the driver's compartment 
of its new commercial models. Step-in 
height is only 17 inches. 








113 





pside Pickup— 





see 


One of Corvair's new commercial units is a pickup which may be loaded from the 
side as well as from the rear. The line also includes a conventional pickup and a 
Gimmicks must be eliminated.| P%"e! delivery model, Wheelbase is 95 inches and payload rating is 1,800-1,900 


pounds. 
7 


side of the driver’s compartment. 
Double doors at the left side are 
available as an option. 

Chevrolet said a crate as large 
as four feet by four feet may be 
loaded through the double doors. 

The Loadside and Rampside 
pickups are rated at 1,900 pounds 
loaded and feature a grain-tight 
box with a capacity of 80 cubic 
feet. 

The cabs are 69 inches high, while 
length and width are the same as 
the Corvan. The pickup tailgate 
opening is 44.8 inches wide, and the 


Chrysler Realigns 
Its Power-Train 
Plants, Officials 


DETROIT—A regrouping of 
plants in the power train group of 
Chrysler Corp. was announced by 
L. B, Bornhauser, group executive- 
power train manufacturing. 

Under the regrouping, the plants 
of the power train group will be 
divided into three major manufac- 
turing areas, each headed by a gen- 
eral manager. 

The general managers and their 
new plant groupings are as follows: 

A. L. Gostow, general manager- 
forge and foundry plants, including 
Chrysler Foundry, Detroit Forge 
and Winfield Foundry in the De- 
troit area; American Foundry, In- 
dianapolis; Chrysler Casting, Koko- 
mo, Ind., and the New Castle (Ind.) 
Forge Plant. 

A. W. Hartig, general manager- 
engine, axle and _ transmission 
plants, including Lynch Road Gear 
and Axle, Mound Road Engine and 
Trenton Engine in the Detroit 
area; Kokomo (Ind.) Transmission 
and the New Process Gear plants, 
Syracuse, N. Y. 

Fred Osann, general manager- 
parts and equipment manufacturing 
plants, including Detroit Universal, 
Highland Park Manufacturing and 
McGraw Glass plants in the Detroit 
area; Indianapolis Electrical and 
New Castle (Ind.) Machining. 

Under the regrouping, R, A. Mc- 
Carroll, who has been general man- 
ager-engine plants, has been as- 
signed to staff responsibilities with- 
in the power train group. 

J. R. Cypher moves from plant 
manager, Kokomo (Ind.) Transmis- 
sion Plant to plant manager, Tren- 
ton Engine. W. L. Miron, manu- 


* a 


Corvair Trucks 


ramp opening on the Rampside is 
47.5 inches. 

Load floor height at the side 
opening is less than 14 inches from 
the ground, and rear door at tail- 
gate loading height is 26.5 inches. 
Step height at the front doors is 
17 inches. 


Most of the payload is located 
directly between the front and rear 
wheels, providing approximately 50- 
50 weight distribution front and 
rear whether the vehicle is loaded 
or unloaded. 

Chevrolet said this affords con- 
stant ride and handling character- 
istics and eliminates the need for 
a compromise spring rate to ac- 
commodate varying load conditions 
or for optional heavy-duty springs. 

A three-speed manual transmis- 

sion is standard on Corvair 95 

models, and automatic transmis- 
2 four-speed manual are op- 


Rear-axle ratio igs 3.27 to 1 with 
the four-speed gearbox and 3.89 to 
1 with the three-speed manual or 
automatic transmission. 

Hydraulic brakes are duo-servo 
design with 167 square inches of 
lining area, and front suspension 
control arms are positioned to con- 
trol brake dive. 

For major servicing, the complete 
power package — including engine, 
transaxle and rear suspension— 
may be removed as a unit. Sim- 
ilarly, the entire front suspension 
may be removed as a unit with 
the front cross member. 

Battery accessibility is provided 
by a hinged door in the top surface 
of the left rear wheel housing. 

In the panel delivery model, the 
spare tire and jack are stowed 
above the right rear wheel hous- 
ing. In pickup models, the spare 
and jack are stowed behind the 
front seat. 

The 18-gallon fuel tank is located 
under the seat riser above the front 
suspension cross member. 

A direct-air heater, which utilizes 
engine heat to warm the passenger 
compartment, is offered as an op- 
tion. Also available is a gasoline- 
type heater which provides almost 
instant heat. ‘ 


facturing manager at Kokomo|< 


Transmission, has been named to 
succeed Cypher as plant manager 
at Kokomo. 

A. O. Maloney, who has been 
plant manager at Lynch Road, was 
named plant manager at Highland 
Park, replacing T. R. Patrick, who 
will assume new responsibilities on 
Bornhauser’s staff as quality con- 
trol manager. 

H. R. Bentley, who hag been 
plant manager at Trenton Engine, 
has been named plant manager at 
Lynch Road, to succeed Maloney. 


Detroit Tooling Assn. 


DETROIT. — Automotive Tool & 
Die Manufacturers Assn., which 
was founded in 1933, has been re- 
named “Detroit Tooling Assn.” The 
Association manufactures dies, jigs, 
fixtures, molds, gauges, tools, spe- 
cial machinery and related prod- 
ucts, 





a see 


Easy to Reach— 


A-removable floor panel provides access 
to the engine of the new Corvair 95 
trucks for normal tuneup and adjust- 
ment, while battery checking is conveni- 
ent through @ hinged panel in the left 
rear wheel housing. A door above the 
bumper affords easy day-to-day servicing 


‘| and checking of the engine. 
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Spite of Enthusiasm for ’6ls ... 





Dealers See Hard-Selling Year 


(Continued from Page 8) 


promise of one of the most com- 
petitive years in history, dealers 
said. 


Ford dealers reported a tremen- 


dous public reception with many 


favorable comments on the change 
in styling, reduced ornamentation, 
fewer hinges and better looking 
front and rear. They. also liked the 
additional horsepower in the Fal- 
con station wagon. The Ford an- 
nouncement of its extended war- 
ranty and reduced servicing re- 













the 1961s was “excellent—we sold 
nine on the first day.” 


“We have never sold that many 


on announcement day in the past,” 
Farr added. A few showroom vis- 
itors, however, expressed interest 
to wait and see the smaller GM 
models, Farr said. 

“There still is definitely an econ- 
omy demand,” Farr declared, “and 
our full-year warranty, 30,000-mile 
lube interval, etc., proved that. I 
think people still want quality, and 
that in itself is the best economy.” 















the sale is made. 
—-GeNne BooTru 


* * 


Bangor, Me. 


the 1961 picture. 


kept Buicks out of the shop once 


| BANGOR, shopping center for 
most of the northern part of the 
state as well as a good many Cana- 
dian border communities, dealers 
reported a very good flow of traf- 
fic. They predicted the economy 
trend would be a telling factor in 





“There wag a splendid public re- 
action,” said Myron B. Foster, 
president of Atwood Motor Co. 
(Dodge). 

“This was especially marked in 
the case of the Lancer. The public 
really went for the drastic style 
changes. All our floor men reported 
there is still a large economy trend 
toward the compact cars.” 

Cornelius Sullivan, of Ford of 
Bangor, reported a good acceptance 
with both dealers and public “much 
impressed by the new styles.” 

He said: “We foresee a more 
competitive market ahead but feel 
confident that the Falcons and 
Comets will continue to be the most 


quirements carried a heavy impact. 
The economy kick is definitely still 
on, and dealers look for a lot of 
sales of 6-cylinder, straight-stick 
models. 

Plymouth was well received, Re- 
moval of the fins and the new flat 
look proved popular. The new Val- 
iant interior and “more finished” 
look went over big. Imperial’s 
leather interiors are a hit. Dealers 
were optimistic that many custom- 
ers who sat out last year will be 
attracted to the new models. 

Although not on hand yet, the 
Chrysler Newport was causing con- 
siderable comment and requests for 


Nothing but roses igs seen by 
Larry Hackett, general manager of 
Egolf Motors (Oldsmobile). 

Fifteen cars, both standard size 
and F-85, have already been sold 
“blind—sight unseen,” Hackett 
reported. The F-85 “opens up a 
whole new market for us,” he 
added, and “Oldsmobile was 
smart in doing it this way rather 
than by juggling nameplates as 
some of our cousins have.” 

Hackett ig convinced “we'll al- 
ways have a demand for economy,” 
which he said the F-85 will “satisfy 
without sacrifice.” 



































































information. 
Dodge dealers said they were “I’m enthusiastic about our new| Successful compacts.” 
impressed the new product | line,” declared Jim Bower of Bower > ~ LAFFERTY 


Buick. “They’re different from any- 
thing we've ever had but they still 
have the trouble-free engines, 
transmissions and springs that 
made us new friends in 60.” 

The Special will “give us a lot 
more people to talk to,” he added, 
and already many showroom shop- 
a have been “very interested” 
in it. , 

Every ’60 model sold, Bower said, 
made a new friend and “will be re- 
sponsible for selling a lot of ’61s.” 
The factory’s improved quality- 
control program also will win sales, 
he felt. 

One of the major economies 
which Buick customers get, the 
auto man reported, was the main- 
tenance-free engineering which has 


Lark Cruiser 
With V-8 Engine 
Tops S-P Line 


SOUTH BEND.—A longer, room- 
ier four-door sedan called the Lark 
Cruiser is the top model in Stude- 
baker’s compact-car lineup for ’61. 
A V-8 engine is standard. 

The Cruiser has a 113-inch wheel- 
base and igs 179 inches long. Other 
Larks have a wheelbase of 108.5 
inches and are 175 inches from 
bumper to bumper. 

Studebaker said interior dimen- 
sions are greater than those of 
regular Larks. The Cruiser has a 
folding center arm rest in the rear, 
and the floor is level with the door 
sills. 

The Cruiser hag special trim, 
front and rear carpets, pockets on 
all four doors and rear window 
wing vents. An electric clock, cig- 
arette lighter and padded instru- 
ment panel are standard equipment. 

The car has a 259.2-cubic-inch V-8 


but saved their raves for the new 
truck line. They said the truck 
order situation looks excellent. A 
lot of curiosity is being shown 
also in the Lancer. 

The big car was praised for body 
style, interior and the new head 
lamps. Sales were closed in the first 
few days with pleasing regularity. 

Buick dealers said they believe 
the ’61s will give them a better 
crack at the market than last year, 
with the Special bound to bring in 
customers in a class they haven’t 
been able to contact before. 

About the only sour grapes came 
from Pontiac dealers and this was 
attributed to a reluctance to make 
any change from last year’s popular 
entry. However, public reaction was 
reported highly favorable. Publicity 
of the new Tempest was bringing 
many into the showroom, 

Overall reaction to the Oldsmo- 
bile and the F-85 was favorable. 
Dealers classed the model as the 
best in at least two years. They 
said they hope to bring in some 
customers who stayed away be- 
cause they liked the models of two 
and four years ago better than the 
1960s. 

Dealers in the low priced three 
were generally in agreement that 
the economy trend is continuing 
and perhaps growing stronger. The 
medium priced dealers had mixed 


opinions. 
—Sreve STiLi 
7. 


St. Louis 


S A result of extensive model 
changes and intensive adver- 
tising on radio and in print, the 
1961 car sales got off to a fine start 
in the Metropolitan St. Louis area. 
One St. Louis Oldsmobile dealer 
sold a “half dozen” F-85s. 

In East St. Louis, Frank J. Hauss 
sr., a Chevrolet dealer for over 42 
years, reported he already had or- 
ders for 20 new cars a week before 
the announcement date. 

“In fact, for the first time he 
even had orders for used cars. 
There were several firm requests 
for ’58s and ’57s.” 

As for ’60s, Hauss Chevrolet had 
only a 15-day supply and the stock 
was quite picked over. In the used- 
car situation, the supply was even 
thinner, Hauss was down to seven 
units, in comparison with a normal 
stock of 60. 

Commenting on the public’s buy- 
ing behavior, Huss declared: “Peo- 
ple are trying to spend their money 
more wisely and judiciously.” 

Kribs Ford City, in Northern St. 
Louis County, is celebrating two oc- 
casions—the announcement date 
and the grand opening of its new 
3%-acre location. 

Bill Kribs, president, reported an 
“excellent reaction” to the new cars. 
He, too, was very pleased with the 
’6ls and three cars, two regulars 
and one compact, were sold half- 
oo through the announcement 

ay. 

Kribs added that the company 
just had the biggest month of the 
year on Galaxie, the most expen- 
sive unit, indicating that the price 
wasn’t the main consideration. 

The ’60s stock was below normal 
and the used-car supply in good 
condition. 

“Feel bullish about the auto but 
the market remains to be seen,” 
Kribs asserted. 

An official of Ray Rixman, North 


Peoria, Ill. 


NUSUAL interest in the 1961 
cars is apparent in Central Il- 
linois. 

“Thousands of people” flocked to 
Key Motors, in “good, steady 
crowds” to see and buy—new Dodge 
Polaras, Darts and Lancers, report- 
ed Art Pothuisje, general manager. 

e thing about it,” 
he added, “they came in to look 
at the Lancer, liked it, then 

t the one with all the ex- 


bough 
tras.” Still, he said, they seem 
very much interested in economy 
and the size of the automobile. 
Pothuisje said he had many com- 
ments on quality assembly. 

“We originally had quite a little 
‘wait and see the others’ feeling, 
but found that it tapered off about 
the third day,” the dealer com- 
mented, “and then people were 
buying ours.” Pothuisje, president 
of Peoria Auto Dealers Assn., re- 
lated one of the most important 
things he was seeking was a pat- 


tern for the various Dodge cars.|. 


When it developed in the first few 
days, it indicated that Lancer could 
be 40 to 45 percent of the overall 
business, he said. 

He added that he kept some ’60 
models in the shop along with ’'61s 
which he couldn’t get on the floor 
and all were selling. Dart’s middle 
line seemed to be the most popular 
seller again. 

With a single Polara, Pothuisje 
had to take orders. “Comments 
were fabulous,” he related, “and 
we sold them, which surprised us.” 


of Peoria Ford, said reception of 








engine that develops 180 horse- 
power, and a 289-cubic-inch, 210- 
horsepower unit also ig available. 
Powers packs are offered for both 


engines. 
* 
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Larger Lark Offered for '61— 






St. Louis Dodge dealer, said that 
a couple of Lancers have been sold 
~3 that consumers “seem to like 
t.” 

“We are all enthused about it, 





The Lark Cruiser, a V-8 four-door sedan with a 113-inch wheelbase, joins the Stude- 


Warren Farr, general manager | boker line for '61. It has special upholstery, front and rear carpets, door pockets, rear 
seat center arm rest and rear window wing vents. 







VW Adds Dealership— 


Ready for business at new Volkswagen 
dealership is T. R. Corazza, second from 
left, president, Riviera Imported Cars, Man- 
hattan Beach, Calif. Samuel Weill jr. of 
Competition Motors Distributors, Los An- 


geles, congratulates Corazza as Robert 
Burlan, left, and Joseph Metz, right, Volks- 
wagen of America zone representatives, 
look on. 


and think 1961 will be better than 

1960.” 

In South St, Louis, Gilbert Buick 
termed the new Special “quite an 
auto that will be a tremendous aid 
to Buick dealers. We will have a 
better year, without question.” 

In suburban Pagedale, Ben Step- 
man said that three 1961s were de- 
livered, all Darts, and “we weren’t 
even trying to sell them. We have 
71 ’60s which we are trying to liqui- 
date.” 

“The more I look at the ’61s, the 
more I like them. I think that Dart 
will sell better than 1960.” 


As to buying habits, Stepman, 
president of the concern, declared 
that people are still asking for six- 
cylinder motors. The used car in- 
ventory, normally 178, is down to 
62 cars now. 

In East St. Louis, John Bundy, 
president of Bundy Olds, Inc., 
asserted there were 20 unfilled 
orders because of the radical 
change in the car. 

“We have two confirmed orders 
for the F-85. The public reaction is 
terrific and I think it’s a real 

honey.” 

Both the new and used car in- 
ventories are down. Bundy expects 
1961 to be as good as 1960, “profit- 
wise.” 

Norman Carson of Carson Pon- 
tiac, in South St. Louis County, said 
that the Tempest “should be extra 
business; it is the finest compact 
because of the new transaxle.” 

Carson reported also that his 
stocks of ’60s were going down for 
a nice cleanup. 


—Jack BERNSTEIN 
+ 


* * 


New Orleans 


Was the majority of dealers 
in New Orleans are looking for 
about the same business in ’61 as 
they enjoyed in ’60, there are a 
few isolated dealers who believe the 
picture will not be good. Not a 
Single dealer predicted that busi- 
ness will be better in ’61. 

All stated that business will be 
rough and many have already 
started to get their’ houses in 
order for the unpredictable ’61. 
All are shaving expenses. 

The dealers are confused. In 
reality they don’t know what to 
expect. The dealers like their in- 
dividual cars, but they say that 
doesn’t mean a thing—the public 
will have the answer. 

A few dealers are much con- 
cerned about the economy of the 
country. One went as far to say, 
“We are in a depression.” Others 
are of the opinion that the slump 
will be over after the presidential 
election and when members of the 
United Nations leave New York. 

The majority of dealers don’t 
think that the smaller or com- 
pact cars will give them a greater 
volume. They contend these cars 
will give them a better potential 
of the market. Many are afraid 
that the smaller cars will “eat 
into” the conventional models. 

Dealers in the medium- and low- 
price fields believe there is still a 
tendency of economy among buy- 
ers. 

One dealer expressed the opinion 


that the factories are over-pro- 
ducing. 
—Gorvon HEBERT 
+ * 


Los Angeles 


UBLIC reaction to ’61s shown in 

Los Angeles was something less 
than door-busting. Most units hit 
the floor without much fanfare. 
Newspaper space was conspicuous 
by its sparseness, Accordingly, 
early shopping crowds were numer- 
ically small. With fair reason. 
There was little to tempt the com- 
pact shopper. He’d seen them before 
and could wait to check the new 
ones, 

Big cars were offering less 
bulk and more conservative styl- 
ing. But introduction business 
was moderately good, as those 
shoppers who showed were more 
interested in buying a car than 
in killing a few hours wasting 
some salesman’s time. 

There seemed little question that 
buyers were economy-minded. But 
not necessarily compact-car mind- 
ed. Dealers found sharp buyers 
weighing pros and cons of compact 
wheels, or a standard car for just 
a few dollars more per month, with 
the standard car on top more 
often than not. Compacts sold were 
those going to buyers who came 
in for a small car, or a second car, 
and would have nothing else. 

No two dealers agreed on what’s 
in store for the ’61s. Through all 
comments ran a thread of concern 
for general business conditions, 
plus awareness that with almost 
every dealer selling a full line of 
cars, in every price class, competi- 
tion will be fierce. Some believe 
such competition will stir up new 
business. Others are equally sure it 
means death to any deal without 
an aggressive sales force. 

Most liked in Los Angeles 
were: Ford’s 12,000 mile warranty 
and “greaseless” chassis, Chevro- 
let’s Corvair wagon and Green- 
brier sports wagon, Plymouth’s — 
improved styling and Valiant’s 
brighter trim, Mercury’s new 
price and size, Dart and Dodge 
design, Pontiac’s square look, 
Chrysler’s Newport price struc- 
ture, Oldsmobile and Buick con- 
servative styling, Rambler’s 
American sharpness, and Lark’s 
restyle job that didn’t kill value 
of ’59 and ’60 Larks. 

Least liked on the new cars: 
Mercury’s unnecessary six, Ford’s 
rear grille, Chrysler’s tilted head- 
lamps, Plymouth’s bagatelle grille, 
Buicks that look like Oldsmobiles, 
Olds that resemble other GM me- 
dium-price car, Pontiac’s too high 
rear springs, and high inventories 
needed to carry a representative 
stock. 

From compact standpoint, Fal- 
con, Valiant, Corvair and Comet 
dealers were happy to have more of 
the same to sell. Corvair men had 
extra bubbles of enthusiasm for 
their new wagons. Olds and Buick 
people were getting used to their 
little car. Shoppers liked both the 
Special and F-85, but how it can 
be handled on the same floor with 
a good-looking standard is a major 
worry of B-O-P dealers, Pontiac’s 
Tempest was not out, so Pontiac 
dealers were selling features and 
photographs to early orders, Lancer 
failed to pull crowds, but is ex- 
pected to do better later. More 
powerful engines in compacts are 
making salesmen happy, No longer 
need they apologize for sluggish 
performance. 

Salt and pepper: 

“Our 1961 restyling will get some 
Plymouth business back from 
Dart,” says Dave Brenner, of Bank 
Plymouth. “But we may lose Val- 
iant sales to Lancer.” 

“There’s going to be a helluva 
compact battle in 1961. ’'m gear- 
ing my selling to Plymouth, 
which igs something I can make 
a dollar with,” says Bud Barish, 
of Max Barish, Chrysler-Plym- 
outh-Imperial. 

Mel Alsbury jr. (Chrysler-Plym- 
outh-Imperial), says, “Our 61s are 
rolling off the trucks in good con- 
dition. Quality of construction and 
coachwork is great.” i 

“Never before have we had every- } 
one selling in the same price class,” | 
said George Wagner, of Earle C. 
Anthony (Lincoln-Mercury). “This 
calls for more intelligent selling 
than ever before.” 

Roger Bacon, of Bacon Sales 
(Ford), says, “Compacts were de- 
signed to compete with the imports’ 
when standard cars became too big. 
Now that standard cars are becom- 
(Continued on Page 115, Col. 1) 
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But ’6l1s Are Well Received .. . 


Hard Selling Needed, 
Dealer Survey Hints 


(Continued from Page 114) 


ing smaller, they may well shove 
compacts back in 1961, just as com- 
pacts shoved imports back in 1960.” 

“We've Mercurys now that should 
take back some of that compact 
business,” claims Wayne Bowen, of 
Roche’s Lincoln-Mercury. 

“It’s going to be competitive as 
hell,” says Eddie Drumheller, of 
Mauer Pontiac, “But with Tempest, 
we're in the driver’s seat with true 
innovations to sell.” 

“The dealer who merchandises 
his F-85 as a new car, and doesn’t 
feed it off the Dynamic 88, can 
make money in 1961,” suggests 
Bob Morrow, of Murphy Oldsmo- 
bile. 

John Ervin, of Bellwood Chevro- 
let, wonders, “What are-we going 
to do with import tradeins? Some 
of that stuff igs really iron.” 


—WILLIAM CARROLL 
« * o 


Seattle 


Ae a@ good many of the 
new 1961 models had not at this 
writing made their formal appear- 
ance, Seattle area new-car dealers 
report excellent public reaction in 
cases where showroom introduc- 
tions have been made and consider- 
able anticipation over those models 
still to be shown. 

Dealers, themselves, are enthusi- 
astic over the 1961 offerings put in 
their hands by the factories, 

With the economy trend by buy- 
ers continuing strong, Buick, Pon- 
tiac and Oldsmobile dealers are 
particularly happy to have now the 
new smaller cars in those lines. The 
Buick Special, Pontiac Tempest and 
Olds F-85 were yet to be seen by 
the public at large, but reaction 
noted at private previews indicated 
that interest in and liking of these 
cars will be high. 

Dealers report a good many 
sight-unseen orders for the new 
cars, and, in fact, more than a 
few side-door deliveries have 

been made. 

Dealers like the simpler, cleaner 
lines and subdued adornment that 
prevails in most of the 1961 models. 

—MartTIN TREPP 
a7 * * 


Milwaukee 


pea report favorable reac- 
tion in Milwaukee. 

Ray Boettcher, sales manager of 
Frascona Buick, said: “We are very 
enthused over the 1961 model. We 
believe it is a very salesworthy 
car; styling is excellent. The Spe- 
cial will do a lot of good for us. 
We expect 1961 to be a much better 
year than 1959.” 

Wally Rank, Rank & Son 
(Dodge-Plymouth), says: “We had 
an excellent response to the unveil- 
ing of the new models. The traffic 
stirred up by our big promotion of 
the new cars seems to be continu- 
ing strong. 

“Plymouth, Dart and Lancer 
stirred up considerable interest— 
especially in the wagons. The 
public likes the restyling of the 
Dart. They also like the radical 
change in the Plymouth. 

“We sold 12 new cars the first 
day, We are selling as many 8s as 
6s so far—so, it is hard to tell if 
the economy trend is responsible 
for sales as yet.” 

Jim Hug, sales manager, S. & R. 
Motors (Mercury), said “We're con- 
vinced we've got a real hot car this 
year, The 12,000 mile or one year 
warranty on Mercury and Comet 
will encourage a lot of hold-backs 
to buy now. The big number should 
be the 600 Mercury because of its 
competitive price. There is still a 
very marked economy trend among 
car buyers.” 


Walter Laev jr. Walter Laev 


} Ford, Inc.: 


“The public is extremely en- 
thusiastic over the new Fords, 
and so are we, After having driv- 
en it and tested it, I’m really 
happy about prospects.” 

What about the extended war- 
ranty? “It won’t be the tremend- 
ous selling tool some dealers think. 
But it will have a tendency to bind 
the customer closer to the dealer 
after the car is bought. To me, that 
is its main advantage.” 

He likes the cleanliness of the 


design, thinks it is the ’61gs best 
feature. 

Also, economy. “Yes, there is still 
a lot of interest in the Falcon and 
its economy.” 

Earl Smith, general manager, 
Humphrey Chevrolet: 

“Very favorable reaction from 
our own men who have seen the 
new Car, as well as good comments 
from those competitors who have 
seen it. 

“We're going to be one of the 
hot cars of the year.” 

Features he likes: Trunks are 
bigger; more head room, and high- 
er seats. 

“Yes, there is still a strong econ- 
omy trend among customers, Sales 
are going up on the Corvair, This 
leads me to believe the trend will 
become even stronger.” 

Problems for ’61: “The public will 
require more selling; the public is 
going to be mighty confused with 
all the new claims. I’m glad that 
Chevy is among the last to intro- 
duce their models this year.” 

a7 oe + 


South Bend 


W models which have been 

shown here have met with en- 
thusiasm for the styling from both 
the buying public and dealers. The 
rear-end treatment of the Dart, the 
raised front end on the Ford, re- 
turn of the big taillights on the 
Ford, lower lines of the Lark were 
mentioned as being points in styl- 
ing which the public likes. 

A Lark dealer said women were 
showing enthusiasm for the Lark, 
especially its easy handling. 

There is a definite trend toward 
economy. This most often takes 
the form of choosing a six rather 
than an eight, standard shift 
rather than automatic, while still 


Competition is expected to be 
stiff, but as one dealer points out, 
this may mean better selling efforts 
and thus better sales. Sales-train- 
ing sessions have produced greater 
enthusiasm than usual, most deal- 
ers report. 

One Ford sales manager, while 
admitting that the local market 
was not as good as it might be, 
said he expected to get a better 
percentage of the market because 
of the major changes in styling and 
such things as the return of the 
two-door hardtop and the wagon 
line which might mean sales of the 
1961 line would end as good as they 
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Dealer of the Year— 


Nelson W. Krogslund (Cadillac-Olds- 
mobile), left, Middletown, N. Y., receives 
the “dealer of the year award" from 
President Walter E. Heingartner, right, 
Brooklyn, at the 37th annual convention 
of the 2,000-member New York State 
Automobile Dealers, Inc., held at Kia- 
mesha Lake, N. Y. 


would have been in a better mar- 
ket period. 


Buffalo 


For the most part, public reac- 
tion to 1961 models in this area 
has been favorable, Dealers report- 
ed keen anticipation in advance of 
new model showings. They received 
numerous inquiries and requests 
for “advance information.” When 
covered new models arrived at 
dealer showrooms, they generated 
strong interest. 

Many consumers were reported 


older garages. 

Showroom visitors also expressed 
pleasure over increased head room 
in some cars—a cause for com- 
plaint on some 1960s. Toning down 
of extreme style departures, such 
as the Chrysler fins, was well ac- 
cepted. Consumers generally seem 
to be in a mood to buy cars of 
more conservative styling and 
cleaner lines. 

Dealers for the most part also 
are enthusiastic about the new 
models. They think that cars as a 
whole are styled more attractively 
than last year. They like the sim- 
pler, cleaner lines of many cars 
and feel the style picture has more 
uniformity and stability this year. 

There are divided opinions among 
Buffalo dealers as to the position 
of the compact in 1961. Some deal- 
ers feel the compact will continue 
to grab an increasing portion of the 
market—perhaps as much as 50 


i} percent. Others feel the consumer 





Dealer Aids Hospital— 


Valley Presbyterian Hospital receives 
additional support for its building program 
as H. H. Prentise, Van Nuys (Calif.) Chev- 
rolet plant manager, presents a General 
Motors Corp. check for $15,000 to Martin 
Pollard (Chevrolet), president, VPH direc- 
tors. Assisting in the ceremony is Glenn 
Weigand, also a member of the board and 
plant manager of the Fisher Body Divi- 
sion. Pollard, whose modern ideas have 
been one of the reasons for the success 
of the werld famed hospital, picked up the 
check in the 1922 Chevrolet thet was pop- 
vier whea he first entered the aute busi- 
ness. 


interest in compacts hag levelled 
off and may even recede a bit. They 
doubt that compacts will take more 
than 35 percent of the 1961 market. 

A number of dealers reported 
that customers who bought com- 
pacts during the past year are 
disappointed over lack of big-car 
features and failure of compacts 
to produce expected economies. 

These people plan to return to 
the big-car market this model 
year. 

But many motorists still appear 
economy-minded and they are ex- 
pected to want smaller cars in 
1961, The trade here looks for some 
swing away from the smallest com- 
pacts to “larger” compacts which 
give more room and riding com- 
fort. They also expect that the U.S. 
compacts will make sharp inroads 
this year on sale of imported cars, 
a trend already very noticeable 
here. 

A dealer for one popular priced 
car predicted a 20 percent gain in 
his regular size car sales in 1961, 
with compacts holding just even. 

One dealer said he looked for a 
“very confusing” automobile year— 
for the dealer and the consumer. 
He said there now are so many 
models on the market in various 
sizes that the average customer 
may not know which way to turn. 
This very confusion may hurt sales, 
he said. 

This dealer said he hoped the 
trade would break away from the 
“panic type” gelling that has mark- 






ed the cleanup on 1960s here. Un- 
less this type of selling changes, 
the new year will be a less profit- 
able one for dealers, he added. 
Several dealers agreed that 1961 
will be a “good but very competi- 
tive” year for the industry. A 
couple displayed anxiety over re- 
cent weak spots in the general 
economy and said they feared a 
1961 recession which would cut into 


ently have the money to spend. 

Dealers hope to arrest the econ- 
omy trend among customers by 
putting greater emphasis on their 
regular-size cars. There will be less 
promotional activity on the com- 
pacts this year, it was indicated, as 
dealers try to lure more customers 
back to the larger cars. 

New style departures in standard 
size cars are expected to help in 
this project. Some dealers plan to 
use the sales pitch that regular 
size cars actually don’t cost much 
more to operate than compacts. But 
they will have the compacts on 
hand for that segment of the trade 
that demands smaller cars. 

—Georce E, Toies 


Midwest 


A’ pessimism to the contrary, 
aggressive dealers may find the 
silver lining to business clouds in 
the sale of compacts. New compacts 
point the way to dealer profits, ac- 
cording to several dealers in Mis- 
souri, Kansas and Nebraska, who 
have had a full year of compact 
selling—Falcon and Valiant, partic- 
ularly, since these represent off- 
spring of the regular deal, rather 
than a dual deal with another 
manufacturer, such as Rambler. 
Virtually ali the Rambler dealers 
in this three-state area report good 
success with the Rambler series. 
About the same in somewhat lesser 
degree goes for the Lark. 
Run-of-the-mill interviews with 


considerable on the 
new compacts General Motors 
Chrysler. But digging deeper, 


brings up better news. 

Most of the pessimistic thinking 
is based on theory and the practical 
success developed by dealers with 
a@ year’s experience is based on ac- 
tual selling experience. There has 
seldom been two problems in the 
retail auto industry that were so 
diametrically op 

In the line of defeatist thinking, 
dealers tel] me that the Buick Spe- 
cial will damage the Chevrolet 
market, that the Ford Falcon has 
already reduced the sale of higher- 
priced Fords, and that the Comet 
has stolen sales from Mercury and 
Lincoln, and the Valiant took a 
heavy toll in Chrysler and Imperial 


buyers. 

Some Dodge dealers reported 
that the new Lancer had already 
killed interest in the big Dodges 
and that Dodge regulars lost 
sales to the Dart last year. 

Another complaint by dealers is 
that the profit potential in the com- 
pact unit is less than $300, but this 
figure being so commonly reported, 
is not a correct figure. Some deal- 
ers have reported this in error, 
based on an estimated invoice price. 
Others have based it on a stripped 
down model with no accessories. 

The correct markup is nearer 
$450 and in some cases a little over 
$500. Dealers now going into com- 
pact selling for the first time 
should know that the stripped, 
cheapest, no-accessory models, are 
not selling and apparently will not 
sell. For example, the straight-stick 
Valiant with no luxury trim was 
outsold almost 10-to-one in this ter- 
ritory. In fact, some of the cheap- 
est models almost become distress 
merchandise, while the better mod- 
el, V-200 was a seller and a money- 
maker, 

Some of the psychology of the 
compact buyer seems to be that 
since he is buying a much cheap- 
er basic unit, that he can there- 
fore have all the luxury accesso- 
ries that he wants. 

Here is a factual report from a 
Chrysler dealer who made a big 
success of his entire line with the 
’60s, with the figures taken from 
his books. He is in the fringe of 
a metropolitan area and his compe- 
tition from his own make and other 
makes ig stupendous. 

His Valiant sales were estimated 
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at the time of the late introduction 
of Valiant as 50, His sales were 97. 
He expects to sell 100 in ’61. 

His Valiant sales “knocked the 
hell” out of Plymouth gales, “But 
I must admit,” he said, “that the 
chief losses were from customers 
who said they didn’t like the fins.” 
He anticipates an increase in Plym- 
outh sales with the new Plymouth 


look. 

His breakdown on net profits 

is: Valiant, $109; Plymouth, $78; 
all models, average 
$104; Imperial, $354. 

He said he sold Valiants at the 
rate of 2% times to one Imperial. 
He pointed out that this on the 
average delivered a net of $272.50 
for 2% Valiants against a net of 
$354 for one Imperial. 

He told Automotive News that 
the average Imperial customer buy- 
ing an average $7,000 worth of au- 
tomobile, uses up more than $100 
worth of “Tender, Loving, Care.” 

This was not construed as a com- 
plaint but only to point out that 
Imperial buyers usually trade in 
comparable cars, they are accus- 
tomed to demanding the best in 
product and treatment, so that they 
get hundreds of dollars worth of 
attention from all employes plus 
intangible concessions, so that at 
least $100 can be written out of the 
net. He also pointed out that Impe- 
rial-class buyers exact more pounds 
of flesh in warranty and border-line 
warranty claims. 

In comparison, he reported, the 
Valiant buyer asks for little at- 
tention, hag few warranty trou- 
bles, buys the car for utility ra- 
ther than show or prestige, and 
makes a much better all around 
customer for the dealer. 

From a business standpoint he 
said that he is turning over his 
Valiant merchandise 2% times fast- 
er than Imperial, at least twice as 
fast as his Chrysler and Plymouth 
lines, and consequently on the basis 
of turnover is earning more on his 
capital. He can carry 2% Valiants 
for the cost of carrying one Impe- 
rial. 

Almost all dealers using floor 
plans are complaining about floor 
plan interest costs and the fact 
that a slow seller on the floor can 
soon eat a hole in the potential 
profits, On this basis, the Valiant 
when floor planned became an im- 
portant producer. 

This dealer reported that he 
could do 10 times the gross on the 
same investment with the compact, 
which puts a different light on in- 
ventory troubles reported by many 
dealers now faced with adding 
some new horses to the stable. 

How bad hurt are the top lines? 

This dealer reported that his 
sales of Imperials had not been 
damaged in the least. 

“The Imperial buyer is not going 
to quit buying Imperials and buy 
Valiants but he may buy one or 
two Valiants for other members of 
his family. That has been our ex- 
perience,” 

This dealer reported a tremend- 

(Continued on Page 136, Col. 1) 







Greeting a New Member— 


Edward Jackowski, right, who has 47 
years of service with White Motor Co., 
pulls a switch and welcomes Robert F. 


Black, left, White board chairman, into 
the White old timers club at the group's 
annual baseball outing in Cleveland's 
Municipal Stadium, This is Black's 25th 
anniversary yeor with White Motor, mak- 
ing him eligible to become an official 
member of the truck aqutagume firm's 
old timer group. 
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The Voice of the Customer .. . 
How Service Can Be Improved 


very rare that it takes as long | dealers want you ag customers 


Eprror’s Nore: Auto dealers 


customers think of service? What 
can be done to improve service? 
Below are comments gathered 
through the new owner-relations 
department of Chevrolet, headed 
by Mack W. Worden. Names are 


deleted. 
‘I WOULD consider the delivery 
initially of a completely “de- 
bugged” car as the most important 
service, It takes a lot of salesman- 
ship to patch up owner-identified 
bugs.”—Seaford, Del. 

“The question just asked is a 
hard one to answer. The dealer 
here and the people who work for 
him have been very nice. The serv- 
ice has been of the best.”—-Wins- 
low, Me. 

“I think book rates are too 
high for service charges, It is 


as is allowed in book.”—Lubbock, 


“Good service and give you what 
you are supposed to get, and keep 
their word.”—Hartford. 

“Faster service. The Chevrolet 
dealer here hag more work than 
they can handle."—Calhoun, 8. C. 

+ 


“GINCE 1949 I have had five new 
Chevrolets from three differ- 
ent dealers. The service I got from 
all three was very poor. Friends of 
mine have turned to other cars 
due to dealer’s service.”—Bernards- 
ton, Mass. 

“Keep their garages neat, a good 
stock of parts and accessories— 
well trained mechanics.”—Fort Bar- 
rington, Mass 

“Take an interest in the cus- 
tomer after he buys. We found 
service departments poorly train- 
ed, uninterested and discourteous. 
Chevrolet ought to see how Ford 
dealers act, The two are as dif- 
ferent ag day and night. Ford 


the next time you buy a — ap- 
parently.”—Villa Park, Ill. 

“Chevrolet service is very good. 
I get my work done elsewhere (us-. 
ually one-man shops) because it 
costs about half as much.”—Mt. 
Vernon, Wash. 

“To correct and repair new cars 
that are the so-called ‘lemons’-—for 
bad news travels a a faster than 
good news.”—Lisle, Ill. 


Customer Reminder 


_—. a running record or chart 
on each regular customer’s car 
and service done and due on same.” 
—San Francisco. 

“If more dealers would put their 
mechanics on salary instead of per- 
centage, the quality of work would 
improve, especially on servicing 
new cars.”-—Chesterton, Ind. 

“Major complaints: Overcrowded 
service facilities. Remedy: Enlarge 
and make arrangements for easier 





A Bag of Gasoline— 


The nylon and rubber “Jerribag" held 
by pretty British motorist contains four 


gallons of gasoline. It weighs only 1) 
pounds and can be laid flat or rolled when 
not in use. 


service by having pickup and deliv- 
ery service.”—Rye, > 
* * a” 
ee and keep better trained 
mechanics who will actually 








HOW TO GET 


PIAIANIVIARE 
VUNVIVIVE 


) ATTENTIO 


FOR YOUR 


AUTOMOTIVE 
ADVERTISING 








The News-Call Bulletin—San Francisco's One and Only great 

evening newspaper—delivers more circulation in the prime 

market area of San Francisco, San Mateo and Marin than any 
other daily newspaper. 








Your advertising gets UNDIVIDED ATTENTION—total coverage 
of the San Francisco market's entire evening newspaper reading 
audience . . . and the News-Call Bulletin consistently carries 
more automotive advertising than any other San Francisco daily 
newspaper. 


Incidentally San Francisco has the highest* effective buying income 
per capita of any county in the U.S.A. 
Shouldn't more of your advertising be concentrated in the 


*Sales Management Survey 
of Buying Power, 1900. 
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NATIONALLY REPRESENTED BY MOLONEY, REGAN & SCHMITT 


try to repair your car rather than 
just create a big bill.”—Spokane. 

“Treat new owners who are 
bringing cars in for service within 
the warranty period as if they 
would be cash customers.”—Phila- 
delphia. 

“I, in the past, had always liked 
to talk to the mechanic who was 
actually going to perform the 
work, I¢ seems that the dealers 
are getting away from the ‘per- 
sonal’ touch.”— 

“Since I have been in the Navy, 
my living has not been in one 

community. This means I am gen- 
erally a stranger to any particular 
dealer. I feel that the attitude of 
most service managers leaves much 
to be desired. I know they are 
harassed, but feel that more cour- 
tesy and consideration to the cus- 
tomer’s opinions and gripes, even 
though unfounded, would go a long 
way to making the customer hap- 
pier. You know the old saw: You 
can catch more flies with honey 
than with vinegar.”’—Levittown, Pa. 

“Give truthful information as to 
service required with a moderate 
price for said service, Dealers are 
now getting an exorbitant price for 
service rendered in most instances, 
such as parts and labor with labor 
very excessive.”—Chicago. 

“1. Closer touch with factory 
service specialists so that irritating 
problems can be quickly solved 
without many trips in for service. 

“2. A warm, friendly welcome to 
people in showroom, no matter 
who, treat people like visitors . . . 
in a home rather than .. . ‘It’s 
your turn to take this customer,’ 
People who feel at home will be 
more trusting and loyal.” — Sche- 
nectady, N, Y. 


* * 


More Specials 

THINK more Chevrolet service 

departments should run specials 
at certain times of year on tuneups, 
brakes, alignments, etc. Would cre- 
ate more business for their depart- 
ment and also remind owners of 
cars to take advantage of their 
specials.”’—Long Beach, Calif. 

“From a woman’s view—be more 
courteous, and above all, do the 
work you pay to have done and 
do it right. Rarely ever do I get 
the work done as it should be. I 
always have to take it back second 
and third time.”—Nashville. 

“Outside of a Chevrolet dealer 
one cannot get a job done such | 
as body repairs and paint that | — 
will match or stay on.”—St, Paul. 

“A dealer needs more ‘service 
managers’ or individuals to whom 
an owner can meet when entering 
service department. The _ service 
manager cannot spread himself too 
thin for too many customers, be- 
cause he then cannot do justice to 
all.”—Buffalo. 

“More advanced information on 
new models and their equipment. |: 
Cleaner work shops and work §| 
benches.”—Grand Haven, Mich. { 

- * * ( 


x AM PRETTY well satisfied 

with the service at Hunter Mo- 9 | 
tor Co., Anderson, Indiana, at pres- 9 , 
ent time.”—Arcadia, Ind. 

“1. Don’t overload service 
charges. 2. Don’t overload new cars 
with extras. 3. Charge by the hour 
—not by the book. 4. Avoid dupli- jt 
cation of charges. 5. Authorize }! 
dealers to make adjustments for | ¢ 
defective parts.”—Harrisburg, Pa. 

“Their new car salesmen -are 
lousy. I am a Chevrolet man, I 
was in the market for a new 
Chevrolet since 1956. I am a serv- 
ice man for a vending machine 
company. When the 1956, 1957, 

1958, 1959s came to your dealer’s 
showroom I was on hand to look 
them over, but I made the mis- 

















take of going in there in my work 
clothes, and those salesmen treat 
you like dirt under their feet. In 
fact, they just don’t notice you 
unless you are dressed like a mil- 
lionaire. In my book, I think 
anybody is a prospect, no matter 
how they are dressed.”—Topeka, \ 
Kans. | 

“Little things that irritate cus- 
tomers could be fixed by any dealer § ¢.: 
at a very small cost.”—Nashville. |p 

“Take just a few minutes more | 
and do a thorough, completely fin- } | 
ished job. Feeling persists that the] | 
shop schedule is most important 
and job comes second.”—Bethel, 
Kans. 

“1. Regular followup in spring | 
and fall by mail or telephone. 2. 
Call for and pickup cars to be 
worked on. 3. Furnish suggested 
prices for normal spring and fall 

(Continued on Page 117, Col. 1) 
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The Voice of the Customer ... 


How Dealer Service 
Can Be Improved 


(Continued from Page 116) 


inspections, oil changes, etc.” 
Fairfield, Conn. 


* * * 


No Vague Promises 


7 the salesman not to prom- 
ise (some things) he cannot 
take care of when needed, and the 
shop supervisor thinks he is get- 
ting part of his own expense when 
all he has to do is write to the 
company.”—San Elizorio, Tex. 

“Service —no constructive ideas. 
Sales—stop the asinine advertising 
‘overstocked—must sell 100 cars 
this weekend,’ etc., etc. Anyone 
with any intelligence knows these 
are lies, Also, have salesmen quote 
total purchase price, not ‘$67.80 per 
month.’ Stop padding tradein of- 
fers and then jacking up sales 
price. In general, quite trying to 
snow the public.”—Tulsa. 

“1, Have factory backing on 
defective parts and faulty assem- 
blies, 2, Better attention to new 
car adjustments, 3. Eliminate 
customer run-around on check- 
ups. 4. Take the attitude that he 
built the car and act on it!”— 
Glen Ellyn, Tl. 

“1. Be willing to correct discrep- 
ancies without causing customers so 
much unnecessary trouble. 2. Ap- 
point someone to assume responsi- 
bility for each customer’s service 
satisfaction. 3. Discontinue use of 
sales manager routine as an instru- 
ment for double-talking on subject 
of price of car.”—Decatur, Ga. 


“Charge less for parts—chrome 
trim and taillights too expensive. 
Service slow, due to too much bus- 
iness.”—Villanova, Pa. 

* Oo + 


T= could give faster 
service on minor repairs rath- 
er than keep your car the entire 
day.”—Nederland, Tex. 

“Specifically, I think Chevrolet 
dealers are doing a good job in 
reaching the public.” — Flowery 
Branch, Ga. 

“Our Chevrolet dealer has always 
given us good service.”—Au Sable 
Forks, N, Y. 

“Interest in the customer and 
his car needs. More precision in 
their work.”—Glendale, Calif. 


“By giving prompt attention to 
the customer and his needs and by 
being sure the work on his car is 
thorough before it is turned back 
to him.”—Pequot Lakes, Minn. 

“I don’t think we Chevrolet own- 
ers are getting the kind of check- 
up and service that we should have 
to get the best service from our 
cars.”—Bear Creek, Ala. 

* * om 


Better Make-Ready 


” BETTER check of new cars 
before letting them out to the 
owners.”’—Eppingham, Il. 

“Have service managers be a lit- 
tle quicker to wait on customer. 
Have mechanics move a little fast- 
er.” —Bridgeton, N. Y. 

“Have their new cars in tip-top 
shape before final sales.”—Mena, 
| Ark. 
“By inquiring at periodic inter- 
vals of the owners as to their 
comments.’’—Maine, N. Y. 


“Keep showing the Chevy car— 
it is a very good car.”—Alton, R. I. 
i *” * at 
UST to have some interest in 
a customer after he has 
bought.”—Kansas City. 
“T think that it is important that 
the new-car owners receive satis- 
i factory service on a new-car guar- 
jantee, and to see to it that the 
} adjustments are made satisfactori- 
| ly.”—Pittsburgh. 
“I have never had anything but} 
| excellent service.’”’— Punxsutawney, 
Pa, 


ns 


“ 


: “I have no complaints, dealers | 
have been very fine to me, Serv- 
ice has been good.”—Kansas City. 
“Place new cars in better shape 

before delivery. It ig my feeling 

that the dealer tries to make money 
on the service allowance from the 
factory for new-car conditioning 

and service.”—Durham, N. H., 





“I feel a car should be serviced 


—|for one year or 8,000 miles, as both 


my ’'59 station wagon and ’59 half- 
ton pickup needed work done well 
past the 4,000-mile limit.”—Nyssa, 
Ore. 


* a * 
Night Service Request 
a EN evening hours for serv- 


ice.”—Largo, Fla, 

“Take care of small adjustments 
that are bound to show up after 
car has been driven a few thousand 
miles.”—Crown Point, N. Y. 

“Make repairs complete so that 
customer does not have to come 
back for adjustment on a previ- 
ous repair.”—Anthony, N, M. 

“To have the service departments 
stay open later in the evening or 
on Saturday.”—Fenton, Mo. 

“There is a great need for better- 


trained mechanics.” — Elizabeth- 
town, N, Y. “ 

“Parts and service departments 
open certain evenings during the 
week, Employ salesmen that are 
with a good background.”—Minne- 
apolis. 

+ ¥* + 
‘T HAVE only had dealings with 
one dealer and it seemed to me 
that his prices were out of reason 
—mainly labor.”—Fleming, Colo. 

“By having more help in their 
eee departments.” — Rockville, 

nn. 


“Be more considerate to their 
regular Chevy customers.” — Mil- 
waukee. 


“Let the customer talk to the 
mechanic once in a while, instead 
of relying on the service man- 
ager’s interpretation of a com- 
plaint.”.—New Haven, Conn. 
“Stop using the excuse that they 
are out of parts to get out of serv- 
icing new cars that are still in 
warranty.”—Lubbock, Tex, 

“Have trained managers of serv- 
ice who know how to get to the 
root of the trouble without three 
or four tries. There seems to be a 


Baby Van from BMC— 
This light delivery vehicle was developed by British Motor Corp. from Austin and 
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tendency to lay the costs on pretty | Morris 850 baby cars introduced last summer. It can carry a payload of 560 pounds 


(Continued on Page 120, Col. 1) 


and has 46% cubic feet of cargo space. 








wheels that speak 
with international 
good taste 


Working closely with the 
automotive industry for over fifty 
years, Kelsey-Hayes has pioneered 
many major advances in wheel 
and brake design. Among the 
most recent is the new integral 
cast-aluminum hub and drum, 
wherein the braking surface is 
provided by a special iron liner 
metallurgically bonded in place. 
Exposed to the air-stream, 
through a specially designed steel 
wheel, its ribbed aluminum 
structure affords maximum 
cooling for uniform, 

fade-free brake performance 

and greatly extended life. 
Kelsey-Hayes Company, 

Detroit 32, Michigan. 


KELSEY 
HAYES 
COMPANY 


Automotive, Aviation and Agricultural Parts 
Hand Tools for Industry and Home 


18 PLANTS: Detroit and Jackson, Michigan; 
Los Angeles; Philadelphia and McKeesport, 
Pennsylvania; Springfield, Ohio; New Hartford 
and Utica, New York; Davenport, lowa; 
Windsor, Ontario, Canada. 








FIAT backs up its dealers with important advantages that others 


1. Fiat is now one of the top three leading imports (non-captive). 
2. Fiat last year was among the top eight makes, foreign and domestic, in new car sales—averaging ninety units per dealer. 


THE COMPANY: 

Standing behind every Fiat dealer is one of the largest manufacturing 
concerns in continental Europe. 

And we’ve been in business many years. We were building cars in 
1899 before nearly all other existing manufacturers. In fact, Fiat won 
at Indianapolis way back in 1909. And today Fiats are sold and 
serviced in 120 countries around the world. 


THE PRODUCT: 

Over 85% of the cars sold in Italy last year were Fiats. In Germany, 
Fiat is the top-selling import. In America, Fiat has gained wide 
acceptance in just three years. 

This success is built on facts that make a hard to beat product 
sales story: 

Price: Fiat prices start as low as $1098 in New York. The popular 
Fiat 600 is priced over $200 less than comparable models of leading 
European imports. Almost $1,000 less than most compacts with 
similar accessories. 


Mileage: The Fiat 600 averages over 40 miles to a gallon of regular 
—other models even more. 

Extras: Fiat’s low initial price includes, without extra charge, such 
aecessories as heater and defroster, whitewalls, windshield washers, 
electric wipers, turn signals, undercoating, fold-down rear seats, and 
leatherette interiors. 

Selection: Fiat offers the widest selection of models and styles of any 
import or compact. A Fiat dealer can choose exactly the selection 
that will appeal most strongly to his particular customers. 

Plus: Fiat resale is high. Fiat service is of high standard. Fiat parts 
are quickly available. And Fiat offers its dealers all the factory 
training and assistance needed to give them a sound service story to 
sell their customers. 

THE MARKET: 


The import market is no myth. In spite of the flood of compacts being 
introduced, import sales this year will reach about 500,000 units, 
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can’t match. Consider these facts: 


and it is clear that a large segment of the American public has shown a need for a European 
economy car. 


THE OPPORTUNITY: 


We promise no miracles. But in view of the facts above, it’s easy to see how an alert and 
service-minded dealer can find a profitable future in a Fiat franchise. Especially since Fiat 
deliberately limits the number of dealers per area, to give each a greater sales potential and 
better protection for his investment. 

[f you are a dealer looking for a change—or an addition to your present line of cars—find 


out more about a Fiat franchise. Good openings are still available in many parts of the 
country. For complete details, write to: Dealer Franchise, Fiat Motor Company, Inc., 


500 Fifth Avenue, New York 36, New York. 


Conclusion: It makes good sense to sell FIAT! 


Fiat 2100 Sedan, $2,798* 
*Suggested Price, P.0.E. New York 
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The Voice of the Customer... 


How Service Can Be Improved 


(Continued from Page 117) proach are usually good. After the 
90-day or 4,000 miles, we start to 
pay for the car the second time.”— 
San Diego. 

“Have the highest caliber me- 
chanics for service, and fulfill 
this service when needed, Sales 
personnel. who will look to fu- 
ture sales from a person and 
not the immediate one.”—Litch- 
field, O. 

“Render more pickup and deliv- 
ery service,”—Menlo Park, Calif. 
“I think it would be wise to take 
away dealership from companies 
DUOGTE GI ooo chicsoreicscortnbiick cencieaparcctscine , and 
have only reliable, honest sales fa- 


heavy even for minor service.”— 
Philadelphia. 

“Treat customers courteously and 
promptly.”—Jessup, Pa. 


a * * 


Assure the Buyer 


rs RR. service of new cars, put on 
your best man to service the 
car. The foreman should make the 
buyer feel sure the work was done 
right.”—Kirkwood, N. Y. 

“Have a car for you to drive 
while your present car was re- 
paired.”—Greenville, S. C. 

“Be reasonable in their service 
charges.”—Long Beach, Calif. 

“Have had experience with only 
one aa ee he is very reliable : 3 
and . Just have to wait sev- , 
eral days on anything more than Hanging Decks Spe ed 
routine gas and oil change.”— | BMC Car Shipments 
Farmiand, Ind. NEW YORK.—British Motor 

“Less pressure in sales closing.| Corp. has reported a speedup of 
More explanation for necessity of| the export of its cars to North 


repairs and charges.”—San Orego,| America as a result of the in- 
Calif. vention of false decks for cargo 





“A minor suggestion, to be sure,| Ships. 
but dealers should be certain serv- Developed by a BMC subsidi- 
ice appointments are recorded. It is| ary, the “hanging decks” are 


tiers of open steel which can be 
lowered in a ship’s hold to carry 
1,000 cars and then quickly hoist- 
ed out of the way at the port 
of arrival to make room for a 
different return cargo. The new 
system gives a quicker turn- 
round of ships and lower demur- 
rage charges, said BMC. 


irritating and embarrassing for a 
customer to be asked, ‘Are you cer- 
tain you made an appointment? ”"— 
Pittsburgh. 

” * 


a complain that dealer 
prices are higher than inde- 
pendent garages and service sta- 
tions.”—Dallas. 

“Sales facilities and sales ap- 
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Wanted: A '48 


Vintage Plymouth Sought 
By Explorer 


cilities and service departments.”— | 1948 Plymouth for sale? 


San Antonio. 


“Be in a. position to obtain parts 
readily.”—Canton, Minn. 


Comment from Illinois 


“Aas well-trained person- 
nel.”—Altamont, III. 

“I've always made up my mind 
what car and what price range 
before I start shopping around. I 
dislike high-pressure salesmen. I 
want help only in finding what I 
ask for.”—Eddy, Tex. 

“Sales facilities are fine—sales- 
men good, but if anything is wrong 
after you pay and leave—service 
after purchase is very poor.”—Fen- 
ton, Mo. 

“My fuel gauge never worked 
correctly. When tank is full gauge 
registers % full. Twice the serv- 
ice department discouraged me 
from having it repaired when the 
car wag new. They didn’t have 
time. It wag never fixed.”—Phoe- 
nix. 

“They could check back with new 
car owners to see if the car is giv- 
ing satisfactory performance, Serv- 
ice after sale of car does not con- 
cern them enough.”—Spring Valley, 
Minn. 

“Check cars over good before 
selling them. Give them a good 
checkover when you bring them in 
for the 1,000 mile checkup.”—For- 
syth, Mich. 

ow * +* 


“@HOW a little interest in the 


not help him, 


for 12 years. 


one just like it, he explains. 


vehicle, 


says. 


dence, R. I.”—Strafford, N. H. 


cials.”—Baltimore. 





Once Again...Another Perfect Fit! 


Don’t settle for less than the best . . . be sure 
you get the best auto glass service. Call your 
local SHAT-R-PROOF Distributor for all of 


SHAT-R-PROOF windshields fit . . . time after 


time—after time! THAT’S QUALITY! 


Quality that you can see, feel and talk about. 
quality that has made Shatterproof the world’s largest 
independent manufacturer of automobile replacement 


glass. 


Availability and service are also part of your SHAT- | 
R-PROOF Distributor’s auto glass success story. 
This all adds up to one thing . . . your SHAT-R- 


PROOF Distributor offers you more. 


your auto glass needs. 


é | Shat'R: 


BEST KNOWN NAME IN SartTY Guage 


Fine 








Shattesproof Glass Corporation 


4815 Cabot Ave., Detroit 10, Mich. 


DETROIT.—Anyone have a new 


If so, a famous geneticist from 
Oxford University in England ig in 
the market. The manufacturer can- 


Dr. H. B. D. Kettlewell, who reg- 
ularly makes expeditions to some of 
the wildest sections of the world, 
has asked for help in finding a 1948 
Plymouth to replace the same 
model which hag served him well 


He has become so fond of his]. 
present car that he won’t be happy 
unless he can replace it with a new 


His current 1948 Plymouth has 
been his home-away-from-home on 
many of hig scientific expeditions. 
The car has carried the doctor on 
five expeditions over 50,000 miles 
through the roughest part of Africa, 
during which time he lived in the 


The car has more than a quarter- 
million miles on it and still has 
the same engine and paint job, he 


as though they were doing you a 
favor to wait on you. Such as the 
experience I recently had in Provi- 


“To encourage their customers to 
find bugs, and repair same on 2,000- 
mile checkup.”—Marquette, Mich, 

“Cleaner shops. More personal 
interest. Send out more shop spe- 


“The salesman who sells you the 
car should stick by you through the 
prospect or customer. Not act! time that the car is being serviced 























up to 4,000 miles. There seems to be 
a break between the sales depart- 
ment and the service department.” 
—Brooklyn. 

“Cut out high pressure ‘selling of 
service.’ Resort to downright ‘hon- 
est servicing.’”—New York, 

* a +. 
Price Complaint 
‘I THINK they should charge only 
for the things that are actual- 
ly wrong.”—Bicknell, Ind. 

“A more equitable charge could 
be made.”—Allegany, N. Y. 

“Better estimating service— 
called three Chevrolet dealers to 
come and estimate wreck, and 
only one showed up of several — 
calls to the other two.”—Char- | 
lotte, N. C. 

“Make a more thorough inspec- 
tion of a car before turning it over 
to a customer. My present car was 
delivered to me with a rear brake 
dragging and I discovered it out in 
the count: — distant from any 
gervice,”—-Caasaiberty. Fla. 

“They could pay more attention 
to details and do the job right the 
first time, so I would not have to 
take the car back to have the same 
job attended to again.”—Zelienople, 
Pa. 

“Be more prompt, friendly and 
willing.”—Alleman, Ia. 

+ * + 
HIS would be a hard. question 
here, for we have a fine deal- 
er here, but my idea would be for 
dealers everywhere and their help 
to meet everybody with a great big” 
‘howdy.’”—West Plains, Mo. ; 

“It is important for the sale of a 
Chevrolet to have a new car in 
good condition when it is pur-) 
chased, There should be no need) 
for adjustment as to paint, ete.” —j 
Bernardston, Mass. 3 

“Be more considerate and at | 
least attempt to develop a per- 
sonalized. business relationship 
with customers.”—Chicago, 

“In St. Louis, it is a labor situa- 
tion. I cannot think of any cure? 
except hard times, which God for- 
bid.”—St, Louis. : 

“Honest and reliable service will 
sell more Chevrolets than anything 
I can think of, When Blank dealer- 
ship fully establishes this reliable 
service, selling cars will be no} 
problem.”—Bridgeport, W. Va. 

“Have more intensive training 
programs for the mechanics. Per- 
haps even more specialization.”— 
Waverly, Pa. 

+ 


* * 


. AKE customer’s work in the 

shop on a first-come, first- 
served basis. No preference to cer- 
tain people.”—Taylor, Pa. 

“As in most businesses today, 
some dealers have become too in- 
dependent.”—Rawson, O. 

“In my dealings with Chevro- 
let dealers, I have felt that every- 
thing has been satisfactory.”— 
Peckville, Pa. 

“Hire top-notch, steady mechan- 
ics instead of the floaters. The 
floaters just don’t breed confidence’ 
in the customer.” — Jeffersonville, 
Ind. 

“Give the best buy possible, Be 
very truthful about everything they 
tell you about the car, and then! 
really stand back of their agree-) 
ment.”—Bay Bridge, O. ’ 

“Eliminate false advertising, such 
as, ‘New car for $50 down and 
a month,’ I wag taken in on this) 
advertising in Detroit in the year) 
'56.”—Republic, Mich. 

. a * 


; 
' 
First Come, First Served | 


« EN servicing a new car or¥ 

when a new is brought in to) 
correct a defect, they might check? 
the car over inside and out for) 
little things such as missing uphol-) 
stery screws, etc.” — Haysville, 
Kans. 

“It is well to have at least one 
outstanding mechanic who has & 
reputation for really knowing his 
work.”—Elmira, Mich. 

“Pickup service and loan or 
rental of another car while own- 
er’s car is being serviced, (No ob- 
jection to a nominal fee.)” — 
Grand Rapids, Mich. 

“Saturday morning garage serv- 
ice would mean a lot to me be 
cause weekday employment pre 
vents me from getting to garage 
during week days.”—Chicago. 

“Prompt service as well as accu 
rate work.”—Miami., 

“Permit the owner to see what 
is being done, if only a trifling ad- 
justment ig necessary. Charge ac” 

(Continued on Page 122, Col. 1) 
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The Voice of the Customer .. . 


How Service Can Be Improved 


(Continued from Page 120) 


cordingly—not for a complete over- 
haul.”—Chicago. 


* * * 


More Factory Support 


BP Abl better backing from com- 
pany representatives.” — Mait, 
T 


‘ex. 

“I think one point in particular 
is being overlooked by almost all 
dealers. That is a followup by the 
dealer on all new cars in particular 
to be absolutely certain that the 
purchaser is satisfied, that there 
are no ‘bugs’ in the car, and that 
all servicing is done promptly.”— 
St. Paul. 

“Get a mechanic who can work 
on Chevrolets. Get rid of these 
old salesmen that don’t care if 
they sell a car or not.”—Moody, 
Tex. 

“Have at least one man in the 
service department with the train- 
ing and ability to diagnose service 
problems. Most any fair mechanic 
can correct a problem, if he knows 


what to correct.”—Goodlettsville, 
Tenn. 

“Better trained mechanics, and 
better engineered machinery.” — 


Lancaster, Pa. 
* t 


* 
“Gre special attention to serv- 
icing and repairing auto used 

by salesman who must stay on the 
road. Try to be helpful with prob- 
lems and not pass the buck. Charge 
fairly—only yesterday the glass fell 
out of a side mirror put on by my 
dealer, and a few weeks ago a 
screw came out of an arm rest—he 
charged me for new mirror and $2 
to put it on and the screw on the 
arm rest.”—Goodlettsville, Tenn. 

“Diagnose causes for faulty per- 
formance of a car intelligently and 
correct the fault or faults.”—Car- 
mel, Calif. 

“Give honest, dependable service 
and repair.”—Lenoir City, Tenn. 

“Both Les Vogel in San Fran- 
cisco and Val Strough in Oakland 
have been very satisfactory.”— 
San Francisco. 


fied mechanics, Owners should be 
handled with a thought for a fu- 
ture sale, not only the present one.” 
—Minneapolis. 

“1. Do it right the first time. 
2. Inspect the job when so-called 
finished. 3. Crack down on the 
help.”—Fraser, Mich. 

* * * 


Coffee Breaks Hit 


‘Cos customer only for time 
when mechanic actually works 
not for coffee breaks and other 
time killing breaks.”—-Amherst, Me. 

“My dealers try to anticipate my 
needs and could hardly be im- 
proved upon.” — Grand Rapids, 
Mich. 


“Dealer’s salesmen seem to 
have lack of knowledge on me- 
chanics of the autos. On newly 
delivered autos, some dealers just 
wash them, Also, 1,500-mile check 
up seems to be a drag to some of 
them.”—Clarendon Hills, Il, 

“Well, my opinion of most of the 





The only coins to feature the 
picture of an automobile were 
the silver in Kewiyang of Kwei- 
chow Province, China, in 1927. 





not friendly enough and some don’t 
care whether they sell a car and 
meet the public with a smile.”— 
Cleveland, Tex. 


“I think a pickup service or even 


“Dealers should have more quali-! dealers I have met is that they are|a car loan system when work is 








NATIONAL SYSTEMS offer 
auto dealers new efficiency. 


“Our C@alional Accounting System 
saves us *14,000 a year... 


returns 100% annually on investment!” 


—Shalla Chevrolet, Inc., Detroit, Michigan 





NORMAN SMITH, of 
Shalla Chevrolet, Inc. 


“Without sounding boastful, I can’t be- 
gin to tell you how much our National 
Accounting System has helped our 
business. But it’s still a fact. Our Na- 
tional System is indispensable!” writes 
Norman Smith, Secretary-Treasurer of 
Shalla Chevrolet, Inc. 

“Our National System saves time, is 
absolutely accurate, and provides ex- 
cellent control. For one thing, it has 
completely eliminated the need for ex- 
pensive overtime. Under our old ac- 
counting method, this formerly cost 
us close to one thousand dollars each 
month. Our National System also 
maintains an accurate daily operating 
control on new and used car sales, parts 
and service sales, and internal sales 


summaries. Believe me, it’s mighty re- 
assuring to know the exact status of 
accounts receivable and payable at 
all times. 

“We are convinced a National Sys- 
tem is necessary to anyone in the 
automobile business, and recommend it 
without the slightest reservation. Con- 
sider the single fact that our National 
Accounting System saves us $14,000 a 
year ...returns 100% annually on in- 
vestment.” 


Dan bone 


Secretary-Treasurer of 
Shalla Chevrolet, Inc. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES +» 76 YEARS OF HELPING BUSINESS SAVE MONEY 


Your auto agency, too, can benefit from 
the time- and money-saving features of 
a National System. Nationals pay for 


themselves quickly through savings, 
then continue to return a regular yearly 
profit. National’s world-wide service 
organization will protect this profit. 
Ask us about the National Maintenance 
Plan. (See the yellow pages of 
your phone book.) 








being done on a Chevy would be 
a@ great help.”—Hampton, Va. 
+ * ~ 

“J OOK into and fix minor trou- 

bles, as well as major. Publish 
a pamphlet or folder stating serv- 
ices, accessories and prices, so a 
buyer can scan over a more com- 
pact and complete list of things he 
can obtain.”—Pasadena, Md. 

“Have all Chevrolet dealers 
throughout the country copy after 
Summerfield Chevrolet Co. in Flint, 
and there won’t be anything to sug- 
gest.”—Alger, Mich. 

“I think the hired help should 
try to work faster when there are 
a lot of jobs waiting to get done.” 
—Ironside, Ore. 

“Be truthful with their sales 
pitches. Explain trouble to owner 
so he understands correction 
made. Generally, dealers should 
treat the customer as though 
they themselves were the pur- 
chasers.”—Milwaukee. 


“Be faster with their service.”— 
New Washington, O. 

“I believe they could be more 
precise in their services.”—Ansley, 
Neb. 

“I think Chevy’s home office 
should set a certain profit percent 
their dealer should make and en- 
force it. This policy of allowing 
dealers to ‘skin’ some people and 
practically give a car to others in- 
hibits sales, I am sure. People are 
scared this applies to all makes of 
cars and not just Chevy.”—Gulf- 
port, Miss. 






* * * 


Dealer Is Praised 


“PHIL O'KEEFE CHEVROLET, 

Downers Grove, Ill, has given 
more than I could expect and I 
have had a new ’55 Olds as well as 
a '51 DeSoto.”—Heisdale, Il. 

“I had to replace a Powerglide in 
my former Chevrolet and found out 
later that I was overcharged—at 
least it appeared that way to an- 
other dealer that unnecessary new 
parts were installed.”—Portland, 
Ore. 

“Welcome the service guaran- 
tee. Remind owner to adhere to 
owner’s manual.”—Calhoun, Ga. 

“Give more attention to the 
buyer of lower-priced models.”— 
Akron. 

“Ride with the owner and let him 
show them different things he 
thinks wrong.”—Cincinnati. 

“I could not ask for any better 
service than I received from Had- 
den Chevrolet, Churdan, Ia.”— 
Churdan, Ia. 

“Having had trouble with valve 
lifters and not getting service when 
needed, we turned to Plymouth 
dealer who has good staff, know- 
how and quick service.”—Naper- 
ville, Ill. 

* *~ * 
“pracvs on body work.”—In- 
dianapolis. 

“I am only familiar with Camp- 
bell County Motors and I know of 
nothing that they can do to im- 
prove their service.”—Bellevue, Ky. 

“See their customers once in @ 
while.”—San Ardo, Calif. 

“I bought my car at Monday 
Chevrolet Sales at Independence, 
(Continued on Page 124, Col. 1) 


Transit Company 
Plans to Build 


Its Own Buses 


BUFFALO.—Niagara Frontier 
Transit has announced plans to 
manufacture its own buses. 

President Roswell F. Thoma said 
his company’s shops will turn out 
one new bus a week “to take care 
of all our bus requirements.” 

Full-scale production, he contin- 
ued, is about two years away, but 
the company already is working on 
bus design, materials that will be 
used and type of construction. 

“What we will come up with is 
a bus that is economical to oper- 
ate, comfortable and safe for the 
passengers and has the greatest eye 
appeal,” said Thoma. 

One thing he said he will be striv- 
ing for is lower steps that will make 
it easier to get on and off a bus. 

Whether the NFT might build 
buses for other transit companies 
is a matter that will be considered 
when its manufacturing project is 
further along, Thoma said. 

NFT recently ordered 60 buses 
from General Motors and that order 
will not be affected by the com- 
pany’s own bus-building plan, 
Thoma added. 
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The Voice of the Customer .. . 


How Dealer Service 
Can Be Improved 


(Continued from Page 122) 


Va. and I do not know of any- | or cost of service?”—Binghamton, 
thing they could do to better |N. ¥ 

their service.”—Fries, Va. 

“Use less high-pressure salesman- 
ship and let the prospective cus- 
tomer decide for himself what he 
wants.”—San Diego. 

“They should contact the buyer 
instead of the buyer having to 
hound them for every little thing 
they want done.”—Moccasin, Calif. 


Speed Up Work 
", POSSIBLE, keep excess work 
from being done. Have service 
done a little faster.”—Endicott, N. Y. 
“I believe in a town this size 
they could furnish customers 
with a ride to wherever they are 
going when they have to leave 
their car at the dealers.”—Butte, 
Mont. 

“Dealers to be more frank to the 
customers what to expect out of 
new Chevrolet during break-in pe- 
riod such as using oil, etc.”—-Nome, 
Tex. 

“The major Chevrolet dealers in 
Astoria, where I live, give excellent 
service.”—Astoria, L. L, N. Y. 

“More efficient mechanics. Most 
mechanics have no interest in their 
work except the paycheck. No pride 
in their work.”—Adin, Calif. 

“Smile, Smile, Smile.’”—San Diego. 

* * + 



























“Give owners discounts on 
parts such as tires, mufflers, bat- 
teries, etc.” Neb. 

“Send at least two of their me- 

chanics to factory each year for at 
least a month to Jearn about new 
models before reaching dealers.”— 
Knoxville, Tenn. 
- “Be as considerate of their cus- 
tomers after they buy the car as 
they are when they are trying to 
sell to you.”—Port Clinton, O 

“Improve in their methods of car 
handling and other servicing. The 
ones in our town are very courteous 
and pleasant, but slow in handling 
a car.”—Lahsing. 

* ok + 


Fair Treatment 


T customers all the same 
whether they are buying a new 


“[JAVE an occasional dealer fea- 
ture evening repair.”—Brook- 
field, Wis. 

“Be more courteous and helpful.” 
—Tecemsh, Kans. 

“Did not buy from local Blank 
dealership but they always ask if 
purchased there. Why should that 
make any difference about quality 


ASIA Members 
Offered Recorded 


Success Formula 


CHICAGO.—A formula for great- 
er success in the automotive serv- 
ice industry is expounded by Earl 
Nightingale in a 30-minute record 
prepared for members of the Auto- 
motive Service Industry Assn. 

Nightingale, who said he retired 
at the age of 35 with an annual 
income of at least $30,000, told of 
his methods in a talk at the 1960 
ASIA convention in New York. 

He was asked by J. L, Wiggins, 
ASIA executive secretary, to study 
the automotive service industry 
and prepare a similar presentation 
for ASIA members. 

The resulting 33%-revolutions- 
per-minute record is entitled “How 
to Realize Your Ambitions in the 
Amazing Automotive Service In- 
dustry.” 

Calling the industry the fastest 
growing in the world, Nightingale 
says in the recording: 

“You are part of a worldwide, 
multibillion-dollar industry so big 
today, so filled with opportunity, 
that it staggers the imagination. 
And yet, more fantastic still, it will 
double in the next 10 years.” 

Wiggins said ASIA is offering the 
record to members only at a special 
price. 


On the Street 


Indiana Dealers Expand 


Sidewalk Sale 


LAFAYETTE, Ind. — The great 
success of last year’s sidewalk 
summer clearance in the downtown 
business district prompted an ex- 
panded Sidewalk Sell-O-Bration 
this year, with more firms display- 
ing a larger volume of merchandise. 

Dealers exhibited new autos and 
trucks in the street in front of their 
showrooms. Traffic in the business 
district was limited, and Main St. 
was closed entirely to motor ve- 
hicles. Last year’s closing time of 
5 p.m. was extended to 8 p.m. 

A German band provided enter- 
tainment throughout the day, and 
wagon rides were provided for chil- 
dren. From 6 to to 8 p.m. the Lafay- 
ette city band gave a concert at 
the courthouse square. Downtown 
restaurants operated sidewalk 
cafes. 
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car or having their old ones worked 
on.”—Greenfield, Calif. 

“Prices seem extremely high (la- 
bor especially) for work on out-of- 
warranty cars.”—Jamestown, O. 

“My greatest complaint to 

Chevrolet dealer service is time 
lost by mechanic in gossip, cof- 
fee breaks and etc., that the cus- 
tomer pays labor time on. Ex- 
ample—a 30-minute job costs 1% 
hours labor.”—Ovoca, Ind. 

“Maintain a record of service 
performed on car and send remind- 
er of what work might be antici- 
pated.”—Baltimore. 

“Service in Chevrolet garages al- 
ways seems more expensive than 
other places. Faster service is al- 
ways appreciated.”—Allegany, N. Y. 

“There is too much drop in price 
on tradein value of a Chevrolet for 
the first year.”—Madison, Tenn. 

- * * 


se: DEALER has given very 
good service without improv- 
ing.”—Cresco, Ia. 

“Service—It seems that good me- 
chanics are few and far between. 
Sales—generally O.K.”—Salinas, 
Calif. 

“It is hard to say because the 
agency in this town I think is very 
effective in almost every way.”— 
Canon City, Colo. 

“I think they should replace 
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Autos Hailed for Sales 
Of Air-Conditioners 


WASHINGTON.—The automo- 
tive industry is doing a better job 
of selling air-conditioning than 
the air-conditioning industry, 
Joseph B. Elliott, president of 
York Division of Borg-Warner, 
declared in a talk here. 

Speaking at a management in- 
stitute sponsored the National 
Appliance and -TV Dealers 
Assn., Elliott said fewer than 
3,000 cars were air-conditioned in 
1950 compared to an estimated 
750,000 this year, 

“Half of all new cars will roll 
off the assembly lines five years 
from now equipped with air-con- 
ditioning,” he said. 





faulty parts and install until the 
warranty runs out—which is a 
very common practice with all 
dealers.”—Lansing. 

“The company with whom we 
deal is an exceptionally good one. 
However, we have known people 
who have had poor experiences 
with other companies in this locali- 
ty.”—Columbus, O. 


“Be more polite and give the 


Schrader’s famous tire valve operating principle 
is the Ace of Standardization for today’s 


longer lasting, better performing tires. 








people their money’s worth.”— 
Clark Summit, Pa. 


* * * 


Nose Out of Joint 
BOUGHT our Chevrolet at 
Seattle. There are Chevrolet 
dealers at Raymond, Wash.; Aber- 
deen, Wash., and Chehalis, Wash.— 
our neighboring towns. When we 
go to them for service they say go 
back to where you got it. They 
have their nose out of joint and 
can’t see us.”—Lebam, Wash. 

“Keep a large display of the dif- 
ferent styles of cars on hand. I be- 
lieve this would help.” — Davis- 
boro, Ga. 

“Stop trying to tell people that 
there’s more wrong with their 
car than there actually is—when 
it needs repair.”—San Antonio. 

“I go to the dealer for a tuneup 
from a man in white overalls—I get 
a sales pitch for a general tuneup 
for about $10. I go to my independ- 
ent repairman, he lifts the hood, 
checks this and that, in half an 
hour (unless the almost inacces- 
sible spark plugs need changing) 
I am on my way, the car tuned up 
nicely for about $2-$4.”—Birming- 
ham, Ala. 


The American Automotive Industry—the world’s 


Thousands of extra vehicle miles 
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Use of Stainless Extended on ’61s 


NEW YORK.—Stainless steel has 
added a new dimension to its tra- 
ditional role of combining fashion 
and function in the 1961 cars, ac- 
cording to the Committee of Stain- 
less Steel Producers, American Iron 
and Steel Institute. 

Used for years in components 
such as wheel covers and mold- 

ings, stainless has entered a new 
phase of widening application on 
several ’61 models. 

Since strength, durability, and 
corrosion-resistance are vital 
under-the-hood requirements, stain- 
less has long been used for engine 
water-distribution tubes, oil-control 
rings and manifold heat-control 
valves, The use of stainless has 
been extended to the head gasket 
as well, 

Although stainless-steel head gas- 
kets have been used for more than 
two years in Ford Super heavy- 
duty trucks, the stainless gasket in 
the new Rambler Classic Six is a 
production first for car engines. 

The dominant use of stainless in 


the 1961 models, however, is in 
exterior brightwork on both com- 
pact and standard cars. Stainless 
accents and protects areas most 
vulnerable to weather and wear— 
rocker panel moldings, wheel-open- 
ing surrounds, wheel covers, fender 
moldings, window surrounds, drip 
rails, body rub strips and wind- 
shield wiper arms and blades. 

In a preliminary survey of the 
brightwork on ’61 models, the 
committee reported that a subtle 
shift in brightwork emphasis had 
occurred, Although the standard 
cars use substantially the same 
amounts of stainless as were 
used on ’60 models, the compacts 
—both veterans and newcomers— 
show greater attention to bright- 
work and an increased use of 
stainless. 

When compact cars were intro- 
duced by the Big Three last year, 
it was expected that the economy 
“theme” would minimize sales of 
deluxe models. The public proved 
these expectations wrong. Sales re- 


ports of the ’60 compacts showed 
that fully equipped models were 
outselling the stripped models by 
margins of three-and four-to-one in 
most makes, the committee said. 

The committee added that styling 
continuity in the compacts is gain- 
ed largely through variations, ad- 
ditions or minor relocations of 
brightwork to give freshness and 
identity without obsoleting the pre- 
vious year’s models. 

On the 1961 Valiant, the use of 
a stainless molding on the front 
fenders provides extra protection. 
The Falcon’s styling differences in- 
clude new stainless taillight bezels 
and an optional full-length stain- 
less body molding which surrounds 
the sculptured side panel. 

The ’61 Comet has a new stain- 
less grille, but other brightwork is 
virtually unchanged. In addition to 
the use of stainless for window sur- 
rounds and a stepped side molding, 
Comet carries its make identifica- 





Applications of Stainless on ‘61 Ford— 


All 1961 Ford models, from the Falcon to the Galaxie, use stainless steel widely for 
Protective and decorative brightwork. Both lines have stainless wheel covers, roof 


drip-rail moldings and window surrounds. 


The Galaxie, shown here, is given length 


emphasis by a stainless molding that extends from the front wheel opening to the rear 


bumper and a stainless belt-line molding from door to fin. 
e ; 


* * * 


tion above the rear bumper on a| Dart and Polara series highlight 


full-width stainless molding. 


The Lancer debuts with stain- 
less wheel covers, rocker panels 
and side and window 
reveals. The front-end a tendons 
embodies a grille of roll-formed 
stainless, The Tempest also has 
stainless rocker-panel oe 
wheel covers and window 
rounds, The 1 Buick Special p= 
stainless fender moldings and 
wheel covers. 

In the standard cars, the Dodge 





greatest enterprise—depends on tire accomplishments 


in every tire and tire valve... 


valve—tube—tire. 


e division of SCOVILL 


... they give superior performance . . . 
they are economical. Reduction of aging, 
deterioration and wear of tire valve rub- 
ber is a result of specialized companies 
working together. Only by utilizing com- 
bined skills, experience and facilities 
can tire valves be produced to match 
each others’ performance where it counts 
...on the vehicle itself. Count on 
Schrader’s finest rubber chemistry tech- 
niques and facilities to supply quality 
tire valves for any tire-equipped vehicle 
anywhere in the world. 


*Encyclopedia Britannica 


NO ONE RUBBER meets all requirements of all valves. 
Schrader adds special ingredients to natural rubber, SBR, 
butyl, neoprene, and other kinds to achieve a balanced 
combination of desired properties for each specialized 





through rubber chemistry 


The Automotive Industry consumes 
60% of the world’s rubber, chiefly in the 


form of tires*. These tires are amazing 


BONDING RUBBER to metal valve inserts requires 
multiple matching: a metal alloy, to an etching 
technique, to a rubber compound . 


. plus, for 


tubes, the additional requirements of rubber-to- 


rubber bond. 





RESULT: The tire on every vehicle lta gives the driver 
maximum safety and economy. Schrader rubber chemistry 
makes a major contribution to world-wide vehicle 
performance. 


A. SCHRADER’S SON * BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 


FIRST NAME IN TIRE VALVES 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


’61 styling changes with stainless 
brightwork, Stainless is used for 
window surrounds, drip rails, side 
molding and wheel covers. 
Pontiac emphasizes its '61 styling 
with a tapered full-length side 
molding of stainless, and a stain- 
less molding accentuates the split 
grille. Buick’s '61 styling incorpo- 
rates stainless fender moldings, li- 
cense frames and wheel covers. 
The new Lincoln body contours 
are accented by full-length stain- 
less rub strips, trunk lift and grille 
moldings, and front and rear bum- 
per surrounds, The Mercury uses 
stainless in a car-length molding 
below the door handles, and the 
stainless rocker panel molding is 
“followed” by a stainless gravel 
shield along the bottom of the rear 
fender. The rear wheel opening is 
accented by a stainless strip. 


In the standard Ford, stainless 
is used in wheel covers, front 
fender-to-rear bumper molding, 
window surrounds, and narrow 
rub strip from its modified tail 
fin forward to the door line. 
Ford also has shifted its stain- 
less emphasis on the ’61 Thunder- 
bird by supplementing the stain- 
less wheel covers and window sur- 
rounds with a thin-line rub strip 
from front bumper to taillight, 


The ’61 Imperial features wide 
stainless windshields and backlight 
reveals and stainless rear-fender 
trim and bumper-deck panels. The 
new Chrysler also makes extensive 
use of stainless to highlight design 
by carrying a tapered rub strip from 
headlight to the front-door line and 
by accenting wheel opening sur- 
rounds, 


A full-length stainless body mold- 
ing from headlight to taillight and 
stainless wheel covers, headlight 
bezels and windshield surround are 
high points of the ’61 Rambler 
American design. The Rambler 
Classic features stainless belt-line 
molding and fender cap, front-to- 
rear side body double strip, drip 
rails, backlight surround and wheel 
covers, The Ambassador hag stain- 
less headlight eyebrows, belt-line 
molding and fender cap, side spear, 
windshield and backlight sur- 
rounds, center post caps and wheel 
covers. 

The '61 Plymouth marks its re- 
vamped body lines with a side body 
molding of stainless which extends 
from above the taillight forward 
to the headlights, Wheel covers and 
window surrounds are also of stain- 


Corp., the basic producers of 
stainless steel were called on to 
produce a material that was both 
brighter—to reduce finishing 
costs—and at the same time even 
more corrosion-resistant to com- 
bat the greater use of salt on 
winter roads. 

Bright annealing was the answer, 


the firm added, This new process 
(See STEEL, Page 164, Col. 5) 
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Keeping Pace With Time— 


This is Ballard Motor Sales properties in its early years and today. From the 
small buildings, shown in the top photo, which were located at far end of the present 
Property, shown in bottom photo, the Ballard sales and service area has grown to be 
one of the best known dealerships in Massachusetts. A 1,000-square-foot service area 
is behind the new-car showroom. The large Quonset-type hanger at far right is a new 
interior used-car showroom. This area is also used to store new cars during the winter. 








Across the Nation... 
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Auto Dealer Changes 


(Continued from Page 95) 


as the downtown Lark dealer with 
installation of a new lighted sign, 
“Kurland’s Lark.” 

The Lark and Hawk line will be 
handled from separate showrooms, 
service area and sales force from 
Kurland’s import line, which in- 
cludes Triumph TR-3, Morgan, AC, 
and DKW. 

+ 


os * 

2 Chrysler Firms Shift 
Management in Minot 

MINOT, N. D.—A new corpora- 
tion, Main Motor Sales Co., has 
taken over the operation of Main 
Motors (Chrysler-Plymouth-De- 
Soto-Valiant-Imperial) here, Offi- 
cers of the newly-formed dealership 
are Burt Lahart, president; Alvin 
Officer, vice-president; Samuel 
Marshall jr., vice-president, and 
Donald Moe, secretary-treasurer. 

Lahart announced that Donald 
Moe will succeed him as president 
and general manager of Parker 
Motor Co. (Dodge) here. Lahart 
will be vice-president and J. O. 
treasurer. Under the direction of 
Paulson will continue as secretary- 
Lahart and Moe, the two dealer- 
ships will make up one of the 
largest Chrysler Corp. units be- 
tween the Twin Cities and the West 
Coast. 

* * + 


Park Circle Renault 
BALTIMORE.—Renault has ap- 
pointed Park Circle Renault East, 
4410 York Rd., Baltimore, as an 
authorized dealer for Renault and 
Peugeot. 


* * 


Hopkins Studebaker Opens 


HOPKINS, Minn.— Hopkins 
Studebaker has opened at 1401 Ex- 
celsior Ave. Ronnie Kranz is presi- 
dent. 

* + * 


Randolph Adds Superba 
MINNEAPOLIS. — Randolph 


ALL THAT’S 


MODELS 





Light, Inc. (Studebaker), has been 
named exclusive dealer here for 
the Superba car made by Checker 
Motors Corp. 

* 


* * 


Studebaker for Goodwin 


WESTMINSTER, Colo, — James 
E. Goodwin, owner of Federal Val- 
ley Motors, 3075 W. 72nd Ave., in 
this Denver suburb, has been 
named a Studebaker dealer. 

* ok * 


Parker Takes Over 


WINSTON-SALEM, N. C.—J. C. 
Parker, who has been associated 
with Matt Howell Motors since 1956 
—owning 50 percent of the business 
since 1958—has become sole owner 


Sales by Dealers 
Trail 1959 Pace 
By 14 Percent 


WASHINGTON, — July sales of 
new-car dealers totalled $2,495 mil- 
lion, off 19 percent from June and 
down 14 percent from July of last 
year, the Commerce Department 
reported. 

Total July retail sales in the na- 
tion were $18,127 million, 4 percent 
under the June figure and off one 
percent from the total for July, 
1959. 

Tire, battery and accessory deal- 
ers’ volume in July reached $228 
million, a drop of 5 percent from 
June and a decline of 3 percent 
from the figure for July of last 
year. 

Service station sales in July 
amounted to $1,605 million, up 5 
percent from June and a gain of 6 
percent over July, 1959, 

July sales of automotive whole- 
Salers totalled $516 million, down 
10 percent from June and a drop of 
8 percent from July of last year. 
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of the firm. He is now operating 
the business as J. C, Parker-Dodge. 


Citroen Adds 


Five in East 


NEW YORK.—Citroen Cars Corp. 
has appointed five new dealers on 
the East Coast. They are: 

Ruffners, Indiana, Pa.; Jim Clay- 
ton Motors, Knoxville, Tenn.; 
O’Meara Pontiac, Inc., Beverly, 
Mass.; Marcel Motors, Lewiston, 
Me., and Carpenter & Mayforth, 
Inc., Burlington, Vt. 


* * x 


Mayfair Names Irber 
PENSACOLA, Fla. — Conn H. 
Irber has been appointed vice-pres- 
ident and general manager of May- 
fair Lincoln-Mercury Sales, Inc., 
Pensacola, Mayfair also sells Comet 
and English Ford. 


* * * 


Pontiac Deal Opens 


SAN ANTONIO.—Superior Pon- 
tiac Co. has opened for business at 
314 S. Flores St. Hugh Halff is 
president, 


& * * 
VW-Porsche Dual 
DALLAS. — Economy Cars of 


Dallas, Inc, (Volkswagen-Porsche) 
has opened at 5335 Lemmon Ave. 
C. K. Davis is president. 


* * * 


Anthony Lists 
Added Outlets 


LOS ANGELES.—Earle C. An- 
thony, Inc., importer of Borgward 
and Daimler for the Western states, 
has named an additional distributor 
in each line. 

Sales, Inc., 2001 S. Main St., Salt 
Lake City, was appointed Borgward 
distributor and O’Rourke Motor 
Car Co., 3302 N. First Ave., Billings, 
Mont., was named Daimler distri- 
butor. 

The following new dealerships 
were also announced: 

Miracle Mile Imports, 3645 10th 
Ave., Great Falls, Mont.; Marty’s 
Foreign Motors, 4235 Sepulveda 

(Continued on Page 128, Col. 3) 
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Rochester-GM Carburetors: 


RELIABILITY... PREDICTABLE PERFORMANCE 
THAT MEANS GREATER CUSTOMER SATISFACTION! 


This is the critical moment . . . when your customer turns over his engine. This is the proof 
of the PREDICTABLE RELIABILITY built into every component of a Rochester-GM 
Carburetor through design, engineering and testing. This reliability assures owners that 
GM cars will provide top performance and economy every hour, every mile they travel. It 
helps assure you of customer loyalty, based on reliable performance. Rochester Products 


Division of General Motors, Rochester, N. Y. 


ROCHESTER-GM CARBURETORS ARE ORIGINAL EQUIPMENT ON NEW 1961 GM CARS 


America’s 

number one 
Original equipment 
carburetors 


ROCHESTER BURETORS 
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Rootes’ Multifuel Engine— 

Shown is a cutaway view of the multifuel engine introduced by Rootes Motors of 
England. The engine, rated at 105 brake horsepower, is said to run on high or low 
test gas, kerosene, diesel oil or jet fuel. 





Across the Nation... 





Auto Dealer Changes 


(Continued from Page 126) 


Bivd., Culver City, Calif.; Murray 
Motors, Inc., 1716 S. State St., Sait 


_| Lake City; Auto Imports & Marine 


Center, 3527 Grant Ave., Ogden, 
Utah, and Bannock Imports, 1132 


_ | N. Seventh St., Pocatello, Id, 


Bellaire Motor Co., 5200 Menual, 
N. E., Albuquerque; Manhattan 
Motors, Inc., 2301 Sepulveda Blvd., 
Manhattan Beach, Calif.; Hart Ful- 
lerton Imports, 1601 Santa Monica 
Bivd., Santa Monica, Calif.; Lloyd 
W. Stephens Co., 1516 S. 12th Ave., 
Minneapolis; Tom Roddy Imports, 
17121 Wayzata Blvd., Wayzata, 
Minn.; Smith & Pope Motors, 6840 
Reseda Blvd., Reseda, Calif.; Com- 
pact Car Co., 1107 Cerrillos Rd., 
Santa Fe, N. M., and Copeland For- 
eign Car Sales, 8 S. Fifth St., Co- 
lumbia, Mo, 

Foreign Motor Sales, Boise, Id., 
has moved from 1119 Main St. to 


Breckinridge Lane, St. Matthews, 
from George and Robert Riggs, The 
firm has been renamed Swope Auto 
Co. and has given up its Dodge and 
Lark franchises, according to Sam 
G. Swope, president. 
+ * 










Ford-Mercury Deal Sold 
SALEM, Ill—The Ford-Mercury 
dealership here has been sold by 
and Phillip Westerman to 
Z. E. Rexroat and Don P, Dorn, 
who have operated a Chrysler- 
Plymouth dealership in Alton, Tl. 



















Oceanside, Calif., has changed its 
name to Tri City Sales, Inc, 
* ” * 


Cal Mack for Triumph 
POMONA, Calif.—Appointment 
of Cal Mack Imports, Inc., as fran- 
chised. Triumph dealer in Pomona 


is announced. 
* ok os 


Bender Colborne Debuts 
BUFFALO. — Bender Colborne 
Ford, Inc., 5661 Main St., Williams- 
ville, purchasers of the Read Motor 
Co., held its grand opening. The 
business is headed by Richard S. 
Bender, president, and Walter J. 
Colborne, vice-president and gen- 
eral manager. 
* 


Feder Pontiac Moves, 


Makes Way for Sheffler 


CLEVELAND. — Sheffler Ram- 
bler, Inc., has moved to 6201 Euclid 
Ave., the location vacated by Feder 
Pontiac, Inc. 

Feder has moved to its new 
building at 3620 Lee Rd., Shaker 
Heights. 

* as + 


Linthicum Adds Olds 


CAMBRIDGE, Md.—B., J. Linthi- 
cum Sons, Inc., which has sold 
nothing but Chevrolet for 45 years, 
has added the Oldsmobile franchise. 
President is Charles Linthicum. 


* * 
Swope Buys Duncan Dodge 


LOUISVILLE.—Swope Auto Co., 
Inc. (Chrysler-Imperial-Plymouth- 


Valiant), has purchased Duncan 





Won how new-car and truck production ~— sales are making out? AUTOMO- | 601 Capital Blvd. 
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New name on the package— 
New look on the shelf— 






New sales on the way! 


DELCO MORAINE 


DEPENDABLY MADE Division of General Motors, Dayton, Ohio 
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Now, a new look in Delco Moraine packaging means new sales and service opportunities for you. 
Along with our name change (formerly Moraine Products Division of General Motors), we’ve improved 
our packaging design to help you sell more parts, increase service profits. There’s a new look on the 
outside, but inside you'll find the familiar Delco Moraine dependability you’ve known for years. 
Distributed through General Motors car dealers and the United Motors System. 






Don Sharp, Inc., 1523 S. Hill St.| Dodge (Dod ge-Studebaker), 126 


Dodge Adds Circle Motors 
















new Dodge dealership here. Ruben 
H, Anderegg ' ae 


Another 10 Dealers 
Added for Lark 


SOUTH BEN D.—Studebaker- 
Packard has signed 10 new dealer- 
ships. They are: 

Myers Motor Co., 822 S. Main St. 
R.D. #3, Middleburg, Pa.; Mac’s 
Service Station, 82 Court St., Mid- 
dlebury, Vt.; Ernie Brown & Son, 
Jacksonville & County Line Roads, 
Hatboro, Penn.; Kimberly Motors, 
Inc., 267 Kimberly Ave., New Haven, 
Conn.; Kurland Motors Corp. 
1134-44 Broadway, Denver. 

Jim’s Motor Co., 600 Columbia 
St., Plainview, Tex.; Clapp Motor 
Sales, 301 W. Court St., Jefferson- 
ville, Ind.; Gateway Motors, Three?’ 
Notch Rd., Lexington Park, Md, 
and L. A. Motors, Corner of Main 
& Coolidge, Coolidge, Ariz. 

* * + 


New Dealerships Listed 


For Selling NSU, BMW 

NEW YORK.—Four new dealers 
for NSU and four for BMW have 
been announced by Fadex Commer- 
cial Corp., importer of the two 


makes. 

Handling NSU will be John Bull 
Motors, El Paso, Tex.; Rupe Motor 
Sales & Service, Oklahoma City; 
Economy Imports, Somers Point, 
N. J., and C. Vernon-Covina, Cov- 
ina, Calif. 

Franchised for BMW are Hof- 
mann Motors. Smithtown, N. Y.; 
Low Cost Motors, Spokane; Cunha 
Motor Sales, Inc., Danbury, Conn., 
and L & B Motors, Seattle. 

* * on 


McFarland, Francis Sell Out 

QUINCY, Ill.—Charles E. Francis 
and R. W. McFarland have sold 
McFarland-F rancis Chevrolet to 
Cecil Van Tuyl and L. V. Thomp- 
son, Kansas City. Van°Tuy] also has 
a Chevrolet dealership in Kansas 
City and several others in the area. 

o +. * 


Hedley Buys Dual 


ALBANY. — Sidney F. Hedley, 
manager of Don Allen Clievrolet, 
781 Central Ave., for the last 2% 
years, has purchased the Urann | 
Cadillac-Oldsmobile dealership at 
140 Second St., Troy. 

+ * a 


Eger Adds Willys Line 


DENVER.—Bill Eger,. who has 
operated a Ramb!er-Studebaker | 
outlet at 5401 W. Colfax Ave., has 
added the Willys Jeep line. 

* * * 


Roady Dodge Relocates | 


GARDENA, Calif—Tom Roady} 
Dodge has opened its new $250,000 | 
facility at 16611 S, Vermont Ave. 
A Dodge dealer since 1952, Roady 
has relocated directly across the 
street from his former location. 4 

* * 


Belcher Opens Dodge Deal 

DARBY, Pa.—Jim. Belcher Mo- 
tors, Inc., 77 Chester Pike, is a 
new Dodge outlet in this Philadel- 
phia suburb, The firm is headed by 
James T, Belcher. ; 
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Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
sagem transmission or over- 

Sientae _ (ps) indicates power 


* * * 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Sept. 27. 
BUICK—’57 RM 4-dr., $940* (ps); Special 

2-dr, Riviera, $775*. 

‘56 RM 4-dr., $640* (ps); Special 2-dr. 

Riviera, $420° (ps). 

"54 Special 2-dr., $250°*. 
CADILLAC—’55 (62) conv., $450* 
CHEVROLET—’60 Impala (8) conv., $2,- 

225* (ps); Corvair 500 4-dr., $1,665, 
$1,410; Biscayne (6) 2-dr., $1,480. 

"59 Impala (8) conv., $1, 510* (ps). 

’68 Brookwood (8) 4-dr., $1,200* (ps); 

Bel Air (8) 4-dr., $800*, 

’57 Bel Air (8) 4-dr. hardtop, $1,000*; 
$665. 
(8) station wagon 4-dr., 


(ps). 


Two-ten (8) 4-dr., $975, 

'56 Two-ten 
$510*. 

"55 Two-ten (8) 2-dr., $415, $280. 

DeSOTO—’58 Firedome 2-dr. hardtop, $1,- 
150° (ps); 4-dr, hardtop, $1,090* (ps). 

"57 Firedome conv., $890* (ps). 

DODGE—’59 Coronet (8) 2-dr., $1,200*. 
” ee (8) 4-dr, hardtop, $675* 
ps 
FORD—’60 Galaxie (8) Starliner, $2,015* 
(ps); 4-dr., $1,950* (ps), $1,810* 
(ps); 4-dr. Victoria, $1,675* (ps); 
Fairlane (8) 4-dr., $1,690*. 

’59 Thunderbird (8) conv., $2,600* (ps); 
Galaxie (8) conv., $1,640* (ps), §1,- 
610* (ps), $1,590* (ps), $1,300* (ps); 
4-dr, Victoria, $1,635* (ps), $1,615* 
(ps), $1,520* (ps); 4-dr., $1,625*; 
Fairlane (8) 4-dr., $1,325* (ps), $1,- 
165° (ps), $1,105. 

’58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
025* (ps); Fairlane (8) 2-dr., $850°. 

’S7 Fairlane 500 (8) conv., $780* (ps); 
Fairlane (8) 2-dr., $765* (ps); 2-dr. 
Victoria, $415* (ps); Custom (6) 2-dr., 


$615°. 

’56 Fairlane (8) 2-dr., $505*; 4-dr., 
$450*°; Ranch Wagon (6) 2-dr., $470*; 
Custom (8) 4-dr., $460*. 

‘55 Fairlane (8) 4-dr., "$475*; conv., 
$400; Ranch Wagon (6) 2-dr., = 
(ps); Custom (6) 4-dr., $320, 

'54 Custom (8) 4-dr., §300*. 

IMPERIAL —'59 Crown 4-dr. hardtop, 
$2,935* (ps). 
$1,550* (ps). 


’S7 Imperial 4-dr, hardtop, 
MEROURY—’59 Park Lane 4-dr, hardtop, 
$1,915* (ps). 
‘58 Monterey 2-dr, eee $760* (ps). 
’57 Monterey 2-dr., $635* (ps). 
’56 Monterey 4-dr., 050°; 2-dr, hard- 
top, $300*. 
’54 Monterey 2-dr, hardtop, $350* (ps). 
ru (98) 4-dr., $2,570* 


"sa mss) Holiday, $1,205* 


st Mea) conv., $950* (ps), $820* (ps). 
‘56 (88) 4-dr. Holiday, $680* (ps); 4-dr., 
$485°. 
"54 (88) 4-dr., $370 
PLYMOUTH—’ 59 Pory (8) 2-dr, hardtop, 
$1,600" (ps). 
‘58 Savoy (8) 2-dr, hardtop, $725*. 


Super 4-dr. 


‘S57 Suburban (8) 4-dr., $600*; 2-dr., 
$570. 
PONTIAC — '58 Chieftain 4-dr. Catalina, 


$1,150°. 
'S7 Star Chief 4-dr., $940* (ps); Chief- 
tain 4-dr, Catalina, $825* (ps), $475* 


(ps). 
‘56 Chieftain station wagon 2-dr., $525* 


gi33: 2-dr. Catalina, $455*; 4-dr., 
200°. 
‘55 Chieftain 2-dr, Catalina, $415*, $415* 
(ps). 
RAMBLER—’'60 Super (6) 4-dr., $1,425*, 
$1,115*. 
'57 Custom (6) Cross Country 4-dr., 
$705*. 
ea to 55 Champion (6) Custom 
2-dr., 
MISCELLANEOUS—'56 Chevrolet ‘%%-ton, 
$450. 


WAREHOUSE POINT. CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of Sept. 28. 


BUIOK—'59 LeSabre 4-dr., $1,760* (ps); 
2-dr. hardtop, $1,570* (ps). 

'S7 Super 4-dr, Riviera, $1,050* (ps), 
$850° (ps); Special 2-dr. Riviera, $1,- 
050* (ps); 4-dr., $725°*. 

‘66 Special conv., $600* 4-dr., 
$590°. 

‘655 Super 2-dr. Riviera, $380* (ps); 
Century 4-dr, Riviera, $350° (ps). 

'54 Special conv., $140*. 

OADILLAC—'60 (62) conv., $4,310* (ps). 

‘54 (62) conv., $600* (ps). 

'63 (60) Special 4-dr., $275* (ps). 

CHEVROLET—’59 Impala (8) sport sedan, 
$1,755* (ps), $1,680* (ps), 2 at $1,- 
600* (ps); conv., $1,750* (ps); Bel 
Air (8) sport sedan, $1,575* (ps), $1,- 
540° (ps), $1,510* (ps); 4-dr., $1,320*, 
$1,270*; Bel Air (6) 4-dr., $1,400*; 


(ps); 
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Figures alongside bars represent dollars. 


Biscayne (8) 2-dr., $1,225. 

’58 Impala (8) conv., $1,270* (ps); Bis- 
cayne (6) 2-dr., $1,050*; 4-dr., $1,- 
050°; Biscayne (8) 4-dr., $1,025*; Bel 
Air (6) 2-dr., $1,025. 

’57 Bel Air (8) sport coupe, $1,090*, 
$1,000; Two-ten (6) station wagon, 
$865*. 

’56 Two-ten (8) 4-dr., $675*; Two-ten 
(6) 4-dr., $675, $660*, $635*, $560. 
’55 Bel Air (6) 4-dr., $580, $500; Bel 
Air (6) 2-dr., $370%; Two-ten (6) 2- 

dr., $555, $425; Delray, $495. 

"54 Two-ten 4-dr., $320, $270; 4-dr., 


$315, $280; station wagon, $235; Bel 
Air 4-dr., $225*; conv., $190*, $145°*. 


CHRYSLER—’32 2-dr., $135. 


DeSOTO—’58 Fireflite station wagon, $1,- 
165* (ps). 
DODGE—'55 Coronet 
$270*. 
'53 Coronet (6) 4-dr., $105. 


(8) 2-dr. hardtop, 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Neo Registration Fee 





COLORADO 


Colorado Auto Auction 
4285 So. Santa Fe, phates Colorado 
Phone: SU 1-7821 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 











CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 

MARYLAND 


BEL 2 Aa Air a ame Ti- 
tles, checks guarant roup- 
ed. Thur.,12 noon. Established 1947. 


Crossroads 


- « » where they meet... 


buyers and sellers . . . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 











FORD—’60 Country Sedan (8) 4-dr., $1,- 


980*, 

’58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
020* (ps); Custom 300 (8) 4-dr., 
$870*, $820*. 

’57 Country Squire (8) 4-dr., $985* (ps); 
Fairlane 500 (8) conv., $890* (ps); 
Country Sedan (8) 4-dr., $720, $600*; 


Custom (8) 2-dr., $575; Custom 300 
(6) 2-dr., $575*; Custom 300 (8) 4- 
dr., $485*; Ranch Wagon (6) 2-dr., 
$535 


56 Ranch Wagon (8) 2-dr., $650*; Cus- 
tom (8) 4-dr., $540*, $375*; Country 
Sedan (8) 4-dr., 2 at $500*; Fairlane 

* 


(8) 4-dr., $300*. ; 
55 Fairlane (8) ‘2-ar. Victoria, $550*; 


Country Sedan (8) 4-dr., $450*; Coun- 
try Squire (8) 4-dr., $390%; Custom 
(8) 4-dr., $300*; 2-dr., $235*. 


’54 Main (8) 2-dr., $225. 
*53 Custom (8) 2-dr., $105. 







MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


SS LTR. RTT 
STATE FAIR AUTO AUCTION 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C, Simpson, Pres — Sam Goodman, Mgr. 





NEW JERSEY 








Minutes from New York City 





AUTO AUCTION 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured 
AUCTION ISURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 











Average Price of Used Cars Sold at Auction 
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HUDSON—’55 Hornet (6) 4-dr., $175*. 


MERCURY — ’'57 Monterey 2-dr. hardtop, 
$655*, $540*; Turnpike Cruiser 4-dr. 
hardtop, $650* (ps). 

’56 Monterey 2-dr, hardtop, $365*. 
55 Montclair conv., $550* (ps); 
hardtop, $390* (ps), $320". 


OLDSMOBILE —'58 (88) 2-dr. 
$1,260* (ps). 

'56 (98) 4-dr., $685* (ps); 

4-dr. Holiday, $570* (ps). 

"55 (98) 4-dr. Holiday, $560* (ps); 2-dr. 


2-dr. 


Holiday, 
(88) Super 


Holiday, $220* (ps), $200* (ps); (88) 
Super 4-dr., $410* (ps); (88) 2-dr., 
$300*. 
"54 (98) 4-dr., $275* (ps); (88) Super 

4-dr., $235* (ps). 

PACKARD — '56 Clipper 2-dr, hardtop, 
$210* (ps), $125* (ps). 

PLYMOUTH —’58 Suburban (8) 4-dr., 
$875* (ps); Belvedere (8) 4-dr, hard- 


top, $805* (ps). 


AUCTION 







Every WEDNESDAY, 10:30 A.M 
NATIONAL AUTO 


DEALERS EXCHANGE 


NEW YORK 


TROY—Troy Auto Auction, Inc., Box 
460, RD 4. Insured checks & titles. 
Every Thurs. 12: 30. 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 


Albany 5, N. Y. 
Every Monday — 1! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








+ 


‘ST Savoy (8) 2-dr., $655*, $590*; 2-dr, 
aoeeeee, $475*; Savoy (6) 2-dr., $525 


$4 
‘56 Suburban (6) 4-dr., $570; 
(8) 4-dr., $550*, $500*; 
2-dr., $360. 
*S4- Suburban 4-dr., $275. 
PONTIAC—’58 Star Chief 2-dr. Ca 


‘plaza “(8) 





$1,125* (ps 
56 Chieftain 4-dr. Catalina, $545* (ps), 
$415*, $400*. 
65 Chieftain 2-dr, Catalina, $370*. 
eg ’56 Custom Cross Country, 
600, le 
STUDEBAKER—’58 Silver Hawk (8) 2-dr, 
hardtop, $920*. 
MISCELLANEOUS — '56 Ford (8) F-100 
Pickup, $495; Chevrolet (6) delivery 
sedan, $400. 4 
‘47 Diamond T (6) dump truck, $180. 
DETROIT 


State Fair Auto Auction, Sale ev 
Tuesday. Prices are for sale of Sept, 27, 
Sold 98 cars from 241 consignments. 


BUICK—’58 Limited 2-dr, Riviera, §$1,- 
510* (ps), 

’57 Century 2-dr, Riviera, $785* (ps)j 
4-dr., $735*. 

"56 Super 4-dr. Riviera, $595* (ps); 
Special 4-dr., $520*; RM 4-dr., $500% 
(ps). 

’55 Special 4-dr., $400*; 2-dr, Riviera, 


$390; 2-dr., $330; RM 2-dr, Riviera, 
$400 (ps). 

CADILLAC—’57 (62) Coupe de Ville, $1,- 
850* (ps). 


"56 (62) conv., $800* (ps). 
OHEVROLET—’60 Impala (6) 2-dr. hard- 


top, $1,850*. 
’59 Biscayne (6) 4-dr., $1,190. 
’'57 Two-ten (8) station wagon 4-dr., 


$850; One-fifty (6) 2-dr., $625. 

56 Two-ten (8) station’ wagon 4-dr., 
$650; Two-ten (6) 4-dr., $460; Bel Air 
(6) 2-dr, hardtop, $635; conv., $580; 
Bel Air (8) 2-dr, hardtop, $610; One- 
fifty (6) 2-dr., $390, $375; 4-dr., $365, 

55 Two-ten (6) 2-dr., $470; Bel Air (8) 


4-dr., $400; 2-dr., $295; Bel Air (6) 
2-dr., $295. 

’54 Bel Air conv., $275; Two-ten 2-dr., 
$225. 


CHRYSLER—’58 NY 4-dr., $1,175* (ps); 
Windsor 4-dr., $1,100* (ps). 
’57 Saratoga 2-dr, hardtop, $1,000* (ps); 
Windsor 4-dr, hardtop, $700* (ps). 


DesOTO — '59 Firesweep 4-dr., $1,450* 
(ps). 
’55 Firedome 2-dr., $240. 
D OD G E—’57 Coronet (8) 4-dr., $660* 
(ps). 
’55S Royal (8) 4-dr., $305*; conv., $190*} 


(ps). 
’54 Meadowbrook 4-dr., $135. 


FORD—’59 Galaxie (8) 4-dr. Victoria, $1,- 
725* (ps); 4-dr., $1,650* (ps); 2-dr., 
$1,595*; Custom 300 (8) 2-dr., $1,- 
085*; Custom 300 (6) 4-dr., $1,075. 

’58 Custom (8) 2-dr., $680, $665; Cus- 
tom (6) 2-dr., $565, $455, 

56 Fairlane (8) 4-dr., $500; 2-dr., 
$345; Custom (6) 2-dr., 
(8) 2-dr., $365, 

’55 Fairlane (8) 2-dr, Victoria, 
Fairlane (6) 4-dr., 
2-dr., $260; Main (8) 2-dr., $250. 

"54 Crest ee 4-dr., $250; Custom (6) 2- 


» $225. 
LINCOLN— 56 Capri 2-dr., $725* (ps). 
’54 Capri 2-dr. hardtop, $230*. 
MERCURY — '57 Montclair 4-dr., 
(ps); 2-dr., $695*; Monterey 4-dr, 
hardtop, $690* (ps). 
’56 Monterey 2-dr, hardtop, $390*. 
’55 Montclair 2-dr., $325 


$395; 


$400; Custom, 


$285; Custom (6) ) 


$735* 


OLDSMOBILE—’57 (98) 4-dr., $980* (ps), | 


$880* (ps); (88) 2-dr. Holiday, $810*, 
’56 (88) 4-dr., §$550* (ps), $500. 
"55 (98) conv., $450*; 2-dr. Holiday, 
$235* (ps); (88) 2-dr. Holiday, $450*; 
$385 


4-dr., 
PLYMOUTH—'59 Savoy (8) 4-dr., $730°, | 
"58S Belvedere (8) 4-dr., $850* (ps); 
Savoy (8) 2-dr., $710. 


’57 Suburban (6) 2-dr., $600; Belvedere 


(8) 2-dr., $555*; Savoy (6) 2-dr., 
$500*; Plaza (6) 4-dr., $405, q 
’56 Suburban (8) 4-dr., $450* (ps); 
Plaza (6) 4-dr., $235. 4 
PONTIAC—’58 Super Chief 4-dr,, $1,260* 
(ps). 
’56 Super Chief 2-dr., $390*, : 
’55 Star Chief 2-dr., $375*; 2-dr. Cata- 


lina, $320*. 


RAMBLER—’59 Custom (6) 4-dr., $1,490°. | 


’57 Custom (6) 4-dr., $765*. 
'56 Custom (6) 4-dr., $540. 


FARGO, N. D. 


Tri-State Auction Co., Inc. 
Thursday, Prices for sale of Sept, 29. 
Definite demand for clean sharp cars. Sold 
53 cars from 88 consignments. 


BUICK—’57 Special 2-dr. Riviera, 
’55 Special 2-dr. Riviera, $495* (ps). 


CHEVROLET—’59 Bel Air (8) 4-dr., $1,- 
525*, $1,340; Bel Air (6) 4-dr., $1,- 
290°. 

Bel Air (8) sport sedan, $1,200* 

(ps); Biscayne (8) 4-dr., $1,095*; 2- 

r., $1,005; Delray (8) 2-dr., $905, 

’57 Bel Air (8) 4-dr., $875*; Two-ten 

(8) 4-dr., $815*, $790. 

’56 One-fifty (8) 4-dr., $625. 

'55 Two-ten (8) 4-dr., $290. 

’53 Bel Air (8) sport coupe, $145, 


OHRYSLER—’57 (300) sport coupe, 
290* ( 


$1,- 


ps). q 
DODGE—’55 Custom Royal (8) 2-dr. hard- 


top, $550*. 
’54 Coronet (8) 4-dr., 
FORD—’'60 Fairlane 500 $1,- 
725*. 


’59 Fairlane (8) 4-dr., $1,490* (ps), $1,- 
47 


$135* (ps). 
(6) 4-dr., 


5. ¥ 
68 Fairlane 500 (8) 4-dr., $1,150* (ps); | 


Custom (8) 4-dr., $965. 


’57 Fairlane (8) 4-dr., $825*; Custom 
(8) 4-dr., $815. 
’53 Crest (8) 4- dr., $155, $145; Custom 
(8) 4-dr., $100. 
MERCURY — '56 Monterey 2-dr., $585*; 
Custom (8) 2-dr., $340. 
NASH—’54 Ambassador 4-dr., $125*, 
OLDSMOBILE—’59 (88) Super 4-dr., $1,- 


875* (ps). 

’58 (88) 4-dr., $1,265* (ps). 
PLYMOUTH—’59 Belvedere (8) 2-dr., $1,- 
240*; Savoy (8) 4-dr., $975. 

‘57 Belvedere (8) 4-dr., $560*, 

'5S Plaza (8) 4-dr., $290. 

’52 Plaza (8) 2-dr., $105. 
PONTIAC ’59 Catalina 2-dr., 

(ps); 2-dr., $1,620*, 

’58 Star Chief 4-dr., $1, a (ps). 

’55 Chieftain 4-dr., 0. 

'53 Chieftain 4-dr., $110. 


$1,900° 






Sale every 


$800*. 


q 


ai Te op teak ei 


RAMBLER—’58 Ambassador (8) Cross) 


(Continued on Page 132, Col. 1) 





BLUE CORALS SUCCESS 
Pp+Rb! 


Pp RESTIGE— 


Blue Coral has the solid support and enthusiastic acceptance of fine 
car manufacturers as well as discriminating car owners . . . the world 
over! 


iP ROFIT— 


This is the natural result of offering a better product to a loyal and 
satisfied customer. 


R EPEAT Ey USINESS— quan A QUARTER 6, 
yow* 4 


Once your customer has seen the miracle of the Blue Coral Treatment 
he will come back again and again . . . confidently. He'll settle for 
nothing less than the enduring beauty and matchless protection that 
only a Blue Coral Treatment affords to Acrylic, Lacquer, Enamel 


and all hard finishes. 


© —#.0.7. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Used-Car Auction Prices 





(Continued from Page 130) 


Country 4-dr., $1,270; 4-dr., $1,090. 
STU DEBAKER—'56 56 Commander (8) 4-dr., 
$155°*. 
MISCELLANEOUS—’'54 Studebaker 2-ton, 
$450. 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of Sept. 29. 
Action very good on clean older cars. Deal- 
ers showing little interest in °58, '59 and 
"60 models, Sold 62 cars from 89 consign- 


ments. 
BUICK—’57 Century 4-dr. Riviera, $750* 
(ps). 
'56 RM 4-dr, Riviera, $680* (ps). 


’S5 Super 2-dr. Riviera, $240° (ps). 
CADILLAC—’57 (62) 4-dr. hardtop, $1,- 
610° (ps). 


’56 (62) 4-dr, hardtop, $1,100* (ps). 

"B2 (62) 4-dr., $140*. 

"49 (60) Special 4-dr. +» $185 
CHEVROLET—’60 Biscayne 8) 2-dr., 


600°. 
’659 Bel Air (6) 4-dr., $1,435*. 
'58 Impala (8) sport coupe, $1,350* (ps). 
’S7 Bel Air (8) sport coupe, $905* (ps), 
as (ps); Two-ten (8) station wag- 


$855°. 
"56 ‘Two-ten (8) sport coupe, $630*; One- 
otty (6) 4-dr., $520; Bel Air (8) "4-dr., 


"BS Sel Air (6) 4-dr., $515, $470*; Two- 
ten (8) 4-dr., $465*. 

*54 Corvette conv., $575°; Bel Air conv., 
$410* (ps); One-fifty station wagon, 


$1,- 





$180*. 
’53 Bel Air 4-dr., $125. 

DODGE—’56 Coronet (8) 4-dr., $290. 
Te Country Sedan (8) 4-dr., §1,- 
’58 Fairlane 500 (8) conv., $1,100*. 

’57 Country Sedan (8) 4-dr., $790* (ps), 
$490*; Custom 300 (8) 4-dr., $485*. 
’56 Fairlane (8) 4-dr, Victoria, $600* 

(ps); 2-dr. Victoria, $465* (ps), $390* 
(ps), $360*; conv., $385* (ps); Cus- 
tom (8) 4-dr., $450; 2-dr., $405*. 
’55 Country Squire (8) 4-dr., $600* (ps); 
Country Sedan (8) 4-dr., $530*; Ranch 
Wagon (8) 2-dr., $400*; Custom (8) 
4-dr., $385*; Fairlane (8) 4-dr., $380. 
MERCURY — '57 Voyager 2-dr., $1,075* 


(ps). 

*56 Custom 2-dr., $365* (ps). 

’55 Monterey 2-dr. hardtop, $260*. 

"53 Monterey 4-dr., $180*. 

NASH—’55 Ambassador (6) 4-dr., $190*. 
OLDSMOBILE — '56 (88) 2-dr. Holiday, 
$560* (ps); 4-dr. Holiday, $525* (ps). 

"56 (88) 2-dr., $205*. 

PLYMOUTH—'59 Suburban (8) Custom 2- 
dr., $1,150° (ps). 

’58 Plaza (6) 4-dr., $615. 

"57 Savoy (6) 4-dr., $475. 

’56 Plaza (8) 2-dr., $240. 

‘55 Belvedere (6) 2-dr. hardtop, $415*; 
Belvedere (8) 4-dr., $225*; Savoy (8) 
4-dr., $255. 

'54 Belvedere 2-dr. hardtop, $140. 


PONTIAC—’55 Star Chief 2-dr, Catalina, 
$240*. 


a Commander (8) 


4-dr., 


MISCELLANEOUS—’'48 International (6) 
walk-in van, $100. 
COLUMBUS, 0O. 
Capital Auto Auction, Inc, Sale every 


Thursday. Prices are for sale of Sept. 29. 
Market still high on ’56 and ’57 Chevro- 
lets and Fords. Sold 154 cars from 259 
consignments. 


BUICK—'60 LeSabre conv., $2,335*. 


'58 Century 2-dr. Riviera, $1,195*; Spe- 
cial 2-dr., $975*. 

"57 Century 2-dr, Riviera, $870* (ps), 
$675*; Special 2-dr. Riviera, $765* 
(ps); 2-dr., $570*. 

’56 Century 4-dr. Riviera, $535* (ps); 
2-dr, Riviera, $425°. 

"65 Super 2-dr, Riviera, $380* (ps); 
Special 4-dr. ‘Riviera, $365*. 

CADILLAC—’'60 Eldorado conv., $4,860* 


(ps); (62) 2-dr. hardtop, $4,050* (ps). 
"59 (62) 4-dr., $3,150* (ps), $3,010* 


(ps). 

’57 (62) 2-dr, hardtop, $1,450* (ps). 
*56 (62) 2-dr, hardtop, $860* (ps). 
CHEVROLET—’59 Impala (8) conv., $1,- 

765* (ps); sport sedan, $1,660, 2 at 
$1,650*; Impala (6) conv., $1,500*; 
Parkwood (6) 4-dr., $1,655; Bel Air 
(8) 2-dr., $1,310*; Biscayne (6) 2-dr., 
$1,140, $1,095. 

"58 Nomad (8) 4-dr., $1,375* (ps); Bel 
Air (8) sport sedan, $1,295*; conv., 
$1,200; Bel Air (6) 4-dr., $1,000; 
Brookwood (6) 4-dr., $1,100*; Bis- 
cayne (8) 2-dr., $1,000*. 

"657 Bel Air (8) sport sedan, $1,110* 
(ps); 4-dr., 2 at $950*, $945* (ps); 
sport coupe, $750*; Two-ten (8) sta- 
tion wagon 4-dr., $1,040*; sport sedan, 
$880*; 4-dr., $880*, $800*; 2-dr., 
$805*; Two-ten (6) station wagon 4- 
dr., $770; 4-dr., $800*; One-fifty (6) 
2-dr., $715. 





Model Breakdown 
Of Auction Averages 














Take SUSPENSE out of SUSPENSION 





You can depend on leaf springs! 


In addition to prime function, their design characteristics — 


Ss Cushion thrusts of “‘starts’’ and “‘stops”’ 


ro 


mnt 
f¢\ 
~ 


Maintain alignment of springs, frame, and axles 


Control load balance 


Minimize sidesway 


5 Absorb shocks 


Simplicity, strength, dependability, and long wear 


are inherent in correctly engineered leaf springs. 


eis SINCE 1904 — ORIGINAL EQUIPMENT ON CARS, TRUCKS, CABS, BUSES, TRAILERS 


h LEAF 


[pa 


$1,445; Country Sedan (8) 
Fairlane (8) 4-dr., $1,- 


$910*; 


(ps); 2-dr., 
4-dr., $1,650*; 
280° 


58 Fairlane 500 (8) 2-dr., $960*, 
4-dr. Victoria, $910* (ps). 
‘57 Fairlane 500 (8) 4-dr. Victoria, $890* 












Oct., 1960 Sept., Aug,., (ps); 4-dr., $850*, $730*; conv., $800*; 

Model To Date 1960 1960 2-dr., $650*; Country Sedan (6) 4-dr., 

960 239 $865; Country Sedan (8) 4-dr., $795*; 

ne ares ee Ta * inn Ranch Wagon (8) 2-dr., $740, $675*; 

Recacananess li 1,689 ’ Fairlane (8) 2-dr., $615, $615*; 2-dr., af 

1958 1,124 1,171 1,242 $520. 155 

822 S41 56 Ranch Wagon (8) 2-dr., $575* (ps); "$4 
544 567 Ranch Wagon (6) 2-dr., $485; Custom Ai 
(8) 2-dr. Victoria, $495"; 2-dr., $360*; tic 
403 412 Fairlane (8) conv., $410. oa 
268 271 55 Custom (8) 2-dr., $435*, $315. By 
203 198 ’54 Crest (8) conv., , $4 
'53 Main (8) Ranch Wagon 2-dr., $125; Si 
oon (6) oo? ; — 5130 153 
rage 865 954 ’52 Custom (8) 4-dr., *, “an 

Ave $ $e § MERCURY — ’57 Commuter 4-dr., $910*] =. $7 

(ps), $850*; Monterey 4-dr, hardtop, 51 
$760° (ps). 

’56 Bel Air (8) sport sedan, $725* (ps); , 4-dr. * 8); Monts CHRY! 
Bel Air (6) 4-dr., $400*; Two-ten| ‘iste gear gie’ter (pe) ‘55 1 
(8) 2-dr., $470*, $425; 4-dr., $430*; ’55 Monterey 4-dr., $350*; Custom sta« DeSOT 
Two-ten (6) 2-dr., $395; 4-dr., $300; tion wagon 4-dr., $350*. flit 
Bel Air (6) 4-dr., $400°. OLDSMOBILE — '60 | (88) 4-dr., $2,560") DODG 

'S5 Bel Air (8) sport coupe, $600; sta- (ps). 56 
tion wagon 4-dr., $500; Two-ten (6)/ ‘59 (98) 4-dr, Holiday, $2,430* (ps). ‘ 
2-dr., $545; 4-dr., $460*, $300*; Two- 58 (88) 4-dr., $1,300*; 8-dr., $1,225* 53 
= (8) y we weomn 2-dr., $475°*; (ps). —. 

e-fifty (6) 2-dr. 5. '57 (98) conv., $900* (ps); (88) 2-dr,,§ FORD 

’54 Bel Air (6) 2-dr., $290*; sport coupe, 355°) (ps); 2-dr, Holiday, $775"; J 87! 
$175; Two-ten (6) 4-dr., $155*. conv., $700°. a 

"53 Bel Air (6) 4-dr., $250*, $115°;| +56 (98) 4-dr. Holiday, $725* (ps); (88)} 59 
2-dr., $195. Super 2-dr, Holiday, $575* (ps); (88) te 

CHRYSLER—’56 Windsor 4-dr., $595*, : 2-dr., $435°; 2-dr. Holiday, 9425°. 25 
DODGE — "68 Coronet (8) 2-dr. hardtop, wy Super 2-dr. Holiday, $445* (ps), 16: 
1,000*. . "58 9 
'S7 Coronet (8) 2-dr., $575. Rees isnt 60 Fury (8) conv., $2,000* 82! 
’56 Coronet (8) 2-dr., $350. ‘ 316 
® fe 8) 2-dr, hardtop, $910*; 

FORD—'60 Thunderbird (8) 2-dr. hardtop, oe "Baivedere, cay; tiberven (0) Des lar 
$2,675; Galaxie (8) Starliner, $1,900* luxe 2-dr., $825* (ps). ol 
(ps). ‘ dere (8) 2-dr., $590*%; Savoy} ‘57 | 
‘89 Galaxie (8) 4-dr, Victoria, $1,710*| Vg PN ghnoe: Waar ce) eae Co 
or 
56 Belvedere (6) 2-dr, hardtop, $400*; 56 
Plaza (6) 4-dr., $185: > 
5S Plaza (8) 4-dr., $345; Belvedere (8) oa 
2-dr, hardtop, $325*. 1-5 4 

53 Cranbrook (8) 4-dr., $150. 55 
PONTIAC—’59 Catalina Safari 4-dr., $2,- Cor 
010* (ps); 4-dr, Vista, $1,850*. 337 


SPRINGS 





Pi that in 


‘0 pee 




















’58 Chieftain 4-dr., $830. 5a C 
57 Star Chief conv., $945* (ps); ey 5 


tain Safari 4-dr. (6 pass.), $850*; 4- ant 





dr, Catalina, $765*; 4-dr., $720*%; 2- 
2-d 
dr., $655. PER 
56 Chifetain 4-dr. Catalina, $570* (ps),§ MPF) 
$490*; 2-dr. Catalina, §415*; Chieftain ‘ $2, 
Safari 2-dr., $530* (ps). ae 

'55 Chieftain 2-dr., $400*. LINC 

RAMBLER—’57 Custom (6) Cross Coun- 875 
try 4-dr., $845*. { =. 

: 
"56 C 
VALDOSTA, GA. | 
Tom Hewitt Auto Auction, Sale every) ,_‘°P 
Friday, Prices are for sale of Sept. 30,) ‘55 3 
Need more clean cars, come to sell ’em. | : dr. 
Sold 75 percent of 150 consignments, ; os a 
BUICK—’59 LeSabre 2-dr., $1,700* (ps); CLDSM 
4-dr., $1,400. (ps 
CADILLAC—’57 (62) 4-dr. hardtop, $1,-/ 5S 
590* (ps); 2-dr. hardtop, $1,500*. (ps 
CHEVROLET — '59 Kingswood (8) 4-dr., day 
$1,665; Impala (8) 4-dr., $1,515* (ps); BT ( 
Biscayne (8) 2-dr., $1,265*. day 
58 Nomad (8) 4-dr., $1,300* (ps). 5B (5 
’57 Two-ten (8) 4-dr., $1,000*; 2-dr., 55 
$650°. a 
'56 Bel Air (8) 2-dr., $580°; Two-ten a5 
(6) 4-dr., $470*. 54 
'5S One-fifty (8) 2-dr., $320*, PACKA 
CHRYSLER—’'55 Windsor 4-dr., $350*. har 
’54 Windsor 4-dr., $315*. ’ PLYMO 
DODGE—’57 Royal (8) 4-dr., $675*. (ps 
FORD—'59 Galaxie (8) 4-dr., $1,410* (ps). | 60 St 
"58 Custom (8) 2-dr., $650. | ‘59 B 
’57 Fairlane 500 (8) 2-dr., 2 at $690°3) «59 g. 
Custom (8) 4-dr., $665*; Custom (6) | dr., 
2-dr., $485*. a 57 § 
’656 Fairlane (8) 2-dr., $550*%; Main (6) ) Pla: 
4-dr., $350* (ps); Custom (6) 4-dr., $50 
$300. . "56 Si 
*55 Custom (6) 2-dr., $295", (8) 
MERCURY—’56 Custom 2-dr., $440*. 5S Ss 
’55 Custom 2-dr., $360*, 54 Si 
OLDSMOBILE—’60 (88) conv., $2,420°) '53 Cc 
(ps), $2,215* (ps), PONTIA 
"58 (88) Super 4-dr., $1,325; (88) 4-dr., | 250° 
$1,050* (ps). 57 & 
"ST (88) 4-dr., $775*. Chi 
"56 (88) 2-dr., $250*. $64! 
— EOUS—’60 Ford truck, §$1,- 56 SI 
dr 
85 Ford truck, $515. $400 
"55 Cl 
ST. LOUIS RAMBL. 
-ar 
St. Louis Auto Auction. Sale every Fri- | 58 Si 
day. Prices are for sale of Sept. 30. Mar- | 57 Su 
ket has been real strong on all models of } STUDE! 
clean used cars. Consignment has been har 
very good the past week. Sold 273 cars) MISCEI 
from 463 consignments. ; Can 
BUICK—’60 LeSabre 2-dr. hardtop, §$2,- "ST Fe 
350°. » ‘56 F 
59 LeSabre 2-dr. hardtop, $1,865* (ps); | ‘53 C 
4-dr. hardtop, $1,815* (ps). : 46 W 

'57 Century 4-dr. Riviera, $950° (ps); 

conv., $940* (ps); Special 4-dr. Rivi- 

era, $805*; 4-dr., $705*; 2-dr. Riviera, 
$765*. Dyer 
‘56 Special 2-dr. Riviera, $660* (ps), | Prices a 
$550°; 4-dr., $500°*. cars fro! 
‘55 Super 4-dr. Riviera, $545*; Specialy BUICK- 
2-dr. Riviera, $525*, $505* (ps); 2-dr., (ps) 
$340*; RM 4-dr. Riviera, $650* (ps). > (ps) 
"54 Special 2-dr. Riviera, $410*; 4-dr.,7 "56 Ci 
$270°. : Spec 
‘53 Special 4-dr., $230*°; RM 4-dr., $130*, f $370 
OADILLAC—’60 (62) conv., $4, 535° (ps); 9 55 8) 
Sedan de Ville, $4,350* (ps). . ae 
’69 (62) conv., $3,075* (ps). 54 Sr 
"68 (62) Sedan de Ville, $2,430* (ps), CADILL 
$2,175* (ps). | ‘56 (6 
’57 (62) Sedan de. Ville, $1,675* (ps). 55 (6 
"56 (62) Sedan de Ville, $1,275* (ps). "D4 (6 
OHEVROLET—’60 Corvair (500) (6) 4- 53 (6 
dr., $1,450. CHEVR«¢ 
*59 Impala (8) conv., $1,750* (ps), $1,- 250° 
690; Bel Air (8) 4-dr., $1,450; 2-dr., Air 
$1,325; Bel Air (6) 2-dr., $1,345; > dr., 
Brookwood (8) 4-dr., $1,405*, $1,340°; 9 Im 
Biscayne (8) 4-dr., $1,265*; Biscayne $1,8 
(6) 4-dr., $1,100. Bel 
"58 Impala (8) 2-dr. hardtop, $1,425* cayn 
(ps), $1,300°; conv., $1,350* (ps); 58 Im 
Brookwood (8) 4-dr., $1,250*, $1,180* $855 
(ps); Bel Air (8) 4-dr. hardtop, $1,- dr., 
175*, $1,145°; Biscayne (6) 4-dr., $1,- $850 
025; 2-dr., $865; Delray (6) 2-dr., $400 
$725. 57 Bi 
S57 Bel Air (8) 4-dr. hardtop, $1,190*, (ps) 
$1,115*, $1,085*; 4-dr., $915°, $915° 2dr. 
(ps); conv., $1,000*; Two-ten (6) 2- — 56 Tw 
dr. hardtop, $1,010; 4-dr., $820; One- 4-dr. 
fifty (8) 2-dr., $630. 55 B 
*56 Bel Air (8) 4-dr., $735; Bel Air (6) $445 
4-dr., $705*; Two-ten (8) station wag- © (ps) 
on 4-dr., $765; 4-dr., $565°; Two-ten $265 
(6) 4-dr., $600°; Delray, $545; One- 54 Or 


(Continued on Page 133, Col, 1) i $125 















LINCOLN—’54 Cosmopolitan 4-dr., 
(ps), $190*. 
MEROURY—’58 Monterey 4-dr., $805*. 
’57 Monterey 4-dr., §780* (ps); 2-dr. 
hardtop, $690*; 4-dr. hardtop, $690*; 
Montclair 4-dr., $720*, $320*. 
’56 Montclair 2-dr. hardtop, $620* (ps); 


$230* 


Used-Car Auction Prices 


i (Continued from Page 132) 























i ene 2-dr. hardtop, $555*; 4-dr., 
ee fifty (6) 2-dr., $630, $525. ’53 Bel Air 4-dr., $265*%; Two-ten 4-dr.,| , ; Custom 4-dr., 9460*. 
psf 55 Bel Air (8) 2-dr. hardtop, $890°, $155*; One-fifty 2-dr., $110. “ae ek, ae aa! eee ee 
on $450*; station wagon 4-dr., $650*; Bel| CHRYSLER—’'56 Windsor 2-dr. hardtop, "54 _ es 4 eee . 3 ‘ 
y Air (6) 2-dr., $420; Two-ten (6) sta- $575* (ps). ; = rey 2-dr. har top, $265*; Cus- 
; tion wagon 2-dr., $450; 4-dr., $460;| DODGE—'55 Coronet (8) 4-dr., $325*;| 153 "Monterey “aan” ha: ais 
2-dr., $340. Coronet (6) 4-dr., $210, $100*. N ae Aw dr. hardtop, $105°. 
'54 Bel Air 2-dr. hardtop, $525*; 4-dr., "53 Coronet (8) 4-dr., $195*. eee ean wg (8) 4-dr., $240°. 
5: $425"; Two-ten 4-dr., $305; One-fifty| EDSEL—'68 Ranger 2-dr. hardtop, #535°. a ee ee ee ae 
a ; . FORD—’60 Galaxie (8) 4-dr., $2,070* (ps);| 57 (88) 4-dr, Holi . > 
= —"" $315; Two-ten 4-dr., Fairlane (8) 4-dr,, ser PS); Bi - my $950* (ps); 2-dr. 
O°} +52 Two-ten 4-dr., $145* 59 Fairlane (8) 2-dr., $1,290*; 4-dr.,| ‘56 (88) 2-dr. Holiday, 2 at $565*; 4-dr. 
P, 51 Two-ten 2-dr.. $135*. $1,230* (ps); Custom 300 (6) 4-dr., Holiday, $415*; 2-dr., $330*. 
w $1,090* "55 (88) 2-dr. Holiday, $430* (ps); 4-dr., 


CHRYSLER—’56 Windsor 4-dr., $610*. 
’55 Windsor 4-dr., $380*. 
DeSOTO—’55 Firedome 4-dr., $360*; Fire- 
flite 4-dr., $310*. 
DODGE—’ 57 Coronet (8) 4-dr., $710*. 


"58 Thunderbird (8), $2,070* (ps); Fair- 
lane (8) 4-dr. Victoria, $1,140* (ps); 
Fairlane 500 (8) conv., $695*; Custom 
300 (8) 4-dr., $600*. 


$385*, $200*; 4-dr, Holiday, $325*; 2- 
dr., $190*, 

°54 (88) Super 2-dr. Holiday, $325*; (88) 
4-dr., $185"; 2-dr. Holiday, $150*, 


It« 


° 


’54 Commander (8) 2-dr., $160, $150. 
MISCELLANEOUS — ’57 Chevrolet %-ton, 


$550. 
"52 GMC %-ton, $200. 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day. Prices are for sale of Sept. 29. Sharp 
cars through '57 in good demand. ‘58, ‘59 
and '60 soft, Sold 128 cars from 206 con- 
signments. 


BUICK—’58 Super 4-dr., $1,225*. 


’57 Super conv., $1,120* (ps); 2-dr. 
Riviera, $965*; 4-dr. Riviera, $875*; 
Special 2-dr, Riviera, $755*. 

’56 Century 4-dr, Riviera, $665*; 4-dr., 
$600*; 2-dr. Riviera, $550*; Super 4- 
dr., $635*, $500*; 2-dr. Riviera, $590* 
(ps), $490°; Special 2-dr. Riviera, 
$460*, $375*; 2-dr., $460*; 4-dr., 
$370*. 

55 Super 2-dr. Riviera, $495*; conv., 


$415*; Special 2-dr., $385*. 
’54 Special 2-dr., $100. 


CADILLAC—’55 (62) 2-dr. hardtop, $880*, 
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’52 Custom (8) 4-dr., $135*. $675*; Scotsman (6) station wagon, 100* (ps), $970*, $950°; sport coupe, 
HUDSON—’55 Wasp 2-dr. nardtop, $190*. $525. $990*; 2-dr., $900* (ps); Bel Air (6) 


sport sedan, $1,075*, $1,065*, $955°*. 
’56 Bel Air (8) sport sedan, $890*; conv., 
$860*; 2-dr., $800*; 4-dr., $600*; Two- 


ten (8) 4-dr., $755*, $450°; 2-dr., 
$725, $520*; station wagon, §$650*; 
Two-ten (6) 2-dr., $650. 

’55 Bel Air (6) 2-dr., $715*, $580* (ps), 
$545; 4-dr., $670* (ps); sport coupe, 
$510*; Bel Air (8) conv., $710* (ps); 
4-dr., $630*°, $525*, $410*; 2-dr., 
$590*; Nomad (8) 2-dr., §665*; Two- 
ten (8) 4-dr., $515*, $455* (ps), 


$440*; Two-ten (6) 4-dr., $460. 
DeSOTO—’57 Firesweep 4-dr., $665* (ps). 


’55 Firedome 4-dr., $325*; 2-dr. hard- 
top, $295°*, 
DODGE—’56 Coronet (8) 2-dr. hardtop, 
$485°. 
"55 Custom Royal (8) 4-dr., $400*. 
EDSEL—’58 Citation 4-dr. hardtop, $1,- 


200*. 

FORD—’60 Galaxie (8) 4-dr. Victoria, $2,- 
000* (ps); Faleon (6) 4-dr., $1,435. 
’59 Thunderbird (8), $2,560* (ps); Coun- 
try Sedan (8) 4-dr., $1,400*; Country 
Sedan (8) 4-dr., $1,360*, $1,105* (ps). 
‘58 Country Sedan (6) 4-dr,, $1,130*, 
$1,000*; Country Sedan (8) 4-dr., $1,- 


085*; Fairlane 500 (8) 4-dr., $1,130* 
(ps); Custom 300 (8) 4-dr., $1,050, 
$970*; Custom 300 (6) 4-dr., $930*; 


Fairlane (6) 2-dr. Victoria, $990*. 

'S7 Fairlane 500 (8) rkyliner, $1,250* 
(ps); conv., $905* (ps), $790*; Fair- 
lane 500 (6) 2-dr., $770* (ps); Coun- 
try Sedan (8) 4-dr., $955*, $900*; 
Country Sedan (6) 4-dr., $945, $550*° 
(ps); Fairlane (6) 4-dr., $740* (ps), 
$675* (ps); Fairlane (8) 2-dr., $680* 
(ps); 4-dr., $640*; 2-dr, Victoria, 
$490°. 

'56 Custom (8) 2-dr., $635; Custom (6) 
2-dr. Victoria, $525*; Fairlane (6) 2- 
dr, Victoria, $605*, $600°; 4-dr., 


(Continued on Page 134, Col, 1) 


"7 , > .| °57 Fairlane (8) 4-dr. Victoria, $960*| PACKARD—'55 Clipper 4-dr., $115*. $870°. 
ee ae eee cs wees: (ps); Country Sedan (8) 4-dr., $770*;| °54 Clipper 4-dr., $150*, $120°. OHEVROLET—’'60 Corvair (6) 4-dr., $1,- 
’53 Meadowbrook 2-dr., $115. Ranch Wagon (8) 2-dr., $735*, $695*; | PLYMOUTH—’59 Belvedere (8) 2-dr. hard- 570°. 
5°) epakL 58 Ranger 2-dr, hardtop, $740*.| Custom 300 (8) 2-dr., 2 at $625*;| top, $1,390°. ‘59 Impala (8) sport sedan, $1,790*; 
ORD—’ 1 - 1,- Custom (6) 4-dr., $530*; Fairlane (6) "58 Plaza (8) 4-dr., $695*; Belvedere sport coupe, $1,720*; Impala (6) sport 
, FORD—’60 Country Sedan (8) 4-dr., $1, 4-dr. Victori a i s 3 
7 875*, $1,840*; Galaxie (8) starliner, ign oria, $450*. (6) conv., $595*; Savoy (8) 4-dr., coupe, $1,690", $1,665*; conv., $1,660*; 
*; $1,775* Sores, eee lede> Gaon, Emmet oe xe: P q1és Bel Air > 2. $1,375*; 2-dr., $1.- 
stg : a a ; conv., ° : ; Cus- ‘ Ivedere (8) 4-dr., $145, 310*, $1,300*; Biscayne (8) 2-dr., $1,- 
Forse “ped; conv, 82, So0*; Galaxie <8) tom (8) 4-dr., $500*; Main (8) 4-dr.,| '54 Savoy 4-dr., $190°. 320. 
" 4-dr., $1,620*; Fairlane (8) 2-dr., $1,-| ,,3420, $310; 2-dr., $330*, 2 at $325. 63 Suburban 2-dr., $140*. ‘58 Gorvette (8) conv., $2,200; Impala 
250° (ps); Custom 300 (8) 2-dr., $1,-}| '55 Fairlane (8) 2-dr., $405* (ps), $310*, | PONTIAC—'56 Chieftain 2-dr. Catalina, (6) sport coupe, $1,505" (ps), $1,- 
m 165* ; SS: denen, bg Me mae ak Bg $250°; Star Chief 4-dr., $210°. 420*; Nomad (6) 4-dr., $1,485*; Bel 
, : : 30 ; Crown Victoria,| °66 Chisftain 2-dr, Catalina, §375°, Air (8) sport sedan, $1,345* (ps); 
" © at; Wareee G0 oy a a $300*; Ranch Wagon (8) 2-dr., $400*; *54 Chieftain 4-dr., $210*. Brookwood (6) 4-dr., $1,125 (ps); 
*; 310* (ps); conv., $1,050* (ps); Fair-| ,, Custom (6) 2-dr., $320°, $200°. RAMBLER—'57 Deluxe (6) 4-dr., $350°. Biscayne (6) 4-dr., $1,150*, $980; 
4 lane (8) 2-dr., $900; 4-dr., $775; Cus- 54 Custom (6) 4-dr., $310*; 2-dr.,| °56 Custom Cross Country, $515; Deluxe Biscayne (8) 2-dr., $995*, 
” tom 300 (8) 2-dr., $870. $170*; Main (8) 2-dr., $170, $155; 4-dr., $270. ’57 Two-ten (8) station wagon, $1,100*; 
57 Fairlane 500 (8) skyliner, $1,035*; Crest (6) 2-dr. Victoria, $160. ’54 Super Suburban, $215. 4-dr., $940*; Two-ten (6) 4-dr., $880; 
i Country Sedan (8) 4-dr., $825; Cus-| ‘53 Main (8) 4-dr., $120. STUDEBAKER—'58 Commander (8) 2-dr., 2-dr., $825*; Bel Air (8) 4-dr., $1,- 
" tom (8) 4-dr., $650; 2-dr., $550. 
* 56 Fairlane (8) 2-dr. Victoria, $750*, 
$550; conv., $550*; Country Sedan (8) 
7) 4-dr., $615*, $540; Ranch Wagon (8) 
2-dr., $495. 
'55 Thunderbird (8) conv., $1,400* (ps); 
, Country Sedan (8) 4-dr., $575; Fair- 
"4 lane (8) 4-dr., $420%; 2-dr., $430*, B 
$375*; Custom (6) 2-dr., $430. @) ar rame iC = ; [ss 
f-! 54 Custom (8) 2-dr., $435; 4-dr., $185; 
4. Ranch Wagon (6) 2-dr., $335. 
2. ’53 Custom (8) 4-dr., $310; Main (6) 
2-dr., $135. . _ 
) IMPERIAL—’5S8 Imperial 4-dr. hardtop, insta Ee Te aoa ea f is rvice S 
in $2,155* (ps). S Sy O 


’57 Imperial 4-dr., $1,290* (ps). 
LINCOLN—’58 Premiere 4-dr. hardtop, $1,- 
875* (ps). 
MERCURY—’58 Custom 4-dr., $840*. 
) ’57 Monterey 2-dr., $510*. 
: ’56 Custom 2-dr., $635*; Montclair 4-dr. 


hardtop, $555*; Monterey 2-dr. hard- 
top, $540*. 
’55 Montclair conv., $415*; Monterey 2- 
2. | dr. hardtop, $400*; 2-dr., $365. 
*“] °54 Monterey 2-dr. hardtop, $350*. 
’53 Monterey 2-dr. hardtop, $150*. 


+] GCLDSMOBILE — '59 (98) 4-dr., $2,250* 
(ps). 

“] °58 (88) Super 4-dr. Holiday, $1,505* 
(ps); 4-dr., $1,335*; (88) 2-dr. Holi- 

“” day, $1,235*. 


’57 (88) Super 4-dr., $895*; 4-dr. Holi- 
day, $335* (ps). 

’56 (88) Super 4-dr., $540. 

* ’55 (88) Super 2-dr. Holiday, $540* (ps); 


cediihammtneaniaciade temmnitad 


4-dr. Holiday, $470*; (98) 2-dr. Holi- 
a day, $340*. 
54 (88) 4-dr., $430*. 
PACKARD—’53 Clipper 4-dr., $230*; 2-dr. 
: hardtop, $125. 
) PLYMOUTH—’61 Fury (8) conv., $2,950* 
(ps). 
+ °60 Suburban (8) 4-dr., $1,850*. 
.|  °59 Belvedere (8) 2-dr. hardtop, $1,300*. 
*) °'58 Savoy (6) 4-dr., $600; Plaza (8) 2- 
y dr., $600. 
.% °57 Suburban (8) 4-dr., $750* (ps); 
5 Plaza (8) 4-dr., $515; Plaza (6) 2-dr., 
« $500. 
’56 Suburban (8) 4-dr., $680*; Belvedere 


(8) 2-dr., $370. 

’55 Savoy (6) 4-dr., $385. 

’54 Suburban (6) 4-dr., $375. 

’53 Cranbrook 2-dr. hardtop, $190*. 

PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 
250* (ps). 

"57 Star Chief conv., $1,000* (ps); 
Chieftain 4-dr. Catalina, $800*; 2-dr., 
$645°. 

’56 Star Chief 4-dr. Catalina, $715*; 2- 
dr, Catalina, $450*; Chieftain 4-dr., 
$400°*. 

’55 Chieftain 2-dr., $280*. 


Williamson-Willey Pontiac Co. in Birmingham 


* 


Vo ee planned for efficient handling of all service work 
"58 Super (6) 4-dr., $1,075*. 


’57 Super (6) 4-dr., $495. 
STUDEBAKER—’'58 Silver Hawk (8) 2-dr. 
hardtop, $830*. 
MISCELLANEOUS—'59 Chevrolet (8) 
%-ton pickup, $1,050. 


To assure quick, safe lifting of all model cars for efficient 
service and repair work, Alabama’s largest Pontiac agency 
has installed 15 Rotary auto lifts. 


Williamson-Willey Co. of Birmingham, for their modern 
new dealer shop, chose 11 Rotary two-post mechanics’ lifts 
for general repair work and four Rotary single-post lifts for 
lubrication and paint and body shop use. Both these lifts 
employ “swinging arm” construction and a unique pick-up pad 
design for maximum flexibility in reaching frame suspension 
points on all cars. 





f 
n 
. El 


$970° 
$860* 


Riviera, 
Riviera, 


To assist you in planning service shops for maximum ef- 
ficiency, Rotary Lift has prepared a Lift Selection Guide which 
contains many helpful suggestions on shop layout. Use the 
coupon below to order your free copy. 


(ps), 





- 


$2,- 
Bel 
4- 


* 
Camino pickup, $1,325. 
: ‘57 Ford (8) 
56 Ford %-ton pickup, $475. 
’53 Chevrolet %-ton pickup, $450. 
‘46 Willys Jeep, $185. 
DYER, IND. 

Dyer Auto Auction, Sale every Friday. 
, | Prices are for sale of Sept. 30. Sold 210 

cars from 308 consignments. 
lf BUICK—'57 Super 2-dr. 
‘ (ps); Century 2-dr. 
‘ (ps). 
y ’56 Century 2-dr, Riviera, $635* (ps); 
: Special 4-dr., $495*, $300°; conv., 
$370*; 2-dr. Riviera, $295*. 

’55 Special 2-dr,. Riviera, $350* 
$145*; 2-dr., $330*, $150*. 

’54 Special 2-dr., $175*; 4-dr., $150*. 

CADILLAC—’'59 (62) 4-dr., $2,950* (ps). 

"56 (62) 4-dr., $795* (ps). 

"55 (62) 4-dr., $610* (ps), $495* (ps). 

"54 (62) 4-dr., $370* (ps). 

"53 (62) 2-dr., $280* (ps), 

CHEVROLET—’'60 Impala (8) conv., 
250*; sport coupe, $2,210* (ps); 
Air (8) 4-dr., $1,880*%; Corvair (6) 
dr., $1,470 

‘59 Impala (8) sport coupe, $1,880* (ps), 

$1,815*; 4-dr., $1,780*, $1,690* (ps); 
Bel Air (8) 4-dr., $1,640° (ps); Bis- 
cayne (8) 4-dr., $1,390* (ps). 

‘58 Impala (8) sport coupe, $1,430* (ps), 
$855"; Bel Air (8) 2-dr., $1,250°%; 4- 
dr., $1,240* (ps); Yeoman (8) 2-dr., 
$850*; Delray (8) 4-dr., $410°; 2-dr., 
$400. 

‘57 Bel Air (8) sport coupe, $1,140* 
(ps); 4-dr., $1,020* (ps); Bel Air (6) 
2-dr., $715; Two-ten (8) 4-dr., $870*. 

’56 Two-ten (8) sport coupe, $570* (ps); 
4-dr., $535. 

55 Bel Air (8) conv., $510°; 4-dr., 
$445*, $400*; Bel Air (6) 4-dr., $435* 
(ps); 2-dr., $410; One-fifty (8) 4-dr., 
$265*. 

‘54 One-fifty 4-dr., $215*, $155, $140°, 

125. 


; $125; 2-dr., $150°, $125 








These are the 
Rotary Lifts selected by Williamson-Willey 


11 Rotary Two-Post Frame 
Pick-Up Lifts Model FP28-H 

For all mechanical work that requires 
a lift. Picks vehicle up by frame so 
that suspension is left clear. Center 
of car is completely accessible for 
transmission work. 





4 Rotary Single-Post Frame 
Pick-Up Lifts Model FP46 

For lubrication, oil changes, tire, 
brake and muffler work as well as 
paint and body shop use. Handles all 
cars easily. Picks up under frame so 


wheels and suspension are free. 


Model FP 46 


NAME _ 
COMPANY _ 
ADDRESS___ 








MAIL COUPON FOR COMPLETE DATA 


Dover Corporation, Rotary Lift Division 
1188 Kentucky / Memphis 2, Tenn. 


Please send information on Rotary Lift Model FP28H _ 
. Send Auto Lift Selection Guide and 
Shop Layout Recommendations 











. 





ee ne ne ee 
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$570°; 2-dr., $540*, $395°; Ranch 
Wagon (8) 2-dr., $550%, $365* (ps); 
Ranch Wagon (6) 2-dr., $525*. 
‘55 Country Sedan (6) 4-dr., $645*; 
Country Sedan (8) 4-dr., $560, $440*; 
Fairlane (8) 2-dr. 
$430°; 4-dr., = 


Wagon (6) 2-dr., $350*. 
LINCOLN—’56 Capri 4-dr., $1,005* (ps). 
MERCURY—’'58 Monterey 4-dr., $925* 

(ps). 

’ST Monterey 4-dr., $750*. 
’56 Medalist 2-dr. hardtop, $280*, 
’55 Montclair 2-dr. hardtop, $510*, $500*, 


$380*; conv., $430*; Monterey 2-dr. 
hardtop, $320°. 
'54 Monterey 2-dr, hardtop, $505* (ps); 
4-dr., $420°. 
OLDSMOBILE — ’'57 (88) 4-dr. Holiday, 
$1,005° (ps); 4-dr., $930°; 2-dr., 


56 (88) Super 2-dr., $875* (ps); (88) 4- 
dr. Holiday, $680*; 2-dr. ‘Holiday, 
$645", (ps); conv., $510* (ps); 4-dr., 


$450°. 

‘55 (88) 2-dr. Holiday, $470*, $465* 

(ps). 

‘54 (88) Super 2-dr, Holiday, $365*; 

a 2-dr, Holiday, $340*; conv., $250* 

ps). 

PLYMOUTH — ‘57 Belvedere (8) 4-dr., 
$745*; Savoy (6) 4-dr., $550°; Savoy 
(8) 4-dr., $450*, 

'56 Savoy (8) 4-dr., $470*, $390*, $300°; 
Plaza (8) 4-dr., $295°. 

‘55 Plaza (8) 4-dr., $200°; Plaza (6) 2- 
dr., $160, 

PONTIAC—’57 Star Chief conv., $905* 
(ps). 

‘56 Star Chief 2-dr. Catalina, $800*; 4- 
dr, Catalina, §650*; Chieftain 4-dr. 
Catalina, $590*, $580*° (ps); 4-dr., 
$500*, $415°; conv., $455*; 2-dr., 
$435*, $315*; 2-dr. Catalina, $415*. 

‘55 Star Chief 4-dr., $810*; Chieftain 2- 
dr., $220*. 

RAMBLER—’59 American (6) 2-dr., $970* 
(ps). 

"56 Custom 4-dr., $535. 


'55 Custom Cross Country, $595*, $395*; 
4-dr., $300. 
STUDEBAKER—’58 Champion (6) 4-dr., 


$650. 
VALIANT—’60 Valiant 4-dr., $1,580*. 
MISCELLANEOUS—'50 Chevrolet %-ton, 
$240. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Sept. 29. Con- 
signment was somewhat higher as prices 
declined slightly. Sharp cars still strong. 
Average and off cars selling at a price. 
Sold 217 cars from 271 consignments. 


re LeSabre 4-dr. hardtop, $2,100* 


ps). 
‘50 ‘Tesabre 4-dr., $1,605* (ps). 
‘58 RM 4-dr. Riviera, $1,415* (ps); Spe- 


cial 2-dr., $1,030*; Limited 4-dr. Riv- 
jera, $970* (ps). 
'S7T RM Riviera, $950*; 4-dr. Riviera, 


$825* (ps); ey A $840* (ps); 
Special 4-dr., $745° ( 

56 Century 4-dr. Riviere, $640* (ps); 
a 2-dr., $285. 

’55 RM conv., $460* (ps); Special 4-dr. 
Riviera, $375*; 2-dr. Riviera, $360*. 

'54 Special 2-dr. Riviera, $130°, 

‘49 Super 4-dr., $110. 


OCADILLAC—'58 (62) 4-dr. hardtop, $2,- 


240* (ps). 
"ST (62) Sedan de Ville, $1,900* (ps), 
$1,355* ). 


(ps 
"56 (60) Special 4-dr., $1,180* (ps); (62) 
4-dr., $1,070* (ps). 

OHEVROLET—’'60 Impala (8) 4-dr. hard- 
top, $2,150* (ps); Bel Air (8) 4-dr., 
$1,875* (ps), $1,850° (ps), $1,840* 
(ps); Corvair (700) (6) 4-dr., $1,400. 

‘59 Impala (8) 2-dr. hardtop, $1,700*; 
4-dr. hardtop, $1,480*; Bel Air (6) 
4-dr, hardtop, $1,485* (ps); 4-dr., 

, $1,335*, $1,315*, $1,285*, $1,- 
250° $1,250, $1,220, $1,205; Bel Air 
(8) 4-dr. , $1,420; Parkwood (8) 4-dr., 
$1,400. 

'58 Brookwood (8) 4-dr., $1,335* (ps), 
$960; Impala (8) conv., $1,335* (ps), 
$1,275* (ps), $1,220* (ps); Biscayne 
(6) 4-dr., $1,040, $1,040*, $1,000", 
$975*, $995, $925; 2-dr., $825; 
Biscayne (8) 4-dr., $1,000*; Bel air (8) 
4-dr., $1,025* (ps), $920*, 

‘ST Two-ten (8) 2-ar. hardtop, $950* 
(ps); Bel Air (8) 4-dr., $670* (ps); 
One-fifty (8) 4-dr., §670* (ps); 2-dr., 
$365*, 

56 Bel Air (8) 4-dr., $650°; Two-ten 

station wagon 
$225. 


(8) 2-dr., $525, $430; 
4-dr., $450°; One-fifty (8) 4-dr., 
'55 Two-ten (6) 4-dr., $400; Bel Air (6) 


4-dr., $330, $250. 
'54 Bel Air 2-dr., $240, $235; One-fifty 
2-dr., $180. 
‘S53 Two-ten 2-dr., $150; 4-dr., $125*. 
'52 Deluxe 4-dr., $115. 
CHRYSLER—’59 Saratoga 4-dr., $1,225* 
(ps), $1,170" (ps). 
68 NY 4-dr., $1,325* (ps). 
'S7 NY 2-dr. hardtop, $1,065* (ps). 
$685*° (ps). 


'56 Windsor 2-dr. hardtop, 
’53 Windsor 4-dr., $125*. 
DeSOTO—'58 Firedome 4-dr., $1,060*. 
'S7 Fireflite 4-dr., $920*; Firedome 4-dr., 
$705* (ps), $700* (ps). 


’56 Fireflite 4-dr., $675* (ps); 2-dr. hard- 


top, $495* (ps); Firedome 4-dr., $545°*. 
DODGE—'60 Matador (8) 2-dr. hardtop, 
$2,075* (ps). 

‘58 Coronet (8) 2-dr. hardtop, $1,005* 
(ps). 

‘57 Custom Royal (8) 4-dr., $860*; Cor- 
onet (8) 4-dr., $725* (ps), "$470°; 2-dr., 
$500*, $380°. 

'56 Coronet (8) 4-dr., $515* (ps); Royal 


(8) 2-dr. hardtop, $470* (ps). 

'h5 Coronet (8) 2-dr. hardtop, $205*. 

"54 Coronet 4-dr., $230*. 

EDSEL—’'58 Ranger 2-dr., $600. 
FORD-——'60 Falcon (6) 4-dr., $1,445. 

"59 Country Sedan (8) 4-dr., $1,570* 
(ps); Galaxie (8) conv., $1,210* (ps), 
$1,125, $1,100; Custom 300 (8) 4-dr., 
$1,210* (ps), $1,125, $1,100; 2-dr., 
$945, $920. 

‘658 Thunderbird (8) conv., $1,850* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,040* 
(ps); Fairlane (8) conv., $965*; Coun- 
try Sedan (8) 4-dr., $i, 010*; Ranch 
Wagon (6) 2-dr., $740. 











BUIOK—’60 Electra 4-dr. hardtop, $2,520* 


Riviera, $875* (ps); 
4-dr. Riviera, $740*; 4-dr., $725*; Cen- 


‘6S RM 2-dr, Riviera, $440* (ps); 
2-dr, Riviera, $330* (ps). 
CADILLAC—'60 (62) 2-dr. hardtop, 
880* (ps), $3,875* (ps). 
’58 (62) conv., $2,200* ( 
‘55 (62) conv., 
top, $750* (ps). 


’57 Custom (8) 2-dr., $530* (ps); 4-dr. 
$335; Custom 300 (6) 2-dr., $350. 
66 Fairlane (8) 2-dr, Victoria, $425* 


(ps); Custom (8) 4-dr. $415* (ps), | CHEVROLET—’60 Impala (8) sport coupe, 

$385*; $340°; Parklane (8) 2-dr., $385° $2,130°. 

(ps). ’6569 Impala (8) sport sedan, $1,775*, 
 Sromramete oP tier | re Oa See res 
: 8) 4-dr., Crest -dr., $1,600°; -dr., 

(8) a $120. sie a. ea ak a a Piso,’ Del- 
’53 Crest (8) 2-dr. Victoria, $160; Custom PS); r -ar., , ; ce 

(8) 4-dr., $130. ’ ~~. 4, < $1,340; Biscayne (6) 

ee a. ’57 Imperial 2-dr. hardtop, 5S 8 Bel Ate (8) conv., # 265° (es), $1,- 
, ; s op, , ps), "a 
en am, $780° (ps). 200*; sport sedan, $1,180*; ‘sport 


58 Premiere 4-dr. hardtop, coupe, $1,125* (ps); 2-dr., $965*; Bel 


‘COLN 
$1,810° ry 


3 Air (6) 2-dr., $1,110; Biscayne (6) 
‘ST Capri 4-dr., $1,050* (ps). 2-dr., $1,085. 
56 Capri 2-dr. hardtop, $755* (ps); 2- ‘57 Corvette Bn de conv., $1,600°; Bel Air 
dr., $610* (ps). (8) sport sedan 
MERCURY—’59 Montclair 4-dr., $1,600* "66 Bel Air (6) ‘conv. x ‘3675°; Bel Air 
(ps); Monterey 4-dr., $1, 140° (ps). (8) sport coupe, $640*; sport sedan, 
"58 Monterey 4-dr., $970* (ps). $510*; 2-dr., $465*; Two-ten (8) 2-dr., 
57 Montclair 2-dr. hardtop, $910*, $650*; $405°*. 
Monterey 4-dr., $630. "53 Bel Air (8) 2-dr., $280*, 


’56 Custom 4-dr., $580*; Montclair conv.,| OHRYSLER—’58 Windsor 2-dr. hardtop, 













$450° (ps). $975". 
’55 Montclair 2-dr. hardtop, $345*; Cus- "55 Windsor 4- dr., $390*. 
tom 2-dr., $315. DeSOTO—’59 Fireflite 2-dr. hardtop, $1,- 
54 Montclair 4- ar., $155. 680* (ps). 
OLDSMOBILE — '60 (98) conv., $2,750* ’55 Firedome 4-dr., $530* (ps); Fireflite 
a « 4-dr., $300*, $240* (ps). 
m juper 4-dr. Holiday, $1,775* , a ° 
(ps); (88) 4-dr., $1,660* (ps). ee Coronet (8) 4-dr., $520*. : 
'58 (88) Super 4-dr., $1,390° (ps). FORD—'60 Galaxie (8) Starliner, $2,165 
'57 (88) Super 2-dr. Holiday, $1,065* (ps); Fairlane (8) 2-dr., $1,500; Fal- 
(ps); (88) 4-dr., $825* (ps); (98)| ,,COM (6) 4-dr., $1,450. ‘ as 
4-dr., Holiday, $875* (ps). SO Galante () conv, 91.000" (Be); 


Fairlane (6) 4-dr., $1,275; Custom 300 
(8) 2-dr., $1,100*. 







"56 (98) 4-dr. Holiday, $670* (ps), $665* 




























(ps); (88) 2-dr. Holiday, $585*, $380*. ’ 
, 58 Country Sedan (8) 4-dr., $1,150*; 
n 4-dr., $185* (ps); (88) 4-dr., Fairlane 560, (8) 2 a se 
PLYMOUTH’ : ; ir. ctoria, ’ ; irlane 
i, oie gee eo wa "anh (8) 2-dr. Victoria, $900*; Custom 300 
$970. | 16 Fatriane "500° (8) $910* (ps) 
58 Plaza (8 6 rlane conv., Ps); 
‘BT Suburban (8) 4-dr., $075*; Belvedere Sere rent coer Cae)? Seite 
(8) 4-dr., $705* (ps), $680*, $620° Victoria, $790*; Custom (8) 2-dr., 
(ps); Savoy (8) 2- dr., $515*; 4-ar. $675; 4-dr., $575*; Fairlane (8) 2-dr. 
$500*, $450, . Victoria, $670; Ranch Wagon (6) 2- 
, r , 
85 Piase a6) 4-dr., $345; Belvedere (6)| +56 “Custom (8) 4-dr., $405*; 2-dr., 











$360*. 


53 Cranbrook 2-dr, hardtop, $155*. '55 Country Sedan (8) 4-dr., $410°. 


Mages ei 59 Star Chief 4-dr., $1,840° "04 Greet, <8) 4-de., $240; Main (6) 2-dr., 
‘ . " : 
o ‘Gece cane 4 a eae: Chtetiaine RIAL — '59 Imperial 4-dr., $2,710* 





2-dr., $630* (ps). 


(ps). 
55 Star Chief 2-dr. Catalina, $335*. MEROURY—'S9 Montclair 4-dr. 


$1,625* (ps). 


hardtop, 


Sa “ae $165°; Star} +58 ‘Park Lane 4-dr, hardtop, $1,260* 
Chief 2-dr., a ar. ‘es ° 
‘53 Chieftain 4-dr., $185*; 2-dr. Catalina, 4g pe Be Be 


’57 Monterey 2-dr, hardtop, $850*; 
$640. 


$355* (ps); 2-dr. 
Monterey 2-dr, hard- 


47 ‘Ambulance, § $120. 55 Montclair conv., 


conan $340*; 
P, $350*. 
NASH. '55 Ambassador (6) 4-dr., $205*. 


— ‘55 Chevrolet 
$435; Ford (8) %-ton pickup, 
%-ton panel, $250. 

54 Chevrolet (6) panel, $280. 


(6) 
$310; 


53 Chevrolet (6) panel, $160; 2-ton box | OLDSMOBILE—’60 (88) 4-dr. Holiday, 
body, $155. ; $2,500* (ps). 

"48 Chevrolet (6) pickup, $110, "59 (98) 4-dr. Holiday, $2,100* (ps); 

of ee po ag 2 ss ; 

’ (98) 4-dr, oliday, ,575* (ps). 
ALBANY 57 (98) 4-dr., $950*; 2-dr. Holiday, 

Tim Anspach Dealer’s Auto Auction, Inc. $825* (ps); (88) 2-dr., $735*. 

Sale every Monday, Prices are for sale of "56 (88) 4-dr., $540*; (98) 4-dr. Holiday, 
Sept. 26. Perhaps on account of the low $510* (ps); (88) Super 4-dr., $465* 


consignment of automobiles at our auction 
here today the market seemed to stimulate 
in price, Nice Grade A, Retail pieces sold 
for high book and more on some very 


(ps). 
’65S (88) Super 4-dr. Holiday, $355* (ps). 


PLYMOUTH—’60 Savoy (6) 4-dr., $1,480. 
‘59 Savoy (8) 4-dr., $1,025 


choice units, Sold 75.4 percent of 106 con- '58 Belvedere (8) 2-dr, hardtop, $885", 
signments. $875* (ps); 2-dr., $765*. 
BUIOK— 57 Super 4-dr. Riviera, $850*. '5ST Savoy (8) 2-dr., $555*; Plaza (8) 
55 Century 2-dr, Riviera, $300*. 2-dr., $475*; Suburban (6) Deluxe 2- 
CADILLAC—’'60 (62) conv., $2,480* (ps). dr., $305. 
"563 (62) 4-dr., $190* (ps). PONTIAC—’59 Star Chief 4-dr. hardtop, 
CHEVROLET—'¢0 Biscayne (6) 4-dr., $1,- $1,800* (ps). 


BLER—’60 Super (6) 4-dr., $1,700*. 


‘59 “Tmpala (8) 2-dr, hardtop, $1,700*;| '59 Custom (6) Cross Country 4-dr., $1,- 
Parkwood (8) 4-dr., $1,410*; Bel Air 635; Super (6) Cross Country 4-dr., 
(8) 4-dr., $1,400*, $1,375; Bel Air (6) $1,500 

aa $1,200. 

mpala (6) conv., $1,410*; Bel Air 
(8) 2-dr., $1,339* (ps); Bel Air (6) CHICAGO 

3 4-dr, hardtop, $1,160* (ps). Arena Auto Auction, Sale every Tues- 

57 Bel Air (6) 2-dr., $1,100*; 4-dr.,| day, Prices are for sale of Sept. 27, Mar- 


4-dr., on late model and heavy 


ket declining 


ei, Two-ten (8) 2-dr., $985"; 


"56 Two-ten (8) station wagon 4-dr., 
$660*; 4-dr., $560*, $550; Two-ten (6) 
4-dr., $600*. 


’55 One-fifty (6) 4-dr., $260; Two-ten 
(8) 4-dr., $235, $235*. 

‘54 Corvette (8) 2-dr., $730*%; Two-ten 
2-dr., $320; 4-dr., $260; One-fifty 
4-dr., $220. 

‘653 Bel Air conv., $390. 

DODGE —'57 Sierra (8) 4-dr., §$750*, 


$690*. 

‘56 Royal (8) 2-dr., $500*. 

'55 Custom Royal “ 2-dr., $260*; 
onet (8) 4-dr., $235 

FORD—’ 60 Country Squire (8) 4-dr., $2,- 
150* (ps). 

‘59 Thunderbird (8) conv., $2,700* (ps). 

‘58 Fairlane 500 (8) conv., $970". 

’5S7 Fairlane 500 (8) 4-dr, Victoria, 
$800*; conv., $730*; Custom 300 (8) 
4-dr., $675*; Custom (8) 2-dr., $600. 

‘56 Fairlane (8) Crown Victoria. §$725*; 
2-dr. Victoria, $650* (ps); Custom (8) 
4-dr., $590, $580, $510*. 

’65 Fairlane (8) 2-dr., $470; 4-dr., $360; 
Custom (8) 4-dr., $360. 

‘54 Custom (8) 4-dr., $360". 

MERCURY —'57 Monterey 4-dr., 
conv., $585* (ps). 

’55 Monterey 4-dr., $460*. 

OLDSMOBILE—’'57 (88) Super Fiesta 4- 
$630* 


r., $1,075*. 
‘56 (88) 4-dr., §$670* (ps); 
(ps). 
‘54 (98) conv., $195* (ps). 
"63 (98) 4-dr., $110* (ps). 
PLYMOUTH —’'60 Fury (6) 2-dr. hardtop, 
$1,500; Savoy (6) 2-dr., $1,390. 


‘59 Belvedere (8) 2-dr., $1,141*; 
(8) 4-dr., $1,025. 


Cor- 


$700; 


2-dr., 





Dies for English Cars— 


Savoy! Active Tool & Mfg. Co., 


Detroit, is fin- 


’58 Savoy (8) 2-dr., $810*. ishing the last of 362 dies for stamping 
"57 Fury (8) 2-dr., $865* (ps); Suburban | body parts used in English cars and deliv- 
pat = i cen ene” asa ery vans. The dies were started in Eng- 

"56 Savoy (8) 2-dr., $435*. ; land and shipped to Detroit in seven 
’55 Savoy (6) 2-dr., $260. shiploads. After the dies are finished, 
PONTIAC. 57 Bae Chief conv., g900*| they Will be put into production in Detroit. 


From 5,000 to 10,000 panels will be made 
to meet initial assembly requirements be- 
fore the dies are shipped back to England. 
Above, a Kellering machine is being used 
to develop and make changes on the 
restrike die for inner hood panels. The 
plaster mold was cast from a master sent 
from England. 


(ps). 
RAMBLER—’59 Super (6) 4-dr., $1,500. 
’568 Super (6) 4-dr., $950. 
MISOELLANEOUS—’'57 Chevrolet %-ton 
Delivery, $380. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Sept. 28. 


AUTOMOTIVE NEWS, OCTOBER 10, 1960 


Super |i 


ps). i 
$825* (ps); 2-dr. hard- 


Merchandising Device— 


A new concept in automobile service 
merchandising is appearing nationally in 
Chevrolet dealer service departments. To 
make people more conscious of the effect 


of vision on their driving, all service cus- 


tomers are invited to test their eyes. This 
is accomplished by reproducing an actual 
size eye-chart in a poster that sells car 
lighting services. To help the viewer in 
judging distances, the floor in front of 
the chart is marked off with stripes, from 
10 feet to 200 feet. A switch in art treat- 
ment gives another application of the eye 
chart theme and provides a selling device 
for a second poster featuring windshield 
wiper and washer service, for daytime 
driving vision. 


cars. Older cars and sharp cars bring top 

dollar. Sold 407 cars from 681 consign- 

ments. 

BUICK—’60 LeSabre conv., $2,260* (ps). 
’59 Electra 4-dr, hardtop, $1,970*, $1,- 


810* (ps); Invicta 4-dr, hardtop, $1,- 
750* (ps); LeSabre conv., $1,745* 
(ps). 


"58 Super 4-dr, Riviera, $1,390* (ps); 
Special 4-dr., $1,210* (ps). 

57 RM 4-dr. Riviera, $1,010*, $850* 
(ps); Special 4-dr, Riviera, $740* 


(ps); 2-dr., $600*; 4-dr., $535*; conv., 
$375* (ps). 

’56 Special 2-dr. Riviera, $490*; 4-dr. 
Riviera, $480*. 

‘55 Special 4-dr. Riviera, $520* (ps), 


$455* (ps); 2-dr, Riviera, $360* (ps), 


$355*; Super 2- dr, Riviera, $355* (ps). 

CADILLAC—’60 (62) 2-dr. hardtop, $4,- 
000* vas (60) Special 4-dr, hardtop, 
$3,935* (ps). 

"59 de Ville 4-dr. hardtop, $3,350* (ps); 
= 2-dr. hardtop, $3,150* (ps); 4- 
dr., $3,060* (ps). 

he Sr 2-dr. hardtop, $2,010* (ps); 

$2,000* (ps). 

st (60) Special 4-dr. hardtop, $1,740* 
(ps); (62) 4-dr., $1,605* (ps), $1,- 
500* (ps). 

’56 (62) 2-dr, hardtop, $700* (ps). 

55 (60) Special 4-dr., $1,000* (ps). 

"54 (62) 4-dr., $500* (ps). 

’52 (62) 4-dr., $325*. 

CHEVROLET—’60 Impala (8) sport sedan, 
$2,275* (ps), $2,250* (ps), $2,175°*; 
conv., $2,130* (ps); Corvair (6) 4-dr., 
$1,590, $1,425*. 

’59 Impala (8) 4-dr., $2,395* (ps), $1,- 
670*, $1,650*, $1,645*, $1,410*; conv., 
$1,770* (ps), $1,720* (ps); sport se- 
dan, $1,765* (ps), $1,645* (ps), $1,- 
475*; sport coupe, $1,600; Bel Air (8) 
4-dr., $1,665*, $1,360* (ps), $1,310*, 
$1,275*, $1,170; 2-dr., $1,355*, $1,- 
340* (ps), $1,310*, $1,300*, $1,275* 
(ps); Brookwood (8) 4-dr., $1,450, 
$1,395, $1,330; Biscayne (8) 2-dr., 
$1,265* (ps). 

’58 Bel Air 
(ps); 4-dr., $1,175*; 
dr., $1,165*; Delray 
105*; Biscayne (8) 4-dr., $1,030*, $1,- 
020*; 2-dr., $960. 

’57 Corvette (8) conv., $1,645*; Bel Air 
(8) conv., $1,125* (ps), $1,040* (ps), 
$985* (ps); sport coupe, $1,100*; 4- 
dr., $1,090* (ps), $1,040*, $1,010*, 
$1,000*; 2-dr., $980* (ps); Bel Air (6) 
sport sedan, $600*; Two-ten (8) sta- 
tion wagon, $990*; ye dr., $960*, $765*; 
Two-ten (6) station wagon, $700; One- 
fifty (8) 4-dr., $685. 

56 Two-ten (8) Delray, $900, $600*; 4- 
dr., $760*, $560; Bel Air (8) conv., 
$765* (ps); sport coupe, $760*; sport 
sedan, $760*, $735*; 2-dr., $725*%; 4- 
dr., $600; Bel Air (6) sport coupe, 
$495*, $425*. 

’55 Bel Air (8) 4-dr., $515*; One-fifty 
(8) 2-dr., $460, 

CHRYSLER—’'60 Windsor conv., 
(ps). 

'56 NY 4-dr., $600* (ps). 

COMET—’'60 Comet 4-dr., $1,700*. 

'57 Firesweep 2-dr. hardtop, 
$720* (ps). 

DODGE—’57 Coronet 
$600*. 


Rambler Invades 
N. Miami Beach 


MIAMI.—Crespi Rambler Motors 
has been appointed the fifth author- 
ized Rambler dealer in the Miami 
area and has opened in time for the 
showing of the ’61 models in the 
buildings formerly occupied by a 
Lincoln-Mercury dealer, adjacent to 
a huge shopping center on 163rd 
St. in fast-growing North Miami 
Beach. 

Eli Crespi, onetime manager of 
another Rambler deal, is president 
and general manager of the dealer- 
ship, and M. M. Bacon is secretary- 
treasurer. Crespi, 30, is believed to 
be the youngest Rambler dealer in 
the country and the new showroom 
(with a 25-car capacity) is purport- 
ed to be the largest American Mo- 
tors showroom in Florida, 


4- 


(8) sport sedan, $1,220* 
Brookwood (8) 4- 
(8) 4-dr., $1,- 


$2,775* 


(8) 2-dr, hardtop, 






































‘55 Custom Royal (8) 2-dr. hardtop, 
$540*; Coronet (6) 4-dr., *. 
FORD—'60 Galaxie (8) conv., $2,035*, 
$1,980* (ps), $1,950* (ps); 4-dr. Vic 
toria, $1,930* (ps); Galaxie (6) star- 
liner, $1,400; Falcon (6) 4-dr., $1,- 
710°, $1,440; 2-dr., $1,390; Ranch 
Wagon (8) 2-dr., $1,605*; Fairlane 
500 (8) 2-dr., $1,550*; Fairlane (6) 

4-dr., $1,300*. 


69 Thunderbird (8), $2,600* (ps), $2,- 
365* (ps); Galaxie (8) skyliner, $1,- 
790* (ps); 4-dr. Victoria, $1,720* (ps), 
$1,675* (ps); 2-dr., $1, 625°; 4-dr., $1,- 
585*, $1, 570°, $1,540*; Fairlane 500 
(8) 4-dr. Victoria, $1,550* (ps); 4-dr., 
$1,355* (ps), $1,290*, $1,230*; Cus- 
by 300 (8) 4-dr., $1,165*; 2-dr., $1,- 
075. 

’58 Country Squire (8) 4-dr., $1,230* 
(ps); Fairlane 500 (8) 4-dr., $1,175*; 
4-dr, Victoria, $1,070*; Fairlane 500 
(6) 4-dr, Victoria, $950° ; 2-dr., $710*; 
Country Sedan (8) 4-dr., $1,125* (ps). 

‘57 Country Squire (8) 4-dr., $1,105* 
(ps); Fairlane 500 (8) skyliner, $865* 
(ps), $825* (ps); 4-dr., $840* (ps), 
$775* (ps); Ranch Wagon (8) 2-dr., 
$780*; Ranch Wagon (6) 2-dr., $675*, 
$600*; Country Sedan (6) 4-dr., $710*; 
Fairlane (6) 2-dr., $580*, $525*, 
$505*; 4-dr., $565*, $550; Custom 3005 
(6) 2-dr., $490; Custom (6) 2-dr., 
$430*. 

’56 Thunderbird (8) conv., $1,625*; Fair- 
lane (8) 2-dr. Victoria, $660*; 4-dr., 














$645* (ps); Custom (8) 2-dr, Victoria, 
$450". 

"55 Thunderbird (8) conv., $700; Fair- 
lane (8) 2-dr., $575* 


MERCURY—’59 Park Lane 4-dr. hardtop, 
$1,800* (ps); Montclair 2-dr. hardtop,’ 
$1,590* (ps). 

‘58 Park Lane 4-dr. hardtop, $1,435* 
(ps); Montclair 2-dr, hardtop, $1,135*, 


$1,025* (ps); 4-dr, hardtop, $1,115* 
(ps); Monterey 2-dr. hardtop, $1,110*; 
4-dr., $945*. 


‘57 Turnpike Cruiser conv., $1,150* (ps); 7 
Montclair conv., $975* (ps); Monterey 7 
4-dr. hardtop, $780*; 4-dr., $620*. 


’56 Montclair 2-dr, hardtop, $640*; Cus-/ 
tom 2-dr. hardtop, $445*, 
’55 Montclair conv., $345*, j 
OLDSMOBILE — ’60 (98) 4-dr., $2,725* 
(ps); (88) Super 4-dr. Holiday, $2,-) 
555* (ps); (88) 4-dr., $2,375*, A 
"59 (98) conv., $2,150* (ps); 4-dr., $2,-— 


025*, $1,935* (ps); (88) 4-dr. Holiday, 
$2,070* (ps). 

"58 (98) 4-dr., $1,480* (ps); 4-dr, Holi- 
day, $1,385* (ps); (88) Super 4-dr, 
Holiday, $1,225* (ps); conv., $1,145* 
(ps); (88) conv., $1,100*. 

’57 (88) Super Fiesta 4-dr., $1,370* (ps); 
2-dr. Holiday, $955* (ps); (98) 2-dr, 
Holiday, $1,085* (ps); 4-dr., $965* 
(ps); (88) 2-dr, Holiday, $895* (ps), 


$880*, $815*. 

"56 (98) 4-dr. Holiday, $725* (ps), 
$720* (ps), $720*; (88) Super 4-dr, 
Holiday, $650* (ps); 2-dr. Holiday, 
$630; (88) 4-dr., $635* (ps), $415*. 

'55 (88) 2-dr. Holiday, $445* (ps). 

PLYMOUTH—’60 Fury (8) 4-dr, hardtop, 
$2,200* (ps). 

’59 Sport Fury (8) conv., $1,510* (ps); 
Fury (8) 4-dr., $1,215*; Belvedere (8) 


4-dr., $1,180* (ps); 2-dr. hardtop, $1,- 
150* (ps). 

’58 Suburban (6) 4-dr., $715*. 

"57 Suburban (8) 4-dr., $820*; Fury 
(8) 2-dr. hardtop, $800* (ps); Belve- 
dere (8) 4-dr., $725*, $635*; Belvedere 
(6) 4-dr., $480* (ps), 

’66 Suburban (8) 4-dr., $590*; Savoy 
(8) 2-dr., $450*. 

PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
750* (ps), 
59 Bonneville conv., $2,330* (ps), $2,-— 


175* (ps); sport coupe, $2,270* (ps); 
4-dr. Vista, $1,970* (ps). 

*58 Chieftain 2-dr., $825* (ps). 

"57 Star Chief 4-dr. Catalina, $675°" 


(ps); Chieftain 2-dr, Catalina, $505*, 

*56 Chieftain Safari 4-dr., $665* (ps); 
4-dr. Catalina, $540*, $480* (ps), 

RAMBLER—’59 Super (6) Cross Country, 

$1,375. ‘ 

’58 Ambassador (8) Cross Country, $1,-— 

280*. 

STUDEBAKER—’59 Lark (6) station wag- j 

z 

: 





on, $1,100*. 
MISCELLANEOUS — '56 Chevrolet truck, 
$670. 


FLINT 


Flint Auto Auction. Sale every Thursday. 
Prices are for sale of Sept 29. Strong for 
this time of year, with normal decline.” 
Sold 175 cars from 292 consignments, J 
BUICK—’60 Invicta 2-dr, hardtop, $2,815* 

(ps), $2,700* (ps), $2,650* (ps); 4-dr. 
hardtop $2,650* (ps); Electra 225 
conv., $2,800" (ps); Electra 2-dr., $2,- 
565*; LeSabre Estate Wagon 4-dr., 
$2,650* (ps); conv., $2,600* (ps); 47 
dr. hardtop, $2,525* (ps), $2,525", 
$2,460* (ps); 4-dr., $2,305* (ps). | 

’59 Invicta Estate Wagon 4-dr., $2,300* 

(ps); Electra 4-dr., $2,075* (ps); 2-dr.- 
hardtop, $1,725* (ps); LeSabre 4-dr. 
hardtop, $1,990* (ps), $1,800* (ps), 





$1,770*, $1,560*; 2-dr. hardtop, $1,850° 
(ps); 3-dr., $1,615°. ! 
"5S Super 4-dr. Riviera, $1,365* (ps); 
Special 4-dr. Riviera, $1,200*; RM) 
2-dr., $1,050* (ps). : 
’57 Century 4-dr., $845*; Special 4-dr. 
$840*; 2-dr. Riviera, $775*. q 
’56 Super 4-dr., $790* (ps); Special 2-dr/ 
Riviera, $750* (ps), $545*, $505*; 2 
r., $390*, $290*; 4-dr. Riviera, $430*; 
4-dr., $430* (ps); RM 2-dr., $590° 
(ps). 
’55 Super 2-dr., $390*; 4-dr., $350* (ps); 
RM 4-dr., $330* (ps). 


’54 Super 2-dr. Riviera, $125* (ps). 
CADILLAC—’60 de Ville 2-dr. hardtop, $4,-" 


205* (ps). j 
'59 (62) 4-dr., $3,400* (ps). : 
’56 (62) 4-dr., $1,050* (ps). 4 


’55 (62) 2-dr. hardtop, $680* (ps). 
CHEVROLET—’60 Impala (8) sport coups 4 
$2,100; Parkwood (6) 4-dr., $1,925%;7 
Brookwood (6) 4-dr., $1,750; Corvait > 
(700) (6) 4-dr., $1,575; Biscayne (oF 
2-dr., $1,530. 
$1,750*, $1, 


59 Parkwood 
690* (ps), $1,680* (ps); Impala i 
4-dr. hardtop, $1,750" (ps); King® 
wood (6) 4-dr. (9 pass.), $1,675% 
Brookwood (8) 4-dr., $1,600* (ps))) 
Bel Air (8) 4-dr., $1,420* (ps); Bé 
Air (6) 2-dr., $1,385*; Biscayne (6) 
4-dr., $1,340; 2-dr., $1,290, $1,200. ~ 
’58 Impala (8) 2-dr, hardtop, $1,350" 
(ps); conv., $1,150* (ps); Bel Air (8), 
4-dr., $1,150* (ps); 2-dr., $1,050 
$1,015*; Biscayne (6) 4-dr., $925, 
0O* 


’S7 Bel Air (8) 4-dr. hardtop, $1,100% 
(ps), $1,005*, $960* (ps); 2-dr., $805% 
One-fifty (6) 2-dr., $610, 7 

‘56 Two-ten (6) station wagon 4-dr/ 


(Continued on Page 138, Col, 1) 
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STANT s Spectacular 


SAF E Radiator Checking 


with the new ‘Lev-R-Vent” Safety Radiator Cap 


Lev-R-VenT is the most revolutionary develop- 

ment in the evolution of the auto- 

motive cooling system since the introduction of radiator 

pressure caps .. . one of a long series of contributions 

by Stant, leader in automotive closures for more than 
a generation! 


Dp. is designed to prevent personal in- 
Lev-R-VenT jury from overheated radiators. . . 


to protect car owners and service personnel in handling 
the high pressures of current cooling systems. 


_P. is designed to force all pressure 
Lev-R-VenT through the overflow pipe and elim- 


inate dangerous discharge of steam and hot coolant 
from the filler opening when removing cap. 


-B.\ is designed for rugged service and 
Lev-R-VenT long life. Test Lev-R-Vents have 


been cycled for lever and valve action many thousands 
of times without failure. 


Stant Lev-R-Vent Caps fit every model and 
make of car . . . available at leading auto- 
Stant's motive wholesalers. 


Complete 


Line STANT MANUFACTURING CO., INC. 


One source for ; : 
gas caps, locking Connersville, Indiana 


gas caps, oil filler 
caps, radiator caps, 
safety radiator Standard of the industry and original equipment for a generation 
caps, cap testers 
and cooling sys- 


tem testers. 
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What should prove an aid 
to drivers and automotive per- 
sonnel is provided by the new 
Lev-R-Vent safety type radia- 
tor pressure cap, shown 
above. It provides insurance 
against scalds and burns of 
arms and hands when remov- 
ing the cap of a boiling radia- 
tor, according to the maker, 
Stant Manufacturing Co., Inc., 
of Cormersville, Indiana. 

At left, with the lever down 








SS 







the right. It stays up. Steam 
and heat jet away through the 
radiator overflow tube. This 
fast “blowdown” 
carries on while the service 
performs other duties. 
cap is turned to re 
lever snaps down 
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lines of the car and its perform- 
ance. They’re glad to find that the 
high fins have been eliminated. One 
criticized the severely restyled 
grilles as being a bit “cheesy” look- 
ing. Limited head room is criti- 
cized, 

“The total sales picture depends 
on the national economy, of 
course,” said one Plymouth deal- 
er, “but if it’s a good sound busi- 
ness year, we should sell 10 to 
12 percent more Cars. 

Valiant. The dealers find it 
changed very little, so the many 
people who liked it before will still 
like the new Valiant. 

Both Plymouth and Valiant deal- 
ers notice a strong economy trend. 
Customers are not only looking for 
higher gas mileage but also for cars 
that are less than $2,400 in cost. 

Pontiac, The new Pontiac will 
take “some getting used to” in ap- 
pearance, one dealer said. The over- 
all look is smaller but that’s in 
keeping with most of the new cars. 
They like the size. 

“I like the rear-end of the big 
Pontiac,” one dealer reports, “be- 
cause it hag smooth, neat lines. Of 
course, I’m prejudiced. The only 
thing I don’t like is that the rear 
looks like it might need fender 
skirts to protect the lights. Last 
year we averaged 100 new-car sales. 
This year we expect to increase that 
to 130.” 

Tempest. A fine-looking car, ac- 
cording to dealers here, with a 

big market waiting for it. Several 
dealers wonder if enough Tem- 
pests are being made to fill the 
demand for it. The strong econ- 
omy trend and this car’s better 
gas mileage should make for ex- 
cellent sales. 

Buick. Dealers like the ’61 Elec- 
tra and also the Special. They’re 
glad the fins have disappeared. It 
improves the overall look. Especi- 
ally appealing are the larger trunk 
space and the generous head room. 

They also like the new automatic 
transmission and the aluminum en- 
gines of the Special. The station 
wagon has a new feature that 
should make loading and unloading 
easier—one large tail gate that lifts 
up, instead of two gates. 

Oldsmobile. Dealers are glad that 
the company is expanding to in- 
clude more than 20 percent of the 
industry, which the medium-price 
class had been confined to recently. 
They like the new Olds better than 
any model for the last six years. 
“Since we’re expanding into 65-70 
percent of the market, we look for 
a big increase in volume and sharp- 
ened competition, More manufac- 
turers will have a vertical coverage 
from low to high priced cars.” 

F-85. One dealer reported that 
Olds has happily hit upon a car 
here that makes available the tra- 
ditional Olds performance and 
quality at a price right down in 
the low-price field. It is something 
for the pocketbook of the vast ma- 
jority of new car buyers. He finds 
that everyone is more price con- 
scious today than ever before, but 
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But ’61s Are Well Received .. . 


Hard Selling Needed, 
Dealer Survey Hints 


(Continued from Page 115) 


year on the ’61s can get a Plymouth 
V-8 motor as an option, making it 
a hot, short-wheel base performer. 
He said that if Chrysler permitted 
this that Ford would make a simi- 
lar option for Falcon and Comet 
and the new race would be on 
again, 

A Dodge dealer wag pessimistic, 
stating that the new Plymouth 
would eat into his Dart sales and 
that the Lancer would reduce both 
Dodge and Dart sales, delivering 
less profit. 

No one was disposed to predict 
the effect of the F-85, the Tempest 
and the Buick Special on Chrysler 
compact and Rambler sales. 

There was high interest among 
all dealers in the possible effects of 
the new Buick Special, with a ma- 
jority predicting sales would have 
a bad effect on Chevrolet sales. 

More experienced dealers, how- 
ever, held that the unknown 
quantity was the tremendous 
number of repeat buyers under 
the Chevrolet banner. There are 

thousands upon thousands who 

have had up to 20 or more Chev- 
rolets and buy Chevrolets every 
two years as a matter of course. 

These buyers are not any more 
likely to be swayed to Buick Spe- 
cial, than they have been induced 
to buy Ramblers or imports, or 
other makes. There is a tremend- 
ous segment of the public that buys 
only two makes, either Ford or 
Chevrolet and they are not easily 
shooed into another stable, 

Most pessimistic predictions came 
from a few dealers who opined 
that this year the number of fa- 
talities among dealerships would 
reach new highs with many of 
them going out of business. This 
is the word you get almost every 
year. Many do go out whether 
business is good or bad, but the 
fact remains that some dealers can- 
not keep abreast of changing times, 
changing highways that funnel 
customers into urban localities, out- 
moded locations and that all call 
for new methods of selling auto- 
mobiles. 



















































ous public reception to the ’61 line 
at its first public showing with 
attendance reaching hig record- 
breaking attendance in 1957. Sales 
were good also, with a number of 
orders for all members of the line, 
including two ’61 Imperials. Plym- 
outh with the new look was ap- 
parently taking a spurt. 

This dealer said he was a lot 
more pleased with the ’61 Chryslers 
than he had been with the ’60s, 
but that he didn’t expect quite as 
big a year. He said he was excep- 
tionally well pleased with the lack 
of change in the Valiant, on-the- 
fence with the changes in Plym- 
outh, pessimistic about dropping 
the Saratoga and the addition of 
the Newport, stating he thought 
the line would be better off with 
the Windsor, the New Yorker and 
the Imperial. 

What effect has the Valiant 
had on used-car business? Many 
dealers, hundreds of them in fact, 
as well as used-car dealers, have 
told this writer, that the com- 
pacts have ruined the used-car 
business, 




















Fashions Dramatize Wool— 


Fashion in the automobile industry 
moves into high gear this month as more 
and more manufacturers introduce wool 
blends in the interior upholstery of new 
cars. This 1961 Imperial LeBaron, for ex- 
ample, includes a wool blend upholstery of 
the same fabric as in the dresses worn by 
models Kitty Muldoon, left, and Janet Pax- 
ton. The dresses, specially designed for 
the dealer introductory showing of the 
Chrysler and Imperial Division at Holly- 
wood, Fla., are custom originals by Bill 
Atkinson of Glen of Michigan. 




















he thinks they’ll also be value con- 
scious. 

Dodge. One dealer reports that 
the public likes the new models 
fine. If there’s any big objection, 
he hasn’t heard about it, except 
an aversion to the fins. Women, 
especially, like to sit higher and 
have wider visions, as this ’61 
model allows. They also like the 
interior colors and materials, 
Lancer. People have expressed a 
real admiration for the interior of 

the 770 model. A few object to the 
similarity between it and the Val- 
iant. Men like the standard. trans- 
mission and gear shift on the floor, 
perhaps for nostalgic reasons. 

Dart. Again, people like the slop- 
ed hood and higher seat. Here, as 
with the Lancer, people expect the 
higher gas mileage. 

—SaLLy PFEeiFFER 
oe + * 


New York City 


EW announcements, to date, 

have not been spectacular, as 
far as dealers in New York are 
concerned, 

The Chrysler and Ford announce- 
ments were dampened by rainy 
weather. This had a softening ef- 
fect on opening day activity. How- 
ever, even in the face of this, deal- 
ers seemed to feel that there was 
not as much excitement being gen- 
erated this year as they had an- 
ticipated. 

A typical remark was one from 
a DeSoto dealer, who said: “There 
just is no enthusiasm on the part 
of the people who did come to the 
opening, They come in and look 
at the merchandise and agree that 
it’s good looking, but when you try 
to pin them down to their intention 
to buy, they become evasive. In the 
majority of cases where people are 
interested in buying they don’t ask 
anything but ‘What's the discount?’ 
I think its discouraging.” 

Apparently those people who are 
out looking agree that the 1961s 
have a great deal to offer, and the 
public seems to be pleased with 
those models that are now officially 
announced. 

A Plymouth dealer said: “We’ve 
had terrific reaction to our new 
car. But I can see now that we 
are going to have to work for 
every sale we get on 1961s.” 

Another Plymouth dealer said: 
“Whose kidding who. We over- 
built by about 600,000 in 1960, and 
that means we take just that much 
business away from 1961. I don’t 
care how good our new Car, or any- 
one else’s is for that matter, you 
just can’t borrow business from 
next year and expect to prosper. It 
is just not economically sound.” 

A Ford dealer felt that reaction 
to his product wags good, although 
the styling changes did not have a 
startling effect on the customer. 
Still, he felt that it was the kind 

of car that would eventually take 
hold. However, he voiced the opin- 
ion that it would be necessary to 
work for every bit of business gen- 
erated during this coming year, 
and he added: 

“The dealer who doesn’t know 
his used cars and doesn’t under- 

stand how to retail them to get 
every buck possible out of them, 








The reason is that a new car can 
be financed with a lower down- 
payment for 36 months while a one, 
two or three-year old used car is 
hard to finance. The customer find- 
ing such a car harder to buy with 
higher monthly payments, can obli- 
gate himself for a few hundred 
dollars more and have lower pay- 
ments and a new car. 

The experience of the case-his- 
tory Chrysler dealer is not the same 
along these lines, which makes it 
possible to believe that the woes 
of the used-car dealers and used- 
car departments are not all due to 
the invasion of the compacts. 

The Chrysler dealer said that he 
had lost few if any used-car deals 
to buyers of his Valiant. 

“Our Valiant buyers are not used 
car buyers,” this dealer reported. 
“We checked the records carefully 
and not one in 10 was a regular 
used-car buyer, They traded in cars 
they had bought new and the 
trades included some higher-priced 
cars but very few with most of 
them the lower priced models of 
Ford, Chevrolet and Plymouth, A 
good many sales were second cars. 
A good many husbands bought Val- 
iants and presented them to their 
wives for shopping and general 






























—L. H. Houck 
* 
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Atlanta 


TLANTA automobile dealers 
have had a busy two weeks, in- 
specting the 1961 models and esti- 
mating their sales potential. Several 
models are yet to be shown to the 
public. However, the dealers have 
had a chance to form their opinions 
with high hopes of high sales. 
A survey of local dealers shows 
these opinions to be widely held. 
Plymouth, The public likes the 











Back to the general picture of 
the new car prospects. A good 
many dealers predicted that Plym- 
outh would outsell Dart in its new 
look. 

A good many Dodge dealers were 
pessimistic on Lancer, not because 
it wouldn't sell but because it would 
sell and they figured it would hurt 
the sales of Dodge and Dart. One 
such dealer, who also had DeSoto, 
said he was afraid to stock a De- 
Soto because he had to floor-plan 
and was afraid the floor planning 
would eat it up. He said he was 
afraid it would be discontinued 
each year and hesitated to recom- 
mend it to former DeSoto owners 
who might be interested because 
of the rumors but in face of strong 
factory avowals that it would con- 
tinue to be produced. 

One dealer said he was tickled 
pink that he had the Valiant line 
because it was a meang of reduc- 
ing prices—going back to 1938 with 
a 100 horsepower car in the less 
than $3,000 price range—but he said 
that already the manufacturers 
were beginning to upgrade the 
compacts. 

This dealer said that the man- 
ufacturers kept adding on luxury 
and options to their formerly 
lower-priced lines until they had 
them priced out of the market, 
and that the imports came in and 
tried to capture this market. 
When the imports got a foothold, 

the manufacturers saw the error of 
their ways and so began to man- 
ufacture a lower-priced car, but 
that now they had started to make 
the compacts a luxury car and that 
he was afraid. that in two or three 
years they would have them priced 
out of the market. 

For one example, he cited the 
fact that the Valiant buyer this 















Award-Winning Car— 

A distinctively-styled “car of tomorrow,” enlivened by the newest “glamour” paint 
finish in the automotive industry—Metalfiake—won first prize in the futuristic category 
of the recently concluded National Champion Custom Car Show in Detroit. Designed 
and built by George Barris, Los Angeles, the air-supported vehicle was one of more 
than 200 customs, hot rods, and dragsters on display in the show, sponsored by the 
National Hot Rod Assn. The Metalfiake finish, a development by Dobeckmun Co., a 
division of Dow Chemical Co., Cleveland, is expected to be commercially available 
by the first of the year. 
























is in for an extremely rough 

1961.” 

The used-car market has been 
extremely slow here in the past 30 
days and this, too, has dealers con- 
cerned. Most dealers are shying 
away from the 1959 and 1960 trades 
because they don’t trust the mar« 
ket. Particularly with the heavy 
stock situation on new 1960s, deal- 
ers are extremely hesitant about 
accepting used 1960s in trade. 

Ford dealers seem pleased with 
the quality of their car this year, 
and feel that this will go a long 
way toward increasing their sales 
potential, as customers begin to 
realize that they are buying a 
sturdy piece of equipment. 

Dodge dealers here have been de- 
livering their 1961s for several 
weeks. Therefore, they seemed not 
too displeased with the reaction 
they received on announcement # 
day. They feel that their Lancer is 
a good buy and that the public will 
be extremely interested, as they 
begin to make comparisons with 
the other smaller cars, when they | 
become available. 

There are several reactions to 
the continued move to economy. 
Some dealers, and by and large 
the vast majority of them, say 
that the trend will continue. 
They point to the fact that all the 
medium price lines, including 
Mercury, will be down in the 
low price field with some kind of 
entry this year. 

A Ford dealer was more cautious 
in his appraisal of the trend: 
“I think a great deal will depend 
upon the eventual economy proof ”™ 
offered by standard-sized cars this 
year, as to whether this smalle. -— 
car trend will continue. I honestly 
believe that our standard-size Ford 
will offer economy almost compar- 
able with that of the Falcon in| 
1961, and I believe that as soon as © 
this becomes known to the public, 
we will find them buying our 
standard-size cars in the propor- 

tion we have always expected. 
think Ford will do this year, what 
Chevrolet did last, in the sale of its } 
standard-size cars.” 

A Dodge dealer remarked: “Last 
year all our customers seemed to 
want was the six-cylinder job. So 
this year we ordered large quanti- 
ties of six-cylinder cars for our an- 
nouncements. We’ve sold few of the 
six’s and find we have 10 or 12 or- 
ders for eights. You figure it out. I 
think this economy business is all 
over-talked. I don’t believe the pub- 
lic will stay with it beyond this 
year.” 


<0 


—Ep Brown 
oe . 


Rhode Isla 


EALERS in Rhode Island ex- 
pressed considerable enthusi- 
asm for their prospects for the 
1961 models. Some typical com- 
ments: d 

Ralph Wicks, Hurd & Goldberg, 
Cranston: “We're in love with the 
1961 Valiant. It is tops for style, 
design, compact size and economy. 
Our customers are economy-mind- 
ed, and this new Valiant fills the 
bill in every way! The Plymouth 
for 1961 is a beautiful car, a good 
seller. But watch the 1961 Valiant 
top all sales.” 

At Tasca Ford in East Provid- 
ence, R. I. “The 1961 Falcon is the 
best compact car on the market. It 
is having a very favorable recep- 
tion. Customers like the Ford 1961s 
for comfort, economy and their fine © 
appearance, Customers are still 
economy-conscious.” ' 

At New England Motors, Provid- 
ence: “The 1961 Lancer is an im- 
mediate hit with the public. We de- 
livered six Lancers just yesterday. 
It’s the best Dodge has ever had. 

; 
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The Dart is hotter than a firecrack- 
er. A sensible car, After 30 years 
in business I should know a little 
bit about cars.” 

At Elliot-Buick, Providence: “Our 
customers are very impressed with 
the new Buick Special. Ag a dealer, © 
although I expect lots of competi- 
tion in the automotive field, I think 
we have a winner, It’s compact, 
economical, and the outlook looks 7 
good. There’s still an economy 
trend among customers, and this 
car IS economical . . . small, but? 
roomy and appealing to the pub- 
lic.” 

Louis J. Regine, at Regine Pon- 
tiac, said the new Tempest is one 
of the best cars Pontiac ever turn- 
ed out. 

At Stadium Motors: “The new 
1961 Rambler is the snappiest oné 
yet. The public should take to it 
like a duck to water.” 

—Rutu Eppy 
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SPECTACULAR RISE IN SALES! 
The spectacular sales gains of 
‘Jeep’ vehicles are continuing to 


increase. Official sales figures thus “S53 


| far in 1960 are way ahead of last year’s! 


ALMOST NO INCREASE IN OVER- 
HEAD! Because the ‘Jeep’ line is virtually 


-» non-competitive it can be added to your ex- 


isting line. Result? A big increase in profits 
and almost no increase in overhead! And 
that’s good business! 


JEEP’ FRANCHISES ARE LIMITED! The 
number of dealerships open in any area is 
limited! ‘Jeep’ franchises are based on area 


_ potential sales only! Find out about a ‘Jeep’ 


franchise today! 


MADE ONLY BY WILLYS MOTORS...ONE OF THE GROWING KAISER INDUSTRIES 








GREATER DEALER PROFITS! About 50% 
of ‘Jeep’ vehicle sales are clean deals. The 
dealer’s gross profits average over $400 per 
vehicle after washout! 


WORLD’S ONLY COMPLETE LINE OF 
4-WHEEL DRIVE VEHICLES! The demand 
for 4-wheel drive vehicles is growing. And 
that means growing sales for the dealer with 
the world’s only complete line of 4-wheel 
drive vehicles: the ‘Jeep’ line! 


CONTINUOUS TOP NATIONAL TV 
SHOW BACKING! ‘Jeep’ vehicles are the 
only commercial vehicles with the continu- 
ous backing of two top national TV shows: 
Maverick (a top TV show) and Hong Kong 
(a great new TV adventure). 





DEALER FRANCHISE MANAGER, DEPT. 651 
Willys Motors, Inc., Toledo 1, Ohio 


Yes, without obligation, | am interested in learning 
how a ‘Jeep’ franchise can increase my net profits. 


Name 


Address 
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Business. Position 
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MISCELLANEOUS — '51 Dodge ‘%-ton, "59 Impala (8) sport coupe, $2,065* (ps), $460*; Custom Royal (8) 4-dr., $405°% 
$180. $2,035* (ps), $1,935* (ps); conv., (ps). ; 
$1,850* (ps), $1,800*; sport sedan, 2| EDSEL—’58 Citation 2-dr. hardtop, $985* 


e e at $1,850* (ps), $1,810* (ps); Bel Air (ps). 
Used-( ar Auction Prices LOS ANGELES (8) 4-dr., $1,685* (ps), $1,575* (ps),| FORD — ‘60 Galaxie (8) conv., $2,160° 
Harold Henry’s Los Angeles Dealer Auto $1,560* $1,550* $1,515* 














(ps), (ps), (ps); Starliner, $2,095* (ps); Falcon ® 
Auction, Sale every Tuesday, Prices are (ps). (6) 4-dr., $1,825*; 2-dr., $1,600. : 
for sale of Sept. 27. "58 Impala (8) sport coupe, $1,735* *59 Thunderbird (8) 2-dr, hardtop, $3,-9% 
x_— 2-dr < i i (ps); conv., $1,530* (ps); Bel Air (6) 285* (ps), $3,200* (ps), $2,950* (ps), 
(Continued from Page 136) eae toch. Gt mea? (ps); ae pede sport coupe, $1,100; Biscayne (8) 4- $2,885* (ps); conv., $2,725* (ps), $2,- 
$1,730*; Estate Wagon, $1,640* (ps). oa *suae." $1,035*; Biscayne (6) eet eee a. ree} 
‘ wagon 2-dr., $570*, ’55 Fairlane (8) 2-dr., $330°; Custom ’58 Special 2-dr, Riviera, $1,080*; 4-dr. eo ae.» 4 ‘ rf ps), , ps), 1755* ; 
3200; qwe-ten (6) © -ar., $550, $490°; (8) 2-dr., $215; Custom (6) 2-dr., fielee, $975*. 57 Corvette (8) conv., ag ae conv., $1,675" (ps), $1,630* (ps) ; 
Bel ‘Air (8) 4-dr., $700*; 4-dr. hard- $205, $200. °57 Century 2-dr. Riviera, $1,010* (ps); (8) “— oe oft: no or - Country Sedan © cia — oe 
top, $675* (ps), $565; One-fifty (6) "54 Custom (8) 2-dr. Victoria, $165. Special 2-dr. Riviera, $950* (ps); conv., $1, ’ Tenet: Onearts : $1,735 (ps), §$ fr elas ‘air ae f ; 
2-dr., $595, $585. OLDSMOBILE — ’60 (88) 4-dr., $2,405* conv., $940* (ps). station at $1, ; e-fifty (8) (8) 4-dr. Victoria, $1.5 4 (ps); — 
SS Two-ten’ (6) station wagon 4-dr., (ps); 4-dr. Holiday, $2,400* (ps). ’56 Special 2-dr, Riviera, $675* (ps); ; be 4 — te oe ‘ geese: Wagon (6) tt ing ora or? ¥ 
$385; 2-dr., $350°, $255*, $230; Bel "59 (88) 4-dr. Holiday, $2,050* (ps); 4-dr., $625*, $530, $525*. 56 . r 2. gpa \f aone 3; (8) 4-dr., ae aa $1,040; Cus- 
Air (8) 2-dr., $355. 4-dr., $1,875* (ps), $1,825* (ps), $1,- ’5S Special 2-dr. Riviera, $540, $510*; Deir oS eee, os "afer ‘s 2 tom 300 (6) ae 2 ‘ ‘ go 
’54 Bel Air 4-dr., $415*, $300*; Two-ten 725* (ps). conv., $425*; 4-dr, Riviera, $385*; ig $7 we DF; ne y ) 58 Thunderbird (8) 2-dr. are, $ * 
2-dr.. $315*. "568 (98) 4-dr., $1,400* (ps). Century 2-dr, Riviera, $520*, $335*; : ean — ° : ys gess*, gess° 450* (ps); Fairlane 500 @) 2-¢ 4 at 
53 Bel Air 2-dr., $150* (ps). "BT (88) 4-dr., $865*, $735°*. 4-dr. Riviera, $495* (ps); Super 2-dr. 55 oe aes ser,’ Geen: cam.” toria, as 2) * r.. ae 
— '56 Firesweep 2-dr. hardtop, ’56 (88) Super. 2-dr. Holiday, $550 (ps); Riviera, $480* (ps). ,! B . Al % o'ar $565 $515°: (ps); Country Sedan (8) 4-dr., $1,05 
$185*. (88) 2-dr. Holiday, $485*, $295*; 2-dr., ’54 Super 4-dr., $400*; 2-dr. Riviera, $5. 2) e $535", a Ss70°: lh s (ps). . i eas | 
—' Dart (6) Seneca 4-dr., $1,- $310*. $285* (ps); Century 2-dr. Riviera, sport coupe, ; 4-dr., 57 Thunderbird (8) conv., $2, ps); 9 
ate $1,550; Coronet (8) 2-dr. hard-| '53 (88) 4-dr., $110* $290°. ten (8) station wagon, $645%; 4-dr., Fairlane 500 (8) 2-dr. Victoria, $965*;) 
top, $1,300*: Coronet (6) 4-dr., $1,115*. | PLYMOUTH—’60 Suburban (8) 4-dr., $2,-| CADILLAC—’59 2 oe. ere sie: jee ‘se —— yd aes — wee \ lee as) puaeaaa 
° -dr. hardtop, $600*; 4- 100* (ps). $4,000* (ps); (62) 2-dr. hardtop, 7 ; ” ; . ; iran : 
“aa. — * ’59 Fury (8) 2-dr. hardtop, $1,215* (ps). 750* (ps); $3,635* (ps); 4-dr., $3,- PB A See tes m, S6t8*: Bae 4-dr., Victoria, $880* (ps); Custom 
EDSEL—'58 Villager 4-dr., $685*. '57 Belvedere (8) 4-dr. hardtop, $595* 600* (ps), $3,475* (ps), $3,400* (ps); 75 5245, $230: uen Aw aa on “* 7 (8) 4-dr., — Sa oes 
FORD—’60 Thunderbird (8) conv., $3,200* (ps); 2-dr. hardtop, $475*; Savoy (8) conv., $3,475* (ps). ne, 4-dr.” $360°, 2 at sas5e $335, 56 Fairlane ( ) OO ger tle 
(ps), $2,370* (ps); Falcon (6) 4-dr., 4-dr., $465*; Suburban (8) 2-dr., 58 (62) Sodas de hee A ag $305*’ (ps); conv., $300*; One-fifty 4: > sng enti oo ee Sountry § 
J 0 e, 1,570*; Galaxie (8) conv., $415. "5 dorado conv., . ps); ; ” ; : -dr., . sa j 
31 300" 3i'5a5° (ps); Ranch Wagon| ‘55 Plaza (6) 2-dr., $105. 4-dr., $2,050* (ps), $1,630* (ps). cunnieden or dliiiees dik tassels 55 Thunderbird (8) comy.. $996°; Coun 
(8) 4-dr. $1,365; Fairlane (6) 2-dr.,| PONTIAC — ’60 Catalina conv., $2,475* "66 (62) Sedan de Ville, $1,625* (ps),| “ $1 000° (pe) a € . , try Sedan = co $ ; *S ; path 
$1,220; Custom 300 (8) 4-dr., $1,210. (ps); sport coupe, $2,405* (ps). $1,420 (ps); (75) 4-dr., $625° (ps). | $1000" (Ps): caso (ps) $430°; Ranch Wagon (8) 2-dr., $520.9 
"58 Thunderbird (8) conv., $2,080*; Fair- ‘59 Catalina 4-dr. Vista, $1,740* (ps), "55 (62) Coupe de Ville, $1,155* (ps), ‘55 Wind "sa Sate seee* «): — (ps), Ss ; — ee 
lane 500 (8) conv., $1,050; Ranch Wag- $1,600*, $1,000* (ps); conv., $910* (ps); 4-dr., 4 ne ope r, ha P, ps); 2-¢ r., $350; airlane (8) conv., ‘ - ; 
on (8) 2-dr. $855; Ranch Wagon (6) '56 Star Chief 4-dr., $505*; Chieftain $775* (ps); (60) Special 4-dr., $1,005* -dr., $ (ps). 2-dr. Victoria, $460°, $440* (ps); Cus- 
2-dr. $800; Custom 300 (6) 4-dr., 2-dr., $335*. (ps). DeSOTO—’58 Firedome 2-dr. hardtop, $1,- tom (8) 2-dr., $265°*. — 
$805* z RAMBLER—’60 Rebel (8) Custom 4-dr., "54 (62) 2-dr. hardtop, $825* (ps); 4- 265* (ps). IMPERIAL —’58 Imperial conv., $2, : 
'57 Country Sedan (8) 4-dr., $875*; Fair- $1,745. dr., $605* (ps). DODGE—’59 Coronet (8) 4-dr. hardtop, ; (ps); 2-dr, hardtop, $2,100 48). , 
lane (8) 4-dr., $720* '$650°;  2-dr., ’59 Custom (6) Cross Country 4-dr., $1,-| CHEVROLET— 60 Impala (8) sport coupe, $1,800* (ps). S. ree 4-dr. ey, $1,526 (ps 4 
$660* (ps); Custom 300 (8) 2-dr., 555; Super (6) 4-dr., $1,300. $2,500, $2,440* (ps), $2,390*, $2,325* "57 Royal (8) 2-dr. hardtop, $930* (ps). | LINCOL? ps 59 Premiere -ar, arctop, : 
$700*; Custom 300 (6) 2-dr., $700*, ’'57 Custom (6) Cross Country 4-dr., (ps), $2,285* (ps); Brookwood (6) 4- "56 Coronet (8) Sierra 4-dr., $465*; Cus- ; $2,920* (ps). . g aee - 
$580, $565, $535. $815; Super (8) Cross Country 4-dr., dr., $1,925; Corvair 500 (6) 4-dr., tom Royal (8) 4-dr., $370* (ps). '58 Premiere 2-dr. hardtop, $2, 5° (ps). ¥ 
56 Custom (8) 2-dr., $475. $800* (ps). $1,620; Corvair 700 (6) 4-dr., $1,600*. "55 Royal (8) Sierra 4-dr., $560*; 4-dr., 57 Premiere 2-dr. hardtop, $1,580* (ps), 





55 Capri 2-dr, hardtop, $305* (ps). 
MERCURY—’60 Monterey 2-dr., $2,060*. 
’58 Park Lane 2-dr, hardtop, $1,190* 9% 
(ps). : 
’57 Montclair 2-dr. hardtop, $950* (ps). 9 
56 Montclair 2-dr. hardtop, $635* (ps); 
conv., $385* (ps); Monterey 4-dr., 








ABN Aim tr 


ar) $510* (ps); Custom 4-dr., $510. 
offer your customers better vision “Sontatey bas hattton, Moto, “$868 
eee added safety, more conventence NASH.’55 Ambassador (8) Super 4-dr., 


$335*. 
OLDSMOBILE—’60 (88) 2-dr. Scenic, $2,- 
650, $2,600* (ps). 

"59 (88) Super 4-dr., $2,255* (ps); (88) 5 
2-dr. Scenic, $2,000*, 

’57 (88) Super Fiesta 4-dr., $1,275*; 4- 
dr, Holiday, $750* (ps); (98) 2-dr, 
Holiday, $1,125* (ps); (88) 2-dr. Holi- 
day, $865* (ps), $785* (ps). 

’56 (88) 2-dr. Holiday, $815* (ps), $695*, 
$650*; 2-dr., $610*; (88) Super 2-dr, 


Nn " Holiday, $795* (ps); 4-dr., $440*; (98) 
4-dr. Holiday, $700* (ps), $560* (ps). 
<4 co "55 (88) 2-dr. Holiday, $550*, $505*; 


and night-driving pleasure 
in a General Motors car 


bo hance caaricint 5 


(88) Super conv., $535* (ps); 4-dr, 
Holiday, $530*; 4-dr., $500*; 2-dr. Hol- 


a ne iday, $460* (ps); (98) 4-dr. Holiday, 
: $375* (ps). 
"54 (88) 4-dr., $450*, $400*; (88) Super 
2-dr., $445*; 4-dr., $370* (ps), $335*; 
(98) 4-dr., $235* (ps), $220* (ps). 


PLYMOUTH—’58 Belvedere (8) conv., $1,- 
050* (ps); Plaza (8) 4-dr., $800*. 
’57 Fury (8) 2-dr. hardtop, $1,050* (ps); 
Belvedere (8) 4-dr. hardtop, . $835* 
(ps); conv., $590* (ps); 4-dr., $535*; 
Savoy (8) 2-dr., $595*; 4-dr., $530*; 

Plaza (6) 4-dr., $520. 

’56 Plaza (6) 4-dr., $290. 

"55 Belvedere (8) 2-dr, hardtop, $515; 
4-dr., $375*; Savoy (8) 2-dr., $410; 
2-dr., $350*; Plaza (8) 4-dr., $300. 

PONTIAC—’59 Bonneville sport coupe, $2,- 
525* (ps). 

"56 Chieftain 2-dr. Catalina, $595*, 
$535*; 4-dr. Catalina, $455*, $435*; 
Star Chief 4-dr., $375* (ps). 

’55 Star Chief 2-dr. Catalina, $560* 
(ps), $460*, $315* (ps); Chieftain 4- 
dr., $485*, $370*; 2-dr. Catalina, 
$395*; station wagon, $370*; 2-dr., 
$350*. 

RAMBLER—’60 Super (6) Cross Country, 
$2,100; American (6) 2-dr., $1,285. 
’59 Ambassador (8) Custom 4-dr., $1,- 

590* (ps). 

’58 Ambassador (8) Cross Country, $1,- 
415* (ps); Super (6) 4-dr., $985*. 
’57 Custom (8) Cross Country, $975*. 

’56 Custom Cross Country, $780*. 

’55 Custom Cross Country, $455*. 

'54 Custom 4-dr., $335. 

STUDEBAKER—’'60 Lark (8) 2-dr. hard- 
top, $1,780. 

59 Lark (6) station wagon, $1,240, 2 
at $1,185. 

56 Sky Hawk (8) 2-dr, hardtop, $640. 
"53 Champion (6) 4-dr., $140*, $100*. 
VALIANT—’'60 Valiant 200 4-dr., §$1,- 

865*, $1,675. 
WILLYS—’53 2-dr., $185. 
MISCELLANEOUS—’60 Chevrolet (6) El 
. Camino, $1,995, $1,975*; (8) El Cam- 
ino, $1,830; Ford (6) F-100 %-ton 
LWB pickup, $1,500. 

59 Ford (8) Ranchero, $1,690* (ps); 
(6) F-100 %-ton pickup, $960. 

’58 Willys Jeep 150 pickup, $1,035; Chev- 
rolet (6) %-ton pickup, $1,020; Ford 
(8) Ranchero, $935*. 

’57 Willys station wagon, $1,395; Ford 
(8) %-ton pickup, $810*; GMC (8) \%- 
ton pickup, $700*, $400*. 

"56 Chevrolet (6) %-ton panel, $475. 

"55 Ford (8) %-ton pickup, $585; (6) 
F-100 %-ton pickup, $460, $400; (6) 
F-100 %-ton panel, $410. 

+ * * 


— Auctions in Brief— . 
BORDENTOWN, N. J. 


National Auto Dealers Exchange Sale 
every Wednesday (Sept. 28). Fail selling 
season arrives with the enthusiasm of 
new-car introductions reflected in the auc- 
tion, The increased offerings are attracting 
work buyers. Sold 74 percent of 508 con- 
signments. 


ma tii aa ila aii tte td a ai aa 


comcuctavill 


ed ata, Btecan Rs 


Over a million drivers 
+ * * 
MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (Sept. 30). Weather: Clear, Sold 69 


have already made the SUART SWITCH aay © (Sept, 30). Weather: 


a . * 
NASHVILLE, TENN. 

Nashville Auto Auction, Sale every 
Wednesday (Sept. 28), Market was rather 
a—7 weak on most all makes and models, Bid- 
ders slow to make an offer. Sold 134 cars 

from 250 consignments. 

- * t 


+ 
WEST PALM BEACH, FLA. 


PP ©) WY FE RFR Fi rE La ID Lu I Cr Hi ra Cc © NTR ©) Lu West Palm Beach Auto Auction, Sale 


every Thursday (Sept. 29) Sales strong 


SYCLUSIVELY ON THE CHEVROLET, PONTIAC, OLDSMOBILE, BUICK OR CADILLAC and market frm. Late models ead very 
GUIDE LAMP DIVISION, GENERAL MOTORS CORPORATION, ANDERSON, INDIANA more clean cars available. 
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“Sure their Starch scores are high—and | think Gardner helps explain why.. .” 


Sale 
rong © 
very 


but “TV GUIDE: A STUDY IN DEPTH,” by Dr. Burleigh B. Gardner and staff, of Social Research, Inc. 
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ALBANY 


2-dr., $470. 
Renault—'60 Dauphine, $875. 
Saab—'58 2-dr., $550. 


BORDENTOWN, N. J. 


MG—'57 MGA, $900. 
Volkswagen—’60 2-dr., $1,350. 
"59 2-dr., $1,180. 
"68 4-dr., $975; 2-dr., $900. 
’57 2-dr. hardtop, $1,125. 


CALDWELL, N. J. 
Dateun—'60 4-dr., $625. 
Hiliman—’'60 Minx conv., $1,130. 
Metropolitan—’57 2-dr. hardtop, $525. 
Renault—'’58 Dauphine 4-dr., $510. 
Simca—’ 57 4-dr., $170. 

Vauxhall—’58 4-dr, station wagon, $560. 
Volkswagen—'58 4-dr., $950. 


CHICAGO 
Jaguar—'58 XK150 roadster, $1,595. 
Renault—’'58 Dauphine 4-dr., $515. 
Skoda—’'59 2-dr., $370. 
Triumph—'60 TR-3 conv., $1,700. 
’59 TR-3 conv., $1,485. 
Volvo—’59 2-dr., $1,200. 


COLUMBUS, O. 
Volkswagen—’59 2-dr., $1,260. 
’57 sunroof 2-dr., $815. 
Volvo—’58 2-dr., $800. 


DAYTONA BEACH, FLA. 
Ford (English)—’60 Escort station wagon 





Dodge Dealers Discuss Ad Plans— 

Dodge dealers of the Columbus (O.) market have selected Batten, Barton, Durstine 
& Osborn, Inc., Cleveland, to supervise its advertising. Members of the Columbus 
Dodge Retail Selling Assn. review 1961 Dodge announcement advertisements. Seated, 
from left, are John A. Trenor, E. G. Planck and John Hebebrand. Standing: Ray 
Weatherford, Dodge Columbus city manager; Som H. Miller; James Matheny, and 
William Fox jr. of BBDO. 


if 


The Pacific Northwest's best new car 





Used Import Car Prices 





2-dr., $790. 
Ford (English)—’59 Escort station wagon| Metropolitan—'58 2-dr., $600. 


Opel—’60 2-dr., $970. 
Triumph—’60 conv., $1,710. 
Volkswagen—'59 2-dr., $1,140, $1,090. 


DETROIT 
DKW—’59 2-dr. hardtop, $700. 


Renault—'59 Dauphine 4-dr., $860, $505. 


DYER, IND. 


Simea—’59 4-dr., $475. 
’58 2-dr., $375, 





$1-Down Ads Not False, 


U. C. Dealer Tells FTC 


WASHINGTON. — Denying 
charges of false advertising made 
by the Federal Trade Commis- 
sion, Gabriel Bobrow, Washington 
used-car dealer, told an FTC ex- 
aminer he does sell cars for $1 
down as his ads claim. 

Bobrow, president of G & M, 
Inc., which operates Gabby’s Auto 
Discount, said he sold about 1,000 
used cars between August, 1958, 
and August, 1959, many for $1 
down. 











salesman 


Of all new car sales in Washington State during the first seven months of 1960, 
49% were concentrated in Seattle’s six county retail trading zone. It is in this 
same booming, buying market that 95.9% of 

The Seattle Times’ circulation is concentrated. 





Sources: 
Media Records 
Business Records 


Automobile Linage 
(January through July, 1960) 


The Seattle Times 783,594 lines 
Percentage of Field 57.1% 


Place your schedules in: 


Che Seattle Gimes 


Represented by O’Mara & Ormsbee, Inc. New York, Detroit, Chicago, Los Angeles and San Francisco 




















































Volkswagen—’'59 2-dr., $1,090. 


FLINT 


Lioyd—’58 station wagon 2-dr., $100. 
Renaalt—’60 4-dr., $810, 


FONTANA, WIS. 
Vauxhall—'58 4-dr., $350. 
Volkswagen—'57 2-dr., $820. 

KANSAS CITY 
Hiliman—’58 4-dr., $547. 


LOS ANGELES 


Austin-Healey—’59 roadster, $1,985; Sprit 
$1,150, $1,020. 

’57 roadster, $1,250. 
DKW—’58 2-dr. hardtop, $245. 
Fiat—’58 600 2-dr., $415. 
Ford (English)—’53 Consul 4-dr., $140, 
Hillman—’59 Husky, $600. 
MG—’58 MGA roadster, $1,185. 
Mercedes-Benz-——’56 190SL conv., $1,730. 
Porsche—’58 1600 Super 2-dr., $2,745. A 
Renault—’58 Dauphine 4-dr., $605. 
Volkswagen—’56 2-dr., $725, $600. 
Volvo—’60 2-dr., $1,480. 


MANHEIM, PA. 


Austin-Healey—’56 roadster, $650. 
Ford (English)—’59, $725. 

*58 station wagon 2-dr., $475. 

MG—’60 roadster, $1,720. Z 

Mercedes-Benz—’'55 220 4-dr., $950. 

Morris—’58 Minor conv., $575. 3 

Renault—’60 2-dr. hardtop, $1,600; 4-d& 
$1,060, $710. 

*59 Dauphine 4-dr., $670. 
Vauxhall—’58 station wagon 4-dr., $835 
Volkswagen—’'60 Karmann-Ghia, $1,885; 

dr., $1,500, $1,480. 

"58 sunroof, $975; Microbus, $900; 

tion wagon 2-dr., $875. 

’57 Karmann-Ghia 2-dr., $1,150, 

’55 conv., $750. 

Volvo—’58 2-dr., $900. 


NASHVILLE, TENN. 
Volvo—’60 4-dr., $1,760. 


NEWINGTON, CONN. 
Renault—’'58 Dauphine 4-dr., $445. 


SALT LAKE CITY 


Hiliman—’57 Minx 2-dr., $310. 
Simca—’ 59 station wagon, $400. 
’58 4-dr., $265. 
Volkswagen—’60 station wagon 2-dr., $1 
525. 


WAREHOUSE POINT, CONN. © 


Fiat—’59 1100 4-dr., $540. 
Renault—’59 Dauphine 4-dr., 


WEST PALM BEACH, FLA. 


Fiat—’59 2-dr., $475. 
Ford (English)—’52 4-dr., $105. 
Hiliman—’60 station wagon 2-dr., $765, 
’58 Minx 2-dr., $625. 
Isetta—’58 300 conv., $170. 
Jaguar—’58 Mark VIII 4-dr., 
Morris—’60 Minor 4-dr., $700. 
Renault—’57 Dauphine 4-dr., $385. 
Simea—’59 Elysee 4-dr., $385. 
Vauxhall—’58 Victor 4-dr., $450. 
Volkswagen—’61 sunroof, $1,750. 
’*56 Karmann-Ghia 2-dr., $890. 


AFC to Discuss 
Profits Squeeze; 
Celler to Speak 


CHICAGO. — Conditions affecti 
the future of instalment credit 
erations will be discussed when 
American Finance Conference hol 
its 27th annual convention Nov. 9- 
at the Palmer House, Chicago. 


Rep. Emanuel Celler, New Yo 
Democrat and sponsor of a bill 
would prohibit auto manufactur 
from owning sales finance ope 
tions, will be a featured speaker. 


William L. Shirer, foreign cor 
spondent and author, will di 
the implications of the Presiden 
and Congressional elections, whi 
will have been held the day befo' 
the convention opens. 

Ways in which different-size c 
panies can control costs to reli 
the squeeze on profits will be p 
sented by operating executives, wi 
A. J. Blasco, president, Interstat 
Securities Co., presiding. The pand 
will include Thomas Cougill, vice 
president and industry relations di 
rector, Pacific Finance; Harry A 
Nix, vice-president and treasuref 
Atlas Finance, and George D. Gee 
executive vice-president, Interstaté 
Securities. 

Financial institutions that pro 
vide funds to the sales finance i 
dustry will be represented in # 
sources-of-money discussion, a@ 
which George A. Bigley, vice-presi- 
dent, Pacific Finance, will preside 
Speakers will be C. Stewart Baeder, 
partner, MacKay-Shields Associ 
ates; Ray H. Matson, vice-president 
First National Bank of Chicago 
Edwin Crysler, vice-president, Wel 
lington Fund, and John Friedlich 
vice-president, A. G. Becker & Co 

Sources of future business anf’ 
competition for sales finance com 
panies will be discussed from tht 
standpoints of firms of various sizes 
With Leland Feigel, president, In 
terstate Finance, ag moderator, thé 
participants will be Robert H. Val 
Aman, vice-president, Associaté 
Investment; W. 8S. Royall, president) 
National Discount, and Jean Broer 
en, secretary, Thorp Finance. 


$750. 


: 
: 


te ttn 





How has Ford Motor Company succeeded in 
maintaining the goodwill of its truck customers? 
Provided dependable, nationwide parts service? 
Kept inventory cost to a minimum? By the 
planned use of air freight. 

Every day, Ford Motor Company sends 
priority spare parts from regional depots to its 
heavy duty truck dealers throughout the United 
States by Emery Air Freight. 


Spreading customer goodwill far and wide 


Ford absorbs this shipping cost because its 
planned use of Emery contributes to better in- 
ventory control and provides improved customer 
service which helps Ford sell more trucks. 

Emery provides the fastest, most dependable 
air freight service for procurement and distri- 
bution anywhere in the United States and 
throughout the world. Call your local Emery 
office for full information. 


EMERY AlR FREIGHT 


801 Second Avenue, New York 17, N. Y. 


“EMERY — Worldwide Blue Ribbon Service” 
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All Lines Stress Economy, Comfort es 
Two More Compacts 


In 61 Truck Lines 


(Continued from Page 103) 


and in the GCW ran 
000 to 78,000 pounds 
B® 


Studebaker-Packard 
os Champ pickup, heading 

Sendebsher’s truck offerings 
for 1961, is oo neag lah Be new 
approach to pickup truck design. 
It combines week. ual lines 
with a high de of cab com- 
fort, easy handling and chassis 
strength to meet the requirements 
of a truck in this service, It is 
claimed to combine passenger car 
styling with the ruggedness and 
strength needed in general pick- 
up use. 


It will be offered in gross 


from 30,- 


vehicle weights of 5,000 and 
7,000 pounds, and three en- 
gines are available. Power can 
be selected from a six-cylinder, 
as well as from 259-cubic-inch 
and 289-cubic-inch V-8 engines. 
The Champ will be built in 
half and 4/4-ton sizes with 112- 
inch or 122-inch wheelbase and 
a choice of 61/,-foot or 8-foot 
box. 

Studebaker also features the 
Transtar trucks in one, 114 and 
2-ton sizes, with GVW capacities 
ranging from 9,000 to 23,000 
pounds. These trucks are powered 


AULA 

WLLL 
ae 
MLL 


* The extra-thick, solid chrome on Perfect Circle 


piston rings provides vital engine protection 


that preserves new-car power and oil control for thousands 
of extra miles. PC chrome (25 times thicker than the 
chrome on an automobile bumper) is the hardest, 


longest-wearing surface you can have—actually doubles 


the life of rings, pistons and cylinders. 


Again, in America’s 1961 automobiles, performance-proved 


Perfect Circles are the first choice for original equipment 


and replacement service. We take pride in our 


role as a partner in progress with the automotive industry 


by V-8 engines ranging from 180 
to 225 horsepower. 
e.-6,-s 


W hite 

EADING the 1961 line of 

White Motor will be a new 
short wheelbase 1500 series de- 
signed for metropolitan delivery 
service. This new cab-over-engine 
model has an extremely short 74- 
inch wheelbase in the tractor ver- 
sion and a 114 to 150-inch wheel- 
base for the truck. It has a White- 
engineered wide-track front axle 
of 80 inches, allowing a front 
wheel cut in either direction up 
to fifty percent greater than in 
similar makes, it is claimed. 

It is designed to make a 180- 
degree turn while pulling a 20- 
foot shuttle trailer within a 30- 
foot diameter. 

Another new unit is the 9000 
TV heavy-duty tractor, with a 
BBC dimension of only 90 
inches, designed for transport 
jobs in the 65,000 to 80,000 
GCW range. It features the 





since its inception, and pledge ourselves to furthering its 


advancement in the years to come. Perfect Circle Corporation, 


Hagerstown, Indiana; Don Mills, Ontario, Canada. 


PERFECT CIRCLE (Groume/istonhings 





“We're not looking for a better 


one ... just one with troubles in 
a different place.” 





8-235A Mustang engine which 
develops 235 horsepower at 
3,400 revolutions per minute 





PISTON RINGS - PRECISION CASTINGS - POWER SERVICE PRODUCTS - SPEEDOSTAT 


and a torque of 412 pounds | 
foot at 2,400 RPM. 
Also featured will be the Turn, 
pike Special, a tilt-cab tractor] 
that measures but 50 inches from 
bumper to back of cab. Even with 
a sleeper cab, it can pull a 40-foot 
trailer and still keep within the 
legal 50-foot overall requirement 
of many states, it is Pa ; 
New alltime highs in fuel econ- 
omy with high-displacement die- 
sel engines will be featured by 
White this year. This fuel econ- 
omy, which is claimed to produce 
as much as from 7.3 to 18.5 pet 
cent more miles per gallon than 
other large dis 4 pre engines, 
is the result of a coordinated re- 
search project of White and the 
Cummins Engine Co. 
* * & 


Willys 
~ in the fleet of Jeep two- 
wheel and four-wheel drive’ 
trucks for 1961 are a forward} 
control pickup truck and a com 
mercial version of the short 
wheelbase stand-drive truck de 
veloped for the United States 
Post Office. The Forward Control 
FC-150 is designed for rugged 
service both off and on the high- 
way and is an addition to the ex) 
= Willys four-wheel drive 
amily of Jeep vehicles, 

The short wheelbase Fleet- 
van, as it will be called, bas 110 
cubic feet of cargo space and a 
load capacity of 1,000 pounds. | 
Wheelbase is 80 inches and 
overall length is 133 inches, 
making the vebicle highly ma- 
neuverable in city traffic and} 
narrow streets. 

Through the “vista-vision” 
type of front-end construction 
the ground will be visible to the 
driver within 36 inches from 
front bumper, it is said. Powered 
by the Jeep four-cylinder F-head 
engine, economical operation if 
claimed for this unit in door-to-” 
door delivery service. 


























Champion to Offer 
750,000 Shares 
Of Common Stock 


NEW YORK. — Sale of 750,00 
shares of Champion Spark Plug 
Co, common stock is proposed in 
registration statement filed las 
week with the Securities & Ex! 
change Commission. 

This would represent more thal 
12 percent of the outstanding com 
mon, it was reported by Chairm 
Robert A. Stranahan sr. The stock 
to be sold will come from fou! 
Stranahan family trusts. ; 

After the proposed distributior 
the Stranahan family and trust! 
for their benefit would own approx 
imately 63 percent.of common stock | 
outstanding. 

The first public offering of Cham: 
pion common stock involved 827,40 
shares on Sept. 10, 1958, 

The Champion’s sole capitaliza 
tion consists of the 6,064,860 share! 
of common stock outstanding. 


Liberty Loan Acquires 7 
National Finance 


ST. LOUIS.—Liberty Loan Corp, 
of St. Louis, plang to acquire N# 
tional Finance Co,, Detroit, by @ 
exchange of capital stock valued @ 
$4 million. 

National Finance had $18 milliof) 
in receivables on June 30. It h@ 
33 offices in Michigan, Illinois, Oh® 
and Pennsylvania. ’ 

Liberty Loan will have about $18) 
million in receivables after tli 
merger and it has 349 offices in 7 
states, according to David B. Lich 
enstein, president. Capital will & 
approximately $29 million. Liche 
stein said that earnings for 
company for the first six mont} 
of this year were the highest in tht 
company’s history. 
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CONGRATULATIONS ROSENTHAL MOTO 
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met RENAULTS & PEUGEOTS IN ONE YEAR.. 


congratulations to Bob Rosenthal and the entire organization of the Rosen- 
thal Motor Company in Alexandria, Virginia, on the completion of your first 
year as a Renault-Peugeot dealer. In that time you have firmly established 


yourself as the nation's largest dealer. Best wishes for your continued success. 


EASTERN AUTO pee INC., anceps VIRGINIA 


Ren ~ and Peu vge a - stributor in Virginia, West Virginia, North Carolina, South Carolina, 
and Ten 





A limited number of dealerships in key markets ailable to qualified applicants. 
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102. A@venturer—4-dr. sed., $3,579; 4-dr. 

» 727; 2-dr. 5 ly 

¢ standard on Adventurer.) 

FORD—Thunderbird (V-8 std.),—2-dr, 
hardtop, $3,755; conv., $4,222. 

sed., $5,441; 





























hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. Siseat stat. 


$5,498; owe. de Ville 2-dr, hardtop, $5,- ee Nomad, $2,889; 4-dr. 3-seat Nomad, 
wag., 
—_e Super 88—4-dr. , $3,176; 4-dr. 


252; Biarritz conv., $6,477. 60 | $2,992 

ee Gpemab-sbae: bneaten, SAGE. bean We DODGE—Lancor—Series 110—4-dr. s0d., 
gates e Spotl San nae, ae sed., : st $9,533; limousine, $9,748. | $2,069; 2-dr. sed., $2,007; 4-dr. 2-seat stat. 
deluxe 4-dr. A A name po power steering, Power | wag., $2,382. Series’ 770—4-dr. sed., $2,- 
a-seat + mo “Sorvee 654; uxe . | brakes candera on all models.) 154; 2-dr. — $2,181; 4-dr. 2-seat 

Satabee—4-dr. wed., $2,107; 9-0r. ant, | ge OLE —Comvele—Bertes 900-—4-ar. | EL wae. eee 
$2,993; . “ $3,228; oan ee o., $1,974; coupe, $1,920; 4-dr. 2-seat Dart—(Prices are for six-cylinder mod- 
io i yo go a » Sane ee wag., $2,266. Series 700—4-dr. sed., =. For V-8s, add $119.) Semeca—4-dr. 
* , 's3,623; 4-dr. ; saat sea) $2,039; coupe, $1,985; 4-dr, 2-seat stat. | sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 
stat. wag., $3,623; . 3-seat - Wag., ., $2,331. Monza 900— Sport coupe,| stat. wag., $2,695. ‘Pioneer —4-dr. sed., 







-dr. , $3,887; (s 
ing roof), Ta tel: 4-dr. ‘Sarahes (flat roof), 
$4,150; 2-dr. hardtop, $4,083; conv., $4,- 

362. (Hydra-Matic, power steering, power 
brakes standard on Series 98.) 
PLYMOUTH — Valiant — V-100 — 4-dr. 


stat. wag. 200—4-dr. be 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423 

(The following pri ices are for six-cylinder 
models, For V-8s. add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2, Belvedere— 


. sed. ; 4-dr. ‘ ; 
2-dr, hardtop, $3,818. Electra 225—4-dr.|_4ar sed., $2,316; 2-dr. sed., $2,262;|4-dr. sed., $2,595; 4-dr. hardto 
» “Gr. , ’ ; ~Gr. * , , . * , ’ Gr. iP, $2,677; 
hardtop, $4,350; on (Parbine | utiity sed.,| $2,175.’ Bel Air—4-dr. sed.,|2-dr. hardtop, $2,618; conv. (V-8 std.), 


Drive e ‘ 
a oo and e—_— standard | $2'554; 2-dr. hardtop, $2,489. Impala—4-| Polara V-8—4-dr. sed., $2,966; 4-dr, 
Electra Electra dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr.| hardtop, $3,110; 2-dr. hardtop, $3,032; 260. 
CADILLAC — Series 62 —4-dr. hardtop/ hardtop, $2,662; 2-dr. hardtop, $2,597;|conv., $3,252; 4-dr. 2-seat stat. wag., 4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
(short deck), $5,080; 4-dr. hardtop (flat|conv., $2,847. Station Wagons—4-dr. 2-seat | $3,294; 4-dr. 3-seat stat. wag., $3,409. hardtop, $2,461. Fury—4-dr. sed., $2,575; 
roof or sloping roof), $5,080; 2-dr. hard-| Brookwood, $2,653; 4-dr. 3-seat Brook- 4-dr. hardtop, $2,656; 2-dr. hardtop, $2,- 
top, $4,892; conv., $5,455; Sedan de Ville| wood, $2,756; 4-dr. 2-seat Parkwood, $2,-| ,FORD—(Prices are for six-cylinder mod-| 599, Station Wagons—2-dr. 2-seat Deluxe, 
4-dr, hardtop (flat roof or sloping roof),! 747; 4-dr. 3-seat Parkwood, $2,850; 4-dr,|¢l8. For V-8s, add $116.) ~dr. | $2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
sed., $2,315; 2-dr. sed., $2,261. Fairlane|2-seat Custom, $2,761. Plymouth V-8— 
500-—-4-dr. sed., $2,430; 2-dr. sed., $2,376.| (On the following models, a V-8 engine 
Galaxie—4-dr. sed., $2,590; 2- ar. sed.,|/is standard and a six-cylinder engine is 
$2,536; 4-dr. hardtop, $2, 662: 2-dr. hard-| not available), Fury V-8—Conv., $2,967. 
Station W: 


Mor e Smaller Cars Ur, 8 ed top, $2,507;  Starliner 2-dr- hardtop, |$2,- V-8—4-dr, 3-seat” Custom 


agon 
$2,990; 4-dr. 2-seat Sport, $3,024; 4- dr. 
. | 3-seat Sport, $3,134. 
t—4-dr. sed., $2,167; 


£ as ‘agon, $2, ; 
Coun Sedan, $2,752; 4-dr.  3-seat Coun- 
At is. Convention try Setan, 92,886: 4-dr, 2-seat Country * “dr. seat stat. a: S'tea; 2-ar. sed 
Squire, $2,941; 4-dr. 3-seat Country Squire, i 


$3,011 
pear this fall will provide sufficient SEEUNEAS Cintas 4-4. hardtop, $5,- 
Crown—4- 








wag., $3,0 * 

4-dr, sed., $2,732; 4-dr. hardtop, $2,822; 
4-dr. 2-seat stat. wag., $3,026; 4-dr. 2-seat 
hardtop stat. mee $3,116; 4-dr, 3-seat 


stat, Hl $3,15 
STUD Deluxe Six—4-dr, 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. ., $2,366; 4-dr. 2-seat stat. wag., | 
Deluxe V-8—4-4r. sed., $2,- 

































sont eunvieen Deskin ee impulse to boost volume to new | 109; 2-dr. bardtop, $4,922.00. Crown “4-4r. . 
_— nd- rdtop, 647; dr. P, dr. hardtop, $2,971. Star Chief—4-dr. sed 
oe Se heights. conv., $5,773.50. LeBaron—4-dr. hardtop, $3,003; aa hardtop, $3,136. ce : 

4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- | 2-seat —. wag., $2,591. Lark Re 


Regal V-8 
—4-dr. $2,331; 2-dr. hardtop, $2,431; 
conv., 52.766, 4-dr. 2-seat stat, wag., 
ea Hawk V-8—5-passenger sport cpe., 





ing the 32nd annual convention of 


the Wisconsin Automotive Trades Dealers should not shirk the re-| $6,426. (TorqueFlite, power steering, power 


sponsibilities they owe to their standard on all models.) 

communities and their own indus-| UP SMe chuse 4dr. sed. $2,519; 

try, said Cooper. Whether or not 4/ standard 4-dr. 2-seat stat. wag., $2,654; 

dealer gains success frequently de-| deluxe 4-dr. 2-seat stat. wag., $2,789. 1960 MODELS 
2-dr. 


pends the “ mage” th rm - Dynamic 88—4-dr. sed., $2,900; DeSOTO—Fireflite — 4-dr. sed., $3,017; 
“| sents oy ake ous he och _ sed., $2,835; 4-dr. hardtop, $3, 034; 2-dr.!4-dr, hardtop, $3,167; 2-dr. hardtop, $3,- 
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| sie erehane ttre ain New Commercial-Car Registrations, 
See teense an apparel aise 35 States for August, 1960-1959 


ul, and Vince Baker, sales train- 
ing consultant from Pueblo, Colo.| Customer was insulted by the 
A stern note of caution was put| Owner. The result: The customer 
in the convention picture by indus-| Wemt to another nearby town to 
try veteran Ed Payton, Cleveland. buy his new car. 
Unable to fill his speaking commit-| Dr. Upgren offered encourage- 


255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 






* * * 









For light on dealer thinking, read Dealer 
Forum each week on Page 3. d 








Dr, Arthur R. Upgren, economics 
essor, Macalester College, St. 
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But Not Longer 


DEARBORN.—The shape of cars 
to come will depend largely on pub- 
lic tastes and commercial value, a 
Ford company official told a group 
of touring Cana- 
dian press repre- 
sentatives here, 
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Performability... 


Selling hard 
for 
Studebaker 
Dealers 
in 67 


















Lark Performability on the 
Road...F-OR PROSPECTS 


Lark Performability in the 
Sales Room...FOR PROFITS 







* ‘ 
Studebaker Announces the Ol TAR VG | 





90 million people will see 
this exciting announce- 
ment in LIFE, LOOK, TIME 
and SATURDAY EVENING 
POST. They’// want to see 
_ for.themselves...want to 


| try out this new '67 Lark 
Performability ! 


ae 
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Za Performability... 


a new kind of performance 
so exciting you have to drive it 
to believe it...! 


New Studebaker system of coordinated engineering advances makes possible all-around per- 
formance unknown in compact motoring before. It’s called “Performability"; it's exclusive to 
the ’67 Lark; and it means— 

A new kind of power. A//-new Lark ram-induction six,a 112 hp engine with huge overhead 
valves and 8.5 compression ratio, delivers tremendous thrust with each piston stroke. Result 
—phenomenally rapid getaway, steady cruising, instant acceleration in the emergency zone 
at higher speeds where it's needed most. You have to drive The Lark to believe it. 

A new kind of response. New Lark automatic transmission delivers an immediate flow 
of power from the engine without loss or lag—so smooth there’s never a jump from gear to 
gear, always instant power surge at any speed. You have fo drive The Lark to believe it. 

A new kind of driving security. New Lark steering complex, combined with new sus- 
pension system that features coil springs and a stabilizer bar, provides exceptional control 
and stability. You go into full circle with perfect control, corner sharply with ground-level 
balance—and the wheel returns to straight-ahead by itself... quickly, smoothly, safely. You 
have to drive The Lark to believe it. 


And so much else that's new and welcome. New Lark oval steering whee/—to give 
you the comfort and safety of greater clearance between leg and wheel; and it's adjustable to 
your best driving position. New larger Lark brakes, with new bonded linings for extra long 
life. New full circle visibility and lowered hood for maximum safety vision. With all this there’s 
also graceful, new low-line styling in The Lark; new luxury, new elegance, new roominess — 
more than sixty advances in all. But the big emphasis in the ‘61 Lark is on performability, 
because a car is to drive. And the ’67 Lark drives like no other car you've ever had on the 
road! Try it at your Studebaker Dealer's today! You have to drive The Lark to believe it/ 

Addenda: Seven body styles—2 & 4-door Sedans, 2-door Hardtop, 2 & 4-door Wagons, Con- 
vertible and the expansive new 4-door Cruiser with longer 113" wheelbase (luxury car of the 
compact class). All models also available with powerful Lark V-8 engine. A compact for every 


need, every taste, every pocketbook. TARK.. 
You have to drive it to believe it! The | by Studebaker 





Performability... 





Lark Dealers have real 
Sales Performability 
in '61 



















Exciting '61 Lark has new styling—new power—new steering and suspension—new 
brakes—60 improvements which produce a new kind of compact motoring! 

Massive advertising in major magazines—5 big TV network programs on NBC and 
CBS-— outdoor boards—heavy local coverage in Newspapers! 

Proven acceptance across the country by the biggest test ever conducted. Over 5,000 
everyday drivers in 10 cities took the ’67 Lark on a long drive, with overwhelmingly favorable 
reaction. Also tested by commercial fleets and professional engineers. (They agreed — you 
have to drive The Lark to believe it/) 

Widest compact line —7 models, 3 high economy engines from 112 HP to 225 HF; trans- 
missions, 9 colors— all on quick delivery basis! 

And see what else you get with The Lark! You get a very profitable relationship with 
the friendliest Factory in the business. You get the dazzling Hawk, and the Champ Trucks 
Which sell like passenger cars. You get Sales Performability! 

Go try a’67 Lark. Then phone'the Studebaker Zone office —or send us this coupon! 


L { a 
You have fo drive it to believe it! The A. / th by Studebaker 
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| GET THE FACTS ON THE LARK DEALER FRANCHISE 


Dealer Development Division 
Studebaker-Packard Corp., South Bend 27, Ind. 
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determining the amount of 


UNDERBODY GAUGE—The problem of 
underbody 


to be obtained by both do-it-your- 
self enthusiasts and professional 
body repairmen, the company said. 
Unlike lead body filler, it is applied 
without heat. 
* 


* * 


NEW PRODUCTS 





sel engines has been developed by 
Gulf Oil Corp., Gulf Bldg., Pitts- 
burgh 30, Pa. 

It will be known as Gulflube 
Motor Oil H.D., the trade name 
used for one of the products which 
it supplants. It is said to incorpo- 
rate the advantages of three oils 
formerly marketed by Gulf. 


* * * 


damage in one operation, is said to be 
solved by a Tram-Track gauge introduced 
by Blackhawk Automotive Division, 5325 
W. Rogers St., Milwaukee 46, Wis. The 
gauge, model EK-326, permits reading 
the tape measurement while under the 
car. This avoids the delay of removing the 
gauge to take each reading. The gauge 
settings therefore cannot be accidentally 
changed by movement, it is said. The 
Tram-Track gauge, especially helpful for 
checking unitized cars, adjusts in 32, 70, 
and 134-inch lengths. Two pointers ad- 
just from 4 to 134-inch widths, with grad- 
vations of 1/16-inch for pinpoint accu- 
racy. A third end-mounted pointer is also 
included for taking tracking measure- 
ments. Specially designed clips on the 
pointer brackets hold any standard steel 
tape rule. 

































AIR COMPRESSOR — Clark Bros. Co., 
Olean, N. Y., has announced a non-lube 
air compressor designed for continuous 
service in applications where lube oil con- 
tamination of the air stream cannot be tol- 
erated. The unit is a balanced/opposed 
type compressor driven by a flange mount- 
ed electric motor. Piston rings and piston 
rod packing in the compressor cylinder 
are made of self-lubricating teflon. Clark 
non-lube compressors are furnished as 
completely packaged units with motor and 
intercooler in position, ready to operate, 
it is said. Featuring Clark balanced/op- 
posed design, the machines are almost 
vibrationless in operation and can be 
mounted anywhere, it is claimed. Founda- 


GREASE GUN—tLubriLite, an automatic, 
high-pressure grease gun, has been an- 
nounced by Lubrilite Corp., Libby, Mont. 
The unit, a one-piece lighted gun, features 
an attachable eight-inch nozzle. The light 
operates on improved flashlight batteries 
and automatically turns on at a slight 
finger pressure on the trigger, with a bit 
more pressure needed to fire the lubricant, 
it is said. 





REAR-VIEW MIRROR — The Dietz No. 
1544 self-adjusting rear view mirror is 
said to snapback to its adjusted position 
if accidentally bumped or jarred, it is| tions need only be large enough to sup- 
said. The builtin tension spring keeps the port the weight of the compressor. 
mirror bracket in its exact rattle-free posi- * * + 
tion on a hexagonal base socket. Shock 
absorbing action also prevents the four- 
inch mirror head from being broken, it is 
said. Mirrors may be mounted on left or 
right fender. Automotive Division, R. E. 
Dietz Co., 225 Wilkinson St., Syracuse, 
N. Y. 





TIRE CHANGER—Dynamic Center Engi- 


neering, Inc., P. O. Box 128, Norcross, 
Ga., has announced a tire changer that 
is said. to utilize compressed air-power for 
bead breaking, demounting or remount- 
ing operations. The Flite-Positive changer, 
according to the manufacturer, combines 
two different air-powered machines into 
one self-contained service unit that han- 
dies all operations in tire changing: On 
one side of the changer is a double bead 








CAR-TOP CARRIER—The “‘Auto-Attic,” a 





IDLER ARM KITS—O.E.M. Products Co., 
5296 Northwest Highway, Chicago 30, Ill., 
has announced idler arm kits designed for 







breaker that permits the operator to sep- 
arate the wheel assembly from the tire. 
On the other, a machine that removes the 
tire from the rim, or puts it back in posi- 
tion for mounting, it is said. The changer 
fits all wheels, ranging in size from 12 
through 17 inches wide. 
e \2 9 





EXHAUST CONVERSION KiT—The Peco- 
phase 4 exhaust conversion kit for the 
Renault Dauphine has been announced by 
Performance Equipment Co., Ltd., Tower 


universal car top carrier designed to fit 
standard-size cars, compacts, and all sta- 
tion wagons, has been announced by 
Fabricon Products Division, Eagle-Picher 
Co., 1721 W. Pleasant Ridge, River Rouge 
18, Mich. The carrier features felt-padded 
aluminum mounting clamps and steel cross 
braces that adjust beth to length and 
width of car top, and a lightweight, weath- 


each make of car and front suspension 
ball joint kits for dependable steering. 
The idler arm kits are antifriction, preci- 
sion-manufactured. The kits are easily in- 
stalled without elaborate equipment, it is 
said. Front suspension ball joint kits are 
self-adjusting. They allow ball joints to op- 
erate freely and keep dirt, moisture out, 
lubricants sealed in, it is said. They re- 
move the annoying metallic sound from 
within the ball socket, cushioning the 
weight of the car on tough, neoprene rub- 
ber, it is claimed. Kits hold accurate front 
end alignment by removing looseness from 
ball joint. 


























erproof cover that is raised for loading 
and unloading. Cover is made of rigid, 
reinforced plastic and fiberglass and is 
attached to a specially constructed ply- 
wood platform. With cover removed, plat- 
form can be used to haul longer, bulkier 
items. Unit is 54 inches long, 48 inches 
wide and 14 inches high. 


Bidg., Liverpool 3, England. The bolt-on 
kit includes special inlet and exhaust mani- 
fold and twin carburetors. The kit comes 
complete with oil fittings and adapters. 
The kit is said to give up to 100 percent 
increase in acceleration in the 0-50 miles 
per hour range without any modifications 
to the internals of the engine, it is said. 
The kit is available in this country from 
Engine Imports, Inc., 1140 N. Harbor Dr., 
San Diego 1, Calif. 
* 


CRANK KIT—A stroker crank kit, the 
EMPI X300 Kit, which increases the dis- 
placement of the 1960 transporter and 
1961 sedan Volkswagen engines to 1,400 
c.c. has been announced by European 
Motor Products, Inc., P. O. Box 668, River- 
side, Calif. This kit increases Volkswagen 
bore and stroke, giving a 3mm increase 
in bore and a 6mm increase in stroke. 


* * 





PARTS CLEANER—The Kleer-Flo model 
Clearmaster Jet Jr. automatic parts cleaner 
requires no air line connection. The com- 
Pact bench model features three cleaning 
actions: Soaking and automatic turbulence 
in the 10-gallon tank; and automatic con- 
tinvous filtered flow through flexible hose 
for precision cleaning on the upper shelf. 
Both areas can be used at the same time. 
Other advantages are said to include: 
Throw-away screw-in cartridge filter that 
keeps the solvent clean, and fusible link in 
the cover that minimizes fire hazard. 
Kleer-Flo Co., 250 W. 57th St., New York 
19, N. Y. 













* * * 


Do-It-Yourself Body Solder 
Is Introduced by MoPar 


MoPar Parts and Accessories, 
Chrysler Motors Corp., P.O. Box 
1718, Detroit 31, Mich., has market- 
ed a MoPar Polyester Body Solder 
for use in repairing automotive 
“2 sheet metal. 

is solder enables expert results 













This means extra torque and power in the 
new Volkswagens is obtained without 
sacrifice or engine durability or increase 
in fuel consumption, it is said. The kit 


FUEL INJECTOR—The Voil Twin Jet In- 
jector is designed for use on all automo- 
bile, truck, bus and tractor engines using 
carburetors for fuel control. The injector 


includes stroker crank and matched 8Omm 
cylinders (instead of stock 77mm), set of 
balanced and matched pistons, rings and 
pins. 

Or Roce 


Chemical Snow Remover 


Revere Ice Remover, a chemical 
compound said to have 30 times 
the thawing capacity of salt in ice 
and snow removal, is available from 
Revere Chemical Corp., Cleveland, 

a ok + 


is said to obtain the most effective use of 
engine tuneup oil by injecting the oil 
through the carburetor in controlled and 
sufficient quantities to remove gummy 
carbon deposits on valve stems and guides 
and lubricate the upper cylinder region. 
The one quart reservoir and pump assem- 
bly is mounted under the hood, with the 
discharge jets installed on, or in the air 
cleaner. The control cable is mounted on 
the instrument panel. Manchester Distrib- 
uting Co., 7214 Eastern, Kansas City 33, 
Mo. 





STAND — Sav-T-Engineering Co., 316 
East Beach Ave., Inglewood, Calif., has in- 
troduced a line of Sav-T-Stands. Available 
in three sizes, the stands feature an “ad- 
justable spring loaded scissor lock" which 
eliminates all problems of finding hole, it 





PAINT SPRAYER—The Chemtronic paint 
spray process, a patented concept in the 
paint application field, differs from other 
paint spray processes in that a hydro- 
carbon compound known as “Chemsine” 
is heated and vaporized into a dry gas 
2% times heavier than air and used to 
atomize and apply the paint. Chemtronic 
allows the application of coatings with 
much higher solids, resulting in greater 
film build with less sags, orange peel and 
fewer spray passes, it is said. Very thin 
materials can be atomized into much finer 
particles at lower pressures to give a more 
uniform coating. High viscosity paints can 
be sprayed giving up to four mils dry 
film thickness on vertical surfaces without 
sagging in one spray pass, it is said. The 
process can be used with practically all 







RS 


is said. Constructed of square tubing steel 
with a metal plate base, the Sav-T-Stand 
gives a precision fit and closer tolerance 
to height of car, it is claimed. 

oe 'e2) 6 





BODY SECTION—Maintaining GMC and LEVEL GAUGE—Hunter Engineering Co., 





AIR COMPRESSORS — Saylor-Beall Mfg. 
Co., St. Johns, Mich., has announced a 
series of portable tank-mounted air com- 
pressors. The PD-400 series features three 
compressor models: The PD-400-7, a one 
horsepower electric; the PD-400-8, a 1% 
horsepower electric, and the PD-400-10, 
with a three horsepower gasoline engine 
with displacement from 6 to 9.6 cubic feet 
a minute, These models are equipped with 
constant pressure suction valve unloaders 
that can be set for any pressure from 50 
to 150 pounds. All models feature three or 
10-galion tanks, twin-cylinder compressors, 
large rubber tire wheels and belt guards. 





types of coatings. A wide range of fluid 
nozzles, air caps and needles are avail- 
able to cover all of the industrial applica- 
tion requirements. Pressure feed, suction 
feed, gravity flow, and automatic spray 
guns are available. John J. Fannon Prod- 
ucts Co., Subsidiary of Hupp Corp., 3000 


E. Woodbridge, Detroit 7, Mich. 
* * « 


Chevrolet truck cabs for serviceability and 
appearance is said to be simplified by use 
of Sco-Pan replacement lower truck cab 
corners announced by Schofield Mfg. Co., 
1140 E. 222nd St., Cleveland 17, O. The 
lower cab corners (catalog No. P.726), 
supplied in left hand and right hand 
styles, are engineered to fit all GMC and 
Chevrolet truck models from late 1955 to 
1959 inclusive. An earlier Schofield Sco- 
Pan (catalog No. P.319) is a facsimile of 
GMC and Chevy lower cab corners for all 
models from ‘48 to ‘54 inclusive plus 
early '55 cabs. 


New Detergent Oil 


Marketed by Gulf 


A high-detergency crankcase lu- 
bricant for use in gasoline and die- 





Hunter Ave, & Ladue Rd., St. Louis 24, Mo., 
has announced an adjustable suspension 
height and level gauge for torsion-bar 
vehicles. The Hunter Universal 151-S Gage 
fits all 1957-60 Chrysler Corp. cars and 
Chevrolet 1960 series 10-40 trucks. The 
gauge requires no clamps or attachments 
to the car to be installed. Torsion-bar ad- 
justments can be made with the gauge 
in position, and both sides of the car can 
be checked simultaneously. Readings are 
made on easy-to-read embossed scoles, 
calibrated in 1/16-inch increments—no 
calculations are necessary, it is said. 
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Teaching Salesmanship— 


An advanced lesson in salesmanship as a profitable career was given 28 staff men 
of Tunis-McDougal Motors, Inc. (Dodge), Freeport, N. Y., during a “spring kick-off sales 
meeting.” Dodge regional personnel assisted George Tunis, left, president, and Edward | pointed a special agent of Resolute 
F. McDougal, vice-president, in presenting a series of outlines on sales philosophy,| Insurance Group. He will represent 


personal program and sales goals. 


ACME’S COLOR EYE SAVES TIME 
AND PAYS YOU MORE PROFIT 






@ Mixes all colors quickly with “labo- 
ratory accuracy” 


@ No large, costly inventories . . . stock 
only base colors 


@ No wasted paint . . . mix only exact 
amount you need 


@No costly delays for delivery or 
hunting for colors 


You'll really be able to cash in on bigger and better 
profits if your paint shop is equip with Acme’s 
—eering Color Eye System. Your customers get a 
sparkling, like-new finish, and you do your usual 
craftsman-like painting job far quicker and easier. And 
best of all, with Acme’s Color Eye there'll be more 
profit for you in each and every job. 


Find out the full story about Acme’s amazing, money- 


Atlanta, Ga... sc ceccecccecccececes trinity 5-8676 
Burbank, Colif.......+++e++e++++++ Homwall 2-7158 
Chicago, iil... ...eeeeeeeeeecescecese Victory 2-0264 
Dallas, Tex.....sseeeeeeeeseeee+- Broadway 8-2158 
Denver, Colo... ...ceeeeeeeseeeeeessAlpine 5-5257 
Kansas City, Mo.....++0e+ee0ee00++WEstport 1-7879 
Long Island City, N.Y.......++++++++-STilwell 6-7010 
Los Angeles, Colif........+++++++++++Victoria 9-2405 
Milwaukee, Wis.......++e0eeeeeee0+-Hilitop 5-6876 
Minneapolis, Minn,........++++++++++FEderal 6-4667 
Seattle, Wadh..cccccccccscccccccccccs cbt 2eaare 
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Edward B. Tate has been ap-| Resolute Credit Life Insurance Co. 
pointed sales manager for Stude-|in Northern Illinois and Northern 


baker-Packard’s Atlanta marketing | Indiana. 
zone. He succeeds Leonard W. * 


the Studebaker home office. 

Tate has been sales manager of 
the corporation’s Boston zone since 
September, 1959, Earlier he held 
sales managerial positions in the 


Detroit zone. 
+ * 


Nelson Joins Diesel Firm 


American Marc, Inc., Inglewood, 
Calif., has appointed Lawrence E. 
Nelson, a former vice-president at 
Chrysler Corp., as executive vice- 
president of sales. He will be in 
charge of advertising, promotion 
marketing and sales for American 
Marc, manufacturer of lightweight 
diesel engines. 

* 





eo on He was also associated with Fitz- 
simmons Mfg. Co. for 18 years. 
* 


Resolute Names Arquilla 
Arthur P. Arquilla has been ap- 


x 


saving Color Eye System. A specially-trained factory 
representative will gladly give you a complete demon- 
stration. It’ll take only a few minutes of your time and 
will result in an amazing savings of dollars for you. 


See your nearest Acme jobber, or write: Acme Quality 
Paints, Inc., 8250 St. Aubin, Detroit 11, Michigan. 
Or call any of these numbers: 


ACME 


ACME AUTOMOTIVE FINISHES 


ACME QUALITY PAINTS, INC, 
8250 St. Aubin ¢ Detroit 11, Michigan 








* 
Hizer, who hag been transferred to| Coldform Appoints 
New Sales Manager 


Coldform Division, H. K. Porter 
Co., Inc., Detroit, has announced 
the appointment 
of George Barrie 
as sales Manager. 

Barrie’s 
ous associations 
include the posi- 
tion of sales 
manager, Hayes 
Industries, Inc., 
Jackson, Mic hi- 
gan, 
ant sales man- 
ager, Motor 
Products Corp. 


Oakite Promotes Brennan 


Daniel P. Brennan has been ap- 
both Resolute Insurance Co, and pointed technical service represen- 














tative in midtown New York City 
by Oakite Products, Inc, Brennan, 
who had been on the. technical 
service laboratory staff, replaces 
Edmond Malone, who has been 
transferred to New Jersey. 

aa * Ba 


44. Goodrich Years Over 


For Needles in Canada 


Ira G. Needles, chairman of B. F. 
Goodrich Canada Ltd., will end a 
44-year career in the rubber indus- 
try when he retires Sept. 30. 

Needles joined B. F. Goodrich in 
1916 and came to Canada as gen- 
eral tire sales manager in 1925. He 
was elected vice-president in 1945 
and succeeded to the presidency in 
1951. 


























































* * * 
Bliss Appoints Rassel 


Automotive Press Sales Chief 


E. W. Bliss Co., Canton, O., hag 
appointed Richard E. Rassel to the 
newly created 
post of automo- 
tive press saleg 
manager, 

Rassel will co- 
ordinate all auto- 
motive presg 
sales throughout 
the United States, 
His office will be 
located at Bliss’ 
Detroit regional 
offices. For the 
past 17 years, he 
has been a sales engineer han- 
dling automotive accounts in the 
Detroit area. 

. * a 


Pullman Names Shaffer 


James W. Shaffer has been ap- 
pointed district manager for the 
Automotive and Janitor Supply Di- 
vision of Pullman Vacuum Cleaner 
Corp. He will cover Virginia, West 
Virginia, Maryland and Washing- 
ton, D. C. 


R. E. Rassel 


ee @e te of sheet os oh ot @ & os 


* * * 
Borrowings Managers 


Shuffled by GMAC 


General Motors Acceptance Corp. 
announces the following organiza- 
tional changes in its United States 
borrowings department. 

John B. Wright, vice-president, 
has been appointed assistant man- 
ager of the department. He hag 
been in charge of bank relations, 
James R. Van Wagner has been 
named director of bank relations. 
In addition, he will be responsible 
for medium and long-term borrow- 
ings. He has been an assistant 
treasurer of GMAC. 

Dann Westcott has been desig- 
nated director of financial sales. He 
will be responsible for short-term 
borrowings through the medium of | 
GMAC commercial paper. He has 
been regional finance manager with 
headquarters in Chicago. 

+ + * 
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Stromberg-Carlson Names 


Southern Regional Manager 


Robert K. Boehm has been ap 
pointed regional manager for 
Stromberg-Carlson automotive ra- 
dios in the South, 
according to 
Stromberg - Carl- 
son’s Commercial 
Products D i v i- 
sion, General Dy- 
namics Corp. 
Rochester, N. Y. 

Prior to joining 
Stromberg . Carl- 
son, Boehm was 
Midwest regional 
Manager in the 
Industrial P ro d- S. 5. Sate 
ucts Division, Bendix Aviation 
Corp. and operated from St. Louis. 

~ * a 


na ~~ 





Morrison in New Post 
Associated Spring Corp. has ap- 
pointed Donald P. Morrison to the’ 
corporate staff. He will coordinate 
all employe and industrial relations 
activities for all Associated Spring 


divisions. 
* a 


* 
Tesch Gets Holley Post 
Walter J. Tesch has been named] 
Western Central regional] sales 
manager in Denver for Holley Car-7 
buretor Co, 


* * * 
Mortell Family Acquires 


All Stock in Sealer Firm 


In a reorganization of J, W. Mor- 
tell Co., Kankakee, Ill, John lh 
Mortell and members of his family” 
acquired all common stock in the’ 


New officers include: President 
(Continued on Page 151, Col. 1) 
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and treasurer, John L. Mortell; 
vice-president and general] sales 


B. F. manager, Don E, Mortell; manu- 
end &@ facturing vice-president, J. W. Mor- 
ndus-@ ¢1; vice-president and Eastern 
: ’ sales manager, R, J. Mortell; secre- 
ich in® tary, G. R. Peterman; assistant 
| $€N-F treasurer, G. A, Blais, and assistant 
5. He secretary, G. A; Peterman. The firm 
| 19458 makes sealers for the automotive 
icy IN® and railroad industries. 
oa ok * 
S-P Fleet Sales in South 

hi To Be Guided by Granahan 

ief T. F. Granahan has been appoint- 
., has® oq Southern regional fleet sales 
to the manager for Studebaker-Packard 


ated 
tomo- 
sales 










Corp. 

- E, Fitkpatrick, S-P fleet sales 
manager, said, “Growth of our fleet 
business in the Southern markets 
has resulted in the creation of this 
newly established position.” 

* * * 


Oldsmobile Picks Stanley 


ll Co 
auto- 
resg 
ghout 





tates, 
ill be To Manage Fleet Sales 
Bliss’ Edwin A, Stanley has been ap- 


gional 
the 
rs, he 
han- 
n the 


pointed to the newly created post 
of manager of Oldsmobile national 
fleet sales. 

By coordinating fleet sales under 
a national man- 
ager, Oldsmobile 
and its dealers 
are now in a bet- 
ter position to 
render the widest 
possible service to 
the nation’s fleet 
users, said Em- 
mett P. Feely, 
general _ sales 
manager, 

Stanley has 
served General 
Motors and Oldsmobile for 24 years. 
He held various sales and adminis- 
trative posts in the Oldsmobile field 
organization before being trans- 
ferred in 1959 to Oldsmobile head- 
quarters in Lansing. 

+ * * 


L-M Reassigns Dunbar 


Louis G. Dunbar has been ap- 












E. A. Stanley 


Corp. 
aniza- 
States 


ident, 
man- 
> hag 
tions, 







been® pointed merchandising manager for 
en the Buffalo district sales office of 


Lincoln-Mercury Division. He has 
been a field manager with the New 
York district sales office. 

* * ok 


rrow- 
istant 


7 Heil Appoints Schaab 

-term Heil Co. has appointed Joseph T. 
im of } Schaab district manager of its Se- 
> has® attle sales office, which serves 
with) Alaska, Washington, Oregon, Idaho 


and a portion of Montana. 


* * * 
Cleveland Graphite Names 


Sales Office Manager 


John J. McKinnie, formerly sales 
office manager of the Cleveland 
Graphite Bronze Division, Clevite 
Corp., Cleveland, has been appoint- 
ed Detroit district 
sales manager. 
He succeeds W. 
D, Cowgill, who 
was recently 
named general 
sales manager of 
the division. 

McKinnie, a 
veteran of 26 
years at Cleve- 
land Graphite, 
has served in var- 
ious manufactur- 
ing supervisory capacities and was 
assistant manager of the company’s 
Bridgeport (O.) plant when he 
transferred to sales work in 1949. 
He was assigned to the Chicago 
sales office for five years before his 
return to Cleveland headquarters. 

+ * os 


Richey Joins Hall Lamp 
As Manager of N. C. Plant 





4. J, MeKinnle 





. Charles E. Richey has joined 
amed C. M. Hall Lamp Co. as manager of 
sales the Clinton (N. C.) plant and as- 
Car-@ sistant vice-president to Production 
Vice-Presiient Drew Holt. 
Richey had been assistant group 
executive, General Products Group, 
@ Electric Autolite Co. 
Mor- Bae mae 
n 8 SP of Canada Ups Howell 
umily§ EE. M. Howell has been appointed 
» the® British Columbia, Alberta and Sas- 
katchewan regional sales manager 
ident®@ for Studebaker-Packard of Canada. 


) He had been district manager for 








British Columbia. He succeeds R. L. 
Carr, who has been moved to the 
company’s main office in Hamilton, 
Ont., as assistant sales manager. 

+” * 


McTavish Retires in Canada 


C. E. McTavish, since 1951 presi- 
dent of Perfect Circle Co., Ltd. 
Don Mills, Ont., has retired from 
the presidency and has been elected 
chairman of the board. W. Blake 
Dodds, formerly vice-president and 
general manager, has been elected 
president and general manager, 

* * * 


Rigdon Named Resolute Rep 
Eugene P. J. Rigdon has been 
named special agent for Resolute 


insurance companies in Oregon. He 
succeeds the late Porter T. White. 
* * + 


Alemite Names Kellermann 


To Head Manufacturing 
Arthur Kellermann has been ap- 





of the Alemite and Instrument Di- 
vision, Stewart-Warner Corp. 


Kellermann, plant superintendent 
since 1957, began with Stewart- 
Warner in 1928 as an apprentice 
toolmaker. He filled various produc- 
tion supervisory and management 
positions prior to becoming assist- 
ant superintendent of the Alemite 
an Instrument Division plants in 


* * * 


Borden Chemical Promotes 


Christopher, Munsell, Kirsch 


Three promotions in the Coatings 
and Adhesives Department have 
been announced by Borden Chem- 
ical Co. They are: 

James H. Christopher, sales man- 
ager; Robert E. Munsell, Northeast 
regional sales manager, and Sey- 
mour D. Kirsch, development man- 
ager. 

. 2 * * 


Carr, Haefner Elevated 


John Carr and Col. Earl W. Haef- 
ner have been elected vice-presi- 
dents of Borg-Warner Internation- 
al Corp, 

* * * 
Rohr Joins Sparton 
Dr. Robert J. Rohr has been ap- 


search for Sparton Corp. He had 

been with Magnus Chemical Co. as 

research and development director. 
* * * 


2 Sales Representatives 


Appointed by Chevrolet 


D. R. Paul, Chevrolet assistant 
Portland (Ore.) zone manager, has 








R. G. Jess 


D. R. Paul 
been named Oakland (Calif.) city 
manager of wholesale operations. 
Paul is succeeded by R. G. Jess, 
who has been sales promotion man- 
ager for Chevrolet’s Pacific Coast 
region, with headquarters in Oak- 
land. ate 
* 


Goodyear Moves Goodwin 


James M. Goodwin, former Cin- 
cinnati district manager for Good- 


pointed manager of manufacturing! pointed manager of product re-! year Tire & Rubber Co., has been 
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named to a similar post in New 
York City. Goodwin, who joined 
the firm 26 years ago, succeeds 
Harry J. Ryan, who retired. 

* aa * 


Rice Heads Divco Fleet Sales 


Ed Rice has been named fieet- 
sales manager for the Divco Truck 
Division, Divco-Wayne Corp. 

* * * 


Thompson, DeBus Named 


Firestone District Managers 


Appointment of two district man- 
agers has been announced by Fire- 
stone Tire & Rubber Co, They are: 

H. M. Thompson, Salt Lake City 
district, and W. H. DeBus, Los An- 
geles district. . 

* 


* 
Buda Named Polk V-P 


Michael K. Buda, who earlier this 
year was named general production 
manager, Direct Mail Division, 
R. L. Polk & Co., has been appoint- 
ed a vice-president. 

* * * 


Hogenson and Urban Named 


To Field Posts by Bendix 


The following field personnel as- 
signments have been announced by 
T. A. Kreuser, manager of the auto- 

(Continued on Page 152, Col, 2) 









THE PROFESSIONAL TOP-QUALITY LINE ¢ 


Per Carton 


See Your 
Jobber! 


BY THE CARTON 
Save $11.10 to $13.50 


a 





ALL-PURPOSE." 


USED EVERYWHERE 


? 


ad 









all 














Made of 100% virgin combed wool, firmly secured with heavy duck backing, 7%” and 8%” 


diameter. Each disc is poly-packed. A quality line in three price ranges. 


AVAILABLE THRU DUPONT REFINISH JOBBERS AND YOUR NEAREST AUTOMOTIVE SUPPLIERS 





-. +» WORLD'S LARGEST PRODUCER OF AUTOMOTIVE POLISHING DISCS 


Copyright 1960, Official Products Co., Inc. 
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New Unit Set Up 
To Handle Military 


Automotive Needs 


DETROIT. — The Military Auto- 
motive Supply Agency serving the 
needs of the Army, Navy, Air 


United States Army Ordnance 
Tank-Automotive Command, 1501 
Beard St., it has been announced 
by Secretary of the Army Wilber 
M. Brucker. 

The Army was given single-man- 
ager assignment for automotive 
materiel by Brucker last May. 
Brucker was designated “single 
manager for military automotive 
supplies.” 

MASA will be under the jurisdic- 
tion of the chief of ordnance, Lt. 
Gen. J. H. Hinrichs. It wil] utilize 
the existing ordnance supply dis- 
tribution system, and all military 
customers will continue to submit 
requisitions to ordnance initial 
source depots, Brucker said. 

The new agency’s responsibilities, 
other than cataloging and stand- 
ardization, will be limited to items 
having automotive application and 
procured from the auto industry. 
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motive service sales department, 
Products Division. 
H 


appointed assistant district man- 
ager for the East Central district 
with headquarters in Detroit. F. E. 
| Urban has been named assistant 
district manager for the West Cen- 
tral district with headquarters in 
Chicago. 
* * * 

Richards-Wilcox Names Way 

Richards-Wilcox Mfg. Co., Au- 
rora, Ill, has appointed Townsend 
L. Way jr. to the position of assist- 
ant sales manager. He joined Rich- 
| ards-Wilcox in 1953 as a sales-engi- 


| neer. 


* * 


Electric Storage Battery 
Names 4 Vice-Presidents 
Appointment of four vice-presi- 
dents has been announced by Elec- 
tric Storage Battery Co. They are: 


Harry N. Roberts, marketing; 
|James F. Macholl, engineering; 


* 














Now— EASTERN’S Flying Freighters offer 


OVERNIGHT 
DELIVERY 








NEW YORK—MIAMI—SAN JUAN 
NEW YORK—ATLANTA—NEW ORLEANS—MOBILE—HOUSTON 
CHICAGO— ATLANTA—MIAMI—SAN JUAN 


@ Reserved space on every Freighter flight. 

© Pressurized and temperature -controlled. 

© Flights daily except Saturday and Sunday nights. 
© Pickup and delivery service available. 


In addition, Eastern offers freight space on over 400 daily passenger 
flights — including DC 8-B Jets and Prop-Jet Electras—to 128 cities 
in the United States, Canada, Bermuda, Puerto Rico and Mexico. 


For Information and Freight Reservations, call your 
Freight Forwarder, Cargo Agent or Eastern Air Lines. 


EASTERN AIR LINES 


William A, Healy, manufacturing, 
and Robert W. Getter, administra- 


tion. 
* * 7 


IH Appoints Healy 
Sales Development Chief 


G, Byron Healy has been appoint- 
ed general supervisor of truck 
sales personnel 
development for 
Internation- 
al Harvester Co.’s 
Motor Truck Di- 
vision, Chicago. 

Healy formerly 
served as man- 
ager of the com- 
pany’s Los An- 
geles motor truck 
sales district. He 
is succeeded in 
that position by 





G. B. Healy 
J. W. Briggs, who has been an as- 
sistant manager of International 
truck sales at Los Angeles. 


* 
Resolute Insurance Names 


Dyball as Resident V-P 


Richard H. Dyball, Sturgis, Mich., 
has been elected a resident vice- 
president of the Resolute Insurance 
Group. 

A Resolute special agent since 
1958, he represents both the Reso- 
lute Insurance Co, and the Resolute 
Credit Life Insurance Co, He is a 
former auto dealer. 

+ + 


* * 


* 


L-M Shifts Sherman 


Roger Sherman, a Ford employe 
since 1950 and formerly zone man- 
ager for the Lincoln-Mercury Divi- 
sion’s Denver district office, has 
been appointed assistant manager 
of the division’s Denver district 
sales office, 

+ 


Hyster Promotes Conner 


Hollis Conner, who has represent- 
ed Hyster Co. on four continents 
during his 14 years of service, has 
been appointed sales manager of 
the company’s International Divi- 
sion, headquartered at Peoria, IIl. 

* + * 


* * 


White Appoints Perme 


Assistant to Autocar Chief 


Lee J. Perme has been named 
assistant to Karl A. Roesch, gen- 
eral manager of the Autocar Divi- 
sion, White Motor Co. 

Perme, who has been with White 
since 1953, had been assistant sec- 
retary of White Motor. 

* Pa * 


Riley Named President 


Of Firestone Division 

Richard A. Riley has been named 
president of Firestone Rubber and 
Latex Products 
Co., a division of 
Firestone Tire & 
Rubber Co., in 
Fal] River, Mass. 
He succeeds C. J. 
McCready, who 
has resigned. 

With Firestone 
since 1939, Riley 
has been presi- 
dent of the World 
Bestos Corp., New 
Castle, Ind., an- 
other division of the parent com- 
pany, since 1956. 

* 





R. A. Riley 


ao * 


Furrer Joins Ford Credit 


J. R. Furrer has been appointed 
manager of Ford Motor Credit Co.’s 
branch office in St. Louis, He for- 
merly was St. Louis district repre- 
sentative for Commercial Credit 
Corp. 


Dodge Appoints Etchison 
M. M. Warmack, Los Angeles re- 
gional service manager for Dodge, 
announced the appointment of Har- 
ley I. Etchison as service repre- 
sentative for Orange County. 
ears 


* * 


Ford Names Burns Manager 
Of Styling Administration 
Thomas J. Burns has been named 
administration and planning man- 
ager in the Ford Motor Co. styling 
office. He had been controller. 
Burns joined the Ford finance 
staff as an accounting reports an- 
alyst in September, 1952. He had 








been controller in transportation 
and traffic services and manufac- 
turing services prior to coming to 
styling. 

+ 
Tractor Import Firm Names 


General Sales Manager 

Ernest V. Chavis, former South- 
ern California auto dealer, has been 
appointed general sales manager of 
Kramer-American Corp., Los An- 
geles, importer and distributor of 
the German-built Volkschlepper 
tractor and accessory farm equip- 
ment line. 

Chavis will be responsible for 
franchising distributors serving au- 
tomotive and farm equipment deal- 
ers in both North and South Amer- 
ica. He also will establish parts 
depots and factory service training 
programs. 


* * 


ad 
Two Field Personnel Named 


In Bendix Service Sales 


The following field personnel as- 
signments have been announced by 
T. A, Kreuser, manager of auto- 
motive service sales for Bendix 
Products Division: 


John J. O’Hara has been appoint- 


Atlanta. 








Charlotte, N. C. Linton D. Kirk 
has been named sales engineer in 
the Southeast with headquarters in 


oe * * 
White Names Gustafson 


To Fleet Post in South 


E. H. Gustafson has been ap- 
pointed fleet sales manager of the 
Southern Region by White Truck 
Division, with David L. Yeomans 
succeeding him as a territory man- 
ager in Florida. 

Gustafson, who will be headquar- 
tered in Atlanta, has been with 
White 14 years. Yeomans joined 
White’s Jacksonville (Fla.) branch 
in 1959 as a retail salesman. 

+ * * 


Chrysler Picks Smith 


Appointment of John P. Smith as 
sales manager—adhesives and seal- 
ers, for Cycleweld Chemical Prod- 
ucts Division of Chrysler Corp, has 
been announced. 

a 





Ra * 


Sanders and Weber to Head 


New Controls Co. Units 


Max D. Sanders and Peter Weber 
have been named to manage two 
newly created departments in the 


ed territory supervisor in the | Appliance and Automotive Division, 


Southeast with headquarters in 


(Continued on Page 153, Col. 1) 
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Custom HITCHES for 1960 Cars! 


Draw-Tite makes a Custom Hitch for every car make and 
model you sell—including 1960’s! Only a one-piece Draw- 
Tite insures proper fit with both the car’s frame and 
bumper for complete safety. Only Draw-Tite gives you pro- 
fessional, ‘“‘made-for-the-car” styling for fast sales! Pull 
’em in and sell ’em with this top-quality, full-profit line. 


New “TRIGGER LOCK” Couplers 


Just “‘pull the trigger’’ for fast, safe 


release. Family-safe! 


@ Exclusive ‘Trigger-Lock” Action. 


@ 2500-ib. G.W. capacity. 





@ Sturdy, deep-channel construction. 





© Cadmium-plated to prevent rust. 


Draw-Tite Couplers for boat and utility trailers feature 


heavy-duty construction with family-safe dependability. Your 
customers can’t buy a better coupler for the money! 


Nothing PULLS like 





Draw-Tite 


HITCHES e COUPLERS » WINCHES 







3 SIZES 


@ Long-life, 
mounted gears. 


@ Spring-loaded ratchet holds in any 
mounting position. 


@ Mechanical handbrake on 3500 model. 


Performance Proved 
TRAILER WINCHES 


Y@ 500-Ib., 700-Ib., 3500-Ib. guaran- 
teed pull. 


precision-cut, straddle- 


@ Field-proven for boats, farm use. 


Top pull and smooth performance are the reasons why trailer 
owners buy thousands of these winches each year—the same 
owners you sell to! Stock a few for display and order as you 


need them, 


TRAILER PRODUCTS DIVISION 
DRAW-TITE MFG. CO. 


Factory: Belleville 6, Mich. 


¢ Branch: Starke 15, Florida 
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Controls Company of America, 
Schiller Park, Ill. 

Sanders is manager of quality 
control, Weber is manager of per- 
sonnel. Both new Controls Co. man- 
agers report directly to Donald 
M. Strathearn, general manager of 
the Appliance and Automotive Di- 
vision. 

+ + ok 
Wilco Names Gillespie Chief 
Of Automotive Chemical Sales 


V. E. Gillespie has been appoint- 
ed new manager of Wilco Co.’s 
Automotive Chemica] Sales Depart- 
ment. Gillespie 
has been with 
Wilco for il 
years, and during 
that period he 
pioneered Wilco’s 
automotive chem- 
ical distribution 
through job- 
bers on the West 
Coast. 

The company 
also announced 
that Richard 





V. E. Gillespie 
Cazis has been appointed credit 
manager. He had been a district 


credit manager for three years. 
on ++ * 


Bechert Moves Up 
Harold S. Bechert has been ap- 
pointed sales vice-president for 
North American Van Lines, Inc. 
+ a * 


Dr. Schwab to Join 


7 GM Defense Systems 


Dr. John L. Schwab, special as- 
sistant to the Army director of 
research and development, will join 
General Motors Sept..1 as head of 
the advanced planning department 


* for the Defense Systems Division, 


Harold R. Boyer, division general 


» Manager, announces. 


Dr. Schwab, who has an exten- 
sive background in research, devel- 
opment and advance planning for 
the Department of Defense, became 
special assistant to the Army direc- 
tor of research and development in 
November, 1959. He formerly was 
in charge of scientific activities for 
the Army Chemical Corps Research 


Sand Development Command. 


* * * 


Hartrich Named Manager 


5 Of Clark Auto Leasing 


Paul Hartrich, vice-president of 


}Emkay Leasing Co., has been 


named vice-president and general 
manager of Clark Auto Leasing, 
1025 N. Clark, Chicago. 
Hartrich succeeds Ernest Sielaff 
who resigned, Clark Auto Leasing 
is an affiliate of Clark-Maple Chev- 
rolet. Frank Katzin is president. 
* * ok 


Gillett & Eaton Appoints 


» Foster General Sales Chief 


Gillett & Eaton, Inc., piston man- 
ufacturer, has appointed H. C. Fos- 
ter general sales 
manager for both 
Gillett & Eaton 
and its subsidi- 
ary, Arrow Head 
Steel Products 
Co., Howell, Mich. 

Foster joined 
the company in 
1954 as a sales 
engineer covering 
Midcentral states. 
In February, 1960, 
he was appointed 





H.C, Foster 
assistant sales manager. Prior to 
= joining Gillett & Eaton, Foster was 
@ With other engine parts manufac- 
turers. 


* * * 


Diamond T Promotes 


Robbins and Decker 


Diamond T has promoted Ray 
Robbins to director of quality con- 


= trol and Rey A. Decker to head of 


the sales engineering department. 
Robbing joins the executive staff 
Chicago plant after more 


representative. Decker, a 20-year 
veteran with Diamond T, formerly 
Was manager of the company’s 
Technical Division. 
+ ca + 
Sauvageau Joins P-D-V 

George R. Sauvageau has been 

named Duluth district manager for 





Plymouth-DeSoto-Valiant, He for- 
merly was with the Minneapolis 
zone office of another auto manu- 


facturer. 
+. + ~ 


Purolator Picks Henderson 
James B, Henderson has been 


appointed market development 


manager for Purolator Products, 
Inc. 
ca * * 


Chevrolet Appoints Fynn 
John A. Fynn has been appointed 
Chevrolet district manager for 
Arizona. 
+ 


Ryder Named Trustee 


James A. Ryder, president of 
Ryder System, Inc., Miami, has 
been elected to the Board of Trus- 
tees of the ATA Foundation. 


* * * 


Hauguel Shifted by S-P 


A, T, Hauguel has been named/ Ford Museum and Greenfield Vil- 


car distribution manager in Stude- 














baker-Packard Corp.'s Minneapolis 
zone office. He formerly was with 
the S-P zone office in South Bend, 
and replaces George R. Savageau, 
who resigned. 


* * * 


Marquette Elects Potter 


Executive Vice-President 

Morgan H, Potter has been elect- 
ed executive vice- 
president of Mar- 
quette Mfg. Co., 
according to H. 
J. Lange, presi- 
dent. 

Potter, who 
joined the com- 
pany in 1938 as 
sales training ad- 
ministrator, was 
formerly sales 
vice-president, He 
is also a director 


M. Ht. Potter 
of Marquette Corp., parent com- 
pany of the manufacturing firm. 

* * ” 


The Old and the New— 


Oldest and newest carburetors made by Carter Carburetor Division, of ACF Indus- 
tries, Inc., St. Louis, are examined by J. R. Medart, president, and J. S. Medart, vice- 
president, Medart Auto Electric Co., Carter's St. Lovis Central distributor. J. R. Medart 
holds a 1910; his son a modern four-barrel model. At left is Kennard F. Miller, Carter 
general manager, and at right is A. P. Laver, Carter after-market sales director. Occa- 
sion was a tour of plant and laboratory facilities by 250 civic lenders marking the 
start of Carter's second half-century of business in St. Louis. 


Henry Named Curator 


For Greenfield Cars 


Appointment of Leslie R. Henry, 
47, Newton Square, Pa., as curator 
of transportation for the Henry 


(Continued on Page 154, Col. 3) 
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Nothing invites customer traffic like colorful functional 
display areas. And nothing increases service revenues 
like a column-free shop where the work flow is unob- 
structed. More and more auto dealers are turning to pre- 
engineered Stran-Steel buildings in arresting colors to 
stay in step with the times. 


Speedily erected at surprisingly low cost, Stran-Steel 
buildings are as functional as they are attractive. They 
have the desired flexibility to meet changing needs and 
require little maintenance. Collateral materials (like 
brick and wood) are easily attached for individual touches. 


Stran-Stagl p ' 1 ' t picture 


AS NEW AS THE NEW CARS IT HELPS TO SELL, this eye- 


catching Stran-Steel showroom and 
headquarters of Randel Motor Co., Panhandle, Texas. 





ee re ee 


= 





garage is the service 


CUSTOMER LABOR SALES SHOT UP ALMOST. 50% 
during the first 11 months Bert Smith occupied this Stran- 


Steel layout at St. Petersburg, Fla, 


Choose from nine protective Stran-Satin colors that are 
baked on at the factory. Financing is easy with Stran- 
Steel's five-year purchase plan. 


Stran-Steel dealers are listed in the Yellow Pages under STEEL BUILDINGS or BUILDINGS—STEEL. 








Stren-Stee! Corporation, Dept. AN-32 
Detroit 29, Michigan 


Please send complete information on Stran-Steel buildings and Stran-Satin Color. I’m interested in a 
building approximately_______ft. x ft. to be used mainly for. 

Name 
Address 
City 


Phone 
County State. 


STRAN-STEEL IS A DIVISION OF NATIONAL STEEL CORPORATION 


SE 


Sree meen ae 


oe 
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NTLS Elects Officers— 


elected officers of National Truck Leasing System posed for this picture dur- 
ing the 16th annual meeting of the organization held in Chicago. Seated, from left 
are W. C. Warren, Rochester, N. Y., treasurer; Nathan Katzman, New York, vice-presi- 
dent; Frank Max jr., Baltimore, president; Hirschel Samit, Montreal, vice-president for 
Canada. Back row: Carl Carson, Memphis, secretary; Howard Willett jr., Chicago; Rob- 
ert Bush, St. Louis; R. J. Soulen, Hartford, Conn.; C. L. Baker jr., Dallas, and Past Presi- 
dent W. Howard Amor, Cleveland, members of executive committee. Another newly 
elected member of the executive committee, Robert Wilhelm, Portland, Ore., was not 
present at the time the picture was taken. 
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lage in Dearborn has been an- 
nounced by Dr. Donald A. Shelley, 
executive director. 

A former president of the An- 
tique Automobile Club of America, 
Henry for several years has served 
as a commentator at Greenfield 
Village Old Car Festivals. He is a 
director of the Swigart (automo- 
tive) Museum, Huntingdon, Pa. 


Berkowitz Names Radio Rep 


Hy Berkowitz has been appointed 
Long Island representative for 
Rego Park Radio, New York dis- 
tributor of Stromberg-Carlson auto 
radios. 

* * a 


Oldsmobile Realigns 
Purchasing Officials 
Several appointments are an- 


nounced in Oldsmobile’s purchasing 
department by T. E. Darnton, di- 


created position—general super- 
visor, product purchasing. 
Seward VanNess was named 
general supervisor, non-product 
purchasing. J. Vermetti and F. Tall- 
madge were appointed divisional 
buyers—product. George H. Houser 
was promoted to the position of 
buyer—non-product. 
* * - 


Decker in New Post 


Everett L. Decker has been ap- 
pointed sales manager of the Fire 
Apparatus Division of Ward La- 
France Truck Corp. 

* * + 


Robers Joins Thermoid 


As Sales Manager 


Gene P. Robers, 45, has been ap- 
pointed general sales manager, 
Thermoid Division, H. K. Porter 
Co., Inc., Pittsburgh. 

Prior to joining Thermoid, he 


was a vice-president of Carter Car- 


rector of purchases. Arthur C. 
buretor in charge of distributor, 


Radke was appointed to a newly 


Are you getting your share? 





After-market air conditioning: 


one of the fastest-growing extra 
profit sources in the industry! 


MARK IV 4 
40 


'S7 '58 '59 


AIR CONDITIONING 





JOHN E. MITCHELL COMPANY 
3800 Commerce Street Dallas, Texas 





The Mark IV program is DEALER 
ORIENTED from packaging to point-of- 
purchase sales aids. 


The unit is engineered for easy installation 
and lasting customer satisfaction. Warranty 
terms are generous but claims are infrequent. 
Dealers are backed by a nationwide network of 
over 2,000 factory authorized service centers. 


Marks IVs fit almost every model car on the 
road, but the biggest percent goes into cur- 
rent year models —new cars—a perfect 
opportunity for car dealers. 


Drop us a card. Our nearest distributor or fac- 
tory representative will call with full details. 


MANUFACTURERS OF FINE MACHINERY FOR MORE THAN HALF A CENTURY 





export and government sales. He 


also has been general sales man 
ager of Weatherhead Co. 

* * + 
Chrysler-Imperial Names 
Minneapolis Regional Chief 

W. K. King has been named a 
Minneapolis regional manager fo 
Chrysler and Im 
perial Division. 

King first joi 
ed Chrysler a 
Allentown (Pa.) 
district manage 
in 1953. In 1958 
he was named re 
tail manager in 
the Philadelph 
region, and th 
following yea 

was appointed to 
W. K. King used-car man- 
ager in the same city. He was pro- 
moted to assistant regional man- 
ager in Philadelphia in 1956. 
* * + 


Walker Honors Holder, 


Irvin for Sales Records 


Two territory managers for 
Walker Mfg. Co. have been award- 
ed trophies for outstanding sales- 
manship., 

Donald G. Holder, Dallas, has 
been named top salesman in the 
Western Zone and Paul S. Irvin, 
Bay Village, O., has been awarded 
a trophy for outstanding salesman- 
ship in the Eastern Zone. 


* Ed * 
Rheem Appoints Crosby 


Automotive Sales Chief 


John A, Crosby has been appoint- 
ed automotive sales manager for 
the Rheem Automotive Co., a di- 
vision of Rheem 
Mfg. Co., Fuller- 
ton, Calif. 

Crosby will 
make his head- 
quarters at the 
company’s De- 
troit office, and 
will direct all 
sales activities of 
the division's 
plants in Fuller- 
ton and Los An- 
geles. Prior to his 4. A. Crosby 
appointment with Rheem, Crosby 
was associated for 12 years with 
Houdaille Industries in Detroit. 

of * © 





Kamen in New Post 


Ira Kamen, an expert on space 
technology and electronics, has 
been elected president of Portland 
Industries, South Portland, Me. 


* * * 


Walker Mfg. Appoints 


Brumleve in Indiana 


Walker Mfg. Co., Racine, Wis 
has named Benedict L. Brumleve 
territory manager in Indiana. 

Brumleve will work under the 
direction of District Manager Jack 
H. Schuler, Columbus, O. 4 

oe a” +. 


Ford Names Fuller Chief 


Of Marketing Institute 


Appointment of Malcolm R,. Ful- 
ler as director of the newly estab- 
lished Chicago 
Ford Marketing 
Institute of Ford 
Motor Co., has 
been announced 
by John F. Mce- 
Lean jr., Ford 
Division sales 
training man- 


a vet- 
eran of 31 years 
a with Ford Motor 

M, R, Fulle Co., formerly was 
national business management 
manager for Lincoln-Mercury Di- 


vision. He joined the company as] 


@ payroll supervisor in the account- 


ing department at the Somerville = 


(Mass.) assembly plant in 1929. 


The institute is a training center ~ 


for divisional and dealership sales 


and service personnel in the divi- 


sion’s Midwest sales region. 
* + * 


Autolite Picks Barto 


Michael F. Barto has been named 
automotive wire and cable product 


merchandising manager for Elec- 


tric Autolite Co. 


Thomas and Gilbert Take 


Field Posts for Holmes 
Frank Thomas has been appoint- 


ed by Ernest Holmes Co. as a di- © 
rect factory representative for 


(Continued on Page 155, Col, 1) 
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South Carolina, Georgia and Flor- 


ida. 

Harry Gilbert will leave this ter- 
ritory to take over for Holmes in 
Kentucky and Tennessee. 

of ok * 


Houdaille Elevates Skinner 


F. James Skinner has been nam- 
ed a vice-president of Houdaille In- 
dustries, Inc. He is president and 
genera] manager of Houdaille In- 


dustries of Canada. 
* * * 





Autolite Names Huber 


Robert L. Huber has been named 
manager of national accounts for 
the Prest-O-Lite Battery Division 
of Electric Autolite Co, He has 
been with Autolite since 1950. 

* * * 


ATA Names Bresnahan 


William A. Bresnahan has been 
appointed assistant managing di- 
rector of the American Trucking 
Assns., Inc., Washington, He for- 
merly was general manager of the 
National Automobile Transporters 
Assns. rime 


Jankowsky Directs Sales 


Richard Jankowsky has been ap- 
pointed manager of Transit Parts 
Co. He also is secretary of the firm. 

a2 * + 


Marbon Appoints Reid 


Marbon Chemical Division of 
Borg-Warner announces the ap- 
pointment of Richard L. Reid as 
technical sales representative for 
Cycolear plastics in Central and 
Northern Michigan. 

* * + 


Alcoa Appoints Sliger 


To Detroit Sales Post 


Aluminum Co. of America has 
appointed James K. Sliger as as- 
sistant manager of its Detroit dis- 
trict sales office. 

Since 1957 he has been manager 
of Alcoa’s Spokane (Wash.) branch 
sales office. He joined Alcoa in 1949. 


* * * 


Taken Over by Reinsma 


Jack R. Reinsma has been ap- 
pointed manager of product pro- 
grams of the Alemite and Instru- 
ment Division of 
Stewart - Warner 
Corp. 

Reinsma, for 
the past two 
years sales man- 
ager of Alemite 
industrial lubri- 
cation products 
and, prior to that, 
for 13 years gen- 
eral service man- 

‘ ager of the Ale- 
J. R. Reinsma mite and Instru- 
ment Division, fills a newly created 
management position. He will di- 
rect development, refinement and 
improvement of all product lines 
of the division. 

* 








* + 


Keyser Elected by Grote 
Fred Keyser jr. has been elected 


5 finance vice-president and a direc- 


tor of Grote Mfg. Co., Inc. 
* * * 
Susnjer Joins Cox 
Nick Susnjer, formerly national 
Sales manager for Kiekhaefer 
Corp., has been named sales and 
advertising vice-president for Cox 


) Trailers, Inc., Grifton, N. C. 


Oakite Promotes Lamb 
Daniel B. Lamb has been ap- 
Pointed Detroit Division manager 
for Oakite Products, Inc. He re- 
Places Thomas R. Smith, who is 
retiring after 19 years as head of 


: the Detroit Division. 


“dd 
ct 
C- 


+ * * 


| PPG Names Five Managers 


In Fiber-Glass Marketing 


Five managers in the newly 
established marketing section of 


= the Fiber Glass Division have been 


t- 
i- 
or 


appointed by Pittsburgh Plate 
Glass Co. They are: 
H. J. Paulus, reinforcement mar- 


= keting; A. C. Pecora, insulation 


marketing; James D. Doughty, 
Planning and service; E. M. Pen- 


= ney, industrial textile marketing, 





and W. T. Irwin, transportation 
marketing. 
* * * 


Perfect Circle Promotes 


Wilson in Sales Post 


The appointment of L. R. Wilson 
to the post of manager of manufac- 
turers’ service sales for Perfect Cir- 
cle Corp. has been 
announced. 

Wilson succeeds 
Ralph Shelly, who 
had held the posi- 
tion since 1944. 
Having reached 
retirement age, 
Shelly has agreed 
to defer his ac- 
tual retirement in 
order to serve 
Perfect Circle’s 
International Di- 
vision in a post similar to the one 
he has held for domestic sales. 
Wilson, a former field representa- 
tive for Allison Division of General 


L. R. Wilson 






Easy adjustment to manufacturers’ recommended pick-up 


points is made with a rod 


ce 
Pee i 


FREE 
This important handbook tells you 
exactly how to handle any 1961 
model car on any Globe Hoist. 
It's yours for the asking. Write to 
Globe Hoist Company, East Mer- 
maid Lane at Queen Street, 
Philadelphia 18, Pa. 


“FRAME-KONTACT” 
SINGLE POST 


THE WORLDS 


Motors, joined Perfect Circle in 

1945 as a zone manager, He has 

been assistant manager of manu- 

facturers’ service sales since 1952. 
& * 


Norcross Gets Field Post 


Kenneth Norcross, Charleston, W. 
Va., has been named by Sealed 
Power Corp. as the firm’s Automo- 
tive Replacement Parts Division 
zone sales manager in West Vir- 
ginia. 

* ok * 


Firestone Appoints Hitler 
George D. Hitler has been named 


sales manager of private brand 
ba for Firestone Tire & Rubber 


am * * 
Behr-Manning Ups Phillips 
Behr-Manning Co., a division of 

Norton Co., has named John §S. 
Phillips general trades sales man- 
ager of its Coated Abrasives Divi- 
sion. He joined the firm 12 years 
ago. 

+ + + 


Arvin Names DeHart 


Donald DeHart has been named 
by Arvin Industries, Inc., as a dis- 
trict manager for the firm’s Auto- 


placement muffler and exhaust sys- 
tem sales in Michigan. 
” * * 


Pullman Names Gallo 

Gus Gallo has been appointed 
factory representative for Pullman 
Vacuum Cleaner Corp. for Nebras- 
ka, Kansas, Iowa and Missouri. 

* * * 

Ford Division Appoints 
Two District Managers 


Appointment of two district sales 
managers in the Midwest sales re- 
gion has been announced by Ford 
Division. 

Wayne E, Saybolt, Rockford 








W. E. Saybolt E. ©. Dennis 


(Ill) district sales manager, has 
been promoted to Chicago district 


motive Replacement Sales Division.| manager, and Earl O. Dennis, as- 
He will be in charge of Arvin re-! sistant Chicago district sales man- 


from the side of the car. 


oe 


**Frame-Kontact” Hoist. 


This newest addition to the Globe line 


360° rotating pad 


WHAT DETROIT, MAKES 
... GLOBE HOISTS WILL LIFT 


Once again Globe leadership and research 
combine to keep service ahead of the 
latest automotive styling changes. The 
Globe FS-10 “‘Frame-Kontact” Hoist has 
been engineered to handle every 1961 
model—regular, compact or sports car— 
as well as every car on the road today— 
and we’re confident that the FS-10 will 
handle every design for many years to 
come. Make, size, year, design or country 
of origin have never obsoleted a Globe 
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ager, succeeds Saybolt as Rockford 
district sales manager. In hig new 
post, Dennis also will be Rockford 
community relations chairman for 
the company. 
* od + 


Ford Unit Names Kelly 


Paul A, Kelly has been appointed 
manager of the Washington sales 
office for Ford International Group, 
Ford Motor Co. 

He succeeds George J. Luberda, 
who has resigned. 

ad * + 


Daniell Named Pullman Rep 


John L. Daniell, former senior 
vice-president of Pullman Vacuum 
Cleaner Corp., has been appointed 
a Pullman representative in North 
Carolina, South Carolina, Georgia 
and Florida, 

= * = 
Wagner Electric Names 


Marketing Vice-President 


Carl E, Widell has been elected 
marketing vice-president by the di- 
rectors of Wagner Electric Corp., 
St. Louis. 

He succeeds Harold N, Felton 
who will remain with the company 
as a vice-president in an advisory 
and consulting capacity. Widell will 

(Continued on Page 156, Col, 3) 









features a sliding sleeve equipped with a 


on each of the four 


swivel arms. All adjustments of arms and 
pads are made easily without getting 
under the car. The sleeves are reversible 
. . . Slide easily or slip off and on quickly 
to adjust to manufacturers’ recommended 
pick-up points. Three position pads give 
extra clearance when necessary. 

For the complete cycle of servicing and 
repairs, for fast, profitable handling, the 


Globe FS-10 “Frame-Kontact” Hoist is 


MOST COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 


the best all-around buy you can make. 
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pointed manager of the Gary (Ind.) 
branch of Ford Motor Credit Co. Take 

A TO Per Oo | He formerly managed the Gary 
u S n n e branch of Commercial Credit Corp. a 
* * * AC 

Dangler New President 

<iinaspn tay eons Of Hercules Galion TO! 
be responsible for the overall mar-|had been in the Liggett & Myers’ Election of Alfred Dangler jr. truck: 
keting activities of both the elec-/| field sales organization. as president of Hercules Galion try 0 
trical apparatus and the automotive Inc., Galion, O. is an- calent 
braking equipment divisions. Columbus McKinnon Chain nounced by David Van Alstyne ? = 
: * jr., chairman of the board. Dang- e 
Highway Trailer Appointee Ups Schweitser in Sales ler succeeds E. Paul Monroe, who Th 
Columbus McKinnon Chain Corp.,| is retiring after 53 years of serv- vehic 


d. Mesler as executive vice- 
president in charge of operations. 
* * * 


AMC Promotes Denton 
Appointment of Bruce Denton jr. 





Highway Trailer Co. has elected 
William Tonawanda, 


, N. Y., manufacturers 
of “Claw” tire 
and other auto- 
motive chains, 
has announced 
the promotion of 


ice. 

Dangler has been executive 
vice-president and general man- 
ager of the corporation since 1952 
and previously was a vice-presi- 
dent and manager of Star Mfg. 





Co1 
Do 








as sales promotion manager of the Francis G.| Co., St. Louis, a division of the I , 
Los Angeles zone of American Mo- Schweitzer to| corporation. n. 
tors Corp. has been announced. sales Manager * * ROC 
Mack's Top Salesmen— Ronen : er nutomotive! Diets Appoints Fitzgerald surve 
ae lean top salesmen are assembled around a placard held by Elliott G.| Permatex Appoints Lochrie Schweitzer re-| Western Sales Mana ger showe 
Ewell, » Mack's executive sales vice-president, and Theo H. Jones, right, general ToH Marketi Activité comps 
sales manager. The card tallies the new and used-truck sales record chalked up by| 1° Head Marketing Activities  & SC places Robert E.| The appointment of Walter B. three 
this group for 1959. The group, known as Mack's Key Club, is comprised of the lead-| Edgar W. Lochrie has been ap-| p. G. sehweitrer O°TSPacher, WhO) Fitzgerald as Western field sales Dat 
ing salesmen from the company’s nine divisions, and is headed by D. S$. Martell,| pointed vice-president in charge of is retiring after manager with R. E. Dietz Co., Syra- the N 
standing behind the placard, national champion from Milwaukee. Other members are,| automotive and industrial market-|32 years of service with the com- cuse has been an- Public 
from left, front, L. E. Adams, St. Louis; R. P. Jacobs, Boston; Ewell; Martell; Jones;| ing for Permatex Co., Inc. pany. i ik Fa nounced by sectio 
Dave Godfrey, Hicksville, N. Y.; H. C. Glunz, Toronto, and J. P.. Canndn, Knoxville,| Prior to joining Permatex, he : edi George W. Thom- amou: 
Tenn. Rear: E. H. Evans, Dallas; F. H. Quillen, Chester, Pa.; P. F. Baird, Eugene, Ore.,| was national automotive sales man- Grady Joins Ford Credit as, Dietz Automo- the t 
and C. H. Hoffman, Cincinnati. ager of Simoniz Co. and earlier he! Herbert J. Grady has been ap- tive sales man- check 
ager, He formerly comps 
was associated cent o 
with General Mo- The 
tors Corp, and car 2 
Doehle r-Jar- miles 
vis Co. the c 
“f 3 Fitzgerald’s po- miles- 
ae sition entails Twe 
W. B. Fitzgerald training and sales distric 
assistant to warehouse distributors’ the st 
salesmen on the Dietz line, working whi ch 
with local representatives on key ban 
original equipment, and program- f ie 
ming of the Dietz line through — chatte? 
sales meetings to both warehouse ° ‘ 
distributors and jobber organiza- | The 
tions handling Dietz. numb 
ce ce cles W 
S-P Reassigns Daigle a 
To San Francisco Post wives 
The appointment of A. J. Daigle family 
as San Francisco zone sales man- Mor 
cane for Studebaker-Packard count 
Corp. has been announced. tween 
Daigle began his Studebaker small 
career as a district representative ped tc 
in 1948, Since 1956 he has been hour, 
assistant zone manager at Port- home 
Pp k d Wiri S t land, Ore. Thomas T. DeLon has Sale 
ac ar iring ys ems been named assistant zone sales Roche 
manager at Portland to replace percer 


Daigle. 


* * * 


Oakite Names Holland 


Automotive Division Head 


John B. Holland has been ap-9 
pointed automotive division man- 
ager of Oakite 
Products, Inc., 
New York, man- 
ufacturer of spe- 
cialized chemi- 
cals for metal 
cleaning and sur- 
face treatment. 

Holland came to 
Oakite after 13 
years with Ford 
Motor Co., where 
he was produc- 


Pat 


SAVE 
ASSEMBLY 
OPERATIONS! 





Packard Electric engineers strive continually tin sagines, ee ™ ee ak Ae 
‘ 4 and four years w eneral Mo- / 
to make their products less expensive and tors, He will make his headquarters ones 
faster to install. Now they have made it a oe Soren Motors Building in were i 
possible for the already efficient automotive 5 ia % ae 
wiring harness to become an even more com- Ford Shifts O’Brien Soa 
lete sub-assembly. @ For example, the John F. O'Brien bas been named jr., R. 
P ? ay : " ’ pie, assistant district sales manager for | and M 
dome light of the Corvair is attached to the the Buffalo district of Ford Divi- § ton M 
ve . sion. He had been assistant district ~ 
wiring harness at Packard and shipped ready selae shalnnaee tn imben, i a 
to snap into the roof of the car along with the * * * an 
wiring. Single terminals are replaced by New Officers for Brilhart ~ “= 
as ’ . Brilhart Plastics Corp., Mineola, ~ . 
Snap Fast’ multiple connectors, fuse blocks iY, fe new Gader new nee, month 
and other cost-saving components. e@ If your ment. New officers are Philip Kahn, | here | 
ae : president, and Gilbert Kahn, vice- — C&"sSin; 
present wiring harnesses do not include these president and treasurer. 5 Auto E 
advantages ask Packard Electric engineers to * * «* nd C 
help work out modern wiring systems for you. Goodrich Picks Waroblak and. 
Packard Electric, the world’s largest producer To Guide Dealer Expansion | %8rce 
of automotive wiring systems, has sales and one ee ice weaie BAB. @ suppor 
engineering offices in Detroit and Chicago. for the past three years, has been | a 
named manager of dealer expansion © Ch . 
for the company. bated! 
He joined Goodrich in 1949 and, § yi), g 
e after serving as a retail salesman, ait 
Packard jj Electric was appointed manager'et (ell sunro 
Goodrich store in McKeesport, Pa. | an > 
GM In =o was transferred to the lth. 
i r , company’s advertising department | ’ 
Warren, Ohio qm cesta at Akron and two years later moved © og 
to replacement tire sales as man- > ie 
“Live Wire” division of G M. ager of sales planning. stated, 
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Take Half of Four-Wheeler Out 


t e*ee 





Small Trucks Gaining in Japan 


eral factors, chief among them | produced one and 1.5-ton trucks 


TOKYO.—A total of 57,466 small 
trucks was turned out in this coun- 
try in the first half of the 1960 
calendar year, or about 50 percent 
of the total number of four-wheel- 
ed vehicles built in Japan, 


The popularity of these small 
vehicles is said to be due to sev- 


Compact Cars 
Double in Use 
In Rush Hours 


ROCHESTER, N. Y.—Rush-hour 
surveys in the Rochester area 
showed the number of small and 
compact cars doubled in the last 
three months. 

Data gathered in September by 
the New York State Department of 
Public Works indicated in several 
sections small or compact cars 
amounted to 10 percent or more of 
the total being counted. Spot 
checks last June revealed small and 
compact cars averaged only 4 per- 
cent of the total. 

The State DPW defines a small 
car as one consuming 30 or more 
miles per gallon of gasoline, while 
the compact falls in the 20-to-30- 
miles-per-gallon class. 

Two members of the Rochester 
district DPW office spent most of 
the summer gathering traffic data 
which is being forwarded to Al- 
bany for assessment of the impact 
of small and compact cars on the 
state’s economy. 

The survey team noted that the 
number of small and compact vehi- 
cles were particularly heavy in the 
southern suburban area near shop- 
ping centers, indicating house- 
wives may be using them as second 
family cars to do their shopping. 

More than 14 percent of the cars 
counted in the southern area be- 
tween 4 and 5 p.m, were either 
small or compact. The figure drop- 
ped to 10 percent during the next 
hour, when people were returning 
home from work in the city. 

Sales of compact cars in the 
Rochester area have increased 23% 
percent so far this year. 


Patton Cleared 
Of Fire Negligence 


In Insurance Suit 


JONESBORO, Ark. — A Circuit 
Court jury has cleared Patton 
Motor Co. (Ford) of negligence in 
a fire which destroyed the dealer- 
ship a year ago. 

American Insurance Co. and 
Utah Home Fire Insurance Co. sued 
to recover $27,000 paid to the own- 
ers of the building which was leas- 
ed to Patton Motor. 

The insurance companies con- 
tended that the fire was due to the 
negligence of the owners and em- 
ployes of Patton Motor. Patton 
called the blaze “pure accident” and 
said all proper safety measures 
were in effect in the shop. 

In addition to the owners of the 
building, the insurance firms’ suit 
named R. H. Patton, R. H. Patton 
jr, R. S. Cole, Mrs. R. H. Patton 
and Mrs. R. S. Cole, owners of Pat- 
ton Motors. 
























Champ-Items, Menroe 


Agree in Patent Row 


ST. LOUIS. — Ending an eight- 
month legal action, Champ-Items 
here has voluntarily signed a li- 
censing agreement with Monroe 
Auto Equipment Co.,:which will al- 
low Champ to market its No. 110 
load support spring to all jobbers 
and warehouse distributors. The 
agreement ends a patent infringe- 
ment suit involving the Champ load 
support spring and the Monroe load 
leveller. 

There will be no change in the 
Champ spring, and it will be mar- 
keted through all channels as origi- 
nally designed, Champ said. Present 
stocks of Champ-Items No, 110 load 
support spring may be sold without 
risk of infringement on the new 
agreement, and all new stocks will 
carry the identification, “Licensed 
by Monroe Auto Equipment Co.,” 
Stamped on the carton, it was 
Stated, 


being that they are suited to 
medium-distance hauling of 
cargo in small lots. 

Their “convertibility” — that is, 
the fact that they can be employed 
as. family vehicles—igs another rea- 
son for their popularity. 

Makers of the small trucks have 
entered the stage of mass-produc- 
tion now and this, too, has helped 
to bring down the prices, 

The vehicles have indeed replac- 
ed the three-wheel vehicles and are 
now being produced or will soon 
be turned out by such firms as 
Toyo Industry, Daihatsu, Mitsubi- 
shi Heavy Industries, Reorganized, 
etc, 

The small trucks have even 
threatened to eat into the domain 
of the large-size vehicles, forcing 
the major manufacturing firms, 
like Isuzu Motors and Hino Diesel 
to convert to the production of the 
compact-sized vehicles. 

Isuzu, which has a technical tieup 
deal with the Rootes Group o 
Great Britain, has experimentally 
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SHELLER 


MANUFACTURING 
CORPORATION 


PORTLAND, INDIANA 


powered by Hillman engines. 

Hino, for its part, is also prepar- 
ing to mass-produce specially de- 
signed one and two-ton trucks. 

In all, there will be nine com- 
panies engaged in the production 
of these vehicles, discounting ad- 
ditional vehicle manufacturers 
who have their eyes out for the 
small truck market. 

Toyota Motor Co. is held likely 
to come up with its new 700-c.c. 
passenger car in the $850 line soon, 
to join the ever-intensifying race 
for small cars. 

Trial production of this car has, 
in fact, already been started, point- 
ing up the launching of such a 
midget “people’s car’ within this 
year. 

The four-seater will be marketed 
for about $850 under a long-term 
installment plan, the company 
stated, and will be rushed in the 
hopes of having the model ready 
by the time of the Tokyo Automo- 


f| bile Exposition, All work is being 
done at the Toyota main plant near 


CHICAGO, ILLINOIS 


-KEOKUK, IOWA 


NORFOLK, VIRGINIA 


UNION CITY, INDIANA 


MONTPELIER, INDIANA 


Principal Offices 


CHICAGO, ILLINOIS, PORTLAND, INDIANA AND IN 
THE GENERAL MOTORS BLDG., DETROIT, MICH. 








It’s against the law to shave 
while driving in Massachusetts. 





Nagoya. When the production line 
is completed, the enterprise will be 


able to turn out approximately 3,000 | 4 


units each month. 


157 


counter a series of small-sized cars 
priced at about $850, as announced 
in the past two years or so, by the 
Mitsubishi and Toyo Kogyo com- 
panies, producers of the Mitsubishi 
500 and the Mazda Coupe, respec- 
tively. 


ity and 
—for small and light cars, at a 
lowered rate, These would be 
considered applicable to the ex- 
isting 748-c.c, Renault, priced at 
$1,425; the 500-c.c, Mitsubishi 500 
priced at $1,100; the Subaru 360 


And, as the Fuji Precision Ma- 
chinery and the Aichi Industrial 
companies are attempting to put 
out 500-c.c, vehicles, the race in the 
so-called “people’s car” division is 
expected to warm up considerably. 


Chuck Hutton Building 


DALLAS.—Chuck Hutton Co. 
(Dodge) expects to be in its new 
quarters at Lemmon and Hedge- 
row by Aug. 31, according to Roy 

Eddins, gexeral manager. He 
said the new facilities will cost 


The move has been taken to| more than $500,000 



































Producing: 
STEERING WHEELS 


MOLDED, EXTRUDED 
HARD AND SPONGE 
RUBBER AND 
VINYL PRODUCTS 


SHELLERTEX 
(POLYURETHANE) 


MOLDED 
POLYURETHANE 
CUSHIONS 


CHROME PLATED 
DIE CASTINGS 


METAL STAMPING AND 
SCREW MACHINE 
PRODUCTS 


CORK AND 
PLASTIC PRODUCTS 
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‘This important advance 


can mean a cleaner 
more efficient engine 
to every car new or old 





SHELL RESEARCH brings you the first significant advance 
in motor oil since multi-grade oils were introduced seven 
years ago! It is a unique non-metallic, non-ash additive that 
greatly improves motor oil performance. It is available only 


in New Shell X-100 Premium. 


This new multi-grade motor oil with Shell’s new non- 
metallic formulation not only lubricates perfectly at a wider 
range of engine temperatures but also keeps engines unbeliev- 
ably clean. In new cars, New Shell X-100 Premium will 
keep engines cleaner than ever before possible. In older cars, 
it will help regain some lost power and improve fuel econ- 
omy. Contact the nearest Shell office for your supply of New 
Shell X-100 Premium. 
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Ford Aide Discounts Import Alarm .. . 


Canada’s Fear Allayed 


By Gordon McCaffrey 
Staff Correspondent 

TORONTO.—Canadians who are 
alarmed about the volume of im- 
port sales, forget that Canadian 
manufacturers still make 72 of 
every 100 cars sold in this country. 

This is the essential] fact to re- 

member, Karl Scott, executive 

vice-president, Ford of Canada, 
said in an interview here. 

Scott said he believes the Cana- 
dian companies can continue to 
build the vast majority of cars the 
public wants to buy. 

But the country’s auto union 
leaders apparently don’t share 
City Buick Opens in N. H. 

MANCHESTER, N. H.—City 
Buick, Inc., has been opened at 664 
Chestnut St. by James B. Cornish 
and Leslie L, Beeten. Cornish was 
a former Buick district manager in 
the Connecticut area. 





these views. They can’t even make 
up their minds on what they should 
tell the Bladen Commission about 
the industry’s future in Canada. 


Prof, Vincent W. Bladen, of the 
University of Toronto, was appoint- 
ed a one-man royal commission in 
July to probe the competitive posi- 
tion of the industry with respect 
to American control and European 
imports. 

All sectors of the industry, as 
well as the public, are invited to 
present briefs to the commission. 

The UAW in Canada currently 

is squabbling over the question of 
the 100 percent Canadian car. 
Some members of the union sup- 
port this proposal, others oppose 
it. 

The union leadership favors the 
integration of the auto industries 
of the United States and Canada. 
Under this proposal, Canadian auto 
plants would assemble the entire 
North American production of cer- 
tain lines. And a like number of 


Detroit is planning and building with vision 
and vigor for Michigan's progress. Along 


our waterfront 


and throughout our com- 


munities new buildings are rising — built by 
our enterprising citizens with gifts, business 
investments and public money. 

The Spirit of Detroit is expressed day 
after day in these cooperative endeavors 
to make Michigan a good place to live and 
work. Our industrial expansion, our growing 
commercial and transportation centers and 
our civic redevelopment areas are tributes 





Critical Parts Delivered by Air— 


Ford Motor Co. production control department employes unload critical parts from 
a helicopter on the front lawn of the Los Angeles Ford-Mercury assembly plant in Pico 
| Rivera, Calif. For the second time in two weeks a production shutdown was averted 
at the plant when parts were delivered by helicopter. The items were dispatched by 
air freight from Eastern suppliers to Los Angeles International Airport and then de- 
livered to the plant by helicopter. A production stoppage could have idled some 2,000 
hourly employes and delayed the 1961 Ford and Mercury model buildup program. 





U. S.-built cars would enter Cana- 
da. Both countries would permit 
duty-free entry. 

As far as Canada is concerned, 
they contend, this could mean vol- 


ume production on a scale not pos- 
sible with the present domestic 
market and the dwindling export 
market for Canadian cars. 
Opposing integration are those 


to the leadership of the men and women 
who have affirmed their faith in our State. 

This week we pay tribute to our great 
automotive industry — bringing the National 
Auto Show home to our new Cobo Hall. 
Here will be displayed one of the most im- 
portant elements of our economy —to high- 
light our progress for all the world to see. 

We at Detroit Edison are honored to be 
associated with these progressive endeavors 
and with the dedicated people who are 
building Detroit's new face for the future. 


THE DETROIT EDISON COMPANY 


An Investor-Owned Business 





who advocate the 100 percent Ca- 
nadian car. But exponents of this 
solution to the Canadian industry’s 
search for expanding markets do 
not explain who will design and re- 
search this car, build it and test 
it. And they have not come up 
with even an estimate of its retail 
price. 

The five-man union committee 
preparing a brief for the Bladen 
Commission is split three to two. 

Charles Brooks, of the Chrysler 
of Canada local, and Gordon Lam- 
bert, of MacKinnon Industries, are 
backers of the 100 percent Cana- 
dian car. 

UAW Canadian leader George 
Burt proposes a compromise that 
would have the commission study 
both ideas. Burt’s compromise was 
accepted by the majority of the 125 
delegates to the UAW Canadian 
council meeting. 





Committee to Push 
Safety Activities, 


Wagstaff Pledges 


WASHINGTON. — There will be 
no letup in the activities of the 
Auto Industries Highway Safety 
Committee during the coming year, 
J. B. Wagstaff, Chrysler Corp. cor- 
porate sales staff director, pledged 
after being elected committee chair- 
man, 

He said “the committee will con- 
tinue its national, state and local 
traffic safety efforts in the areas of 
vehicle safety, high school driver 
education, teen-age participation in 
traffic safety, and highway improve- 
ment—support the ‘Action Pro- 
gram’ of the President’s Commit- 
tee for Traffic Safety.” 

Elected to the group’s Executive 
Committee at its annual meeting 
in Detroit were: 

Wagstaff; Victor Holt jr., Good- 
year Tire & Rubber Co, executive 
vice-president and newly elected 
committee vice-chairman; L. L. 
Wilkinson, president, National Tire 
Dealers and Retreaders Assn., and 
the committee’s new secretary- 
treasurer. 

Roy Abernethy, American Motors 
Corp. automotive distribution and 
marketing vice-president; E. F. 
Tomlinson, president, B. F. Good- 
rich Tire Co., and Birkett Williams, 
president, National Automobile 
Dealers Assn. 

M. R. Darlington jr. continues as 
the committee’s managing director 
and assistant secretary. 


Moore Headlines 
Nov. 6-7 Parley 


Of Okla. Dealers 


OKLAHOMA CITY. — James C. 
Moore, executive vice-president of 
the National Automobile Dealers 
Assn., will headline the Oklahoma 
Automobile Dealers Assn. conven- 
tion here Nov. 6-7, 


He will discuss the recent wage- 
hour battle in Congress and the up- 
coming session where the fight is 
expected to be resumed. 

Kickoff speaker for the conven- 
tion will be Russell B. Holloway, 
Oklahoma City attorney and hu- 
morist. 

Convention finale will be a Gay 
Nineties party, complete with bar- 
bershop quartet, Gay Nineties mu- 
sicians and dancers and refresh- 
ments served from kegs. 





18% Million Vehicles 
Seen in Calif. by ’80 


SACRAMENTO, Calif. — Good 
news for California auto dealers 
was included in figures presented 
here at a meeting of the assem- 
bly interim committee on trans- 
portation. According to the pre- 
diction, when 1980 arrives, the 
state will have a population of 
28,200,000 persons, and more than 
half of them will be driving mo- 
tor vehicles. 

Figures presented at the meet- 
ing in the Capitol indicate the 
number of registered vehicles in 
California in 1980 will total 18,- 
544,000. The number of driver li- 
censes is expected to total 16,- 
800,000. 

As of 1960 the California pop- 
ulation is figured at 15,830,000 
and the number of registered 
vehicles is 8,561,000. There are 
7,919,269 drivers licenses, 
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Symposium of Sales Leaders .. . 





How to Elevate Auto Selling 


(Continued from Page 2) 


And dealer personnel must be 
trained to present these new cars 
in a honest straight-forward man- 
ner that will win public approval. 
Manufacturers can assist by fur- 
nishing leadership in advertising 
improvement by controlling produc- 
tion and distribution to the extent 
that there is no distress merchan- 
dise and by developing a dealer or- 
ganization that subscribes to such 
a program.—Georce B. WaALLAcE 
(Buick), Portland, Ore. 


* * * 


A Joint Effort 

ANY automobile salesmen 

today are quality salesmen and 
professional in every sense of the 
word. In most cases, these men 
work for quality 
dealers who are 
professional 
in every aspect of 
their business. 
These dealers, 
through care- 
ful selection, 
proper compensa- 
tion, inspiring 
leadership, effec- 
tive training and 
wk good working 
E. P. Feeley conditions, have 
a quality salesman program and at- 
tract high-caliber men. 

It is the dealer who exercises 
the greatest direct influence and 
who can be most effective in ele- 
vating the professional stature of 
salesmen. 

Dealers, however, must have the 
cooperation of the manufacturers 
through their assistance in the 
fields of training, both in basic 
fundamentals of salesmanship as 
well as in product information. 
Raising the standard of salesman- 
ship is a joint effort; no one group, 
no one activity, can do the job. It 
is a challenge to all of us in the 
industry to promote quality sales- 
man programs, 

I believe such programs could be 
the major factor in elevating the 
stature of retail selling—EMMETT 
P. Fereety, general sales manager, 
Oldsmobile. 





ae BS 


Eliminate Gimmicks 


Tues are many ways the au- 
tomobile industry could help to 
elevate the stature of retail selling. 
I imagine the first and the most 
answers will cov- 
er the program 
now in the mill of 
NADA concern- 
ing salesmen 
along the same 
line that insur- 
ance salesmen 


dled. 
I am going to 
Say something 





that I fee] is very 
essential. If there 
was any way to convert all dealers 
to the elimination of gimmick and 
price advertising, and the giving 
away of their profits for the sake 
of volume, we would make a big 
step in helping the automobile 
salesmen, If this could be done, we 
would elevate our business in the 
eyes of the public. We would con- 
vince them of our conscientious de- 
Sire to do business on a sound and 
substantial basis, and we could 
render them the best service avail- 
able after the sale. 

If we could eliminate the bad 
apples in the barrel (and there are 
not too many), the competing deal- 
er could make a fair profit and 
therefore work out a much better 
compensation plan for the sales- 
men, If the dealer has to com- 
pete with the type of dealers men- 
tioned, he has to meet the cut 


Auto & Truck Wreckers 


Meet in Florida Oct. 27 


SAN MATEO, Calif.—The 17th 
annual convention of the National 
Auto & Truck Wreckers Assn. will 
be held Oct. 27-30 at the Americana 
Hotel in Bal Harbour, Fla. 

Featured at this meeting will be 
discussions on “Advertising and Di- 
rect Mail,” “Zoning and Air Pollu- 
tion” and “Interchange of Parts,” 
according to Raymond E. Morris, 
NATWA managing director. 


W. S. Edwards 





prices, which cuts his profit, and it 
hurts the salesmen, 

Put another way, this: might be 
said that among these different 
ways I feel that a very essential 
way would be through the automo- 
bile dealer himself, elevating his 
own business to a place in the eyes 
of the public that it was a reliable, 
conscientious place of business that 
sold its merchandise with a rea- 
sonable profit and rendered the 


Radio Output Soars 


At Stromberg-Carlson 


ROCHESTER, N. Y.—Stromberg- 
Carlson’s production of auto radios 
has been increased 50 percent with 
lines running overtime and Satur- 
days to meet demand. 

Arthur J. Hatch, vice-president of 
the commercial products division, 
says 10 percent of ’61 cars in this 
country will be equipped after pur- 
chase with S-C radios. 


best service available after the sale. 

There igs so much gimmick and 
price advertising, and price cutting 
going on, that it is hard for the 
buying public to know what they 
are getting when they make a pur- 
chase. 

The competing dealer under 
these conditions can make a very 
little profit per deal. Therefore 
cannot compensate the salesmen 
properly. 

If all dealers in a community 
would resolve in their own minds 
to operate their businesses as they 
should be, and there were no bad 
apples in the barrel, I feel that the 
job of selling automobiles would 
be very much elevated. 

From this, I hope you can use 
what you feel will be helpful. — 
W. S. Epwarps Jr. (Chevrolet), 


Birmingham, Ala. 
* * * 


Offers Training 


To auto industry is making 
steady progress toward improv- 


ing the effectiveness and quality of 
retail selling. 

To help raise the stature of retail 
selling, Gener- 
al Motors offers 
salesmen and 
sales managers 
the opportunity 
for specialized 
training in sound 
sales techniques, 
better  presen- 
tation of prod- 
ucts, seeking and 
developing pros- 
pects, improving 
owner relations 
by personal contacts and other 
methods for ideal relationship be- 
tween customer and salesman. 

Our divisions provide dealers 
with numerous materials to im- 
prove the efforts of their sales 
force. 

Local advertising in an honest 
and ethical manner will help in- 
crease customer confidence toward 
dealership and encourage better 
salesmanship. 

Good retail service promptly ren- 
dered to meet customer needs is an 
essential part of improved selling. 

All efforts directed towards cre- 
ating greater public confidence in 





4, M. Roche 
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the product, the dealership and the 
salesmen will inevitably help raise 
the stature of retail selling —James 
M. Rocue, vice-president, distribu- 
tion, General Motors. 


* * * 


Clamp Down Needed 


BELIEVE that all factories 

should clamp down on the deal- 
ers and insist that the dealers do 
an ethical job of advertising, and, 
when the factories’ attention is 
called to it, they should act at once 
to stop such practice. 

They as well as .the dealers know 
what ethical advertising is. Some 
of the newspapers are insisting on 
clean advertising and others are 
not, but I think if the newspaper 
association of the United States 
stepped -into the picture that they 
could soon straighten out this bad 
practice. 

I think some of the factories are 
endeavoring to do something about 
it, at least Ford is in our district of 
southern California—A.L DrincEMaN 
(Ford), Oxnard, Calif. 

Ba * * 


Blames Over-Production 


RESENT low estate of automo- 
bile retailing stems entirely 
(Continued on 160-B, Col, 1) 










WHY PUT OLD 


TIRES ON A BRAND-NEW CAR? 


Brand-new cars deserve 
safety, durability and b 


Tires of Golden Caprolan® nylon offer greater resist- 
ance to major causes of tire damage—flex breaks, 
heat, moisture. This means tires better conditioned to 
withstand the effects of constant road impacts. 


Replacement tire sales 


and more drivers demand the superior over-all 
performance given by nylon cord tires. 

So, why put old-fashioned tires on a new 
car? Make it all new with nylon cord tires. 


Fiber Marketing Dept., 
261 Madison Ave., New 
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tires of nylon cord for new 
low-out protection. 
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Symposium of Sales Leaders... . 
How to Lift Stature 


Of Auto Retailing 


(Continued from Page 160-A) 


from one source — over-production. 
Until manufacturers find legal 
means to adopt 
realistic over-all 
production sched- 
ules, attempts to 
improve sales 
methods and 
standards will af- 
ford little if any 
improvement, 

Since 1955, we 
have produced 
too many cars for 
orderly and prof- 

Dave Castles itable distribu- 
tion, Pressure generated by over- 
production entirely responsible for 
over-population of dealers, bad 
sales and advertising practices, 
wild terms with attendant head- 
aches and many other ills. 

Since government will not buy 





and store surplus cars like grain, 
production simply must be geared 
to real demand, instead of opera- 
tions under forced draft now em- 
ployed.—Dave Casties (Buick), St. 
Louis. 

* * 


Status for Salesmen 


LLAGIARISM while frowned on 
can be profitable. We should 





Purolator Building 


$400,000 Plant in Iowa 
RAHWAY, N. J.—Purolator Prod- 
ucts announces start of construc- 
tion of a new plant in Creston, Ia. 
The new facility will manufacture 
filters and components for farm 
machinery, off-highway equipment 
and automobiles. 

The $400,000 plant is scheduled 
for completion in February. 








take a page from the book of major 
insurance companies to elevate the 
status of salesmen. Their award 
systems get the results. Possibility 
of industry and dealer mutually fi- 
nancing such program should be 
explored. All salesmen over a cer- 
tain figure to be nationally honored, 
not merely tops on a regional basis. 
—Roy Murray (Chevrolet), Butte, 
Mont. 


* * * 
Goal Is Quality 
Bors greatest problem in sales 
manpower is quality instead of 
quantity. 

Since a dealer must be the even- 
tual employer, no 
one else can se- 
lect his personnel 
for him, but all 
manufactur- 
ers should, and 
do, assist by 
counseling with 
their dealers on 
the qualifications 
he should seek in 
his salesmen, sug- 
gestions of where 
such men may be 
found and aids for training sales- 
men for top productivity after they 
are hired. 

Compensation plans must be tai- 


F. V. Bridge 


lored to the needs of the area and 
to the practices of local competi- 
tion, but with the opportunity for 
above-average earnings and ad- 
vancement within a dealer organ- 
ization, a high-caliber of aggressive 
and intelligent salesmen can be ac- 
quired.—FRrank V. Brivce, general 
sales manager, Pontiac Division. 
* * * 


‘As You Would Have Others’ 


A BIG step toward elevating the 

stature of retail selling will 
occur when each dealer and each 
salesman adopts for himself those 
principles and methods of selling 
he would like to see throughout 
our industry. 

Progress toward professionalism 
can also be realized when each 
manufacturer appreciates toa 
greater extent the fact that the 
very basis of our distribution sys- 
tem is the retail automobile dealer, 
and the more their representatives 
know about the specifics of this end 
of the business the more intelli- 
gently they can guide their dealer 
groups toward a sound profitable 
operation and toward the profes- 
sionalism so badly needed.—Joun 
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A. WituiaMson (dealer and sales- 
training expert), Birmingham, Ala. 
* + * 


Year-Round Program 


+ MY opinion standards of au- 
tomobile retailing are high and 
steadily improving. The best con- 
tribution the industry can make 
toward further improvement is to 
refine our prod- 
uct planning pro- 
grammingand 
distribution in a 
way that will en- 
able the dealer 
to organize a 
year-around sales 
program. This is 
an area in which 
great progress is 
being made. 

: Beyond that our 
E. M. Braden role is to assist 
existing dealers and find new deal- 
ers who recognize the opportunities 
ahead of us in the sixties—E, M. 
BravEN, general sales manager, 
Chrysler-Imperial. 

* * 





Owner Relations 


HEVROLET’S owner-relations 
program, now operating well, 
represents to us a very positive 
forward step in elevating the stat- 
ure of retail] merchandising. Prod- 
uct excellence is 
of course vital; 
great care in the 
selection of rep- 
resentation is a 
prime requisite; 
continuous train- 
ing a must; ad- 
vertising must be 
aggressive 
but complete- 
ly honest and not 
misleading. 
But most of all, 





K. E, Staley 
under the broad heading of owner 


relations, we bring all of these 
things together as a means to make 
sure that our purchasers are happy 
with their relationship every step 
of the way—while deciding to buy; 
buying; securing delivery; and 
throughout the ownership period 
with good service. 

We, therefore, believe that in our 
owner relations program, we have 
the means of substantially elevating 
the stature of merchandising proc- 
esses.—K. E. Sratey, general sales 
manager, Chevrolet. 

* * * 


Race Horses vs. Army Mules 


EVELOP character in the in- 

dustry. Quality-dealer concept 
is a most important tool in raising 
stature of retail selling. We now 
sell transportation service and not 
the need for it. Because of this, 
sales race should be decided by 
character of sales, not by price 
selling. 

Preliminary views of all offer- 
ings show a marked similarity in 
the greatest majority of models. 
This sameness exists also in the 
sales departments. We are follow- 
ing a common trend, so why not 
elevate stature of all dealers by 
manufacturers demanding and 
practicing the fundamentals of 
character, i.e., honesty, integrity, 
loyalty, decency, etc, This always 
pays off in any endeavor, 

There’s only one “if” to character 
(Continued on Page 160-D, Col, 1) 


White Motor Unit 
Sues Cooke on 


Property Debt 


LOUISVILLE. — Thurston Cooke, 
one-time automotive dealer here, 
has been sued again. The newest 
action seeks about $290,000. 

Autocar Sales and Service Co., a 
subsidiary of White Motor Co., 
Cleveland, sued Cooke and others 
for amounts promised in notes 
given when Cooke purchased a 
Louisville property from the White 
unit. 

The Aug. 28, 1959, deal called 
for 19 quarterly payments of $7,500 
and a final payment of $157,317.67. 
The White unit charged that only 
two of the payments were made. 
The suit also asks for payment of 
taxes on the property. 

A complex of Cooke companies 
including two dealerships closed 
last May and were assigned for 
liquidation. The collapse hag result- 
ed in a rash of suits, 

Cooke and several associates face 
criminal charges related to fraud 
growing out of allegedly forged 
auto liens and leases which were 
turned up after the collapse. 
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in the selling arena and that is 
“that manufacturers must provide 
equality of competitive opportu- 
nity,” otherwise race horses oppose 
army mules, and that’s what we 
have now.—Ben Winer, Hartwin 
Motor, Greenfield, Mass. 


* * * 


Higher Gross Needed 


oo most acute problem facing 
the retail automobile business 
is the inability to attract the right 
caliber of salesmen. The quality of 
salesmen has greatly declined since 
the last war. 

The salesmen claim the com- 
pensation not enough for hours 
required; that it’s an extremely 
chiseling business with little fu- 
ture. It’s serious, In truck sales 
not enough gross to even pay a 
salesman. 

In my op’nion the only solution 
is for dealers and factories to work 
for higher gross profits per unit 
sold and less stress on volume. It’s 
the only solution to cure our prob- 


lem for increasing salesman com- 
pensation.—Lege D. Craic, Rockford, 
Til. 


* * * 


Deep-Rooted 


Tt! problem of elevating the 
stature of retail selling in the 
automotive industry is so deep- 


Officers Reelected 
By Tenn. [ADA 


NASHVILLE, Tenn.—Two Nash- 
ville dealers have been reelected to 
office in the Tennessee Independent 
Automobile Dealers Assn. They are 
Mack Smith, vice-president, and 
Bob McBride, treasurer. Two Knox- 
villians also were reelected: Clift 
Pettit, president, and Lyman Weav- 
er, secretary. 

Some 40 dealers from across the 
state heard former Gov. Frank G. 
Clement stress the importance of 
the automobile business to the econ- 
omy. 





rooted that it is impossible to be 
specific in the 
space allotted. 
For example, the 
solution entails 
study and action 
on compensation, 
turnover, work- 
ing _ conditions, 
and hours of car 
salesmen. These 
important areas 
. are outside the 
va A immediate scope 
C. E. Bowle of the manufac- 
turer, but they are basic. Some sec- 
tions of the industry, among them 
Lincoln-Mercury Division, have 
comprehensive training programs 
for salesmen and dealer manage- 
ment. 

Among other things, the pro- 
grams attempt to get at the roots 
of the problem of attracting, train- 
ing and retaining competent sales- 
men, Another method which adds 
stature to retail selling, once the 
basic problems have been solved, 
is recognition and encouragement 





for outstanding performance on the 
part of the salesmen. Our division’s 
sales council is part of such a pro- 
gram, and is achieving promising 
results.—C. E. Bowm, general sales 
manager, Lincoln-Mercury. 

* + * 


Toward Professionalism 


OO ELEVATE the stature of re- 

tail selling over the long term, 
automobile salesmen must be en- 
abled to achieve a professional 
standing. A pro- 
fessional stand- 
ing could be 
achieved through 
a combination of 
methods. 

1, The estab- 
lishment of 
courses in col- 
leges and univer- 
Sities that would 
lead to a degree 
in automotive re- 
tailing. This is J. C. Downing 
needed to interest college students 
in automotive retailing as a career. 
Unfortunately, college students 
tend to look down their noses at 
our business. 

2. The establishment of high- 
level sales training programs, for 
men already in the automotive sell- 
ing field or about to enter it, such 











He’s looking for tomorrow’s headlamp 





The purpose of this scientific analysis is to develop more 
efficient headlighting for the cars of tomorrow . 
lighting that will meet the exacting, yet divergent demands 


of higher speed turnpikes and heavier in-city traffic. 


Here Tung-Sol research and development engineers com- 
pare the headlamp beam pattern produced by a newly 
designed sample lens (right) with that of a standard pro- 
duction model by the use of special aiming heads under 


laboratory conditions. 


This continuing project is an example of the research and 
development that keeps Tung-Sol to the fore in the quality 
mass production of headlamps. It is historical fact, too, 
that Tung-Sol has made significant contributions to major 
headlighting improvements since the turn of the century 
when it produced the first successful electric headlamp. 
Automotive Products Division, Tung-Sol Electric Inc., 


Newark 4, N. J. TWX:NK193. 
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as that suggested by J. Saxton 
Lloyd. This program could best be 
implemented, in my. opinion, under 
the leadership of NADA, working 
in conjunction with state and local 
dealer associations. 

The program should establish a 
course of study that would pro- 
duce uniform standards of knowl- 
edge and competence, which, in 
turn, would lead to a degree such 
as automobile sales consultant. 

3. Reorganization of sales-train- 
ing courses offered by the various 
factories to the end that honesty, 
courtesy and reliability are stress- 
ed rather than such thoroughly 
dishonest systems as that repre- 
sented by the so-called Hull-Dobbs 
system, which, with its variations, 
has been perhaps the greatest evil 
ever to befall our industry. 

4. Passage of laws in every state 
requiring the licensing of automo- 
bile salesmen, with appropriate pro- 
visions concerning the transfer of 
salesmen from one dealer to an- 
other. In the “short terms,” the 
stature of retail selling could be 
elevated greatly if the factories 
were genuinely concerned about 
the selling practices currently in 
use by their dealers. There is little 
doubt, for example, that GM and 
Ford dealers would raise their sell- 
ing standards greatly if their re- 
spective factories were to actually 
require ethical selling practices as 
a requirement for franchise renew- 
al—James C. Downina, Atlanta. 

* * * 


Cost Knowledge 


a, and foremost a dealer 
must know what it costs him 
to sell an automobile and then 
price his vehicle to the purchaser 
so that he recov- 
ers this cost plus 
a fair profit. By 
so doing he elimi- 
nates the need 
for some of the 
bad practices 
that have lower- 
ed the stature of 
retail selling. 

The cost of a ce 4 
car is not the 4 
amount of the , 
factory invoice. It Frank H. Yarnall 
is that—PLUS its share of the over- 
head expense. 

Secondly, the stature of the 
average retail salesman must be 
raised, Sax Lloyd, past president of 
NADA, has suggested an excellent 
approach to this problem and I am 
confident an action program will 
soon be announced by our national 
association which will improve not 
only the stature of the salesman, 
but of the whole industry.—FRanK 
H. YarRNAuLu (past NADA president), 
Chicago. 

* cd oF 


Management’s Job 


ERE does the real problem 

lay? Is it with salesmen or 
management? If the salesman 
doesn’t know his product, if he is 
not prospecting, if he spends 10 to 
12 hours a day at his job and yet 

(Continued on Page 172, Col, 1) 


Dixie Governors 
Back Compacts on 


Driver Licenses 


HOT SPRINGS, Ark.—The South- 
ern Governors’ Conference has 
given its approval “in principle” of 
efforts to develop compacts between 
the states covering driver licence 
issuance and revocation, and for 
other methods of improving high- 
way safety. 

The governors, at their 26th an- 
nual meeting, passed a resolution 
urging the southern states to give 
close consideration to the final ver- 
sion of the compact, or compacts, 
which result from the study spon- 
sored by the Western Governor's 
Conference. 


They also recommended that the 
committee on highway safety of 
the Southern Governors’ Confer- 
ence be continued in existence, with 
instructions to carry forward co- 
operative efforts. for implementa- 
tion of proposed highway safety 
compacts, and to study the physical 
and mental aspects of highway ac- 
cident. prevention in cooperation 
with public health officials. 

Gov. Price Daniel of Texas was 
elected chairman of the Confer- 
ence, and Gov. S. Ernest Vandiver 
of Georgia, vice-chairman. Next 
year’s meeting was set tentatively 
for Gatlinburg, Tenn. 
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Newport 


a full-size Chrysler in a 
new, lower price range 
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No jr. editions carry the Chrysler name. Want proof? Size up the 
Newport, the brand-new beauty in the Chrysler family with the new, 
lower price. A price that brings you Unibody, the rust-resistant, single 
unit design so strong it can stand up to 100% more twisting stresses than 
old-type frame-body construction. A price that includes seats five feet wide, 
and a special driver's seat that comforts you shoulder to knee. A price 
that brings you efficient V-8 power tuned to run on regular gas, plus 
torsion-bar suspension that ranks first with the nation’s auto experts. 
Why not road-test the Newport? At your Chrysler dealer's today! 
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ALCOA ALUMINUM 


FOR GLEAM AND GO 


ora 


ALGOAS AUTO > REVIEW 


| Inside in color! | { 
The 1961 cars em 
you'll see at : 
the National 
Automobile oe 


FREE: Send for your copy of Alcoa's Auto Show 
« Preview (appearing in the Detroit Free Press, | 


Sunday, October 16). See the entire line of '61 cars in 
glowing color. See, too, an automotive designer's imagi- | 
native concept of the ‘Car of the Future” and Alcoa's 
forecast of car improvements to come. For your free 
copy, write: Aluminum Company of America, 1810-K 
Alcoa Building, Pittsburgh 19, Pa. FREE! SEND FOR YOURS 





| SEE the '61 cars go through their paces on television 


tomorrow night, October 11, and the following Tuesday 

; night, October 18. Watch "The Return” and ‘If You See 

- } Sally,” two absorbing tales of the supernatural on 
ALCOA PRESENTS —television's most unusual dra- 
matic program. Watch ABC-TV both Tuesdays at 10 pm. 


| ALCOA PRESENTS 10 PM, ABC-TV 
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Across the Nation .. . 


Auto News in Brief 


(Continued from Page 89) 


Harmas, T. F. Tierney was named 
sales engineer and assigned to the 
Detroit office. 

* * Bd 


Buick to Build Zone Office 


In Suburb of Minneapolis 


MINNEAPOLIS.—Buick has ac- 
quired a 1%-acre site at 5738 Olson 
Highway in suburban Golden Val- 
ley for a new zone office building. 
The location will offer easier ac- 
cess to dealers and customers than 
does the company’s present office 
in downtown Minneapolis, accord- 
ing to Douglas Doty, assistant zone 
manager. 

A one-story brick and aluminum 
building containing about 4,200 
square feet of floor space will be 
built. Occupancy is due about Jan. 
1, Doty said. 

+ * * 


Eaton Mfg. to Purchase 


Dearborn Marine 


CLEVELAND.—John C. Virden, 
chairman and president of Eaton 
Mfg. Co., and Bruce R. Dodds, 
president of Dearborn Marine En- 
gines, Inc., announce that an agree- 
ment has been reached for the ac- 
quisition of Dearborn Marine by 
Eaton in a cash transaction. 

Dearborn Marine, in Madison 
Heights, Mich., near Detroit, builds 
Interceptor inboard engines for 
pleasure boats and was the first to 
introduce a lightweight V-8 power 
plant to the boating industry. 

* * am 


Gross Wins Patent Fight 


On Magicure Tire Patch 


MONROVIA, Calif.— Gross Mfg. 
Co. will continue to manufacture 
and market its self-vulcanizing 
Magicure tube and tire repair patch 
line, now backed by a Federal Dis- 
trict Court ruling against the pat- 
ent infringement claim of a West 
German firm. 

The Magicure patch vulcanizes it- 
self by chemical action, 

The signing by Judge Harry C. 
Westover of the dismissal of an 
appeal from judgment of the U. S. 
District Court for the Southern 
District of California closed the 
two-year-old suit brought against 
Gross by Otto Gruber & Co. of West 


MILAN, O.—A 50 percent ex- 
pansion of the local plant of 


announced that 27,000 square feet 
of manufacturing space will be 
added to the existing 55,000 
square feet. 

« oe * 


Dow to Build Plant in Ohio 


For Production of Ethafoam 


MIDLAND, Mich.—Facilities to 
produce polyethylene foam, one of 
the newest of the plastic foams, 
will be constructed at Dow Chemi- 
cal Co.’s Hanging Rock plant at 
Ironton, O. 

Construction will start early this 
autumn with completion scheduled 
in June, 1961. The new plant will 
produce Ethafoam, trademark 
name Dow has given to one of its 
newest expanded plastic s—poly- 


ethylene foam. 
oe * + 


the “substantial expansion” will in- 
clude facilities for production of 
white sidewall tires, according to 
E, F. Tomlinson, president. 

* * * 


Cleveland Lark Dealers 


Name Kowall President 


CLEVELAND.—The Lark Deal- 
ers Assn. of Greater Cleveland has 
named Joseph J. Kowall president. 
Kowall, president,- Alliance Auto 
Sales, Inc., succeeds John G. Por- 
ach, O’Malley-Porach, Inc. 

Other officers are James Sima, 
Sima Motors, Inc., vice-president, 
and Ray F. Koepke, Koepke Motor 
Sales Co., secretary-treasurer. 

* + * 


Detroiters Pick Winner 


For Corvair Contest 


DETROIT.—A month-long con- 
test sponsored by the Greater De- 
troit Chevrolet Dealers Assn. 
among General Motors employes 
was climaxed with the awarding 
of a ’60 Corvair to Billy Rogers. 

Nancy Ann Fleming, Miss Mich- 
igan of 1960, and Association Presi- 
dent Harry Tennyson, presented the 
car keys to Rogers in a brief cere- 
mony in front of the Chevrolet 
Gear and Axle Division plant, 
where the winner of the Corvair 
“sweepstakes” is employed as a 
drill operator. 

Rogers’ entry card was drawn 
from more than 35,000 submitted 
by GM employes. 

* «* 


Venezuela Purchases 


50 Holmes Wreckers 


CHATTANOOGA, Tenn. — Ernest 
Holmes Co. here has shipped 50 
Holmes wreckers, installed on 1960 
Chevrolet trucks, to the govern- 
ment of Venezuela, 

Forty of the units were of six- 
ton capacity and 10 were rated at 
12-ton capacity. They will be used 
in a national program of emerg- 
ency wrecker service in Venezuela, 
which is engaged in an ambitious 
road-building program. 

* * * 


GMC Dallas Branch Opens 


DALLAS.—The new GMC factory 
branch at 2959 Irving Bivd., has 
been formally opened, 


loan offices have been opened by 
General Contract Finance Corp., 
bringing the total number of fi- 


at Madison, Ill. In 1960 the com- 
pany said it has established 19 


personal-loan and finance offices. 
* oe * 


A. O. Smith Consolidates 


Automotive Tool Operation 


MILWAUKEE—A. O. Smith 
Corp.’s Special Products and Tool 
Mfg. Division has been transferred 
to the company’s Automotive: and 
Railroad Products Division from 
the central manufacturing staff, ac- 
cording to F. S. Cornell, executive 
vice-president. 

In addition, automotive tool de- 
sign has been added to the special 
products and tool division, consol- 
idating all of the automotive 





group’s tooling operations into a 
single unit. The Special Products 
& Tool Mfg. Division employs ap- 
proximately 350 people. 


* * * 


Two Goodrich Facilities 


Rising Near St. Louis 

ST. LOUIS.—B. F. Goodrich Co. 
is constructing two new major 
facilities in St. Louis County. The 
installations will be located in 
suburban Overland and Olivette. 

Goodrich has under construction 
in Overland an 80,000-square-foot 
distribution center, This is expected 
to be occupied by Jan. 1. 

A 15,000-square-foot retreading 
plant is being built in Olivette and 
is scheduled to be completed by 
Oct. 30. 

* * * 


New Automotive Facilities 


Are Dedicated by Grote 


MADISON, Ind.—Grote Mfg. 
Co. has dedicated its new plant 
which houses the Automotive and 
Bathroom Cabinet Divisions. 

The dedication program includ- 
ed conducted tours through the 
new facilities, a ceremony at the 
plant entrance and a special 
luncheon for visiting dignitaries. 


Steel 


(Continued from Page 125) 


involves annealing the stainless 
steel in pure, dry hydrogen which 
causes no oxidation or scaling, yet 
maintains a clean and bright sur- 
face. 

Wallingford Steel Co., a subsidi- 
ary of Allegheny Ludlum, has in- 
stalled a large annealing furnace 
for the bright annealing of stain- 
less strip for automotive trim. 
This special automotive material 
is unusually bright and requires 
little or no finishing, and is the 
best material for exterior automo- 
tive trim, the firm said. 

To show the value of stainless 
steel and its long-lasting good looks 
for use on today’s autos, Allegheny 
Ludlum said that it, with the coop- 
eration of Ford Motor Co. and 
Budd Co., made a stainless-steel 
Thunderbird this year, This car 
will be making visits to auto shows 
throughout the country in the com- 
ing years, the firm said. 

At the present time, Allegheny 
Ludlum continued, mufflers made 
of a new alloy supplied by a 
stainless-steel producer are being 
tested in various geographic 
areas throughout the United 
States. Accelerated tests of the 


Made from Germany and their United States a ae Sp 
st distributor, Remaco, New York. . material, if field tests bear these 
Arm: trong * * ® General Contract Finance results out, will prove that a 
Vinyl Automat | Clevite Directors Approve Opens Two More Offices rr gp pce — ee 
° oad i e Car, 
ECONOMICAL Milan (O.) Plant Expansion ST. LOUIS.—Two more personal-| 4.) camtbamy sabe 


Stainless steel also is being de- 
signed into antismog devices and 


installed by anyone. Clevite Harris Products, Inc. has nance and personal-loan and thrift afterburners, Because of the need 

INDIVIDUALLY BOXED been given final approval by Cle- | operations to 79. for getting a material that is re- 

Complete with Clearly labeled for easy vite’s directors. The new offices include a second| sistant to oxidation at high tem- 
Adhesive & Applicator _ identification. Ralph Schey, plant manager, | one at Jackson, Miss., and another peratures, it is necessary to use @ 
strong, corrosion resistant material, 


Stainless steel bumpers have been 
tested over the past several years, 
and recently the clad bumpers, part 
stainless steel and part carbon 
steel, are being made on a test 
basis. These bumpers will be sub- 
jected to various tests and may find 
their way to the family auto before 
too many years, the steel firm said. 

McLouth Steel Corp. executives 
have cited the growing intense 
competitiveness among the metals 
suppliers, 

More imagination is used in sell- 
ing these days, they said, pointing 
to, among other things, the stage 
show one steel company has devel- 
oped for dealer conventions. 





Autolite Expands Service 

TOLEDO. — Electric Autolite Co. 
has announced an expanded sales 
program for its complete line of 
industrial lithography and has re- 
tained a nationwide network of 
manufacturers’ representatives for 
added customer service in fran- 
chised territories. 

* oe * 


Goodrich Expanding Plant 
To Build Tires for Sears 
AKRON, O.—B. F. Goodrich Tire 
Co., a division of B. F. Goodrich 
Co., will expand its Miami (Okla.) 
plant to produce auto tires for 


Sears Roebuck & Co. 
Scheduled for completion in 1961, 


+ Complete easy-to-use 60-odd page booklet, quoting actual FACTORY INVOICE 
COSTS on all 1961 cars. 

. Includes Foreign cars, pick-ups, accessories and states what is really considered 
STANDARD equipment on each model. 

. An essential business teol, used nationwide, as an accurate guide, by car 
dealers (new & used), Banks and Finance companies. 

. Will repay itself many times over throughout the year with very confidential, 
valuable information. 

. Order teday. Te be well informed concerning all the new models this year is 
certainly no dis-advantage. 


eee “ 


Pa beseiliai bak 


copies at $7.00 each 
Cc Bill on delivery 
[-] Please send literature only 


P. ©. Box 1312 
Waco, Texes 





New Home for Elgin Motors— 

This is a drawing of the new showroom and service center planned by Elgin Motors 
(Ford) in Toronto. The 90,000-square-foot, three-story building will display 50 new cars 
in two showrooms. 
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In 1899, the first car equipped with Timken bearings 
took to the road. Today, every American make of car 
but one rolls on Timken® tapered roller bearings. 


And there’s a new kind of bearing in the 1961 power 
cars. It’s the latest step in Timken bearing engineers’ 
drawing board to drawing board partnership with the 
auto industry. It’s a smaller, lighter bearing to cut un- 
sprung weight. A more uniformly precise bearing to cut 
warranty costs. Capacity packed to take the heavier 
loads of today’s luxury cars. Made of the finest bearing 
quality alloy steel available. 


And with unique manufacturing techniques devel- 
oped at our ulta-modern plant in Bucyrus, Ohio, Timken 
bearings have held the cost line against inflation while bi 
delivering a new high in uniform quality. The Timken IW 
Roller Bearing Company, Canton 6, Ohio. Cable: ia 
“‘TIMROSCO’’. Makers of Tapered Roller Bearings, Fine i 
Alloy Steel and Removable Rock Bits. 


TIMKEN ==... 


from the pros of the bearing business 
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Headquarters for Detroit 


in DuPont LUC 








ITE, DULUX, and DUCO 


Twenty months ago, Du Pont color experts sat down 
with the automobile manufacturers and planned the 
’61 car colors . . . now available to you in LUCITE, 
DULUX and DUCO. They charted styles and trends 
. .. deduced that light and pastel shades would con- 
tinue to be popular . . . that the glamour metallics 
would be even brighter. . . and that there would be a 
greater variety of color effects than ever before. 

The advance planning stage involved the exchange 
of hundreds of color creations along suggested lines 
. . . the acceptance, rejection and modification of 
numberless color standards. And, finally, it involved 
coordinated decisions by stylists and engineers. The 
next stage called for extensive preparation, produc- 
tion and distribution of the completed materials by 
nine plants, thirty warehouses and thousands of 
wholesale distributors. 

So, when you buy refinish materials from the manu- 
facturer who actually developed ’61 finishes for De- 
troit, you’re getting the identical colors and the proven 
quality used right on automobile assembly lines. 

These unsurpassed finishes are available to you for 
quality touch-up of brand new cars damaged in trans- 
it, spot repair, or over-all refinishing. Du Pont prod- 
ucts help speed every job. Take advantage of the on- 
the-spot, well-informed service you can get only from 
your Du Pont refinish jobber. Make sure you have a 
full line of the 1961 car colors! 


New Color-Keyed Labels enable shop personnel to 
spot the item they want immediately . . . increase 
shop efficiency. This is one more advantage coming 
to you from Du Pont—the most experienced name 
in automotive finishes. 

Red identifies LUCITE. Easy-working and available 
in every Magic-Mirror* color, it’s the new standard 
in lacquer excellence. Shop men agree that LUCITE 
is the most dependable bet for repairing acrylic-fin- 
ished cars. 

Blue Stands for DULUX. For commercial and pas- 
senger-car refinishing, and repair of baked enamel 
finishes, DULUX offers the best durability in all colors. 
Its high gloss lasts and lasts despite extremes of 
climate and weather. 

Green Tells You It’s DUCO. It is tops for repair of 
baked enamel finishes . . . also for the millions of cars 
on the road in nitrocellulose lacquer. It’s extra-fast- 
drying, and, because of its high initial gloss, DUCO 
takes less compounding. 

Gray Is for Staples. Undercoats, solvents and thin- 
ners provide you with a complete line of proven 
quality products for each Du Pont refinishing system. 
*General Motors’ name for Acrylic Lacquer. 
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Chrysler Cites Schleifer— 


John Schleifer, center, Compton, Calif., veteran Chrysler dealer, receives the Chrysler 
Quality Dealer Award for the second year in a row. He turned the plaque over to 
W. J. Gordon, dealership vice-president and general manager. Schleifer has been a 
Chrysler dealer in Compton since 1924. Others in the picture are Edward J. Harvey, 
left, Chrysler regional business management manager; Samuel E. Hamilton, Los Angeles 
regional manager, and William H. Kough, far right, Western area sales manager, who 
presented the award. 


“STAGECOACH WEST” 
ABC-TV every other 
Tuesday evenin; 
_ beginning Oct. 
in most areas. See 
local listing for time. 


Ue 


“THE ISLANDERS” 
ABC-TV every other 
Sunday evenin 
beginning Oct. 
in most areas. See 
local listing for time. 


Bulletin Board 


Exhaust System Parts 


Catalog showing applications of 
Arvin “Armor Shielded” mufflers 
and exhaust system parts for all 
American-made autos, trucks and 
tractors—free. Automotive Replace- 
ment Parts Division, Arvin Indus- 
tries, Inc., Noblitt St., Columbus, 
Ind. 


+ * * 


Hack Saw Catalog 


A three-color catalog page which 
describes and gives specifications 
for all types of hand hack saw 
blades—free. G. W. Griffin Co., 
Franklin, N. H. 

a ee 


Air Filter Catalog 


Featuring many new numbers 
that have been introduced as run- 
ning changes on 1960 model cars, 
the new WIX 12-page Air Filter 
Catalog illustrates each number 
and gives both application and 
dimensional data not available 


wi 


| ] 
f 


4 


elsewhere — free. Dept. AF, Wix 
Corp., Gastonia, N. C. 
* * * 
Tubeless Tire Repair 


Illustrated brochure on repair of 
tubeless tires, using either hot or 
cold vulcanizing methods—free. Ace 
Rubber Co., P. O,. Box 6147, Dallas, 


Tex. 
* * * 


Photographer Directory 
The 1960-61 Directory of Profes- 


Maine Chevrolet Deal 
Marks 25th Year 
LEWISTON, Me.—One of this 


area’s largest automobile dealer- | 


ships is celebrating its 25th anni- 
versary. 

Puritan Chevrolet Co. was estab- 
lished in 1935 by George H. Davis, 
Maine delegate to the National Au- 
tomobile Dealers Assn. The firm is 
now managed by Davis’ son, Jack. 
George Davis also operates Davis 
Cadillac Co., Lewiston. 


‘|tions for using both spray 


(UT 


sional Photography, containing a 
cross-indexed listing of more than 
6,500 studios and photographers 
categorized by state, city and clas- 
sification—$5. Professional Photog- 
raphers of America, Inc., 152 Wis- 
consin Ave., Milwaukee 3, Wis. 
+ * * 


Ignition Tuneup 


Booklet on boosting ignition- 
tuneup service—8 pages, free. C. E. 
Niehoff & Co., 4925 W. Lawrence 
Ave., Chicago 30, IIl. 


* * * 


Maremont Mufflers 


Revised 1960 wholesaler catalog 
on exhaust-system parts—172 pages, 
free. Maremont Muffler Division, 
168 N. Michigan Ave., Chicago 1, 
Til. 


* * * 


Business Words 


“Words Often Used in Business 
—They Bring Profit,” definitions 
of terms used by businessmen—54 
pages, free. Department of Business 
Research & Education, Cities Serv- 
ice Petroleum, Inc., 60 Wall St. 
New York 5, N. Y. 


* * * 


Vulcanizing Bulletin 


Bulletin No. 10, “Retread Cement- 
ing,” a bulletin containing instruc- 
type 
and brush type vulcanizing cement 
—free. Rubber Manufacturers 
Assn., 444 Madison Ave., New York 
22, N. Y. 


* * * 


Oil Bulletin 


Sonneborn Chemical and Re- 
fining Corp., 300 Park Ave., New 
York 10, N. Y., is offering a bulle- 
tin, Current Topics No. 31, which — 
discusses the proper drainage in- 
terval and kind of oil to be used 
to achieve best engine perform- 
ance and lengthen engine life of 
cars. 


Used-Car Notes 


LOS ANGELES.—Used-car deal- 
ers were given a new sales tool 
with the announcement by Finan- 
cial Indemnity Co., 5858 Wilshire 
Bivd., Los Angeles, that the com- 
pany’s mechanical breakdown in- 
surance is now available on a 
90-day policy basis. This is the 
first time this insurance has been 
offered on a short-term or less- 
than-one-year policy. 

When renewed annually, the 
90-day mechanical breakdown pol- 
icy averages less than $6 per month 
in cost, FIC said. 

Nine major repairs are insured, 
covering motors, brakes, clutches, 
differentials, front-end assemblies, 
power equipment, seals and gas- 
kets. There is no mileage limitation, 
and coverage is binding anywhere 


in the United States and Canada. 
~ * 7 


Use of Official’s Name 
Costs Dealers Their License 


TORONTO.—Two used-car deal- 
ers who were not allowed to call 
their business Kelso-Roberts Auto 
Sales have settled for Big Daddy's 
Auto Sales. 

Kelso Blunden and Joseph Rob- 
erts lost their license for “bring- 
ing the name of Ontario’s Attorney 
General Kelso Roberts into disre- 
pute,” according to a spokesman 
for the Metro Licensing Commis- 
sion. They have applied for an- 
other license under the Big Daddy 
name, 

Oo” * - 
Third Generation Active 


In Used-Car Company 

INDIANAPOLIS, — The third 
generation of the Wolf family has | 
joined the executive staff of Sam 
Wolf, Inc. 

Harry Wolf, son of Sam, presi- 
dent, and grandson of Isaac, found- 
er of the firm, has taken over as 
manager of the used-car firm. 
Harry’s brother Eddie igs a member 
of the firm’s sales staff. 

* * * 


Williams Opens U. C. Lot 
CORPUS CHRISTI, Tex.—Lee 
Williams Chevrolet Co. has opened 


a@ new used-car lot at 221-224 E. 
Wells St. 


Litton Buys Out Zachary 

LONDON, O.—John Zachary’s in- 
terest in Litton-Zachary Ford Sales 
(Ford-Mercury) hag been purchas- 
ed by Ray Litton. The firm wil] be 
renamed Litton Ford Sales. 
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is, the TriumPH in fifth place, a whopping big 





TRIUMPH dealers have plenty to shout about these days. 





For instance, latest imported car registrations show ' 
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y, the advance from the number eight spot of a year ago. And watch | 
sured, TRIUMPH step up the pace in 1961. TriumpPH dealers will be |. 


ation, featuring @ America’s most popular sports i 





car in the TR-3. Plus a full line of exciting TRiumpH/Heralds 


> call (convertible, sedan, sports coupe), the new economy Cars 
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Robs hailed as~ “ years ahead in engineering ”. 
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eman TRIUMPH is pouring on the advertising and promotional pressure, I 
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too, with power-packed television added to its traffic-building 
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direct mail and point- | 





ra of-sale support. All told, it adds up to one of the heaviest 
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il be # For full information about a TRIUMPH franchise, write to Standard-Triumph Motor Company, Inc., Dept. C-100, 1745 Broadway, New York 19. 











ONE IS NOT ENOUGH FOR THE)! 
49.9% of Holiday families own two or moreja 
They’re leaders of a new consumer elite—|t 
buy the extra refrigerator, the second car, f 
families, too—average auto mileage:jl 
ey family buys a new ear every wa) y 
often than the audience of any other major! 
fect setting in which to sell them-—for it’s t 
their affluent hg of life. You'll find details) 6 
new Extra Unit Study of the Holiday audi ¢ 
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rej automobiles; 13.97% own three or more. 
—/the Extra Unit Buyers—the families who 
| the second house. og the extra usage 
e15.971 (U.S. average: 9.300). The average 
vo] years, eleven months, thirteen days—more 
or) magazine. And Holiday Magazine is the per- 
?sithe one medium that is synonomous with 
ils| of an exciting new Selling opportunity in the 
dij ence. Contact your nearest Holiday office. 














172 





AUTOMOTIVE NEWS, OCTOBER 10, 1960 


Symposium of Sales Leaders... . 
How to Elevate Auto Selling 


(Continued from Page 160-D) 


only two or three hours are actu- 
ally productive—who’s fault is it? 
Certainly the salesmen must ac- 
cept part of this responsibility, but 
isn’t it really up to the dealer to 
see that his salesmen are provided 
with a definite work plan and then 
demand this program be followed? 
I have called on over 500 differ- 
ent franchised dealers in the past 
months, both in the United States 
and Canada, and would sum up 
by simply saying—management’s 
job today is one of constant stim- 
ulation and direction of salesmen. 
The sales manager has the most 
hectic job of all and there is little 
time for careful planning and 
training. Therefore, outside assist- 
ance is no reflection on his ability. 
The dealer who wants to make 
money in 1961 will seek a sound 
realistic program of work for his 
salesmen and administer this plan 
even to the point of saying “this 
is what I want you to do each day 


and I want it done.”—C. R. Bamey, 
promotions, Hamilton, Ont. 


* * * 
Ford Program 


WE BELIEVE the automobile in- 
dustry can best elevate the 
stature of retail selling by: 


Sales in Australia 


Continue to Grow 


SYDNEY, Australia.—The sale of 
motor vehicles in Australia con- 
tinues to climb, according to figures 
released for July. . 

During the month Australians 
bought 25,986 vehicles, an increase 
of 3,248 more than were purchased 
in July, 1959, a government spokes- 
man announced. 

Holden accounted for 43.2 per- 
cent of the month’s sales, deliver- 
ing 5,764 cars and 3,065 station 
wagons. Ford sold 2,109 units, 
Volkswagen, 1,940; Morris, 942, and 
Simca, 883. 





1. Providing training and guid- 
ance for dealer management per- 
sonnel in all man- 
agement func- 
tions including 
(and with em- 
phasis on) recruit- 
ing and hiring 
practices and in- 
dealership train- 
ing to improve 

; the quality of re- 
a tail salesmen. 

d ’ A 2. Assisting 
a 4 dealers through 
M.S. McLaughlin factory - sponsor- 
ed training programs to improve 
the quality of the retail salesmen. 

3. Recognizing and _ publicizing 
the work of successful salesmen to 
raise the prestige of the retail sell- 
ing job. 

For several years the Ford Divi- 
sion through field training pro- 
grams and during the last year 
through its new Ford marketing 
institute program has been ad- 
dressing itself to the first two 





areas. The Ford salesmen’s 300-500 
club’s continually expanding pro- 
gram is aimed at the third area.— 
M. S. McLaveuun, general sales- 
manager, Ford Division. 
+ * * 
Galles’ Views 

Ore of our greatest industry 

needs is that of elevating sta- 
ture of automobile retail selling 
with related need of encouraging 
youth and other 
capable persons 
to our industry. 
Dealers, Manu- 
facturers and as- 
sociations must 
join hands to cor- 
rect basic causes. 
Problem No, 1 is 
to regain proper 
stature for our 
industry in minds 
of public and = 
salesmen. We H. L. Galles Jr. 
must remedy attempted shortcuts 
to sound merchandising, stop prof- 
it-destroying misleading advertising 
and deter cross selling which puts 
price above quality, discouraging 
proper prospect development, 


Through sound business manage- |the well inten- 





assure solidarity of quality dealer 
program but also to provide ade- 
quate earning opportunities for 
quality salesmen, including realistic 
security and protection in line with 
their capabilities and contributions. 

Specifically we must utilize every 
effort to develop continuing qual- 
ity education programs with provi- 
sions for proper recognition of at- 
tainment.—H. L. Gauuzes 3r., (former 
i president), Albuquerque, 


* 


* * 
What About Goodwill? 


: WE FIND today’s franchised au- 
t 


omobile dealer caught in a 
strange dilemma. On one hand he 
is a small businessman, operating 
at his own risk 
with his own cap- 
ital and doing his 
level best within 
the legal confines 
of the good dem- 
ocratic principle 
of free enterprise 
trade and barter. 
Now this good- 
will thing is easy 
to mouth, but 
what happens to 





James Gavagan 


ment, dealers must be determined| tioned dealer who finds himself 
to earn adequate profit to not only| with his back to the wall (the wall 





A registration statement relating to these securities has been filed with the 
Securities and Exchange Commission but has not yet become effective. These 
securities may not be sold nor may offers to buy be accepted prior to the time 
the registration statement becomes effective. This shall not constitute an offer 
to sell or the solicitation of an offer to buy nor shall there be any sale 

of these securities or delivery of a preliminary prospectus in any State in 
which such offer, solicitation, sale or delivery would be unlawful prior to 
registration or qualification under the securities laws of any such State. 


> 623,750 Shares 
Automatic Radio Mfg. Co., Inc. 


> Common Stock, $1 Par 


Automatic Radio Mfg. Co., Inc. proposes to offer for sale to the public 150,000 
shares of its Common Stock (7% of the shares to be outstanding) and the prin- 
cipal stockholders in the Company propose to offer 473,750 shares (24%). The 
shares being offered by the Company represent new financing. 

The principal business of Automatic Radio Mfg. Co., Inc., is the manufacture 
and distribution of radios for use in automobiles, and also portable radios, various 
types of antennae, and automobile air conditioners. 

It is expected that sale of the shares to the public will commence in October, 
1960. Interested persons may now obtain from the offices listed below of Paine, 
Webber, Jackson & Curtis, Managing Underwriters, a preliminary prospectus de- 
scribing this offering and, when the registration statement becomes effective, 


a final prospectus. 


Paine, Webbe 


r, Jackson & Curtis 


BOSTON 
24 Federal St. 
NEW YORK CHICAGO LOS ANGELES 
25 Broad St. 209 S. LaSalle St. 626 S. Spring St. 
AKRON + ASHLAND - BEVERLY HILLS - CLEVELAND - COLUMBUS - CONCORD - DES MOINES - DETROIT 
DULUTH - ERIE +» GARDEN CITY + GARY + GRAND RAPIDS - HARTFORD + HOUGHTON - INDIANAPOUS 
LONG BEACH + LYNN + MARQUETTE - MERCED - MILWAUKEE - MINNEAPOUS - MUSKEGON - NEW YORK 
PASADENA - PHILADELPHIA - PROVIDENCE - ST. PAUL - SAN DIEGO - SAN FRANCISCO + SANTA BARBARA 
SANTA MONICA + SPRINGFIELD + VENTURA VIRGINIA + WAUSAU + WINONA + WORCESTER 








being every nickel he’s ever been 
able to save and borrow) with the 
customer doing the selling and the 
dealer doing the buying? When the 
deal is finally “bought,” is there 
enough left to practice goodwill. 

Unfortunately, this is not the end 
of the story, because we have an 
owner who exercised his right to 
“horse trade” and is proud to brag 
about the “bargain he got.” Show 
me a man who is “driving a bar- 
gain” and I'll show you a man who 
has an excellent chance of ending 
up a sorehead, Sore at the dealers; 
sore at the factory and sore at 
himself. Thus, the industry takes 
another whack on an already ten- 
der public-relations nose. 


What to do about it? Can an 
automobile dealer regain his 
rightful stature in the civic sun 
of hig own community? Can the 
industry as a whole upgrade it- 
self in the eyes of a rough, tough 
buying public? Can the automo- 
tive industry attract the high- 
caliber, well educated young men 
into the sales ranks at the retail 
level? 

Problems such as these are not 
new on the American industrial 
frontier. DePont changed its image 
—the stock broker became an in- 
vestment banker—and the insur- 
ance companies shook up their 
sales ranks, turned out the drifters 
and replaced them with young, in- 
telligent career men. 

This will be the third year that 
the publisher of the Saturday Eve- 
ning Post will dedicate its pages, 
its effort, time and money in doing 
what it can to burgeon the good 
franchised, quality, service-minded 
automobile and truck dealer in the 
eyes of the American consumer. 
The dealers’ own “Benjamin Frank- 
lin Foundation,” now only a year 
old, has felt the pangs of growing 
pains. This year, with the good co- 
operation of NADA and ATAM, 
there will be another Benjamin 
Franklin Quality dealer winner, 
there will be many state nominees. 
More important, there will be much 
written, seen and heard the pub- 
lic; and the Post will pl e to the 
dealers of America that it will all 
be on the positive side—James Gav- 
acaNn, Saturday Evening Post. 

* * ~ 


Opportunities 


Our industry can best exercise 
leadership in elevating the sta- 
ture of retail auto selling in the 
following ways: 

Appoint dealers who are busi- 
nessmen of char- 
acter and ability 
in the fullest 
meaning of these 
words. 

Encourage deal- 
ers to sell with 
both energy and 
responsibility. 

Provide guid- 
ance and pro- 
grams for deal- 

vd ers that make 
4. B. Naughton available to retail 
salesmen and the maximum in op- 
portunities for training, good super- 
vision and self-development with 
horizons limited only by their own 

(Continued on Page 181, Col, 1) 
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Compact or standard size, each new or 
established make again demonstrates the superb 
engineering that holds Detroit above contest 

as the motor capital of the world. 


Again this year, National Oil Seals are proud 

to be present on each make and model, 
contributing to the safe, smooth operation of the 
world’s finest automobiles. 


tierce 


NATIONAL SEAL 5 


Division, Federal-Mogul-Bower Bearings, Inc. 
13836 Puritan Avenue 
Detroit 27, Michigan 


Plants in Van Wert, Ohio, Redwood City and Downey, California 








174 





AUTOMOTIVE NEWS, OCTOBER 10, 1960 








NEED REAR FENDER REPAIR PANELS? 


rhe Fit Like a Glove! 


These newest additions to the Anzick SLIP-FIT line of die-formed 

autobody replacement panels and partial repair sections are being 
« welcomed by body repairmen everywhere. These rear fender 
repair panels enable them to slip over or replace rusted out fender 
sections quickly and easily, restoring that “new car appearance” 
at a very low cost. Detroiter SLIP-FIT panels fit perfectly every 
time because they’re pre-cut and contoured to original body lines. 


See Your Anzick Jobber TODAY! 


ANZICK MFG. CO., 23675 MOUND RD 


How To Beef Up Profits 
On Sales of 1961 Cars 


S Fender Skirts 


AS AN 
ACCESSORY 


Custom-Styled Skirts for Most ’61 
Cars, Including Compacts, Ready Now 


INSTALL IN MINUTES WITHOUT 
TOOLS! No holes to drill; just snap 
them on easily, quickly. You get a 
snug, rattle-free fit every time. Avail- 


EXTRA, EASY SALE! Cash in on the 
accessory that offers you full profit . . . 
Foxcraft Fender Skirts. Flush-mounted 
skirts fit and look like original equip- 
ment, accent the smart streamlined able prime-coated, ready for painting, 
look of every car. or with gleaming stainless steel finish. 
Foxcraft manufactures fender skirts for '35 thru '61 cars, both 
flush-mounted and universal, a complete line of top carriers, 
stainless steel Corvair front grilles, ‘‘Lido"’ spare wheel carriers. 


See Your Distributor for Full Information, or Write for Name of One Nearest You 


FOXCRAFT PRODUCTS CORP. 


World's largest manufacturer of fender skirts 
P. O. Box 128 « Huntingdon Valley, Pa. 








WARREN, MICH. 


Economy Firm 
Despite Snags 


Summer Showing 
Above Average 


(Continued from Page 106) 


tion as a whole, when this year’s 
results are stacked up against the 
1959 showing. 

A soft spot in the district is iron- 
ore mining. The mines in Minne- 
sota, Wisconsin and Upper Michi- 
gan have been working at a slower 
pace since the steel production rate 
fell off. 


* * * 


St. Louis 


E St. Louis FRB found no 
cause for alarm after looking 
over interest rates in the nation. 

The rise in interest rates from 
World War II through 1959 and 
the high levels reached at the 
end of the climb have alarmed 
some observers, There has also 
been concern expressed by some 
over the recent decline in some 
interest rates. 

The bank made two points: In- 
terest rates, if they are to serve 
their purpose, will fluctuate, Rates 
in recent years are not at all un- 
usual when they are put in per- 
spective by examining the history 
of rates and the present state of 
the economy. 

+ ad ok 


Great Plains 


7 Kansas City FRB reported 
a wide range of changes in de- 
partment store sales in the major 
cities of its district, 

Sales in the district as a whole 
are one percent behind the 1959 
total. In Tulsa they are down 4 
percent and in Wichita the loss 
is 14 percent. 

Two percent gains were reported 
for Denver and Kansas City, while 
Omaha sales ran 3 percent ahead 
of the 1959 figure. 

+ * * 


Southwest 


ves postwar boom in the petro- 
chemical industry has been a 
big part of the postwar boom in the 
Southwest and the petrochemical 
boom is expected to continue near 
the current rate for the next sev- 
eral years, the Dallas FRB report- 
ed. 

Overcapacity has been a prob- 
lem in the industry but the bank 
sees little chance that this will 
stop the boom, For one thing, 
overcapacity is a common prob- 
lem of new industries which are 
growing swiftly. 

The bank sees an even brighter 
future for the industry in the 
Southwest. As the area’s markets 

grow, the petrochemical industry 
will be able to build more plants in 
the Southwest to supply finished 
products. The industry in the area 


Each of Big 3 
To Use Chicopee 
Fabrics in 1961s 


DETROIT.—C hicopee fabrics, 
produced by Chicopee Mills, will be 
used in products of each of the au- 
tomotive Big Three during the 1961 
model run, according to H. W. 
Brown, manager of the company’s 
automotive sales. 

At Ford, Chicopee fabrics will be 
used in the custom truck cabs as 
well as in Ford’s new Econoline 
trucks. 

The company’s fabrics will be 
used in the Chevrolet Bel Air, 
Buick Special and in the new Chev- 
rolet compact trucks. 


Among the products of Chrysler 
Corp., Chicopee fabrics will be used 
in the custom and standard cabs 
of Dodge trucks. 


Gimma Sells in Biloxi 

BILOXI, Miss.John Gimma, 
owner of Gimma Buick, has sold 
the business to Anthony Duplechin, 
New Orleans, for a figure said to 
be in excess of $100,000. The new 
owner will operate the firm as 
Duplechin Buick. 


has been putting much of its efforts 
into raw materials and semifinished 
goods. 

* * * 


Far West 


T= Far West, long the home of 
vigorous growth, has run a little 
short of its long suit, the San 
Francisco FRB reported. 
Business in the area has slow- 
ed and “strong expansive forces 
are missing,” the bank said. 


There is one possible exception— 
the prospects for increased con- 
struction activity have brighten- 
ed. 

- Employment has increased a bit 
but there has n an unusually 
sharp increase in the number with- 
out jobs. The lumber mills, an im- 
portant industry in the district 
have cut output and the district’s 
farmers are likely to have a slight 
ly smaller harvest than they did 4 
year ago. 
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(—) REVERSE POLARITY (++) 


Only the Silver Sportster gives you . . . 
under — dash installation (2) Built-in Hi-Fi Speaker (3) 
Manual or Pushbutton tuning (4) Tone Control (5) Fringe 
Area Reception (6) Transistorized for Low battery drain 


Export division: 15 Moore St., New York 4, N.Y. 
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Phoenix is a city on wheels—sporting the highest 


percentage of multi-car families in 23 major 

markets !* And how the wheels turn—motor fuel () () { Of F Th 
consumption is up 70.7% ... motor vehicle regis- ne U very ree 
trations have soared 68.7%, all in the past five 


years. Here, 93.79 of the families own passenger Families Owns Two Or More Cars. 


cars, with 33.7% owning 2 or more. Automobiles 
are big business in Phoenix! 
You can penetrate this BUYING POWER with 
F ee ae Ae: ee ee eae 


the ONE low-cost medium that accelerates it ice alee mechs 
with a daily metropolitan coverage of 91.6%, plus REPUBLIC | fare ZC £ £ ee 
the extra power of 63% state-wide bonus coverage. 

Morning and 


Evening Combination 


*Source: 1959 Consolidated Consumer Analysis 


CHAS. E. TREAT, NATIONAL ADVERTISING MANAGER, BOX 1960, PHOENIX, ARIZONA ¢ PHONE ALPINE 86-6811 + REPRESENTED NATIONALLY BY KELLY-SMITH CO. 
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Columbus, O. 
* 


So Long, OF Paint 


In the Letterbox 





the body shop had a big laugh 


(Continued from Page 14) 


the Aug. 29 issue. 

In this country it isn’t an “Odd- 
ity” to have a horse or cow lick 
the paint off a car. 

Within the past year we have re- 
finished completely four cars that 
have had the paint licked off by 
horses. They really don’t lick the 
paint off, they bite it—Oniver Me- 
Lors, Fred Raubach (Dodge), Val- 
entine, Neb. 


* 
Seller Knows 
Congratulations on the excellent 
article “Axle Know-How Is Vital 


case. Your article carries the im- 
plication that fraud was proven 
and that an award was made of 
ordinary and punitive damages, 
when in fact the claim of fraud 
was rejected and no award was 
granted. 


was no testimony before the higher 
court. 


The statement in your article 
“Craig proved” is also erroneous 
for the same reason as stated above 
and for the further reason that 
u final trial of the case, Craig’s 

was rejected by the jury and 
the trial court. 

The statement in your article 
that “The lower court refused to 
give two damage awards but the 
higher court reversed the lower 
court’s verdict” is erroneous be- 
cause, as stated before, the case 
went to the higher court solely on 
@ question of pleadings, as the re- 
port of the case clearly discloses, 
and when the case was returned to 
the lower court for trial the trial 
resulted in no award to Craig. 


We feel that in justice to Spitzer 
Motors you should promptly re- 
tract these errors in the same col- 
umn. We suggest that, consistent 
with the facts, you should state in 
substance that the reported case of 
Craig vs. Spitzer Motors, which was 
commented on in your Sept. 5 is- 
sue, involved a reversal of the 
lower court by the higher court 
solely on questions relating to the 
form of the complaint—that when 
the case was thereafter sent to the 
lower court for trial on the merits, 
the plaintiff's claim of fraud was 
rejected and no award was granted 
to plaintiff for either ordinary or 
punitive damages and final judg- 
ment was entered in favor of 
Spitzer Motors.—cC. C, Craspe, 


Automotive News). 


portion, “Limited slip differentials 
or traction equalizers tend to in- 
crease the ability of the truck to 
operate efficiently over ice and 
other slippery roads and to give 
greater traction ability in soft mud 
and sand.” 

Added was the Rockwell-Stand- 
ard advertisement on Page 12 re- 









the right 
spray gun 
can make a big difference 


Me and the rest of the boys in 
from your cartoon on Page 29 of 


AUTOMOTIVE NEWS, OCTOBER 10, 1960 
Garek & Suiman, 8 E. Broad 8t., 


in Selling Trucks” (Sept. 5 issue| paver, left, London, Ont. 


Of particular interest was the| gory, Aita., 





It is possible to apply a wide range of 
automotive finishes with a single 
spray gun...but it is not always eco- 
nomical, To get the most from a spray 
gun it must be right in many ways. 
—right for your coating... There are spe- 
cific guns for spraying almost every 
coating material known to man... 
modern finishes, undercoatings, sol- 
vents for engine cleaning, sound 
deadeners, water for car washing, 
and countless others. 

—right for your work load...Some guns 
have heavy-duty features assuring 
long service life under hard continu- 
ous use...others are designed for 
light, intermittent use. 

—or right for special purposes... Exten- 
sion guns paint hard-to-get-into spots 
...pen-sized Wren air-brushes touch 
up scratches and imperfections with- 
out masking...flocking guns for lin- 
ing trunks and glove compartments. 
In the past 50 years Binks has de- 
signed spray guns for just about 
every purpose. Today the Binks line 
includes 25 basic models and thou- 
sands of nozzle combinations. 

Ask your Automotive Jobber 

for help in selecting the gun that is 
just right for your work, or write di- 
rect for Bulletin 60-J. 


AS, RE 


SPRAY 

BOOTHS 
Binks Manufacturing Company 
3124-34 West Carrell Ave., Chicage 12, fil. 


REPRESENTATIVES IN PRINCIPAL U.S.& CANADIAN CITIES * SEE YOUR ciassirieo QP DIRECTORY 





Ask about our 

spray painting school 

Open te all...NO TUITION... 
covers all phases 
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So, here is where a well-managed 









service department will bring ad- 
ditional new and used-car buyers, ; 
repeat customers, well-trained tech- @ 
nicians and personnel because good 
management will make money and 
gain ground and hold employes. 

Throughout the country there are | 
Many dealer-service departments 
that are just doing whatever the | 
owner drives in and asks for. The 
personnel in the service depart- 
ment has not been shown or train- 
ed how to run an efficient service 
operation, what to look for, what to 
sell, how to keep records and bring 
repeat business back. 

There are many sales compani 
today that sell dealers a package 
on how to make more money by 
theory and, if his personne] read 
the fine print, they can make more 
money. A company that is losing 
money in the service department 
doesn’t need an outside firm to 
come in and look over its books 
and have the accountant specialist 
turn around and tell the owner he 
is losing money and by theory his 
various departments should do 
more business and this way he will 
make More money. 

The days of theory are not too 
practical to a firm that is not mak- 
ing any money and they need help 
badly. This is where the automobile 
manufacturer can be of a great 
service to the dealer body and to 
themselves. Whenever a franchise 
dealer igs in trouble and requests 
aid, the manufacturer can send in 
a@ one-man team to’ the dealership 
and he in turn will work right on 
the service floor showing the serv- 
ice manager and writeup men the 
proper way of taking care of cus- 
tomers, selling productive service; 
suggesting additional service work, 
what to look for, how to set up 
service records, files, bring back re- 
peat business and hang on to eus- 
tomers. 


These things will be done right 
in the establishment and results 
will be immediate and labor and 
parts sales will show an increase 
right away. This program is not 
theory but down-to-earth service 
selling and shop management 
without time loss. 

This service specialist will stay | 
at a dealership as many days as he 
is asked for, and it will cost the 
dealer $100 a day for his services. 
To put the department on a paying 
basis, the suggested stay is seven 
to 10 days. The service specialist 
will be a topnotch salesman, with 
plenty of service selling experience 
from working in dealerships and 
managing successful service depart- 
ments. His training will include-al 
of the public relations courses that 
will be of a big help, like Dale 
Carnegie, sales analysis training, 
business management, etc. 

When a manufacturer grants @ 
franchise to a dealer, he should 
make sure the establishment will 
be a credit to his dealer body and 
the service department is capable 
of taking care of its customers and 
build up owner loyalty. This can 
only be done through good manage- 
ment that has been properly train- 
ed.—Harry Buzsuzian, service man- 
ager, Leo Adler (DeSoto-Plymouth- 
Valiant), Detroit. 


























—_— 
At FADA Meeting— 


All dressed up in the svite of the 
Canadian Acceptance Corp., Lid., at the 
Federation of Automobile Dealer Assns. 
in Toronto is Howard B. Moore, center, 
Toronto, FADA executive vice-president. 
Shown with Moore are Albert E. Stedel- 
, newly elected 
FADA president, and S. J. Parkinson, Cal- 
immediate past president. 



















garding the Traction Equalizer 

showing three very definite ad- 
vantages of locking differentials 
in the truck field. 

The joy I experienced in both is 
only because I recall a letter of 
some six years ago wherein a vice- 
president of (an automotive com- 
pany) stated there was no need 
for locking differentials in auto- 
mobiles as one could carry skid- 
chains, shovel and a bucket of sand 
in the trunk of the car in case one 
got stuck in snow, mud or ice. 

Less than six months ago the 
product and market research man- 
ager of (a truck company) advised 
me, in letter form, that there is no 
need for locking differentials in 
trucks. 

We have had numerous inquiries 
from dealer truck sales managers, 
who have sought locking differen- 
tials for axles in trucks to be sold 
to road construction contractors 
and the like. Your article points 
out that the buyer knows what he 
wants some of the time and that 
a happy customer can be had and 
repeat sales are possible, if the 
seller knows his end of the busi- 
ness. — JosePpH J. Weyn, president, 
Thornton Products Co., Dearborn, 
Mich. 


> * 
Helpful Editorial 

Your editorial published on the 
front page of the Aug. 1 issue was 
a marvelous contribution toward 
the dealers’ efforts for preserving 
the dealer exemptions in the so- 
called wage-and-hour bill. 

We are forewarned that a bill will 
be introduced in the next Congress, 
and we must use every means at 
our disposal to resist the features 
of the bill affecting our industry.— 
Leon E. Trrus, Washington-Alaska 
director, National Automobile Deal- 


ma, Wash. 
* + 
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How to Make Money 

In today’s market, many an auto- 
mobile dealer is in trouble because 
he is not making enough money 
selling cars at a low markup be- 
cause of competition and barely 
making ends meet. His overhead 
expenses stay constant and bills 

must be paid. 

If the dealer only looked around 
his establishment, he could readily 
see that the service department is 
one of his answers in today’s mar- 
ket and he could raise his profits 
by having a money-making depart- 
ment. The customers are there and 
they come in for service and lubri- 
cations when requiréd. If he would 
consider the service department as 
a solution to his low profits and not 
as a necessary evil because the fac- 
tory franchise requires him to have 
it. 

More cars are sold to satisfied 
service customers today, and they 
in return recommend their 
friends to buy cars at a dealer 
because they are satisfied and the 
faults the automobile had were 
corrected promptly and efficient- 
ly. The buying public will not 
recommend or repurchase an y- 
thing on the market teday unless 
they are pleased with its per- 
formance. 










is 





‘Veterans’ Meet— 


T. C. Connell, left, received an invitation 
to visit Chevrolet executive offices recently 
on a matter that had nothing te do with 
his dealership in Killeen, Tex. K. E. Staley, 
right, general sales manager, wanted to 
congratulate him on his election as com- 
mander of the Veterans of Foreign Wars, 
which was in convention in Detroit. Staley 
is also a veteran but did not cross mili- 
tary paths with Connell in World War Ii. 
Staley served on Gen. Omar Bradley's 
staff in Evrope. Connell, who has oper- 
ated the Connell Chevrolet Co., Inc., Kil- 
leen, for five years, was in the Pacific 
theater. 





Short Sells After 30 Years 
BELLEFONTAINE, O.— Harold 
G, Short, owner of H. G. Short & 
Co., Inc., and a Ford dealer here 
for 30 years, has sold the dealer- 
ship to L. T. MacGillivray. He will 
= business as MacGillivray Motors, 
c. 





ITS ALL PONTIAC / 


(and another big year for all Pontiac dealers) 


PONTIAC FOR ’61! THE ONLY WIDE-TRACK CAR! That's why Pontiac dealers will become the destina- 
tion of the busiest haulaways in the business. Any way you look at it you can see this one is perfectly designed 


to make the Pontiac franchise more valued than ever. Pontiac MOTOR DIVISION + GENERAL MOTORS CORPORATION 
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WHY 
KNOCK YOURSELF 
OUT FOR 






By Martin L. Whitmyer 
Staff Writer 


Beginning this fall, Geyer, Morey, 
Madden & Ballard, Inc., offers tui- 
tion assistance to any staff member 
who takes a night school course to 
further his or her career. 


To qualify for the tuition re- 
































, 
There’s a fund, the Geyer staffer at the time 
new, hot market he registers for his course files a 
waiting to be PEANUTS ? written application, approved by 

his department or account group 
— pc vst wel hd head, with the agency’s personnel 
manager. The application calls for 
are discovering the name of the school and course, 


the amount of tuition fee and why 
the student thinks the course will 
help him on the job. 

ca * + 


each sale means 
bigger than usual 
— profit. Investigate 


paaaeenie ee Chrysler-QXR in Pact 
ssenge One of the largest FM - 
station wagons. They dal continste—ona. believed . *e 


the first nationwide FM program 
buy—has been signed by Chrysler 
Division for its Imperial line, and 
the QXR Network. 

The sale involves 27 top markets 
across the country for a five-min- 
ute news series, “The Imperial 
Press Club,” to be heard Monday 
through Friday evenings began 
Oct. 3. 


save money for your 
customer—mean more money 
for you. Call or write 
Checker Motors today to 
hear more about the 
new Checker cars and 
about the people in your 
area who are waiting 
now to buy a Checker 
from you. Complete 

‘‘In Business’’ starter 
package includes 
a trigger-ready 
merchandisin 
campaign that will 


* * * 


A New High for Avis 

The largest automobile rental ad- 
vertisement ever to be published in 
a national magazine was run by 
Avis Rent-a-Car System, Inc., Bos- 
ton, in the Oct. 1 issue of the Sat- 
urday Evening Post. 


bring in the The advertisement, a three-page 

best prospects bleed inseration appeared as an in- 

right away. Side front cover gatefold and first 
adjacent page of the magazine. 


Regarded as a milestone in the 
automobile rental industry, the ad- 
vertisement will be heavily mer- 
chandised among Avis executivés 
and station managers, key travel 
agents, and the car rental public. 
Full color preprints of the ad and 
full promotion kits of related ma- 
terial will be supplied nationally to 
Avis managers. 

* 


Specifications subject to 
change without notice. 
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© 1960 Checker Motors Corp. 


CHECKER MOTORS CORP. 


KALAMAZOO, MICHIGAN 





* * 


More Radio for Monroe 


Sponsorship of an additional na- 
tionwide radio program over 330 
Mutual Broadcasting System affili- 
ated stations on a 52-week basis 
has been announced by Monroe 
Auto Equipment Co. 

The new program, Monroe 
Sportsreel featuring Bill Stern, will 
be heard at 5:30 p.m., Eastern 
Standard Time, five times weekly. 

The program is in addition to 
two morning broadcasts sponsored 
by Monroe. 






* * * 


Gough Industries Campaign 

A new approach in automotive 
advertising and merchandising was 
kicked off recently by Gough In- 
dustries, Inc., distributor of auto- 
mobiles by British Motor Corp. 

A double-page spread appeared in 
the main news section of the Los 
Angeles Sunday Times, offering an 
unprecedented notarized new and 
used-car warranty, and a page of 
classified used-car offerings by all 
authorized BMC dealers in the 
area, 

From an advertising standpoint, 
it is the first time that a full page 
of classified advertising has ever 


tion of a Los Angeles newspaper, 
officials said. 
Oo *” + 


Seek More Car Ads for Radio 


A new sales weapon designed to 
increase still further the local 
radio advertising of new and used- 
car dealers—already the biggest 
local radio customers in the United 
States—was issued by Radio Ad- 
vertising Bureau. 

The new presentation contains 
eight reasons why car dealers, 
who already account for almost 
10 percent of radio’s $380-million- 
plus local revenue, should invest 
even more of their advertising 
budget in the sound medium, 

At the same time, the bureau re- 
leased to members a report detail- 
ing “how Detroit plans to use radio 


or for the 1961 model introductions.” 
a :S sae: has: s * * 
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VERY DESIRABLE TERRITORY STILL AVAILABLE—WRITE OR WIRE 


Newspaper Ad Seminar 


A seminar on “Creativity in 
Newspaper Advertising” will be 











Back to the Classroom .. . 


Auto Advertising 





been carried in the main news sec-| j 



















held Oct. 27 at the Savoy-Hilton 
Hotel, New York, 

Sponsored by the Bureau of Ad. 
vertising of the American News- 
paper Publishers Assn., the Assn, 
of National Advertisers and the 
American Assn. of Advertising 
Agencies, the seminar will cover 
copy, layout, run-of-paper color, 
readership and recent developments 
involving new creative uses of 
newspaper space. 

* * * 


Playboy Ups Guarantee 

Effective with its March, 1961, 
issue, Playboy will guarantee ad- 
vertisers a monthly paid circulation 
of 1,050,000. This represents an in- 
crease of 150,000 over the maga- 
zine’s current guarantee of 900,000. 

Under the new guarantee a black- 
and-white page costs advertisers 
$6,500. A two-color page in Playboy 
is priced;at $8,100 and a four-color 
page, $9,500. oe 


Brand Names Picks Aubrey 

James T. Aubrey jr., president of 
the CBS Television Network, hag 
been named chairman of the Brand 
Names Week planning committee 
for 1961. 

As chairman of the planning 
committee, Aubrey will organize 
and direct the nation-wide promo- 
tion of Brand Names Week, sched- 
uled for May 4-14, 1961, as well as 
the three-day meetings in New 
York City’s Waldorf-Astoria Hotel 
beginning May 2, 1961. 

* Ea * 


Canadian Comet to V&B 


Ford Motor Co. of Canada has 
selected Vickers & Benson to han- 
dle advertising for its Comet car. 
The account will bill an estimated 
$400,000. 

V&B handled advertising for the 
Frontenac, which has been scrap- 
ped. It was the Canadian version 
of the American-made Falcon. 

* ea * 


Union Carbide Goes Overseas 


Union Carbide has launched a 
12-month campaign to promote its 
products and corporate image 
throughout the free world. 

The company will use the world- 
wide editions of Reader’s Digest 
to advertise its diversified line in 
this country and abroad. 

+ om * 


8 Awards for Chronicle 


The Houston Chronicle’s use of 
color in both news, advertising and 
promotion has brought the paper 
eight awards. The newspaper won 
three first place awards, three hon- 
orable mentions and two special 
awards in 1960. 

The awards were made at the 
first annual Southwest Newspaper 
Color Conference, sponsored by the 
Texas Daily Newspaper Advertising 
Assn. and the Texas Newspaper 
Advertising Managers Assn. 

*” * * 


Personnel Changes 


John T, Davis from advertising 
supervisor of MoPar Division of 
Chrysler Corp. to 
advertising man- 
ager of McCord 
Corp., succeeding 
Edwin O. Bodkin 
who retired re- 
cently after hav- 
ing held the posi- 
tion for 37 years 
. . . Warren J. 
Reynolds f ro m 
manager of the 
Chicago sales of- 
fice to assistant 
publisher of Parade magazine... 
Walter E. Blanchard, former truck 
advertising manager for Ford, to 
consultant and liaison contact with 
Ford for Hildy’s Ford Blue Book 
Publishers, Inc. 

A. R. Penfield from account ex- 
ecutive at Minneapolis office of Bat- 
ten, Barton, Durstine & Osborn, 
Inc., to director of advertising for 
Gould National Batteries, Inc., St. 
Paul ... Walter Hagen jr. to De- 
troit manager of Sports Afield mag- 
azine. 


J. T. Davis 


Jamison Opens Showroom 

CLIFTON, O.— Jamison Motors 
has opened a new Rambler show- 
room at 354 Ludlow Ave. in this 
Cincinnati suburb, 
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Outdoor sells cars hard - 
when and where the selling 1s good 


Auto makers take a back seat to no one when it 
comes to moving products. That’s why Outdoor 
advertising shows up so big in their media mix. 


Auto makers know Outdoor delivers more prospects 
at a lower cost per exposure than any other medium, 
Outdoor hits prospects wherever they drive... when 
they’re most receptive...in big full color. 


There’s no more flexible medium. Outdoor blankets 
the nation at new car introduction time. Then settles 
down for the long hard pull of year-round selling. 
And it’s quick on its feet... quick to change with the 
market situation. 


Selective, hard-selling, big. These are the words for 
Outdoor. Ask anOAI man to show you how Outdoor 
posters, painted bulletins and spectaculars can sell 
hard for you...whether you sell cars, packaged 
products or soft goods. 


He'll put at your disposal all the research, planning, 
creative and merchandising services of Outdoor 
Advertising Incorporated—the national sales repre- 
sentative of the Outdoor advertising medium. 


Sales offices in: Atlanta, Chicago, Dallas, Detroit, Los Angeles, 
New York, Philadelphia, St. Louis, San Francisco, Seattle. 


=] OUTDOOR Weer 
| J INCORPORATED 
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Winning i Cooperation Is Easy When You Know How... 


How to Secure Help 


BOULDER, Colo.—‘“He’s one| eration. Here is how they go about 


lucky guy—people do things for him | it. 

whenever he asks. I can never get 1. Ask — never order. “Will 

others to help no matter how hard/| you .. .,” “Would it be possible for 
try.” you .. .” and such approaches cre- 


ate an air of receptiveness, An 
Army General can order and get 
results. The dealer cannot. No- 
body likes to be ordered around 


cooperatio 
others and without a doubt he 
worked at it. 


Getting others to do things for 
one is as necessary to business suc- 
cess as the possession of skill and 
technique, Whether the request be 
put to one’s assistant, an associate 
or fellow business man, definite pro- 
cedures must be used. 

The end result is worth the extra 
effort for it meang the dealer’s own 
job is made easier and more suc- 
cessful because he is able to secure 
cooperation from others, 

What are the techniques which 
make this possible for some men 
and not for others? We've checked 
the procedures used by dealers 
successful in securing such coop- 


Master Specialties’ Merger 
With Pyroil Announced 

LA CROSSE, Wis.—M., O. Weiby, 
president, Pyroil Co. Inc. La- 
Crosse, and Harold Petsch, presi- 
dent, Master Specialties Co., Inc., 
Savage, Minn., has announced the 
merger of Master Specialties with 
Pyroil 


Master Specialties, founded by 
Petsch in 1939, manufactures car- 
washing brushes, top carriers and 
tool specialties. Weiby said Petsch, 
in addition to his former duties as 
president of Master Specialties, will 
serve as development and advisory 
engineer for Pyroil and its subsidi- 
ary Champion Laboratories, Inc. 
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All of us like to work with and do 
things for the individual whom we 
admire in even the smallest degree. 

9. “You’re the one person I know 
can handle this.” This may seem 
patronizing to most of us, but it’s 
an excellent approach to use at any 
time, When it is very true, of 
course, it is indeed the ideal open- 
ing approach. Even when true to a 
limited degree it has positive value. 

10. Find a basis of common in- 
terest. This makes it more difficult 
for the other fellow to turn down 
a request for assistance, A mutual 
interest in anything serves to bind 
people together. 

11. Secure committment first. 
This is not always easy to do but 
where possible it is almost positive 
assurance of cooperation from oth- 
ers. Commitment as to the other 
person’s ability to do the job, his 
or her interest therein, etc., are 
areas which can be exploited at any 
time. 

12. Make sure of a receptive 
mood. Seeking cooperation from 
someone else when that individual 
is in a preoccupied mood is going 
up against a stone wall of resist- 
ance. There is always a good time 
and place in which to do anything. 

13. Avoid “buck-passing.” If we 
can make certain that we are not 


of Others 


and there is a roadblock to almost 
any request when it is given in the 
form of an order. 

2. Pick the right time and place. 
There are occasions when chances 
of acceptance are diminished should 
a request be put forth to anyone. 
Any individual dislikes being boxed 
into a corner to secure his coop- 
eration. Cooperation comes more 
surely when the other fellow is 
approached while relaxed and at 
ease; seldom when he is under ten- 
sion of any kind. , 

3. Be positive and assured. Hesi- 
tency or indecision encourages such 
indecision on the part of others, In 
manner of approach and choice of 
words used, one should take it for 
granted that the other person will 
respond to the request. 

4. Dangle some reward. Such re- 
wards need not necessarily be large 
in scope. Usually the mere pres- 
ence of some gain for the other 
fellow is all that is required... 
even if it is nothing more than as- 
surance of recognition. All of us 
hate to waste our time and effort— 
we like to see positive rewards for 
























take. 


Ask yourself... 
THESE SIX QUESTIONS 
about INTERCOM and SOUND 


obstacles which can be removed 
before the request is made, the 
easier it will appear to the other 
person. 

6. Go out of your way to help 
others. The man who establishes 
this in his own way of doing things 
always builds up a “bank account” 
of obligations on the part of others. 
This is a long-range procedure, 
however, and should be considered 
as such. The favor we do someone 
else today may not call for repay- 
ment until a long time into the fu- 
ture. Establishing such a policy for 
short-range use seldom produces 
results. 

7. Search out a “reason why.” 
Give the individual a reason why he 
should do what one asks willingly 
and base the appeal to him on that 
basis, This gives him a reason why 
he should cooperate and assures 
the dealer that he has selected the 
right person to carry out the re- 
quest. 

8. Work for the respect of others. 
People are always more willing to 
do things for someone they respect. 


26 New Dealers 
Sign to Handle 
Chrysler-Imperial 


DETROIT. — Twenty-six new 
Chrysler dealers in 16 states have 
signed new-car dealer agreements, 
according to E. M, Braden, general 
sales manager of the Chrysler and 
Imperial Division. 

Braden said that three of the 26 
new dealers will be volume Chrys- 
ler dealerships in that they will 
handle a sales volume well above 
the Chrysler dealer national aver- 
age. These dealers include: Mahon- 
ing Motor Co., Youngstown, O.; 
Gimma Chrysler, New Orleans, and 
Hayden’s Motors, Inc., Cincinnati. 

Other dealers in the 26 are: 

Pass-Davis, Inc., Niles, Mich.; 
Erie J. Miller, Inc., Ithaca, N. Y.; 
Courtesy Plymouth, Inc., Bingham- 
ton, N. Y.; Mentzer and Reed, 
Waynesboro, Pa.; Sellers Dodge 
City Motors, Inc., Dodge City, 
Kans.; Frensel Motors, Abbeville, 
La.; Davis Motor Co., Taylorville, 











CAN IT HELP ME SELL MORE CARS? 
Executone-equipped salesmen get in- 
formation from other departments 
quickly . . . close sales faster. Back- 
ground music creates a pleasant, re- 


CAN IT HELP ME MAKE MORE SERVICE 
SALES? Dealers, large and small, re- 
port 20% to 50% increases in custom- 
er labor sales with Executone Systems 
... delivery times are easier to meet; 
satisfied customers keep coming back. 














CAN IT GIVE ME BETTER CONTROL? 
The Executone-equipped Dealer has 
more time to manage...to merchandise 
... for new and used car sales, service. 


CAN IT KEEP MY MECHANICS WORKING 
FULL TIME? Executone intercom with 
remote reply lets mechanics answer 
inquiries without moving . . . obtain 
parts or tools without stopping work. 






CAN IT ADAPT ECONOMICALLY TO MY 
SPECIAL NEEDS? All the above 
Executone benefits can be tailored to 
your own way of operating... 
Executone Systems can be expanded or 
modified to meet changed conditions. 


CAN IT ELIMINATE BOTTLE-NECKS AND 
CONFUSION? Roving personnel are 
quickly located . . . jobs flow through 
smoothly . . . car jockeys are efficient- 
ly dispatched . . . with Executone. 


Get all the facts on Executone’s profit-building extras. Learn about 
Executone’s unusual services: no-cost communications survey of 
your operation . . . full installation responsibility . . . instruction 
of your personnel . .. maintenance on your premises . . . full-year 
guarantee. Mail this coupon today! 








Til.; R. A. Eek Motor Co., Inc., 
ee ee ee eee ee ee Rolla, Mo., and Beacon Sales and 
' i | Service, Charlotte, Mich. 

Adams Motor Co., Jackson, 

5 Leth, DME : : Tenn.; Fred Frederick Motors, Inc., 
: Y COMMUNICATION and SOUND SYSTEMS i Laurel, Md.; Lather Motors, Bish- 
Dept. 1-9, 415 Lexington Avenue, New York 17, N. Y. op, Calif.; Dearth Motors, Inc., 

J Please send me your booklet on HOW TO INCREASE AUTO SERVICE SALES, Mf | Monroe, Wis.; Parker Motor Co., 
t GOOD-WILL, AND PROFITS. 4 Pampa, Tex.; Iverson-Max Motors, 

Mitchell, S. D.; Langenfeld Motor 
B Name. i Co., Centralia, Ill.; Duffy Motors, 
g os . — |Inc., Valley City, N. D; Dan 
& — | O’Shaughnessey, Lansing; Auto 
J Address 5 Center, Inc., Thibodaux, La.; Owl 

Garage, Honesdale, Pa.; Maryland 
t a eee a £ Motors, Inc., Bookville, Md.; Lavoie 
y (in Canada: 331 Bariett Avenue, Toronto) J ne Co., iu, Dodi, seas. and 
ee ee ee ee ee rattans, Southampton, N. fr. 



































even the smallest tasks we under- 


5. Set it up first. Make it appear 
to the other fellow that whatever 
one asks is easy to do and that 
most of the preliminary work has 
been completed. Compliance comes 
more easily if the other fellow is 
assured that part of the task has 
been completed. The more major 


asking someone else to do some- 
thing that is rightfully our chore, 
we have things going in our favor. 
By the same token, it is best to 
avoid asking someone to do some- 
thing that is obviously some other 
individual's responsibility. 

14. Ask for a “little help.” Pre- 
senting one’s request with the 
thought that a “little help” is re- 
quired rather than tackling the 
whole job will secure response. 

On the other hand, we can hardly 
blame any individual for turning 
us down if we present the effort as 
being monumental in nature. 

—E. W. Fair 


Gas-Tax Yield 
Up in S. Carolina 
Despite Compacts 


COLUMBIA, S. C.—Chief High- 
way Commissioner Claude R. Mc- 
Millan and other state officials say 
the advent of compact cars so far 
has not affected collections of the 
state gasoline tax. 

They see no serious reduction in 
the foreseeable future because of 
wider use of the small automobiles. 


MeMillan said he feels the effect 
of the compacts upon state income 
will be contingent upon the degree 
to which they replace regular-size 
automobiles in the future. He is of 
the opinion that many vehicle own- 
ers who have purchased small cars 
up to now use them as second cars, 
with the result that the overall reg- 
istration is increasing. 

“There is no doubt the presence 
of the small car has made itself 
evident in South Carolina, as shown 
by the increase from 15,589 in 1958- 
59 to 26,501 in 1959-60 in the number 
of motor vehicles registered in the 
two lowest vehicle weight classifica- 
tions into which most of the small 
cars fall,” one observer remarked. 

Otis W. Livingston, chairman of 
the State Tax Commission, noted 
that gasoline revenues have in- 
creased annually for many years 
and rose almost 4% percent during 
the period of the greatest boost in 
small-car registrations. 


Canadian Makers 


Blamed for Layoffs 


TORONTO. Malcolm Smith, 
president of Oshawa Loca] 222, 
UAW-CIO, blamed automobile man- 
ufacturers for the cutback in em- 
ployment of auto workers for the 
1961 production season in Canada. 

General Motors has announced it 
will not recall some 1,000 men laid 
off eight weeks ago prior to the 
annual changeover. Ford an- 
nounced it will eliminate an entire 
shift for the coming year. 

“Manufacturers are more to 
blame than anyone else for the 
present situation,” said Smith. “The 
fact is they have not produced a 
car which Canadians in the lower 
wage bracket can afford and which 
could compete with imports from 
Great Britain and Europe.” 

Earlier, union spokesmen had 
blamed imports for the cutbacks in 
employment. 
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No Charge 
for Children 


Air-Conditioned Rooms 


Television and Radio 
Convenient Parking 
WOodward 3-7100 
Jerry Moore, gen. mgr. 
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FREE TELETYPE RESERVATIONS 


FOR ALi ALBERT PICK HOTELS 










LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 














Type 12 Shown on VW 
Dealer Cost, $14.85 
Send for Details on Your Make 


CAMELL c». 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 


































AUTO COMPASSES 


America’s motorists save time, gas and 
worry when they depend on famous Hull 
compasses. This means steady sales and 

c profits for dealers. Hulls make ideal 
gifts and their accuracy and dependability 
assure satisfied customers for you. You'll 
also like the many point-of-sale helps and 
other merchandising aids furnished. 

_ Write for details of Hull's complete 
line of Auto and Boat Compasses. 


f a 
illuminated 


List 
$6.95 


and 
$7.50 


List 
~—Y.*, $5.95 


and 
non-illuminated $6.50 


WULL-THE COMPASS THAT WORKS-FOR CARS & BOATS 
Lat 


uae 10, WARREN. OHIO 





| Use this handy coupon for details on in- 
troductory assortments ond free display 
material, 
Individual’s Name —— 
Company Name 
Street 

City 


Zone State 


| Nearest Jobber's Name 


Lo. — ~~. 


itp 


32¢ 
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Symposium on Dealer Problem. . . 
Auto Leaders Discuss 


Ways to Better Selling 


(Continued from Page 172) 





energies and abilities —J. B. Navcu-| this type requires continuing effort 
ToN, general sales manager, Dodge.| at large cost and permanent setup. 
* 


a Fourth, an outside firm well quali- 
p Long-Term Task fied in this type of work should 


ieee automobile manufacturers, ° ° 
dealers, trade associations must Court Dismisses 


agree that the problem is of major 
st. importance and the solution is Uz C. Buyer’s Suit 


worthy of their 

collective efforts.| SYRACUSE —A $150,000 suit 
Secondly, a major| against TV’s Ed Sullivan, the Lin- 
segment of the|coln-Mercury Division and Bob 
above groups| Barth, Inc. (Lincoln-Mercury) has 
must indicate a| been dismissed in Supreme Court 
desire to partici-| “for insufficient evidence to sustain 
pate actively inits|the actions alleged in the com- 
solution — must) plaints.” 

unequivocally| Elon J. Frazier, Syracuse, 
agree to specific} brought suit for injuries he said 
contributions of|he suffered in an accident in a 
money, personnel,| used-car purchased from Bob 
time, talent, or-| Barth, Inc., under the L-M “Safe 
Buy Seal” used-car promotion. 








Warren A. King 
ganization, other needs. 

Thirdly, all concerned should 
realize that an effective program of 








1 Promotions 
Stress Product, 
Curb Hooplah 


(Continued from Page 6) 


els, Strings of men’s shirts were 
displayed in show windows. 
* * 

IBERTY MOTORS (Dodge), 

Birmingham, Ala., joined with 
a department store in staging a 
fashion show in its showroom dur- 
ing the new-model announcement. 
A $250 ensemble was given away. 


Ford dealers in the Atlanta 
zone offered eight Falcons as 
prizes to persons registering in 
Ford showrooms during the 
showing of the new cars. 
Chenault Motor Co., Moulton, 

Ala., gave away prizes of $50, $25, 
$15 and $10 to those who registered 
in its showroom in a three-day pe- 
tiod. There were free gifts for 
children. 

New Orleans civic and business 
leaders were guests of Gimma 
Chrysler (Chrysler-Imperial) at a 
cocktail] party at the dealership 
the night before the public show- 
ing of the new cars. 

The Chevrolet Dealers Assn. of 
Virginia purchased an entire day 
of time on Virginia radio stations 
last week to publicize the ’61 Chev- 
tolets and Corvairs, A minimum of 
144 minute spots on each station 
Tteached major population areas. 

For additional coverage, two one- 
hour programs or segments were 
purchased on other radio stations 
serving small urban communities 
and rural areas. 

* 





* + 
BeARKING the introduction of 
Oldsmobile’s 1961 models in 
Lansing, the Downtown Business 
Assn. launched a three-day salute 
to the auto maker and its employes. 
Jack Wolfram, Oldsmobile gen- 
eral manager; Mayor Ralph W. 
Crego and Clarence Knapp, as- 




















be commissioned to do the job a 
under a board of directors ap- - 
pointed by the auto industry. Fifth, 
my guess is that it will take a 
minimum of five years to make a 
worthwhile contribution to the so- 
lution. — Warren A, Kina, Life, 
Time, Inc. 
* * * 


Starts with Dealers 


[a discussion must recognize 

that the stature of retail selling 
varies greatly between dealerships. 
There are many Buick dealers who 
largely through 
their own efforts 
have put retail 
selling on a high 
level. Their sales- 
men have been fed— 
with them 10, 15 Bailey ci 


or more years] ' , f 
and have _ been| Bailey, right, Bailey Motors Plymouth Cen- 


made to feel very | t®* Oxnard, Calif., has received the Chrys- 
much a part of ler Quality Dealer Award. Bailey gets his 
the dealership op- second-year plaque from J. B. Sparkes, 
i eration. Plymouth-DeSoto-Valiant Los Angeles re- 
E. C. Kennaré This is a trib-| gional manager. 
ute to those individual dealers and 
their sales managers. Buick does/| of retai] selling must start with the 
its best to back them up with sales- | 38,000 dealers. Needed are upgraded 
men’s training programs and recog- | standards of recruitment of sales- 
nition such as the Salesmakers’|men and persistent training pro- 
Club activity. grams to keep the salesman individ- 
Elevation of the general stature! ually abreast of new techniques 





For the second straight year, J. O.| bought it where 


= Seebeck mmm = 
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ljand to make him knowledgeable 
| with an easy familiarity about both 


his own product and the competi- 
tors’—Epwarp C. Kennarp, general 
sales manager, Buick. 

* * + 


People Are First 


HE first step is high class per- 

sonnel. That requires assured 
and regular adequate financial re- 
ward, 

2. Dealer must 
build goodwill so 
his customers 
want to, and do, 
keep coming 
back. 

3. Car must be 
sold in such a 
manner that cus- 
tomer is glad. he 





he did and be 
happy with the 
deal he made. 

4. Any promises made must be 
scrupulously lived up to. 

5. Service for car after purchase 
must be good. 

6. Advertising should be honest 
and factual. 

With this kind of backing a sales- 
man can really function on a high 
plane.—Bixerr L. Wittiams, NADA 
president. 


B. L. Williams 





NEWS FOR CAR DEALERS! 





A LIFT THAT WILL HANDLE ALL OF THE 1961 CARS 


WEAVER tw post wrt’ 


= 


Fore-and-aft adjustment to any wheel- 
base with movable front post. 





Side-to-side adjustment flexibility with 
sliding front and rear saddle adapters. 





No rails in the way . . . every under- 
chassis point readily accessible, re- 
gardiess of car design or construction. 


sociation vice-president, took part 
in ceremonies at which the new 
models were unveiled. 

Various parts from old and new 
Oldsmobiles were displayed by 
downtown merchants in store win- 
dows, and an F-85 compact was 





and given away at the end of the three- 
dull day observance. 

and 

deal 


“i § SP Appoints 


and 
ice & Weaver as V-P 


SOUTH BEND.—Appointment of 
i Charles R. Weaver, 52, as a vice- 
‘, president of the Automotive divi- 
Sion of Studebaker-Packard is an- 
DATS Nounced by A. J. Porta, executive 
Vice-president and Automotive di- 
, Vision general manager. 
jor | Weaver will retain his present 
Position as Export division general 
Manager in addition to his new 
title, Porta said. Weaver has man- 
aged the Export division since last 
May, and has served on the staff 
of the corporation's executive vice- 
president. He joined Studebaker in 
1946, 


bid] 


L 


With a Weaver Twin Post Lift there’s no lifting problem with any 
of the new 1961 cars . . . full size or compact, regardless of type of 
construction or suspension. The movable front post permits adjust- 
ment to any wheelbase in a few seconds. Adjustable front and rear 
adapters are available for proper lifting contact on any car regard- 
less of design. Universal Rear Wheel Adapters make it possible to 
handle cars with rear engine installation or unconventional sus- 
pension with ease. Your best buy for fast and efficient handling of 
1961 cars—and older cars as well—is a Weaver Twin Post Lift. . . 
THE LIFT THAT WILL LIFT ANY CAR! See your Weaver 


THE ANSWER FOR 
“QUICK SERVICE” DEPARTMENTS! 


A Weaver Twin Post Lift lets your me- 
chanics perform the “short order" 
services faster, and turn out more 
work in less time. 


Lubrication and oil changes 
Wheel and tire removal 
Brake adjustment and repairs 


Wheel alignment—with low-cost, 
portable Weaver Twin Post Lift 


Jobber today! 





Alignment Outfit. 





WEAVER MANUFACTURING DIVISION « DURA CORPORATION 
Springfield, lil., U.S.A. 


A COMPLETE LINE—AND NO ONE BUILDS 


SERVICE SHOP EQUIPMENT 


OVER 50 YEARS SERVING THE AUTOMOTIVE SERVICE INDUSTRY 

Complete Weaver line includes: Twin Post* Lifts © Triple Post Lifts* e Frame Type, Roll-On and Free-Wheel Single Post Lifts 

Unit Lifts e Bumper Jacks © Car Washers @ Wheel Alignment Equipment e Testers © Brake Testers 
Wheel Balancing Equipment e Jacks @ Wheel Dollies © and Air Compressors (*Registered Trademarks) 


IT BETTER THAN WEAVER 


4 
A 


cca till cool 


Senter nthe 
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RECOGNIZED 
DEVO EA 

CVU iad 
SINCE 1911 


AUTHENTIC 
CURRENT VALUATIONS 
AT YOUR FINGER TIPS! 
Everything you want to know: 


RETAIL-WHOLESALE FINANCE VALUES 


Domestic cars, leading Import cars and Trucks, up to 1% ton capacity 
for past 6 years ! 

Shows front end illustrations, gives motor, serial number locations 
PLUS title, horsepower ratings, sales and tax data for all states, 
insurance symbols, etc. 

One year subscription includes 8 revised up-to-date, 
bound editions for your area. 


BLUE BOOK 


Used Truck Valuations 
Official service providing truck valuations and 
data for practically all makes regardless of 
tonnage, up to 7 years old for your area. 
Data includes model, motor and serial 
numbers, capacities, G.V.W., W.B., H.P. 
ree 0 
Published twice a year. 
Full year’s subscription $10.00 


NATIONS PARTS & LABOR MANUAL 

DOMESTIC CARS. A detailed master 
service covering Collision and Chassis— 
Mechanical operations all cars up to 8 
years old. Shows: 

LABOR CHARGES. Official time studies 
in hours and tenths calculated at your 
hourly rate. 

PARTS PRICES. Factory suggested re- 
tail prices. Exploded views, front, rear 
suspensions, power steering, moldings, 
body diagrams, most complete. 
Giant-sized ring binder, tab-indexed 
manual with complete revision service 
$21.00 for one year, over 1800 pages. 


IMPORT PARTS & 
LABOR MANUAL 


Same comprehensive facts for leading Import 
cars also cross-indexed to operation sections with 
revision servi ‘ 

e service for one full year $14.00 


FARM TRACTOR & IMPLEMENT BLUE BOOK 


Covering all used Tractor and Farm machinery up to ten years old, 
authoritative, ‘‘As Is,’ Finance or Loan Values with Nebraska Test 
numbers and results. Published annually $10 00 


$8.00 









NATIONAL MARKET REPORTS, INC. 


900 South Wabash Avenue °* Chicago 5 









Pricing the Big Three Compacts 


(Lowest-priced model in each body style.) 





Overall Price Level Drops; 
Falcon, Comet Hold Line 


(Continued from Page 3) 


quite a bit greater than in Chrys- 
ler Corp.’s Plymouth-Dart setup. 
Darts are only about $20 more 
than comparable Plymouths. 


Mercury prices start at $2,417 for 
a Meteor 600 six-cylinder two-door 





‘61 Mercury Prices 


(Including federal tax and sug- 
gested Sra ene oe 
charges.) 

Mercury’s ’61 and ’60 models 
are not directly comparable be- 
cause of changes in the manufac- 
turer’s marketing structure, 


Meteor 600 Six 
"61 


4-dr. Seam .0.......cccccccccccceeees $2,471 

BoB TOOT vaiccciscescovssevcessssess 2,417 
Meteor 800 Six 

setiipanewisionuedeabideren 2,649 

2-dr. NIN Scccvcstecvecicovscstesited 2,595 

4-dr. Hardtop. ................0.... 2,721 

2-dr. Hardtop ...................00 2,656 


Meteor prices are for six-cylin- 
der models, For V-8s, add $116. 


Monterey V-8 
4-dr. Sedan ...............ccsse0e0s 
4-dr, Hardtop .................0....... 2,941 
2-dr, Hardtop ..................... 2,876 
Convertible ............:cccccccecesee 3,126 
Station Wagons 
4-dr. 2-seat 
Commuter Six .................. 2,806 
4-dr, 2-seat 
Commuter V-8 ................... 2,922 
4-dr, 2-seat 
Colony Park V°8 .............. 3,118 





Low-Priced Big-Car Lineup 


OHEVROLET 
Biscayne 





$125 on other units. 


DART 
Seneca 


Six 
$2,330 
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TO PROFITABLY SELL 
USED CARS—USE 


Dealer Repo Loss 
Nearly $500,000 
In S.F. This Year 


SAN FRANCISCOW—A total 
group loss of $492,142 was reported 
by 207 dealers in the first seven 
months of this year in a survey of 
repossessions by the Northern Cali- 
fornia Motor Car Dealers Assn. 

The survey listed 473 new-car 
repossession sales with an average 
loss of $412.73 and 1,107 used-car 
repossession sales with an average 
loss of $256.51. The average loss per 
unit for the total of 1,580 repos- 
session sales was $311.48. 

Amos T. Crowl, association man- 
ager, said “We were moved to ask 
for this information because of the 
inference made in a recent State 
Assembly committee hearing that 
dealers made money on the sale of 
repossessions!” 


DAF Prices Cut 
On Two Models 


STAMFORD, Conn.—Price reduc- 
tions of $104 on the DAF 600 stand- 
ard and $54 on the deluxe model 
have been announced by Jan 
Soeten, president, DAF of Holland, 
Inc., importer of the Dutch-built 
car. 

He said the new suggested retail 
price at the New York port of entry 
is $1,395 for the standard and $1,545 
for the deluxe, Automatic transmis- 
sion is standard equipment. 

Soeten said the price cuts were 
possible “because of the steadily 
increasing production at the fac- 
tory in Holland, which has reduced 
operating costs.” 


2-dr. 
Sedan 


$1,912 


4-dr. 
Wagon 


$2,268 
2,266 
2,327 
2,353 
2,382 
2,438 
2,654 
. 2,654 


sedan, A V-8 engine is available for 
$116 extra, All Mercurys were V-8s 
last year, and the lowest-priced 
model was $2,631, 

* * * 


bce Monterey series is Mercury’s 
top line for ’61. It was the low- 
est-priced series last year. The ’61 
Monterey prices range from $2,869 
for the four-door sedan to $3,126 
for the convertible. 

The figures are higher than last 
year’s, but engine and equipment 
changes render the ’61 and ’60 Mon- 
terey models not directly compar- 
able. 

Mercury equipment prices have 
been reduced, Pushbutton radio 
dropped from $86 to $65; heater 
dipped from $78.70 to $75.10, and 
power steering was cut from 
$106.20 to $81.70. 

Automatic transmission is $179.80 
for sixes and $189.60 for V-8s, the 
same prices as those listed by Ford 
Division, Mercury’s automatic unit 
was $231.30 last year. 

of + *~ 
=a Newports start at 
$2,964, compared with $3,194 for 
the lowest-priced '60 model, The 
Windsor is now Chrysler’s middle 
series and is priced $11.55 above 
comparably equipped ’60s. Most of 
the hike resulted from increasing 
the suggested dealer-preparation 

charge from $55 to $65. 

All New Yorker models were re- 
duced, The decrease was $96.15 on 
the four-door hardtop and about 


Labor Secretary Backs 


Use of Auto Seat Belts 


WASHINGTON. — Secretary of 
Labor James P. Mitchell has voiced 
support for the use of seat belts 
in all government vehicles. 

Mitchell said the belts substan- 
tially reduce death and injury from 
accidents. He said the 35 deaths 
and 2,000 injuries in auto accidents 
last year cost the government $2.5 
million. 


DON'T REPLACE 


WINDSHIELDS 


DUE TO 


MERCURY PLYMOUTH 
Savoy 
Six Six 


$2,310 


FORD 
Fairlane 


$2,315 








2,278 2,261 2,260 
Pioneer 
Six 500 Six 
$2,459 
2,410 
2,488 
Phoentx 
Six 
$2,595 
2,677 
2,618 
Phoenix 
v-8 
$2,715 
2,796 
2,737 
2,988 
Seneca 
Six 


2-dr. + Hardtop... 
Convertible 


2-dr, 2-seat 


4-dr. 2-seat 


Wagon.............. $2,695 


Falcon-Comet Prices—'6! vs '60 
(Including federal tax and suggested dealer-preparation charges.) 


61 60 Difference 
$1,974 

1,912 

2,287 

2,225 


4-dr, 
2-dr. 
4-dr. 
2-dr. 


"60 
4-dr. $2,053 
2-dr. 1,998* 
4-dr. 2,365* 
2-dr, 2,310* 


*—The following items were standard equipment on the ’60 Comet 
but are part of an extra-cost trim package for ’61: Rear-seat arm 
rests and ash tray, deluxe steering wheel and horn ring, cigar lighter 
and door-operated domelight. The retail prices of these items is about 
$28.50. 





WIPER MARKS 


Buff on sas with special co 


‘ 


Send check or money order to: 
Lt & M COMPANY 
P. ©. Box 57 
Atlantic Beach, L. I., N. Y. 









M. H. BURY'"s 
newspaper advertising column 


| Rolling Wheels 


syndicated by 
A. M. Beitier +» Advertising 
1912 Delancey Place, Phila. 3, Pa, 
PE 5-97 





WESTERN 
SNOWPLOWS 


With Power Hydraulic Lift 
For All Vehicles 
WILLYS, FORD, 


+= 835% —- 


Ready to install on Your Vehicle 
FOB FACT 
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foot backwall, one of the largest in 
the show. 

A white two-door model will be 
displayed on a turntable in the 


All Aboard for Cobo Hall... 








Detroit’s Big Show 
Kicks Off Saturday 


(Continued from Page 1) 


$54-million Cobo Hall’s first major 
exhibit, and will be preceded by 
dedication ceremonies Wednes- 
day (Oct. 13). 

Detroit’s Mayor Louis C, Miriani 
will dedicate the building, named 
in honor of the city’s former Mayor 
Albert E, Cobo, and Benson Ford, 
chairman of the Ford Motor Deal- 
er Policy Board, will preside. 

The full story of auto production 
will be told in exhibit form for the 
first time in the Wonderland ex- 
hibit in the building’s 2%-acre riv- 
er-level display hall. 

Hundreds of major automotive 
suppliers and producers of basic 
material are cooperating in this ex- 
hibit, which will be larger than 
most auto shows in the past. 

* . + 


FOUR-C ENT commemorative 

stamp honoring the auto indus- 
try will be placed on sale for the 
first time Saturday in conjunction 
with the opening of the show. 

The stamp, the fourth ever is- 
sued in honor of an industry, 
features the “Wheels of Freedom” 
theme. It will be sold at a special 
branch postoffice in the Wonder- 
land section. 

The nation’s television audience 
will get a glimpse of the automo- 
tive spectacular during an hour- 
long telecast over CBS-TV starting 
at 6 p.m. Sunday. Reynolds Metals 

Co. will sponsor the telecast. 

Ron Cochran, Charles Colling- 
wood, Nancy Hanschman, Bill 
Leonard and Harry Reasoner, CBS 
news correspondents, will describe 
the auto exhibits and Wonderland 
features, as well as interview auto- 
motive personalities and show vis- 
itors. 

The musical revue, whose theme 
also is “Wheels of Freedom,” was 
written especially for the show and 
will be staged four times daily in 
the 350-foot stage and theme cen- 
ter. 

Neal Hefti, the orchestra conduc- 
tor, has composed music he said 
“eulogizes the automobile in a 
swinging march tempo.” 

OK * * 


os and lyricist Bill Gammie 
have created eight numbers, 
featuring five new songs which will 
be sung by Julius LaRosa and 
Betty Ann Grove, 

The 30-minute revue also will 
feature the June Taylor Dancers, 
formerly seen on the Jackie Glea- 
‘son TV show; the Ray Charles 
Singers, once featured on the 
Perry Como Show, and the Hefti 
orchestra. 

The fashion show will be present- 
ed Oct. 17-22 on the stage under 
the sponsorship of J. L. Hudson 
Co., Detroit department store. A 
leading American designer will ap- 
pear each day to describe his cre- 
ations. 

In the stage area, cars on a 750- 
foot conveyor will move over pools 
of vari-colored water, enabling 
a visitor to stand in one place and 
view all of the ’61 models. 

The automotive carousel will be 
stopped only when the stage show 
is being presented, and during the 
once-a-day style show. 

* * 


HE center stage area, which ap- 
pears to float on water, includes 
a 20-foot diameter turntable which 
is backed by a curtain of colorful 
fabrics. 

The huge theme symbol carries 
the “Wheels of Freedom” mes- 
sage on three silver elliptical 
forms mounted on three golden 
wheels, each 18 feet in diameter. 
Several automotive groups will 

hold special meetings in Detroit 
during the show. 

Directors of the National Auto- 
Mobile Dealers Assn. will meet 
twice, at 9 a.m. Oct. 17 and 18 at 
the Whittier Hotel. The new sales- 
and-training program will be a 
Major topic of discussion. 

A luncheon-meeting has been 
scheduled in Cobo Hall Oct. 20 for 
the Automotive Old Timers, and the 
28rd annual meeting of the trustees 
of the Automotive Safety Founda- 
tion will be held Oct. 18 at the 
Sheraton-Cadillac Hotel. 

The admission fee is 50 cents for 
adults and 25 cents for children 





















under 12, A number of auto firms 
and suppliers have purchased big 
blocks of tickets for distribution 
among their employes. 

Harry A. Williams, AMA manag- 
ing director, is manager of the 
show, and Charles L, Jacobson, 
Chrysler Corp, dealer relations 
vice-president, is chairman of the 
show committee, Colbert is presi- 
dent of AMA, 

A description of the various 
makers’ exhibits follows: 

* * * 


Chevrolet 


CAMPING scene and suburban 
locale will be highlights of the 
Chevrolet display, in which each 
unit will show how Chevrolet and 
Corvair cars and trucks fit into the 
scheme of modern living. 
Greenbrier Park, the camping 
scene, will feature a pond, live 
fish, trees, tent, patio and the 
new Corvair van-type Greenbrier 
sports wagon. 

The wagon will be equipped for 
outdoor living, emphasizing the 
qualities of the car which make it 
particularly attractive to the sports- 
man and camper, Chevrolet said. 

Near Greenbrier Park in the 23,- 
000-square-feet Chevrolet area will 
be Lakewood Lane, a suburban 
scene which spotlights the new Cor- 
vair station wagon. 

Chevrolet will display 36 vehicles 
—22 cars, 13 trucks and one special 
unit. There also will be numerous 
mechanical pieces and audience- 
participation features. 

cm * ok 


Ford Division 


GIANT 47-foot turntable, on 

which there will be three small- 
er turntables for display of three 
cars, will be the centerpiece in the 
Ford Division display. 

The big turntable weighs 15 
tons, took six months to build, 
and is operated by 12 electric mo- 
tors. Twelve speakers located 
around the turntable will enable 
all spectators to hear the narra- 
tion for the three cars, the com- 
pany said. 

Other special displays include an 
animated exhibit of Ford acces- 
sories, a pushbutton exhibit of 
power equipment and decorative 
identification towers. 

Fifteen cars—two Thunderbirds, 
four Falcons and nine standard 
models—and eight trucks will be 
shown. The ’61 Thunderbird will be 
making its first public appearance. 
It will not debut in dealer show- 
rooms until Nov. _J° 


Studebeber 


TUDEBAKER-PACKARD 

CORP.’S line of Lark and Hawk 
models will be exhibited in a 
Hawaiian setting, featuring an 
Hawaiian garden complete with 
coral, waterfalls, tropical plants, 
fruit and exotic flowers direct from 
Hawaii. Two fountains will be sur- 
rounded by Hawaiian fidwers. By 
picking up one of 16 telephone sets 
in the exhibit, visitors can hear re- 
corded messages telling about im- 
provements on the ’61 Larks and 
Hawks. There also will be a power 
display featuring engines, trans- 
missions, suspension system, bucket 


and reclining seats. 
*” * ot 


Chrysler-Imperial 


Qe of the highlights of the 
Chrysler-Imperial exhibit will 
be a circular stage featuring “A 
Ride in Your New Chrysler” in 
spaceship motif. 

Chrysler’s new standard economy 
car, the Newport, will be displayed 
on another circular stage. An Im- 
peria] Crown four-door hardtop fin- 
ished in a special futuristic exterior 
paint will be another feature. 

Nine Chryslers and eight Impe- 
rials will be displayed in the 10,300- 
square-foot exhibit area. There also 
will be displays of color, fabrics and 


engines, 
* * * 


DeSoto 


Tae DeSoto display, featuring 


eight hardtops, will be built 


around a futuristic concept. Along 


the back of the exhibit is a 160- 

























midst of a maze of lines and figures 
created in the modern art concept. 
+ * 


Plymouth-Valiant 
i four seasons—winter, spring, 


settings for the Plymouth and Val- 


13,330-square-foot exhibit area, 
there are four fiberglass shell-shap- 


for each season. 

The winter scene pictures a 
skiing resort against the back- 
ground of mountains and snow. 
Spring is a waterfront park 
scene highlighted by a waterfall. 
Summer is an oceanside scene 
with a sandy beach. Fall is a 
picturesque country lane. 

A white car will be the center of 
attraction in each setting. The cars 
will be a Plymouth Fury convert- 
ible, Plymouth Fury two-door hard- 
top, Valiant V-200 two-door hard- 
top, and a Valiant V-200 station 


wagon. 
* 


ae * 
Dodge 
oe central theme of the Dodge 
display will be a 46-foot-diam- 
eter pool of water four inches deep. 

A specially trimmed Dart con- 
vertible, a two-door Lancer hard- 
top and a Polara will be exhibited 
on three slightly concave turntables 
which form a triangular effect in 
the pool. 

This display will be accented 
by a 12-foot triangular “see- 
through” structure in the center 
of the pool. A fountain within the 
structure will background names 
of the cars on the three walls. 

A 20-foot wide ramp-platform, a 
foot above floor level—will encircle 
the pool. Spectators will be about 
eight inches above the surface of 
the turntables, A rock garden, 
fountain and small speaker’s plat- 
form will be located between each 
turntable, 

Dodge will exhibit a total of 19 
cars, while smaller displays will in- 
clude six and eight-cylinder engines 
and Torsion-Aire suspension. 

* oe 


Lincoln-Mercury-Comet 


AN ARCHED triangular struc- 
ture with a space-age design 
will focus attention on the display 
of Lincoln Continental, Mercury 
and Comet cars. 

Each car will be exhibited on a 
turntable between each of the tri- 
angle’s sculptured wings. 

* * 


Buick 


Bu will exhibit 17 models, in- 
cluding four Specials, its new 
entry in the compact-car field, in a 
10,920-square-foot display area. 

Utilizing a ’61 standard car chas- 
sis which incorporates a new cruci- 
form frame for increased safety 
and riding comfort, a lecturer will 
point out Buick’s new features. 

Other highlights will be the Spe- 
cial’s 155-horsepower, aluminum 
V-8 engine, which Buick gays is 
the first ever built in the United 
States, and the Special’s new alu- 
minum transmission. 


"Willys 
CHINESE waterfront will be 
the setting for the eight Jeep 
vehicles which will be displayed in 
the Willys exhibit. 

The vehicles will appear to be 
floating on Oriental sampans, and 
visitors will view the display from 
a simulated dock. The theme was 
borrowed from the TV series, 


“Hong Kong,” which Willys co- 
sponsors. $ 
* ok 
Pontiac 


A SPECIAL Tempest display will 
be a highlight of the Pontiac 
exhibit of 21 new models in a 
12,000-square-foot setting. 

While a commentator describes 
the new compact’s new engineering 
and styling features, the Tempest 
body will tilt upward, exposing the 
mechanical innovations. 

There also will be a power-steer- 
ing display and an exhibit showing 
all color and trim combinations 
available on the ’61 Pontiacs. 

” * * 


Rambler 


EWS bulletins, Rambler com- 

mercials and public-service 
messages will be flashed on a large 
lighted sign in the American Mo- 
tors Corp. exhibit. The sign ig simi- 
lar to that on the New York Times 
building in Times Square. 


summer and fall—provide the 


iant displays. In the middle of the 


ed stages which form the setting 









Model of Plymouth's Four-Seasons Display— 


This is a model of Plymouth's four-seasons exhibit at the 43rd National Automobile 
Show Oct. 15-23 at Detroit's Cobo Hall. Appropriate seasonal scenes are painted on 
four shell-shaped backdrops (center) and there are numerous shrubs, flowers, waterfalls, 
sand, snow and other seasonal elements. 


* * * 


Where and When... 


Calendar of Auto Show 


Wednesday, Oct. 12 


Detroit Symphony Orchestra 
invitation concert featuring world 
premiere of specially commis- 
sioned symphonic salute to the 
United States auto industry, 8:30 
p.m,, Ford Auditorium. 

Ford Division National Teen- 
Age Press Conference, Pick-Fort 
Shelby Hotel. 


Thursday, Oct. 13 


Cobo Hall dedication ceremo- 
nies, 10:30 a.m., Cobo Hall. 

Ford Division National Teen- 
Age Press Conference, Pick-Fort 
Shelby Hotel. 

Ford Division special truck 
preview, Ford Central Office 
Building. 

Society of the Plastics Indus- 
try, press reception, 5:30 p.m., 
English Room, Sheraton-Cadillac 
Hotel. 

Ford Division Teen-Age Press 
Dinner, 7 p.m, Ford Central Of- 
fice Building. 


Friday, Oct. 14 


Ford Division National Teen- 
Age Press Conference, Pick-Fort 
Shelby Hotel. 

Thunderbird press preview, 
9:15 a.m., Ford Rotunda, Dear- 
born. 

Automobile Manufacturers 
Assn., national press luncheon, 
noon, Ballroom, Sheraton-Cadil- 
lac Hotel Postmaster General 
Arthur E. Summerfield will 
r 


peak. 

Great Lakes Steel Corp., re- 
ception, 2-6 p.m., Veterans Me- 
morial . 

American Motors Corp., press 
dinner (invitational), 5:30 p.m., 
Founders Room, Sheraton-Cadil- 
lac Hotel. 

Invitation Preview of Show, in- 
cluding stage performance and 
Auto Wonderland exhibit, 7-11 
p.m., Cobo Hall. 

General Motors Corp., press 
supper (invitational), 9 p.m., Ball- 
room, Statiler-Hilton oe 

Newsweek magazine, t-pre- 
view reception (invitational), 8 9:30 
p.m., Casino Room, Sheraton- 
Cadillac Hotel. 


Saturday, Oct. 15 


Show open to public through 
Oct, 23, 11 a.m.-11 p.m., Cobo Hall, 

Ford Motor Co., national press 
luncheon (invitational), noon, 
Sheraton-Cadillac Hotel. 

Half-time musical salute to 
auto industry, University of 
Michigan-Northwestern U niver- 
sity football game, 1:30 p.m., 
Ann Arbor. 

Chrysler Corp., press dinner 
(invitational), 7:30 p.m., Terrace 
Room, Statler-Hilton Hotel. 


Sunday, Oct. 16 


Antique car rally, Cobo Hall. 

Nationwide telecast of show by 
CBS-TV, 6-7 p.m., Cobo Hall. 

Reynolds Metals Co., cocktails 
and dinner (invitational), 6 p.m., 
Reynolds Office Building. 


Monday, Oct. 17 


National Automobile Dealers 
Assn., directors’ meeting, 9 a.m., 
Whittier Hotel. 

Detroit Economic Club, lunch- 
eon devoted to problems of high- 





way economics, noon, Ballroom, 
Cobo Hall. 


Time , reception for 
Industry Banquet guests, 5:30-7 
p.m., Founders Room, Sheraton- 
Cadillac Hotel. 

Saturday Evening Post, recep- 
tion for Industry Banquet guests, 
6 p.m., Penthouse, Veterans Me- 
morial Building. 

Industry Banquet, 7:30 p.m., 
Ballroom, Cobo Hall. President 
Eisenhower will be guest of 
honor and principal speaker, 

Tuesday, Oct. 18 


National Automobile Dealers 
Assn., directors’ meeting, 9 a.m., 
Whittier Hotel. 

Automotive Safety Foundation, 
trustees meeting, 10 a.m., Ball- 
room, Sheraton-Cadillac Hotel. 

Wednesday, Oct. 19 


many Se 
dinner, 7:30 p.m., Cobo 


Thursday, Oct. 20. 


Automotive Old a pgatag lunch- 
eon, noon, Cobo Hall. 


Generator Firm 


a 
Acquired by S-P 

MINNEAPOLIS. — Studebaker- 
Packard has acquired D. W. Onan 
and Sons, Inc., of Minneapolis, 
builder of electric generating 
plants. Terms of the purchase in- 
cluded cash, common stock and a 
share in future earnings. The price 
was not disclosed. 

Onan’s sales in 1959 totaled $14,- 
941,000 and its pre-tax earnings 
were $1,945,000. The company will 
continue under its present manage- 
ment, and will become the Onan 
Division of Studebaker-Packard. 

The complete line of Onan gaso- 
line and diesel power plants ranges 
from 500 watts to 130 kilowatts for 
primary, emergency and marine 
electric service. 


VW’s New Home 
Begins to Rise 


ENGLEWOOD CLIFFS, N. J.— 
State and local officials and area 
business executives helped break 
ground here Thursday for Volks- 
wagen of America, Inc.’s new $2% 
million national headquarters build- 
ing. 

Scheduled for completion in Oc- 
tober, 1961, the building—set on an 
18-acre wooded site in Englewood 
Cliffs—will house approximately 200 
Volkswagen of America employes. 


Crash Program 


Gets Director 


BUFFALO, — Cornell University 
President Deane W. Malott an- 
nounces appointment of Robert A. 
Wolf as director of the University’s 
automotive crash injury research 
program, with headquarters in New 
York. Wolf is presently a member 
of the technical staff of Cornell 
Aeronautical Laboratory, Inc., Buf- 
falo. He is head of the laboratory’s 
operations research department and 
will retain policy guidance of this 
group. 
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36 Executives Probed; Minor Resigns . 


Reports Clear Chrysler Command 


able limits that has not been done 
to bring all relevant facts to — 
“We are deeply gratified to 
that counsel have akon a 
no member of the executive man- 
agement was found to have or to 
have had any interest in or bene- 
fits from any Chrysler supplier 
which in any way conflicted with 
the best interests of Chrysler 
Corp. or interfered with the 
— performance of his du- 
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pany of his interests at the time 

that he joined Chrysler and that 

he had done nothing wrong. At the 

time, Chrysler took no action 
against Minor. 


Minor had participated in Plym- 
outh and Valiant announcement 
previews right up to the day of his 
ouster, 

The Chrysler-Minor rupture did 
come because of outside interests 
but not the ones discussed earlier 
in the investigation. 

Chrysler gave this account of 
the results of its investigation 
which led to the ouster of Minor: 
Minor was found to have a one- 

half interest in a partnership 
known as W & M Sales Co. and 
to have received sales commissions 
of about $20,000 since April, 1955. 

* 


E commissions were said to 

have come from Chrysler busi- 
ness placed directly or indirectly 
with Taxi Ad Co., Bel-Aire Process, 
Inc., and Transportation Advertis- 
ing Co. 

(Minor’s interests in the latter 
three firms have been discussed 
before. W & M is entering the case 
for the first time. W & M’s busi- 
ness has not been explained. The 
other three are Detroit firms; Taxi 
Ad handles ad cards for the backs 
of cabs, Bel-Aire prints ad posters 














































during dealer and staff meetings 


season. 

Minor said that he was called in 
on Sept. 30 and told that he must 
resign. He said he was at a loss 
to explain the Chrysler action since 


(Continued from Page 1) 


for what the company termed an 
improper outside interest. 


ECOND ie official dismissed 














reason to believe, that any of the 
executives, members of their fam- 
ilies or close relatives at any time 
during the past 10 years owned 
stock interests in Chrysler suppliers 
of a nature or under circumstances 
conflicting with the duty of un- 
divided loyalty to the interests of 
the corporation. 

“4. There is no evidence, and no 
reason to believe, that any of the 
executives received during the past 
10 years any gifts, loans, commis- 
sions, property, services or compen- 
sation in any form from supplier 
companies, other than minor gifts 
and entertainment.” 























DeSoto- 
pany said 
his resignation 
was requested 
after it was dis- 
covered that he 
had received $20,- 
000 in commis- 


sions through a Colbert, in Paris for a showing of 


the Dodge Lancer, said he was 
“very pleased with the findings and 
conclusions” of the investigators. 
He said the findings would reassure 
Chrysler’s executives, other em- 
ployes, dealers, stockholders and 
the public. 


ae Dewey firm gave this out- 
line of the material obtained 
from the 36 executives: 


“Each member of the manage- 
ment group was asked to (1) an- 
swer under oath a questionnaire 
prepared by general counsel .. . 
(2) supply copies of his federal in- 
come tax returns for each of the 
past 10 years, (3) give written au- 
thorization to the Internal Revenue 
Service to make available for in- 


mission arrange- 

. ment to Chrysler. 
Jack W. Minor The Chrysler 
probe got under way last spring 
after a stormy annual meeting in 
April. Among the welter of com- 
plaints hurtled at Chrysler man- 
agement during the meeting were 
charges of improper interests in 
Chrysler suppliers. 

The probe led first to the ouster 





* 


Ts chief spokesman for the an- 
timanagement forces, Dann, 
was somewhat less pleased with 
the results of the investigation. He 
termed the Kelley-Drye report “a 
whitewash” and said the Dewey re- 
port was “a whitewash of a white- 
wash.” 


* 


Minor. He went on to say that he 
had been praised by his superiors 


during the 1961 model introduction. 











of William C. Newberg after just 
nine weeks in the Chrysler presi- 
dency. Another victim of the probe 
was a $750-a-month purchasing of- 
ficial, fired for conflicting interests. 
Neither Newberg nor Minor 
was listed among the 36 officials 
who were checked by the investi- 


gators. 

The Chrysler investigation was 
conducted by the company’s law 
firm, Kelley, Drye, Nehall & Magin- 
nes, and the company’s independent 
accounting firm, Touche, Ross, 
Bailey & Smart. Pe 


Sd law firm of Dewey, Balan- 
tine, Bushby, Palmer & Wood 
was later called into check on the 
adequacy of the probe. Thomas E. 
Dewey, former governor of New 
York, heads the latter firm. 

Each law firm issued a report on 
the investigation and both reports 
said about the same thing—nothing 
improper was uncovered in the 


probe. 

The Kelley-Drye report had this 
to say about the financial interest 
of the 36 executives in firms which 
do business with Chrysler: 

“In every instance where a 
Chrysler executive, including his 
family and minor had 
an investment in a vendor com- 
pany whose sales to Chrysler av- 
eraged more than $10,000 a year 
during the period of the invest- 
ment, we found that: 

“1. No Chrysler executive held as 
much ag one-tenth of one percent 
of the outstanding stock of any 
such vendor company. 

“2. No Chrysler executive made 
an investment in any such vendor 
company having less than 450 
stockholders. 

“3. No Chrysler executive made 
an investment of more than $7,000 
in any such vendor company whose 
stock was not listed on a national 
securities exchange. 

“Weighing all the applicable fac- 
tors, we conclude that none of these 
investments made by any of these 
36 Chrysler executives, their wives 
and minor children, was in conflict 
with or adversely affected the in- 
terests of Chrysler.” 

+ 


ALSO was reported that no 
evidence of kickbacks had been 
turned up, all gifts received by the 
36 were of limited value (mainly 
Christmas gifts) and were not of 
such a nature that they could be 
considered improper and all free 
entertainment received was not of 
such a nature as to influence Chrys- 
ler officials in the performance of 
their duties. 

The Dewey-Balantine report con- 
firmed the material in the Kelley- 
Drye report and included details 
on how the probe was conducted 
and how the conclusions were 
reached. 

The Dewey firm gave this sum- 
mation of what it felt the investi- 
gation proved: 

“1. There is no basis in fact or 
in law for any claim by the cor- 
poration against any of the 36 
present executives by reason of 
any of the facts 

“2. Bach of the executives has 
made a full and frank disclosure of 
all relevant information. 

“8. There is no evidence, and no 





























He said the reports presented 


spection the original tax returns 
conclusions and no facts to back 
them up. 


filed for the same years, (4) supply 
copies of his Michigan state in- 
tangibles tax returns for each of 
the past 10 years, (5) give written 
authorization to the Michigan state 
tax authorities to make available 
for inspection the original tax re- 
turns filed for the same years, (6) 
give written authorization to all 
banks and banking institutions of 
whatever character to make avail- 
able for inspection all records and 
accounts relating to the individual 
involved, and (7) give similar writ- 
ten authorization to all brokerage 
houses.” 

The Dewey-Balantine report 
also took up some of the charges 
made against Chrysler manage- 
ment in a stockholders’ suit filed 
in Delaware. The suit was filed 
by a group headed by Sol A. 
Dann, Detroit lawyer who has 
been the chief critic of Chrysler 
management among the com- 
pany’s stockholders. 

The report said the investigation 
turned up no improper links be- 
tween L. L. Colbert, Chrysler chair- 
man and president, and Budd Mfg. 
Co.; Paul C. Ackerman, Chrysler 
engineering vice-president, and 
Creative Industries; R. P. Laughna, 
who heads the Chrysler corporate 
planning staff, and either Great 
Lakes Forwarding Co. or Valley 
Die Cast Co.; and R. S. Bright, 
Chrysler Automotive manufactur- 
ing group vice-president, and Hall 
Lamp Co, 


ities. 


* * * 


by the investigators are: 


power train. 

J. E. Brennan, vice-president 
and director of corporate manu- 
facturing staff and services; C. E. 
Briggs, vice-president and divi- 
sion general manager — Chrysler 
and Imperial; R. S. Bright, group 
vice-president—automotive manu- 
facturing; H. E. Chesebrough, 
vice-president and division gen- 
eral manager—Plymouth-DeSoto- 
Valiant; L. L. Colbert, chairman 
and president. 

V. M. Exner, vice-president and 
director of styling; K. M. Eyestone, 
assistant secretary; W. C. Flaherty, 
director of business research and 
market planning; F. M. Glassford 
jr., group executive—car and truck 
assembly; E. H. Graham, comp- 
troller. 

R. J. Helder, assistant comptrol- 
ler — accounting and procedures; 
G. T. Higgins, secretary; C. L. Jac- 
obson, vice-president — dealer rela- 
tions; Craig Keith, assistant treas- 
urer; Nicholas Kelley jr., vice-pres- 
ident — international operations 
staff. “eb 77 se 


F. KERIGAN, group executive 

e —stamping; R. P. Laughna, 
vice-president — corporate planning 
staff; T. S. Lawton, assistant comp- 
troller—financial control and an- 
alysis; J. D. Leary, vice-president— 
personnel; F. W. Misch, vice-presi- 
dent—finance. 

T. F. Morrow, group vice-presi- 
dent—defense and special products; 
B. J. Nichols, group vice-president 
—automotive sales; F. V. Olds, as- 
sistant comptroller — administra- 
tion; M. C. Patterson, vice-presi- 
dent and division general manager 
—Dodge; E. C. Quinn, vice-presi- 
dent—sales divisions, 

E. C. Row, first vice-president; 
W. J. Simons, treasurer; J. P. 
Smith, resident attorney; L. A. 
Townsend, group vice-president— 
international operations; J. B. 
Wagstaff, vice-president—corpor- 
ate sales staff; L. I. Woolson, 
vice-president and divisional gen- 
eral manager—service parts and 
accessories (MoPar). 

The Minor ouster came as a sur- 
prise in at least two respects. Minor, 
who was 40 yesterday (Oct. 9), was 
considered one of the promising 
young men at Chrysler with a 
bright future at the company. 

* * + 


* * * 


GATISP ACTION with the probe 
and its results was expressed 
by the members of the Chrysler 
board who do not hold factory jobs 
and by Colbert. The nonfactory di- 
rectors were in overall charge of 
the investigation. The board mem- 
bers said: 

“We agree with the opinion of 
special counsel (Dewey law firm) 
that ‘No more searching investiga- 
tion of these executives could have 
been conducted. We know of noth- 
ing within reasonable and practic- 


Seven Reelected 
To NADA Board; 


Newcomer Named 


WASHINGTON. — Reelection of 
seven directors and the election of 
a newcomer to the board have 
been announced by the National 
Automobile Deal- 
ers Assn, 

Renamed to 
three-year terms 
were Ed Koss- 
man, Cleveland, 
Miss.; Henry A. 
Billion, Sioux 
Falls, S. D.; Wal- 
ter M. Duncan, 
Beckley, W. Va.; 
Walter B. Coop- 
er, Fort Collins, 

8. E, Kessman Colo.; J. W. Pick- 
ens, Orangeburg, S. C.; William H. 
Mitchell jr.. Waltham, Mass. and 
Arthur H, Kenny, Vallejo, Calif. 
The newcomer is Searcy Wilcoxon, 
Hamburg, Ark. 





N ADDITION, Minor’s outside in- 
terests had been discussed ear- 
lier in the Chrysler probe. Minor 
said that he had informed the com- 













Dann pledged that he would con- 
tinue his fight for changes at 
Chrysler and would seek another 
investigation of Chrysler officials 
by Congress or by state author- 


T= 36 Chrysler officials who 
were given a clean bill of health 


P. C, Ackerman, vice-president— 
engineering; J. A. Baubie, director 
of public relations; C. C. Benedict, 
assistant treasurer; B. W. Bogan, 
vice-president — purchasing, manu- 
facturing and organization staffs; 
L. B. Bornhauser, group executive— 


and Transportation handles ads in 
buses.) 

Chrysler said that Minor re- 
vealed his interests in Taxi Ad 
and Bel-Aire when he joined 
Dodge Division. He never dis- 
closed to his Chrysler superiors 
that he was receiving commis- 
sions from the two companies 
and Transportation Advertising, 
Chrysler said. 

The company said it had placed 
the matter in the hands of its at- 
torneys with instructions to take 
appropriate action. There was no 
immediate word on whether the 
company would sue Minor for the 
return of the commissions, 

* * + 


ST after Newberg resigned, he 

agreed to pay to Chrysler more 
than $450,000 in profits from his 
interests in supplier firms. Ben 
Stone, head of the companies in 
which Newberg had an interest, has 
since been sued for his share of 
the profits. 

Minor said he had revealed his 
stock interest in Bel-Aire and Taxi 
Ad when he was asked to join 
Dodge Division in 1953. He said he 
discussed his interests “six or seven 
times” with Chrysler officials while 
working for the company, offering 
to sell his interests or leave Chrys- 
ler if the officials thought there was 
a conflict of interest. 

He said he was assured each 
time that there was nothing im- 
proper about his interests, Minor 
said the outside interests were 
discussed and approved last Jan- 
uary. 

On April 16, he was told to sell 
his stock in the companies and he 
did so the next day, according to 











he “had spent every minute of my AME! 
time working for Chrysler.” Ran 
* * * | CHEC 
& M, Minor said, was an in- Pon 
vestment partnership which Co 
included himself and Joe Wellman In 
of Transportation Advertising, Dod 
Earnings of the pair from their D: 
interests in Taxi Ad and Bel-Aire Ls 
were turned over to W & M, for] Pp-D 
reinvestment. Minor denied that D 
the payments to W & M were com- PI 
missions. Vi 
Minor said that he had no definite § FORE 
plans for the future. He said that § For 
he had received several offers but F: 
had not had a chance to consider F 
them. TI 
Minor had been with Chrysler§ 1-™M 
divisions for almost seven years, o 
After the war, he came to De- M 
troit and became vice-president _ GENE 
and sales manager for Transpor- Buic 
tation Advertising Co. He later Cadi 
went to Grant Advertising and Che: 
was vice-president in charge of Co 
the Dodge account for 18 months. | Cc 
He left Grant in December, 1953, gids 
to become director of advertising F- 
and merchandising of cars at Dodge ol 
Division. Early in 1956, he was@ pon 
named general sales manager of Pc 
Dodge Division. Te 
In July of that year, he moved §$P © 
to Plymouth Division as sales vice- Stud 
president. He was made marketing 
director at P-D-V in June of 1959. Tota 
* *Revi 
**Tota 


Guenther Named 


To Succeed Minor 


DETROIT.—Appointment of John 
C. Guenther as advertising and 
sales promotion director for Plym- 
outh-DeSoto-Valiant Division has 
announced by Harry E. Chese-, 
brough, P-D-V p 
general manager. 

Guenther will 
take over all of 
the _ responsibili- 
















12-12 Warranty to Cover 


All ’61 Cars, Some Trucks 


DETROIT.—All of the auto in- 
dustry’s 1961 cars and some trucks 
will be covered by a written 12,000- 
mile, 12-month warranty. 


The departure from the tradi- 
tional 3,000-mile, 90-day policy 
was initiated by Ford Motor Co. 
Its lead was quickly followed by 
American Motors, General Mo- 
tors, Chrysler Corp. and Stude- 
baker-Packard, 

According to the announcement 
by Henry Ford II, the company’s 
new policy igs limited to ’61 Ford 
cars. But there were indications 
that an announcement of its ex- 
tension to trucks would be made 
at the truck press preview here 
Thursday (Oct, 13). 

Several days later AMC Presi- 
dent George Romney said the com- 
pany also would officially adopt the 
12-12 plan for ’61 models, and added 
that it would cover all ’60 models 
“still within such warranty period.” 

Romney also announced that “be- 
ginning with the 1961 Rambler 
models, all mufflers and tailpipes, 
which have been among the fast- 
est deteriorating parts, will be 
guaranteed for the lifetime of the 
car while in the hands of the or- 
iginal owner.” 

The new cars will be equipped 





ties held by Jack TEE 
W. Minor, former 

marketing direc- UDI 
tor, who resigned } 
upon request over j 
a difference about 

his outside activi- 
ties. : Tota! 

Prior to his ap- - ©. Guenther “Tota 
pointment, Guenther was on the _ 
staff of B. W. Bogan, Chrysler Corp ia 
chief of purchasing, manufacturing® tal 
and organization staff. He joinedj™ — 7" 
Chrysler in 1952 on the public re-{§ Gran 
lations staff, and has served as ex- Ca 
ecutive assistant to the P-D-V gen- U. 
eral manager. "Revise 
with ceramic-armored muffler- — oy 
tailpipes, which Romney said Larks 
should resist acid, salt and rust @ endeq | 
indefinitely. 

GM said its extended policy® pact 
would apply to both ’61 cars and@ Valiar 
trucks, while S-P reported that 60% Temp 
cars and trucks within the war-§ F-85. 
ranty period would be covered im § separa 
addition to the ’61s. cial. 

Byron J. Nichols, group vice § Falcc 
president — automotive sales, an-§ With a1 
nounced that the new policy would last we 
affect only the ’61 model cars, and§™ ffom t 
said it would become “an integral § Week e 
part of the dealers’ Certified Car§ _ Risin 
Care plan.” Falcon 

out 10,¢ 


Later, Chrysler said trucks also with 8, 


would be covered, but emphasized @ je, Rp, 
that the extension would apply its Ker 
only to ’61 cars and trucks made @ two 5); 
and sold in the United States. Amor 


In Canada, both GM and Ford@ Comet 


Motor announced 12-12 program#™ asemb 
identical to those adopted by thei 4525 to 
parent firms. 4269 to 
_In most cases, the action of thégg 3972 to 
auto makers merely puts into writeg™ ' 2,640 
ing a warranty policy that had 5, a 
been in effect with dealers for @™ ™ prod 
number of years. But the buyer® 

written policy was for 3,000 mile® . 


or 90 days. 
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oan Car, Truck Output Estimates 
e 
meine By Automotive News 
PASSENGER CARS 
alled in (U. 8S. PRODUCTION ONLY) 
ie must Week Week 
o io? Oct. 8. Week Oct. 1 Output, cain we 
n since 1960 1959*  1960° Sept.* 1950° 1960 
of my] AMERICAN MOTORS 
Rambler ooo... 10,050 «7,907 8,811 298,751 367,456 
| CHECKER MOTORS 150 166 153 614 3,136 5,657 
CHRYSLER CORP. .... 18,200 8,341 24,292 94,423 556,676 839,540 
an in-§ Chrysler Division ...... 2,000 1,505 2,407 10,105 69,357 78,865 
which Chrysler ooo... 1,500 917 1,822 7,708 53,415 66,797 
ellman Imperial. .................. 500 585 585 15,942 =: 112,068 
ising. | Dodge Division .......... 8400 2,758 11,276 43,740 126,159 342,725 
1 their Dart-Polara ............ 5,100 2,758 «= 77,007 «27,878 + 126,159 313,281 
el-Aire SS" SS Cae 7 4,269 16,362 .......... 29,444 
M, for] P-D-V Division .......... 7,800 3,328 10,609 40,578 361,156 417,950 
i that Niclas Sssecscicec 200 350 218 898 35,504 17,713 
e com- Plymouth oo... 4,900 2,758 6,419 23,807 325,448 200,189 
NO ie sisi 2,700 220 3,972 15,873 208 200,048 
iefinite | FORD MOTOR** .......... 50,081 37,052 45,767 154,059 1,331,847 1,437,081 
id that | Ford Division .............. 37,261 32,208 36,176 121,409 1,164,499 1,155,081 
rs but I 10,835 5,641 12,323 47,279 16,649 398,242 
nsider Ford (Std) .............. 25,765 25,387 23,853 71,623 1,090,798 687,069 
Thunderbird ............ $e ~ «0... 2,507 57,052 69,770 
nrysier § 1-M Division ............ 12,820 4,129 9,591 32,650 138,458 282,000 
ear OMI ecsseeensernen 7,006 woos. 5,748 22,008 _......... 148,454 
De- | Ea RRR 300 a... heen), ae 20,527 13,494 
: ent Mereury  ...c.ccsccse0es 5,424 3,521 3,848 10,642 117,931 120,052 
GENERAL MOTORS .. 61,066 __.......... 52,684 119,395 2,186,125 2,376,965 
later Buick Division .......... 5,989 15,168 187,952 206,636 
Rperr ee 2,950 3,378 2,784 5,824 117,222 118,712 
a Chevrolet Division .... 32,100 27,687 55,781 1,234,177 Laas.a08 
Fm COPVAIT oii cccccecccceessee 5,300 4,577 4,525 11,173 34,999 
ar Chevrolet (Std.) .... 26,800 31,282 23,112 44,608 1,199,178 Lass ise 
, 1953, roe Division .. 10,490 8,433 9,308 22,995 312,155 291,283 
PtiSING  W-BG oon. ccc ccceseeccesesees TN es iack 2275 6,085 .......... 10,236 
Dodge Otdemabiio (Std.) .. 7,850 8433 17,033 16,910 312,155 281,047 
© was Pontiac Division ........ 8,700 8402 6966 19,627 334,619 336,378 
ger of Pontiac (Std.) ........ 8,200 8,402 6,966 19,627 334,619 335,878 
TUMOR oi.nscsncsececccesss Ot Fen.” celeegtins " eptelihig ee 500 
moved § $P CORP. 
5 view Studebaker ..........0....... 2,575 3,192 2,564 9,728 119,328 83,790 
keting eamamniomns Spillideienss. ainihajensnan 
1959. Total Cars, U. S.**....142,122 118,959 134,271 408,299 4,495,863 5,110,489 
d **Totals for 1968 include Edsel production. 
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Week Week _ 

Ended Same Ended Total Jan. 1 to Jan. 1 to 
Oct. 8, Week, Oct.1, Output, Oct. 10, Oct. 8, 
1960 1959 1960* Sept.* 1959* 1960 
8,100 6,520 7,951 26,102 284,743 309,259 

20 88 43 164 4,600 2,209 

80 81 74 313 2,534 2,836 

Br sidiciccnarsthitiaatie 1,500 1271 1,650 5,844 60,916 56,854 
2,230 7,910 5,893 22,239 267,103 271,695 
1,605 1,561 1,321 4518 67,043 84,001 
1,885 2,880 2448 10,283 114,626 99,532 
215 383 2 988 13,740 11,925 
160 123 155 765 10,320 10,375 
265 434 191 827 §=15,578 ~=12,912 
1,150 2,021 1,760 6,726 92,028 102,016 
90 90 90 384 3,530 3,621 

. 17,960 23,362 21,588 79,153 986,761 967,325 


160,082 142,321 151,859 487,452 5,432,624 6,077,814 
6,075 6,248 16,901 304,008 305,542 





Trucks, 
U. S. and Canada....166,003 





r gen- 148,396 158,107 504,353 5,736,632 6,383,356 
"Revised. 
s (Continued from Page 1) able gains, while Plymouth, where 
tent rise from the 21,537 Ramblers,|@ Previously announced production 
fler- @ Paicons, Valiants, Corvairs and|cutback went into effect last Tues- 
said Blarks turned out during the week|day (Oct. 4), fell sharply from the 
rust @ ended Oct, 10 last year. previous week, Checker remained 
Currently included in the com- | 0n par with the previous week with 
policy pect Sean. are Rambler, Lancer, | 150 as against 153 assemblies. 
3; and liant, Falcon, Comet, Corvair, Chevrolet showed the biggest 
at 60% Tempest, Lark and Oldsmobile | gain as it jumped standard-car 
war-§ F-85. Only compact not listed output from 23,112 to 26,800 as- 
ed is ey as yet is Buick Spe- | ,omblies. Chevrolet worked all of 
vice Falcon again led the compacts its car assembly plants five days 
s, an«§ With an estimated 10,835 assemblies| last week, 
would § last week, but declined sharply| Ford, working all of its standard- 
. and from the 12,323 units assembled a|car plants six days, turned out 
egral week earlier. 25,765 cars last week, compared 
| Car Rising rapidly to nearly match| with 23,853 units a week earlier. 
Falcon wa§ Rambler which turned} Plymouth, with its Detroit and 
Ise out 10,050 cars last week, compared | St, Louis plants working only four 
ized with 8,811 assemblies a week ear-| days, declined from 6,419 assemblies 
pply sa a ee 2 he =~ the previous week to an estimated 
| enosha works six days, W 4,900 units last week. 
very bro shifts daily. ed 
mong the other compacts, 
Ford Comet was up from 5,743 to 7,096 Sor aes ime ceneeee. Ee 
wee a wan Corvair climbed roan compared with 6,966 assemblies a 
y the to 5,300; Lancer declined from . 
4269 to 3,330; Valiant was off from|¥°e* earlier. 
f thell 3972 to 2,700; F-85 rose from 2,275| Among the other medium 
writ~. 2,640; Lark was up from 2,564 to| ™@kes, Chrysler was off from 


1,822 to 1,500 units; Dart-Polara, 
with its Hamtramck and St. 
Louis plant affected by the 
Chrysler Corp, cutbacks, was off 
from 17,007 to 5,100; DeSoto de- 


had , and Tempest in its first week 
for in Production, scheduled 500. 


a THE onieatiial iat, Chevro- 
7 let and Ford both registered siz- 


dillac turned out 





Wilkie Views... 


The Grand Incentive 


(Continued from Page 3) 


about the industry's future, there 
was no lack of competition for the 
market that looked potentially at- 
tractive at the time. Some 75 com- 


panies already were in existence. 


They produced 4,192 cars, mostly 


electric or steam-propelled, in 1900. 


Some 55 years later, fewer than 


20 separate companies built 7,920,- 
000 cars to make 1955 a record- 
smashing year. The industry's out- 
put for 1960 will be in excess of 6% 
million cars, 

The fewer-than-20 companies 
that set the almost fantastic pro- 
duction record five years ago were 
the survivors of more than 1,500 
different auto makers which built 
about 2,500 different makes of auto- 
mobiles since the first National Au- 
tomobile Show in, 1900. 

* 


E transition from horses to 
horsepower was not easy for 
the hard-fisted pioneers or for a 
somewhat skeptical public. For the 
early automakers, it seemed that 


everybody wanted to get into the 


business of producing self-propelled 
vehicles. Each year brought from 
a dozen to a score and more new 
companies into the business, This 
continued until the depression 
years. 

Of course, many fell by the 
wayside as others appeared, The 
industry made many millionaires. 
But for every millionaire it pro- 
duced, there were scores of oth- 
ers impoverished if not pauper- 
ized. 

For the would-be car buyer there 
was the virtually complete absence 
of good roads until the industry 
had entered the mass-production 
age. There was also the hazard of 
somewhat uncertain mechanical 
design, hand-cranking, and the 
scarcity of service facilities. In the 
earlier days service generally was 
provided by blacksmith shops. 

In the first auto show in 1900, 
exhibits were offered by 40 vehicle 
makers and 11 accessory suppliers. 
Prospective buyers were given 
“demonstration” rides around a 
%-mile track within the Garden. 
To demonstrate the “ease-of-han- 
dling” features of the vehicles, a 
course was provided with a string 
of barrels providing obstacles to 
comfortable steering. 

The fifth National Automobile 
Show in 1905 saw the presentation 
of 177 vehicles. Among these were 
31 electrics and four steam cars. So 
gasoline had begun to take over. 
This was the year of the first Glid- 
den Tour, inaugurated by the 
American Automobile Assn. as a 
reliability contest. That first Glid- 
den affair was an 870-mile struggle 
with mud, sand and rain. It was 
won by a Pierce-Arrow, 

At this time the automobile in- 


clined from 218 to 200; Thunder- 
bird, just getting into production 
on its ’61 models, turned out 861 
cars; Mercury, working two of 
its plants Saturday, rose from 
3,848 to 5,424; Buick, working six 
days at Flint, climbed from 5,989 
to 6,826, and Oldsmobile was up 
from 7,033 to 7,850. 

In the highest-price group, Ca- 
2,950 cars last 
week, compared with 2,784 assem- 
blies a week earlier; Imperial, 
working only four days, declined 
from 585 to 500 units, and Lincoln, 
in its first week of ’61-model out- 
put, scheduled 300 cars. 


* * oa 


CREEL AR production 
declined from 21,588 assemblies 
a week earlier to an estimated 
17,960 trucks last week as Ford 
began changing over to its '61 mod- 
els. During the week ended Oct, 10 
last year, 23,362 trucks were pro- 
duced. 

Truck output for September to- 
talled 79,153 units, compared with 
64,483 units turned out in Au- 
gust, and 80,482 trucks turned out 
during September of last year. 

Car output for September to- 
talled 408,299 units, compared with 
306,009 assemblies in August, and 















dustry, so far as American par- 
ticipation in it was concerned, 
was 13 years old. The first suc- 
driven ve- 

been 


The claim of the Duryeas as 
builders of the first successful gas- 
oline car has been challenged from 
time to time, but their vehicle is 
enshrined in the Smithsonian col- 
lection at Washington as the first 
of its kind in this country. 

There still were some in 1905 who 
questioned whether the automobile 
was “here to stay.” There were 
many others, however, who fore- 
saw a market for millions of ve- 
hicles annually. Cars were being 
sold on the installment plan that 
year; an innovation was an igni- 
tion lock; car dealers in Minnea- 
polis attempted to set up a plan 
whereby the price of used cars 
could be regulated. 

The industry built 24,550 cars and 
450 trucks in 1905, These units had 
a wholesale value of $40 million. 


It took another decade for the 
industry to get into the million- 
units-a-year area. The auto mak- 
ers built cars and 74,000 
trucks in 1915, and the following 
year rolled out 1,525,578 cars and 
128,157 trucks. The total output 
had a wholesale value of $1,082,- 
000,000. 

Today anything less than 6% 
million car assemblies annually is 
considered to be a poor year; many 


Gamble-Skogmo Drops 
Goliath Distribution 

MINNEAPOLIS. — Continental 
Imports, distributor of Goliath in 
an eight-state area, has discontinu- 
ed business, according to Ed Ruff, 
general manager. The firm had 37 
dealers in Minnesota, Wisconsin, 
Iowa, North Dakota, South Dako- 
ta, Nebraska, Wyoming and Mon- 
tana. All the dealerships have been 
closed, he said. 

Continental Imports was a sub- 
sidiary of Gamble-Skogmo, Inc., of 
this city. Continental has not had a 
source of cars since last Decem- 
ber when Goliath Sales Corp. of 
Burlingame, Calif., the importer, 
was closed and distribution of cars 
was halted, 

Walser Olds, new downtown 
Oldsmobile dealership, already has 
taken over Continental’s facilities 
with 57,000 square feet of space at 
10th and Harmon here. Service and 
parts for Goliath will be available 
from Walser Olds. 


Compacts Send Output to Five-Month High 


258,222 cars turned out during Sep- 
tember a year ago. 
* * + 

(i anarran production declined 

from 6,248 vehicles the previous 
week to an estimated 5,921 cars 
and trucks last week. Again it was 
the Ford truck changeovers that 
caused the decline. 

The industry was scheduled to 
turn out 4,991 cars and 930 trucks 
last week, compared with 4,836 
cars and 1,412 trucks turned out 
a week earlier. During the week 
ended Oct, 10 a year ago the in- 
dustry turned out 6,075 cars and 
trucks. 

Canadian auto makers turned out 
12,374 cars and 4,527 trucks in 
September. Total industry produc- 
tion for the first nine months of 
this year wag 242,883 cars and 
56,738 trucks. 

Rambler Appoints Jones 

Robert E. Jones hag been pro- 
moted to the newly created position 
of sales promotion manager of the 
Portland zone of American Motors 
Corp. He will assist Rambler deal- 
ers in staging special events, train- 
ing salesmen and working on ad- 
vertising campaigns. 
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crystal ball gazers are re an 
annual output of eight million cars 
will be commonpluce by the 
mid-'60s. 

Some also are predicting the 

of atom-powered cars; ve- 
hicles driven by gas-turbine en- 
gines and even a revival of electric- 
powered units with an entirely new 
concept of electric-power develop- 
ment. Experiments have been made 
with numerous proposed replace- 
ments for the gasoline internal- 
combustion engine. 

One or more ultimately may ap- 
pear. Right now, however, all have 
shortcomings that will take dec- 
ades to eliminate, 


ITORS ie Detroit's first Na- 
tional Automobile Show will see 
refinements in personal transporta- 
tion undreamed of by the sledge- 
hammer scientists of the industry’s 
pioneering era. More than a few 
will wonder who started it all, It 
wasn’t an American; neither was 

it a Russian. 

Actually, the automobile was 
not the product of any one in- 
dividual; it was the joint prod- 
uct of many minds and many 
hands. These came from the 


ships; carriage wagon 

and other relatively small indus- 
tries. It igs noteworthy that few 
of the pioneers were men of for- 
mal or high level technical edu- 
cation. 

Painstaking research indicates 
the first self-propelled road vehi- 
cle was the brainchild of Capt. 


Nicholas Joseph Cugnot, an artil- - 


leryman in the army of King Louis 
XV of France. In 1769—two years 
before the French Revolution; 
Cugnot adapted a steam engine to 
a crude three-wheeled gun tractor. 

In its first demonstration, the ve- 
hicle, having a speed of four miles 
an hour, careened off the road and 
crashed into a wall. Tractor and 
Cugnot’s military career were 
wrecked in the crash, 

Numerous other experiments 
were made in the subsequent 100 
years with vehicles generally called 
“road locomotives.” 

Forerunners of today’s automo- 
bile were those developed shortly 
before and immediately after the 


1870 Franco-Prussian war by Ger- - 


man engineers like Nikolaus Otto; 
Gottlieb Daimler and Karl Benz; a 
French scientist named Alphonse 
Beau de Rochas and a French en- 
gineer named Jean Lenoir, Their 
efforts, independent of each other, 
produced a practical if somewhat 
crude, internal combustion engine. 
* * * 


LD prrerrage reed a day now passes 
that does not mark some sig- 
nificant anniversary in the progress 
of the auto industry—the first car- 
buretor; first electrical system, the 
electric starter, closed body, low- 
pressure tires, four-wheel brakes, 
automatic transmission, multiple 
cylinder engine, power steering and 
power brakes and scores of other 
engineering refinements. 

But probably most important 
in the industry history was. the 
successful fight of the late Henry 
Ford against the Selden patent. 

Ford scarcely had started his 
Ford Motor Co, in 1903, when he 
was sued by holders of the patent, 
originally issued to George B. Sel- 
den, an upstate New York lawyer. 
Selden had an 1877 date on his 
first car, but the patent was not 
issued until 1895. He claimed it cov- 
ered all internal combustion auto- 
mobile engines used in the indus- 
try’s earlier days. 

Holders of the patent collected 
royalties from most of the gaso- 
line-propelled cars being made. 
Ford refused to pay. After years of 
litigation in the lower courts con- 
sistently upholding the Selden 
claim, a decision came down that 
the Selden patent was valid but 
that four-cycle engines in use by 
the car makers did not infringe 
upon it. 

Henry Ford described the court 
ruling in 1911 as his greatest single 
achievement. “But for that vic- 
tory,” he said, “we could have had 
no automobile industry as we know 
it today.” 

Visitors to the 1960 National Au- 
tomobile Show generally will never 
have heard of the Selden patent 
suit; if they did they will have 
forgotten it, Also forgotten will be 
the fact that car buyers of half a 
century ago usually had to strain 
their gasoline through chamois 
skin and their radiator water 
through a cloth filter. 


hihinipitimeenintie linac 
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‘Obituari. 
Walter Tufford, 56, 


Ex-San Diego Dealer 

SAN DIEGO, Calif—Walter W. 
Tufford, 56, retired new-car dealer, 
died recently. He was a resident of 
San Diego for the past 21 years, 
during which time he operated a 
DeSoto-Plymouth dealership, retir- 
ing in 1957. 





Thomas J. Doyle; Sold 


First Dodge in Detroit 

DETROIT.—Thomasg J. Doyle, 
Detroit’s first Dodge dealer, died 
Sept. 29 after an illness of six years. 

In 1914 Mr. Doyle took delivery 
of the first Dodge touring car to 
reach any dealer, and drove it to 
his showrooms, Horace and John 
Dodge, the manufacturers, also 
were along on the ride. 

* * + 


Mack Markowitz 

HEMPSTEAD, N. Y.—Mack Markowitz, 
64, an automobile dealer here for 35 years, 
died Sept. 24 in a Mineola (N. Y.) hospital 
of injuries received when struck by a car 
Sept. 15. He operated an Oldsmobile deal- 
ership which bears his name, 

* * * 


W. L. Tomlinson 

DETROIT.—W, L. Tomlinson, 53, man- 
ager of automotive sales for the glass di- 
vision of Pittsburgh Plate Glass Co., died 
from a heart attack Sept. 30. Mr. Tomlin- 
son had served as manager of automotive 
glass sales since 1950. He joined the com- 
pany in 1928 at its Detroit branch. 

* * + 


Otis B. Raines 
SUNNYVALE, Calif.—Otis B. Raines, a 
Chevrolet dealer here since 1930, and his 
wife were killed in an auto-truck collision 
near Weiser, Idaho, A dealer since 1919, 
he was active in civic affairs and a for- 
mer member of the Sunnyvale city council. 
* + - 


E. P. Olson 
SACRAMENTO, Calif.—-E. P. Olson, 68, 
owner of Olson Motor Co, prior to his 
retirement 10 years ago, died Sept. 20, He 
was in the automotive field in Washington 
State prior to moving to Sacramento in 
the 1930's. 
. * # 


Fred E. Windish 
GALESBURG, Ill.—Fred E, Windish, 
long-time Studebaker dealer and distributor 
in Galesburg and Peoria before his retire- 
ment 10 years ago, died Sept. 27 of a 
heart attack suffered on a fishing trip in 
Canada, He was 66. 


VOLKSWAGEN 
DISTRICT MANAGER 















Send resume with recent photo to: 


G. E. Carmichael 


P. ©. Bex 26008 
New Orleans, Louisiana 
































SERVICE MANAGER — Successful distri- 
butor of heavy duty trucks desires man 
who understands the proper functions of 
a service department as it relates to the 
customer, also the broad responsibility 
of the service manager himself, Sizable 
Operation with exacting management, 
employs about 25 mechanics. Central lo- 
eation in city of 250,000. Will pay in 
proportion to your worth, Write very de- 
tailed information about education, jobs 
held, family, financial condition, what 
you have earned. Strictly confidential. 
Box 1857, c/o Automotive News, De- 
troit 7. 





Wanted 
SALES MANAGER 


Francisco 2 erea of 18,000, 
which will in next five years. Strong 
Own new building, lot, extra 
land. ce . long successful record 
and top ports and service operation. Salary, 
share of profits and ten-year buy-in plan 
with modest first payment. Send complete 
resume, photo and references to Box 1878, 
c/o Automotive News, Detroit 7. 





SALES MANAGER—Have excellent oppor- 
tunity for experienced sales manager in 
large Chevrolet dealership in large South- 
west city. Desire sales manager who has 
a program of hiring, training and super- 
vising a working sales force, Must be 
able to produce new car volume in excess 
of 1,500 units a year. Salary and incen- 


tive open. Please include resume of 
background together with photograph. 
Box 1866, c/o Automotive News, De- 


troit 7. 






































for 
cated Miami. We are looking 


manager capable 

sales ond profits. Starting salary $15,- 
000 per yeor plus incentive based on 
performance. Must have ability to main- 


HELP WANTED 


AMERICAN 
SALES MANAGER 
WANTED 





| want the best salesman—sales manager 
in America. Must be completely capable 
of helping our exclusive deolers set up 
and train a hard-hitting retail sales force 
to merchandise a 
product which is revolutionary in its field 
and has excellent acceptance in all areas. 
Must be strong in closing sales and able 
to prove it. Lots of travelling—home week 
ends—age no barrier. 


specialty automotive 


Salary $12,000 plus expenses, plus unusu- 
ally lucrative commission arrangement on 
all sales in the U. S. Please do not reply 
unless you are capable of and prepared 
to work to make $50,000 per year and 
up. Forward complete, concise resume with 
references, etc. to Box 1889, c/o Automo- 
tive News, Detroit 7. 








CAN YOU TOP 
$35,000 PER YEAR 
MR. SALES MANAGER? 







Savannah, 
Pres., Tel. ADams 4-3478. 





USED CAR MANAGER—under 35—imagi- 


nation, industry, management caliber, 
knowledge of values and trading ability 
are prime requisites. Unlimited opportun- 
ity with long established midwest Cadil- 
lac dual. Send resumé and recent snap- 
shot to Box 1828, c/o Automotive News, 
Detroit 7. 





DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If you are a general 

ager for «a car dealer, or have been a 
zone manager for a manufacturer, we want 


as an exclusive agent for peace 


vavertised Childers Carports, used by ~ 
No investment 


. Airmail 


ers 
= business background and references. 








SERVICE MANAGER 
FOR 


VOLKSWAGEN DISTRIBUTORSHIP 


Excellent opportunity for experienced man- 
ager who can supervise field 
and service school. Mail complete resume to: 
AUTO ASSOCIATES, INC., Box 224, Wynne- 
wood, Pennsylvania. 


men, warranty 





VW DISTRIBUTOR requires services of 


qualified instructor in automotive main- 
tenance. Person selected will have com- 
plete charge of training center. Please 
submit complete resumé of past experi- 
ence and qualifications when making ap- 
plication. Box 1884, c/o Automotive 
News, Detroit 7. 





FRANCHISE SALESMEN — Earn $600 


weekly selling local franchises, Patented. 
Car required. Send resumé including pic- 
ture. President, 4264 So, 35th St., Ar- 
lington 6, Va. 





GENERAL MANAGER— 
SALES MANAGER 


ssive Chevrolet dealer 







of developing men, 
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HELP WANTED 


SERVICE MANAGER—Suburban Chicago 
Chrysler Corporation dealer requires 
management skilled man to supervise 
busy service department, Salary plus 
bonus in five figures amount. Send full 
resumé to Box 1879, c/o Automotive 
News, Detroit 7. 





GENERAL MANAGEMENT — Take over 
for tired, disgusted or older owner. I 
thrive on the long hours and headaches, 
am a worker, not a brain, not interested 


in wheel and deal or large operation. 
Want small operation where I can hold 
volume and build profit, or build volume 
slowly, solidly, profitably, Don’t give it 
away, I'll make it pay. Box 1880, c/o 
Automotive News, Detroit 7. 


GENERAL MANAGER or sales manager 
will accept buy-in type deal, Thirty- 
seven years old, sober, aggressive family 
man who wants security with a future. 
Have been a partner with father for 
fifteen years. Capable of handling all 
phases of management such as financing, 
advertising, expense control, sales promo- 
tion and training, and used car mer- 
chandising, Must be Ford or GM deal. 
Complete resumé and recent photo upon 
request. Reply Box 1881, c/o Automo- 
tive News, Detroit 7. 


GENERAL OR GENERAL SALES MAN- 
AGER, fully qualified to manage a large 
volume dealership on a sound basis, My 
reputation and ability will meet your 
strictest requirements, Interested in long 
term employment with option to pur- 
chase or make investment, Will relocate. 
Best of character and ability references. 
Box 1850, c/o Automotive News, De- 
troit 7 


SERVICE MANAGER with demonstrated 
ability for improving all phases of dealer 
service operation. Age 35, married, high 
rating on vocational test, technical and 
modern management practices training. 
Ability to analyze, organize, deputize 
and supervise proved and supported by 
references, Operation with large potential 
monthly sales preferred. Box 1852, c/o 
Automotive News, Detroit 7. 


GENERAL SALES MANAGER — Age 34, 
eight years’ experience, two years as 
general manager of a leading GM dealer- 
ship, three years as new car manager of 
one of the largest Chrysler agencies. 
Non-drinker, only the finest of refer- 
ences. To relocate Southern California, 
Florida, Hawaii. Box 1885, c/o Automo- 
tive News, Detroit 7. 


BUSINESS MANAGER, experienced ‘“‘Big 
Three’’ automotive dealership accounting, 
proven record of success in office or deal- 
ership reorganization, desires position 
with honest, progressive dealer. Daily 
operating controls, financial statements. 
Will relocate. Box 1886, c/o Automotive 
News, Detroit 7. 


I NEED A CHANGE. Fifteen years in 
all phases of used and new car business 
as owner and operator, Presently en- 
gaged in profitable used car operation in 
midwest, specializing in imports, Will 
manage, buy in, or what have you? 
Family man, college degree, home owner 
(no mortgage), do not drink. I may be 
just the man you are looking for, Box 
1867, c/o Automotive News, Detroit 7. 


GENERAL MANAGER, fully qualified to 
manage large dealership on a profit shar- 
ing basis, Will also consider operating 
on a buy-in basis, Box 1868, c/o Auto- 
motive News, Detroit 7. 


PARTS MANAGER—Over 13 years’ experi- 
ence with Pontiac and Chevrolet, Avail- 
able immediately, Relocate for real op- 
portunity, Charles Olechowski, 14134 
Collingham, Detroit 5. VE 9-2037. 


QUALIFIED GENERAL MANAGER—sales 
manager, 15 years’ successful manage- 
ment experience with major lines, Prefer 
Western states, Box 1869, c/o Automo- 
tive News, Detroit 7. 

GENERAL MANAGER or sales manager— 
Successful operator with proven record. 
‘*Big Three’’ experience, Best references. 
Desire permanent connection, Box 1870, 
c/o Automotive News, Detroit 7. 

SERVICE MANAGER, 16 years’ experience 
Cadillac—Olds—Ford. Available for good 
dealer on mutual approval. Box 1890, 
c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 

ESTABLISHED AGENCY handling Mer- 
cedes-Benz. and Studebaker in Rocky 
Mountain area. Completely equipped 
shop, body shop and service station, lo- 
cated on main highway, Excellent build- 
ing and used car lot for lease if wanted. 
Reasonably priced, Box 1874, c/o Auto- 
motive News, Detroit 7. 

DEALERSHIP HANDLING DODGE-DART 
in Northwestern Ohio, same dealership 
for 46 years, Buy parts and equipment, 
buy or lease building. Box 1882, c/o Au- 
tomotive News, Detroit 7. 

HANDLING OLDSMOBILE—100 car deal- 
ership available New York state, Selling 
31% medium price class, Box 1873, c/o 
Automotive News, Detroit 7. 

















































DEALERSHIPS AVAILABLE 











MONEY 
MAKING 
DEALERSHIP 
Handling Ford 
Fifty minutes from 


San Francisco. 


300 cars per year. Present suc- 
cessful dealer is moving to a 
larger dealership. Total capital re- 
quired $75,000 to $100,000. 
Buyer must have Ford Motor Com- 
pany approval. 


Reply Box 1854, c/o Automotive 
News, Detroit 7. 





DEALERSHIP HANDLING LARK and top 
franchise foreign makes, Well equipped, 
excellent location. Remodeled building. 
Good service and parts operation, no ac- 
counts or used cars. Dealership in up- 
state New York, sound and stable indus- 
trial area, Established over forty years. 
on a c/o Automotive News, De- 
roit 7. 








NORTH PENNSYLVANIA dealership han- 
dling Ford — Growing community with 
new industries, fine schools, well estab- 
lished business, No accounts receivable 
or used cars, Modern facilities provide 
real opportunity for growth, Owner's 
outside interest requires sale. Box 1872, 
c/o Automotive News, Detroit 7. 


An Important Message for 


“CAPTIVE” DEALERS 


If you are now selling a "captive"’ import 
and find that you are no longer getting 
the service the factory should give you, 
or the selection of models for most profit- 
able business, now is the time to add 


BORGWARD 


to your line. Fergus Imported Cars, Inc., 
gives Borgward dealers real service. Every 
requirement, every request is attended to 
quickly, efficiently. Moreover, we do not 
overload you with cars; you run your 
own business without factory or distributor 
Pressure, Most important of ali, when 
you sell a Borgward you're selling a good, 
salable, profitable car... and you have 
happy customers who become your best 
salesmen! 


Phone, write, wire 
Peter F. Dube, President 


Fergus Imported Cars, Inc. 


1717 Broadway (54th St.) New York 19 
Telephone: COlumbus 5-6494 


DEALERSHIP HANDLING BUICK, Pon- 


tiac, GMC for sale in Northern Califor- 
nia, selling over 500 units per year. $60,- 
000 will handle. This dealership has been 
making over $50,000 per year the last 
three years, Good reason’ for selling. 
Don't answer this ad unless you have 
the money now and can get GM ap- 
proval. Write Box 1876, c/o Automotive 
News, Detroit 7. 





PHOENIX, ARIZONA—Foreign car deal- 


ership, established top lines, Excellent 
service absorption, good lease, centrally 
located, Approximately $10,000 will han- 
die. Box 1875, c/o Automotive News, 
Detroit 7. 





DEALERSHIP HANDLING Lincoln-M e r- 


cury-Comet in East. Good growing loca- 
tion. Right price. Factory approval need- 
ly ig 1859, c/o Automotive News, De- 
ro ; 


NEW LINES WANTED 








Discover how much your competitors’ 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 196! 
American cars, 25 foreign cars, 4 American 
trucks, 
dealers and banks nationwide. 


DEALERSHIPS AVAILABLE 





. 1887, c/o Automotive News, Detroit 7. 


cated in Southern city of 40,000 and 
population, 


News, Detroit 7. 


ana. Desire to retire from business, w 
sell assets. 


parties write: Frank Haynes, 
Motor Company, Clinton, Louisiana. 


DEALERSHIPS WANTED 





Potential important, Complete 


1883, c/o Automotive News, Detroit 7. 





HANDLING CHEVROLET, Indiana, 
years in business, 131 new, 
1959. Small, close operation. $26,500, 


will pay out in less-than two years. Box # 


AGENCY HANDLING VOLKSWAGEN lo — 





doing good volume of busi-< 
ness, owner desires to sell in order to 
acquire a larger location. This businesg 
averages 200 cars per year. If interested 
please reply to Box 1888, c/o Automotive 


AUTOMOBILE DEALERSHir LOCATED § 
in small Southern city, state of Louisi- 


Now merchandising ore 


top line of cars and trucks. Intere f 
Clinto 







fs 


VOLKSWAGEN AGENCY wanted in New 
England area, Airport and water facilf. 
ties nearby desirable, but not necessary, 

details 

first letter held in strict confidence. Box 





FLORIDA—Top cash price, Coastal area, 


Factory approved. In Florida now. Con- 
Automotive 


fidential. Box 
News, Detroit 7. 


1819, c/o 





$100.00 CASH REWARD for information 
in recovery — 1960 Chevrolet 


resulting 
Bel Air 4-dr. hardtop, solid turquoise, 
Serial No. 016391152598, license No. CA 
8751 Utah, 1960. Driver known as Wilton 
B. (Bill) Roth. This 


man uses a Sin- 


clair Credit Card and has purchased gas 
and accessories in 31 states in past two 


months. 


PHONE COLLECT: R. N. Pex- 


ton, DA 8-8501 or EL 5-1655, 637 East 


4th South, Salt Lake City, Utah. 


DEALER SERVICES 
_ a RETRAIN ANCES TEIETESIMNT S 
TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annval Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
ter 3-6445 


| 


MILITARY ACCEPTANCE 


WILL HELP YOU SELL MORE 


MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 











1961 Auto Costs! 


cars 


and all their equipment. Used by 
Order your 
‘él edition today for only $10—three year 


subscription $18 (including all supplements), 
AUTO COSTS, Fgenser Publishing Company, 
Liberty, N. Y. 








BUSINESS OPPORTUNITIES 


FOR SALE—BSstablished garage and used 


7i1, 


ol 


car lot, Reasonable, Write Box 


Hudson, New York, 
NEW LINES WANTED 





WE DESIRE NEW PRODUCTS for out 


expanding distributorship calling on new 
car dealers. Sales force covers state of 
Michigan, 
steadily. Write to Box 1863, c/o Automo=, 
tive News, Detroit 7, 





AUTOMOTIVE PRODUCTS WANTED 


One of the oldest and most highly rated manufacturers of automotive prod- 
ucts seeks NEW ITEMS, NEW IDEAS, or a GOING BUSINESS TO PURCHASE. 
Has world-wide distribution. Domestic distribution is through central warehouse 
distributors marketing, through 6,700 automotive wholesalers and some 250,000 
dealers, to automobile dealers, independent garages, filling stations, major 
oil companies, and tire manufacturers. 
ment of scientists or engineers for research and development; licensing or 
cross-licensing; or the purchase of companies with products for the automotive 
after-market. Send details or telephone: 


Edward S. Talimadge, Industrial Consultant 
710 N. Water St., Milwaukee 2, Wisconsin (Telephone: BRoadway 2-0158) 









Will also consider ideas; the employ- 
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650 active accounts—growing | 
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1961 
Volkswagens 


direct shipment to any port 
U. S. A. Our prices will be 
quoted you including cost, 
freight, insurance, customs 
duty and 
EXCISE TAXES PAID 
Equipped as Follows: 

Leatherette interior . . . tool 


kits . . . mile speedometers 
. - - ASI windshields .. . heat- 







! VOLKSWAGENS 


Ghias, Convertibles, Buses 






to all ports. ers... turn signals . . . bump- 
1960s, 1959s, ete. wy eresn dex Coated Eocene 
* PLUS NEW AND USED 1960S. 









Write, Phone or Wire 
MACK IMPORTS 


349 SOUTH RIDGEWOOD RD. 
SOUTH ORANGE, N. J 


ESsex 2-9698 
Se. Orange 3-0575 


It pays to check with us first. 
* 


Call, Write or Wire 
LOWNI CORP. 
200 W. 72nd St., New York 4 


Ask for Zigi—TR 3-5727 
Jacksonville, Fla.—ELgin 6-7551 








1961 
VOLKSWAGENS 


Sedans @ Sunroofs © Ghias 


“World's Largest Importers According to 
the Wall Street Journal." 
Shipping to: Jacksonville, Fla.; Houston, 
Tex.; Charleston, W. Va.; Mobile, Ala.; 
Baltimore, Md.; New Orleans, La., and 

all other ports, if desired. 


$1,625.00 


st.) 

All Excise Taxes and Duties PAID 
Fully Americanized—with Leather 
Phone, Wire, Write: 

B.C. "Buck" Malcuit 
SNUFFY SMITH 














Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 






















aa eee MOTORS, INC. 
Y Main Office: 
CU ne 2317 —. pieai'20503"" Texas 
CHEVROLET 
B'way & 133rd St., N. Y. C. I 
Ed Hogen AD 4-6000 S A L E 


1959 FORD 
TAXICABS 


A-| condition. Ready for the road. 
All. good motors, transmissions, rear 
ends. Clean bodies. 


it $375 wn 


PRICED 
Call, Write or Wire 


from 
EMKAY MOTOR SALES 
1046 Bedford Ave., Brooklyn 5, N. Y. 
Telephone Ulster 7-0651 


SALE! 


ATTENTION 
FLEET OWNERS! 


Purchase your new 1961 Fords and 
Falcons from 
NANNINGA FORD SALES 
“Watch Us Sell Fords." 
Whitewater, Kansas Phone: 137 
Contact Mr. Alan, Fleet Manager 


Highest allowances for '57 and '59 models. 
We will deliver 500 mile radius of Wichita, 
Kansas. 


FLEET BUYERS AND 
LEASING COMPANIES 


PLACE YOUR 
1961 CHEVY ORDERS 
WITH Us! 


4. We will buy used cars at top prices— 
or cash. 


2. Your customer will be handled like 
our customers. 
3. Every car serviced properly. 


4. We know how to handle fleet busi- 
ness. 


EAST SIDE CHEVROLET 
COMPANY 


2239 N. Prospect Ave. 
Milwaukee 2, Wisconsin 
Contact Art Abraham, General Manager 
BRoadway 6-8877 








Buying, ae trading miscellaneous auto- 
motive items? Get quick results through 
Automotive News’ Want Ads. 








CARS FOR SALE 


500 — FOR SALE — 500 
1959 FORD TAXICABS 


Custom "300," 6-cylinder, standard shift. 
GOOD BODIES «© GOOD MOTORS ¢ GOOD RUBBER 


Instrument panels complete. No cutouts or missing pieces. Excellent mechanical 
condition. 


ros n.Y.c. $375 EACH 


We will assist in arranging reasonable delivery by trailer or bring license tags 
or in-transit permits. Call-Write-Wire NOW: 


SID LAVENE 


Taxicab Specialist 
1045 Close Ave., N.Y.C. (Bronx 72), N. Y. 


Phone: Tivoli 2-9921—days 
COlumbus 5-6100, Ext. 2157—nights 


Includes jack, spare wheel, lug 
wrench. 


AUTOMOTIVE 

























































BUY THE 
USED CAR 
YOU NEED 
WHEN YOU 

NEED IT 

FROM 


HERTZ 


Late- model 
cars are available 
to used car deal- 
ers now. A Hertz office 
near you may have the 

























Buicks, Cadillacs — se- 
dans, hard-tops, wag- 
ons, convertibles — all 
featuring automatic 
transmissions, power 
steering, radios and 
heaters .. . many with 
power brakes. 















Clean, low mileage1959 
and ’60 models are now 
available at Hertz of- 
fices acrossthe country. 





CALL ° 
THE HERTZ MANAGER 
IN YOUR CITY TODAY 






or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Avenue 











“IN CHICAGO 


KELLER 


DOES IT BETTER.” 









For Fleet or Leasing or 
Courtesy Delivery 
It's TED KELLER 


Keystone 
Chevrolet 


27 years of fleet experience. 


Phone or wire collect: KE 9-3400 
3100 W. Lawrence Ave. Chicago, Iil. 











1961 ENGLISH FORD 
THAMES 8-PASS. ESTATE CARS 


Economical transportation and excellent bus 
for feeder line use. 


$2,095 F.O.B. Springfield, Ohio 
R. J. STATES MOTORS, INC.,, 
115 E, Columbia St., Springfield, Ohio 


poccr sco 
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CARS WANTED 
a ee LIMOUSINES—. 


___ OARS, TRUOKS WANTED  _ 


WE BUY USED TRUCKS, elements Jeeps, 
rite: t- 


LLOYD PARTS for all models. Complete 
Corpo- 


SAVE MONEY: BULBS: 1034 price $14.00 


NSU PRINZ AND SPORT PRINZ PARTS 


LLOYD PARTS—SKODA PARTS—For all 


1933 PACKARD V-12 convertible $4,000; 





Call Collect."§ Sos nS, 
40 So. Clinton St., Chicago 6, Ill. 
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PRATER AMER SS I 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


* 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


e 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 


1960 


CARS FOR SALE 


VOLKSWAGENS 
All Models—All Types—immediate Delivery 
New York, Baltimore, Md. 


ALL COMMERCE & TRADING CORP. 
120 Wall St., New York 5, N, Y. 


BOwling Green 9-0636 — TWX-NY 1-121! 


















7 and '58s. Franz ax Sehpowie BEI- 
mont 4-6611, 2836 N. E. Sandy, Port- 
land 12, Oregon. 














American model cars. 
__Tides, Casilla 648, LePas, Deltvie, 








SALE 


stock. Fast service. Foreign Cars 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 














per c; 67 bulb $7.00 per c; 1154 bulb 
$15.00 per c; 1016 bulb $17.00 per c; 57 
bulb $5.50 per c., Prepaid. Acme Sales 
Co., Box 1244, Camden 5, New Jersey. 


e PARTS - 
HANSA 


Goliath ¢ Express 
_HANSA CORPORATION 
Master Parts Depot 


Western Distributor 


1326 Marsten Rd. 


Burlingame, Calif. 
DI. 2-6358 




































AND ACCESSORIES — Coztact your 
nearest distributor or Ludwig Motor 
Corp., 421 East 9ist St., New York 28, 
N. Y, TRafalgar 6-7010. 










models, Immediate delivery, Amsko, 5069 



























’ s Broadway, New York 34, New York. . 
car you ve been looking CHEVROLET PARTS, antique or classic. | Dealers’ 25% Discount .......... 17.45 
for! Louis Chevrolet, Box 51, Thompsonville, | Dealers’ Net with 4 $52 35 
. Connecticut. Standard plus 2 Large Fed. T, | 

-  &UCTION SCHOOLS | Adapter Clamps - Tax. Inc 

Hertz has ee ane BE on oS ene — World’s largest 
a school. Internationally recognized diplo- - 
coe Mn 8, a ma. Free catalog. | Retsch Auction Col- THE F AMOUS 
mobiles mouths ege, Mason City 77, Iowa. 
Soke . ANTIQUE, CLASSIO CARS FOR SALE MOTO-MATIC 








TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


1923 Buick touring; 1917 Chandler; 1922 
models: Studebaker, Dodge coupe, Ford 
touring, Ford truck; 1916 Reo $275. John 
Porter, 122 South Hillside, Wichita, Kan- 
sas, Phone: MU 2-6516, MU 4-6135. 













COLLECTORS ITEM—1929 Cadillac Tour-/| Dealers’ a F.0.B. Factory ................ $59. 
ing. Excellent condition, Jack Pae, Post/ Dealers’ 25% Discount ..............:..+ 14.95 
Office Drawer 980, Leesburg, Florida, Dealers’ Net with $44 85 

Be 2 Large ” 
Adapter Clamps Fed. Tax. Inc. 







Swiss Watches For Premiums 












M iJ rt hse a by he 

Ment 3 wer resistani Pia fe cach. "ON THE BALL" 
ens ines e@ @i wes be eacn. 

Ladies | J rt Ml sce) 80 h. ’ 

ee | fee oes + + ae TOW PILOT 


Min. | dozen, leather straps . 
Expansion bracelets, 60c ea. Free catalog. 
TRANSWORLD, 565 5th Ave., N. Y. C. 17 






with *Cadalloy Steel Safety Coupler 





Dealers” Net wih eee $38.25 
Buy and Save $$$ Adapter ~ Fed, Tax. Inc 
QUANTITY USERS])| Substantial Discounts 







To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 


GET OUR DIRECT 
FACTORY DEAL 






New York 21, N. Y. Tow Bar Sales Co. BATTLE CREEK 9, MICH. 
Exclusive Factory Distributors i Phone WO 2-5257 All Depts. 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 









“Leaders in the Indus 
since 1939" wid 









New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


TO. cies daccddcocevectde cbabeced@ tekleseneed Unie iiei thie canal 
Sivek AGO 6 icc s dw i on shah bsp 06060 haddaneseeevins Zone No.......+.. 
QU sv kag cb bdbb dace cusWctececekiheebheneie conn Seles cicewedieeenes . 
TRADE CONNECTION: 
Car Dealer [J Truck Dealer [] Manufacturer [J] 
Jobber [] Insurance [7] Financial [J Supplier [] 

Make of Car eee eeee reese eeeeeeeee eee rereseeee © Mesccvovcessesds 

10-10-60 
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